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833 05541 9607 
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I91S is Here 


No. 


Begin again! Forget past discourage- 


ments and failures. Be constructive, 


optimistic. Build health and strength 


into your body. 


One earnest attempt at accomplishment 


will warm you with contagious enthusiasm, 


quicken your mind, vitalize your initiative 
and bring your goal distinctly before your 


line of vision. 


Force your life up the channels of your 
personal ambitions. Make 1918 yield you 
those things to which you have given your 
best thoughts. Do the work you want to 


do. Become the man you want to become. 


[n all this appreciate that to the degree 


in which you are serving others, you are 


serving yourself. 
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STANDING OF FORTY HIGH MEN  - DEC. 24, 1917 
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THE HONOR MEN 


The first fifteen men lsted on the above standing have sold 
the largest volume of business this year. 

These figures are of December 24th and are, not final. 
returns have not been received and tabulated as yet. 


All 


DISTRICT OFFICE QUOTA STANDING 


50th QUOTA WEEK ENDING DEC. 22, 1917 


DIVISION “A” 


1, TORONTO - - L.P. Murray, Mgr. 
2. DALLAS - - - B.L. Prince, Mgr. 
3. ST. LOUIS - - L.E. Porter, Mgr. 
4. SAN FRANCISCO D.-S. Johnson, Mgr. 
5. HARRISBRUG - H.C. Storr, Mgr. 
6. ALBANY - - - W.M. Mann, Mer. 
7. ATLANTA - H.C. Carpenter, Mgr. 


{ Min’polis R.R. Safford, Mgr. 
. CHICAGO 5 Tri-StateJ.W.Burrows,M¢gr. 
( ChicagoG.S.Bacon,Atg.Mgr. 


co 


DIVISION “B” 


1,OHIO - - - - I. L.Walker, Mgr. 
2. MEMPHIS - - H.W. Brown, Mer. 
3. NEW YORK C.H. Davies, Atg. Mgr. 
4, WASHINGTON E.B. French, Mer. 
5. MICHIGAN (Ft.w.)A.W.Dorsch, Mer. 
6. DENVER - - - C.C. Barnet, Mgr. 
7. INDIANA (Ft.w.) A.W. Dorsch, Mer. 
8. LOUISVILLE - R. E. Fleming, Mer. 


LUBRICATING CONTEST 


Well—the ‘‘G. S. M.’’ certainly set ‘‘some pace’’ 


when he 


laid out this year’s quota on Lubricating Outfits and then set 
the dogs of war loose to bring home the hacon. 
But they did it and the way things look there may be a cool 


1,000 extra, just for good luck. 


Here’s the standing, computed from the latest reports: 


District Office Standing in Lubricating Contest, Dec.. 26, 1917 


lees l..LOUIS 6. TORONTO 11. ALBANY 

2. DALLAS 7. CHICA 12. INDIANA 
es 13. ATLANTA 

3. SAN FRANCISCO 8. OHIO 14. NEW YORK 

5. HARRISBURG 9. MEMPHIS 15. MICHIGAN 

4. DENVER 10. WASHINGTON 16. LOUISVILLE 
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TABLET CUTTERS 


At the close of business on 
the 22nd the following men 
would have been considered 
eligible to be placed on the tab- 
let. Inasmuch as all returns 
are not in this is not the final 
count. The real tablet cutters 
will be announeed in the Janu- 
ary 15th Boomer: 


General Line 
W. V. Crandall 
K. F. Hessenmueller 
G. W. Scott 


Engineering 
EK. L. Maillron 
W.B. Stamford 
J.J. Connelly 


F. H. RICHARDSON OF 
ALBANY 


A real modest individual, this— 
read his report for December 8th: 


No calls made 
No. sales made 
Total amount of sales, $312.50 
(now listen to the bottom of it): 


“Remarks: 40 (*!!-!) years old 
today and am never going to be 
any older—always try to get an 
order on my birthday. 


12/8/1917. 
“Signed, F. H. RICHARDSON.” 
“Rich” has been a repeater on 


“Pacemakerism’—he “was there” 
in 1912-413 -°14-715-716- 17% —but 
ZOUNDS! does the fellow think he 
ean put this “Forty” stuff over for- 
ever? Have a care how you tamper 
with our credulity! 
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FIVE HIGH MEN OF EACH DISTRICT 
NOT PACEMAKERS—JAN. 24, 1917 


Albany Fort Wayne 
Ee. C. Schuster W. J. Graham 
dowd Lovons oa GOsseld 
W. J. O’Brien C. B. Sunderland 
EH. W. Adams G. S. Kinsley 
J. G. Roberts Ga es smii th 

Atlanta Harrisburg 

EL ume altar: M. B. Peiffer 

V. McClure Ce Paw Law 

Ss. McRae See) We Kellce 

G. Stoner Wi: vA. Reese 
=e, Longe U. G. Savage 


Minneapolis San Hrancisco 
Tet, , (Eqbicoraaleleric Cc. S. Severance 
R. B. Lipes W. S. Johnson 
W. Lichtenberger C. A. Milliman 
Ss. S. Haw Cae Comipitom 


A. J. Kowalewski L. D. Baker 


New York Toronto 
R. S. Johnson Pa Ss. Cornelt 
J. A. Grannis J. EL. Inuniey: 
W. H. Ladd CaS: Bootes 
A. Chapman J. J. Reedy 


jal, 10, 1eroleiee ig, (5 Sens 


Chicago Louisville Ohio Tri-State 
N. Wetzel N. B. White W. J. Bates BH. M. Brewster 
Max Heintze J, H. McClanahan W. S. Treadway R. lL. Duncan 
H. D. Murdock Dee Lorver Il, UX, dieKe@ ors! A. C. Van Auken 
W. J. MeGrane O. N. Gillette J. Ee Quinn Viab Benmett 
J. P. Shannon A. B. Coffey Je Came less M. F. Grigg 
Dallas Memphis St. Louis Washington 
H. M. Tunstall C. Groves R. G. Kenney N. B. Steele 
L. F. Greer J. L. Steenhuis J. H. Bedser J. S. Walsh 
B. C. Sargent J. G@ Pinkston alg IL IR@iaiielks W. G. Chandler 
L. J. LaGrange 1D, JswhKela Dia Wire O Brren Ca sets ht 
B. B. Bates di, Il, Shaanielae, G. G. Davey Crea Claes evt 
Denver 
All Denver Salesmen are Pacemak- 
ers. 
Ss. C. ADAMS over. The great have been your 
: ‘ 16 AG 7 ~AYr~A 2 
Apo A daieis es S. eo ve : r € porn 
7 9 OCs Ve) t * gel 
one of the we 1a gigantic OR UULING JACK 
rea Poronto ©. you yeb you coniront me a 
Salesmen and ‘allure. 


has developed 
a real Pace- 
maker stride. 
One of his lat- 
est coups is to 
bring in a Paint Oil Equipment 
order totalling nearly 100 
points. Well, Mr. Adams, the 
bars are down and _ the 
road straight and free from ob- 
structions. Go to it and we’re 
for you! 


SUCCESS—FAILURE 


Two shabby men sat beneath 
an oak tree in a public park. 
So engrossed were they in con- 
versation they did not notice 
nearby a well-dressed gentle- 
man sat listening to what they 
said. 

‘““You!’’ exclaimed the elder 
of the two, ‘‘You should today 
be a success. You were given 
an education superior to that 
received by the most fortunate. 
You have traveled the world 


1913 


Or course Lama tailure ss 
answered the younger man. 
““My life has made me a fail- 
ure. I have possessed every- 
thing. I never had to strive. 
But you—you should be a suc- 
cess. You have had to develop 
—to fight to exist. And you 
confront me a failure.’’ 


The stranger leaned toward 
the two men, 


He said, ‘‘Your arguments 
prove conclusively that eireum- 
stances have lttle to do with 
succeds—or with failure—and 
that the individual largely de- 
termines his own destiny.”’ 


Mire bee. Dee voliiron. Hn 
gineering Salesman under the 
Ohio Sales Office located at To- 
ledo, paid us a visit Monday, 
together with Messrs. Hunt and 
Gillette. who are architects for 
the Willys-Morrow Company. 
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H. T. PURDY 


Some are inclined to believe, like 
the “mule” that some territory is 
better than 
theirs easier 
to work or more 
productive. 


This may be 
the case in some 
instances, but it 
is safe to say 
that the difficul- 
ty lies very 
largely with the 
individaul working the territory as 
to the returns realized, for they, 
like many merchants seek to ex- 
cuse their own carelessness and 
blindness to opportunities by hid- 
ing behind the excuse “his neigh- 
borhood is better than mine,” etc., 
overlooking the fact that the com- 
petitor has probably taken advant- 
age of his possibilities. 


A striking example of the trou- 
bles which salesmen encounter and, 
in overcoming advance themselves 
is given in the portion of a letter 
received from Mr. Purdy. It will 
bear careful reading and considera- 
tion. 


December 13, 1917. 
“IT had a lovely trip last week. 
Left Sheffield Saturday morning for 
Birmingham, was unable to cross 
the Tennessee River, for, on ac- 
count of the cold the ferry was not 
running. Waited twenty-four hours, 
building bonfires to keep warm. It 
was eleven-thirty Sunday morning 
when we got across and had ten 
punctures on the way home and ar- 
rived at one o’clock Monday morn- 

ing. 
“Signed, He i PUR DY” 


It is interesting to note that he 


brought in business netting him 
around 25 points. 
. Mr. Purdy entered the employ 


of the Company in 1898 and has 
been a consistent producer. 


C. M. FREDERICKS 


Mr. Fredericks, of St. Louis, a 
Director of the Pacemaker Club 
from his district and a consistent 
producer as a Bowser Salesman, 
has resigned to enter the service 
of the United States and is now 
stationed in the Quartermaster’s 
Department at Columbus, Ohio. 


Sorry to lose you, Claude, but if 
you hand it to the Kaiser Bill the 


way you have gone after biz—we’ll 
not have to stay so long “over 
there.” 


HNN 
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SALESMEN HAVING 400 POINTS OR MORE AND NOT PACEMAKERS DEC. 22 
(Official Returns for Complete Year Not In Yet) 


Albany Dallas Indiana 
F. C. Schuster C. E. Joyce W.S. Treadway 
J.J. Lyons H. M. Tunstall W. J. Graham 
W. J. O’Brien L. F. Greer A. H. J. Gossel 


EK. W. Adams 
J. G. Roberts 


Harrisburg 


F Michigan 
M. B. Peiffer 
Atlanta Cc. P. Law we York 
F. W. Patterson J. J. Mack -S. Johnson 
Chicago W. aeees Ohio 
N. Wetzel (Chicago) Memphis W. J. Bates 
- Max Heintze (Chicago) C. Groves , 
R. C. Guenther (Mpls.) J. L. Steenhuis St. Louis 
ae J. G. Pinkston R. G. Kenney 
Seip eae E. Burch J. H. Bedser 


DALLAS NEWS 


Kingsley Helps Prince Hold the 
Cup 


The Dallas Office has just had 
a very pleasant visit with Mr. 
C. C. Townsend, formerly of 
the Canadian sales force, but 
at present with the Royal Ca- 
nadian Corps at Camp Tallifero, 
Fort Worth, Texas. Mr. Town- 
send seemed to be enjoying the 
best of health and wishes to be 
remembered to his many Bow- 
ser friends. 


KH Sullivans thst. bub” 
salesman of the Dallas Office, is 
making a splendid showing 
since being transferred to the 
Houston Territory. We prophe- 
sy that the salesman who passes 
him in volume of business next 
year will have to be some 
6é voer, 2? 


The Dallas Office had the 
pleasure of a visit from Mr. 
Kingsley this week. One even- 
ing while he was here, a fire 
broke out in a theatre build- 
ing just two doors below our 
place and for a while it looked 
as though the whole block 
would be consumed. Messrs. 
Kingsley and Prince be- 
came very much exeited and 
thought it was up to us to move. 
With this thought in mind, Mr. 
Kingsley ran out of the office 
with the Loving Cup, while Mr. 


Prince did his best to carry out 
a new Cut 102 that we had just 
received for our display stock. 
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Right 
with you 


You salesmen arn’t 
the only mortals who 
are suffering because 
there. aintonombpig 
show’’ at Fort Wayne 
this year. All our sten- 
ographie force miss the 
yearly hand out of A. 
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San Francisco 
C. 8. Severance 
W.S. Johnson 
C. A. Milliman 
C. C. Compton 


Toronto 
P.S. C ornell 
A. L. MeIntosh 
T. H. Rhodes 


Washington 
N. B. Steele 
J.S. Walsh 
W. G. Chandler 
C. L. Speight 


B. G. Whitlock, of North Da- 
kota’ was a visitor at the 
Boomer office this week. Glad 
to- see you. 


C. C. Barnet is responsible 
for the latest lion story—one of 
these, ‘‘you chase him up the 
tree and I’ll wait on the 
ground’’ kind. We conelude 
that this is the policy they 
carry out in their sales work— 
team work, you know. 

Tell us, “‘C.- Cpa Grer ont 
take the whole ‘‘ Denver tribe’’ 
out when you start after ‘‘biz’’ 
on January Ist? Which one is 
the ‘‘attraction’’— which one 
does the ‘‘eurtain raiser stunt’’ 
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Bg C. Aurentz chocolates 

= just as much as you 

Ea miss the Convention. 

x Isn’t that true, girls? 
mo 
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Why was there a hair in the 
honey and none in the apple sauce? 

Because the honey came from 
the comb and the apples were all 
Bald“ones” (Baldwins). 

Bridegroom: ‘What is the mat- 
ter, Driver?” 

Coachman: “The horse has just 
thrown a shoe.” 

Bridegroom: ‘Great Scott! Who 
told the horse I was married?” 
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Making Tracks for the New Year. 


who mesmerizes them—who 
is the ‘‘barker’’? Come across 
—give us the inside of it. 


Mr. J. L. MeMorris has been 
a salesman in the Chicago and 
Tri-State Districts for several 
years, always securing a profit- 
able business for himself and 
the Company. He has enlisted 
in the army and has resigned 
his position with us effective 
December 15th. He states in 
his letter as follows: 

““T will return to you for a 
territory. You have treated me 
well-in the past and I am glad 
to say that the years spent in 
your employ were pleasant 
ones. I leave only because duty 
calls.<” 


HUNAN LULU 
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The Bowser Boomer 


PUBLISHED SEMI-MONTHLY BY 


S.F. BOWSER & CO., Inc. 


H. J. BRADSHAW, Editor — 


DEVOTED TO THE INTERESTS OF 
THE COMPANY AND ITS SALESMEN 


Vol XVII JANUARY 1, 1918 No. 1 


HAPPY NEW YEAR, 
EVERYBODY! 


The Editor is going to step 
out. of the Editorial ‘‘We’’ and 
get right down off the platform 
onto the floor and talk to you 
night out. 

I wish I could step up to 
each one of you, and take you 
by the hand, and look into your 
faces — everyone of you — and 
say ‘‘Howde.’’ But that can’t 
be done; some of you are too 
far away. 

There are a lot of you whom 
IT have never had the pleasure 
of meeting whom I would en- 
joy knowing. So, we’ll have to 
take it for granted and like 
David Harum ‘‘pretend we 
have met’’ and let it go at that. 

Now that we are all friends, 
I’ll tell you without any fur- 
ther delay, what is on my mind. 

I want to let you know how 
much the Executives here in 
Fort Wayne appreciate you fel- 
lows on the road—the ‘Old 
Man’’ (you know that’s what 
we all like to call Mr. Bowser, 
and he sort 0’ likes to be just 
that to everyone of us) and 
Piemeer Genie (that’s -S2 _B. 
Bechtel, the ‘‘Big Chief’’) and 
fuem eA. GM. Ghat’s W. G. 
\Zahrt) Money Bags, you know) 
mnd the ‘‘G. S. M.’’ (of course 
you know who that is—E. M. 
Savercool). 

They’re all decuedly busy, 
these Executives; say—you 
haven’t any idea how busy they 
are. Yet, whenever I go.into 
their offices to talk with them 
about the Boomer, they say, 
“Brad, we want all the boys 
on the road to realize how in- 
terested we are in them—tell 
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CUP WINNERS 


From information at hand it looks as though Toronto 
Division “A” was going to win the Cup by a nose. St. 
Louis and Dallas have put up a strong scrap for honors, 
but the Canadian organization have just about cinched 


matters. 


Y et—the’ battle is stil] on and “L.. P.” had 


better watch his step or “Lou” Porter or Prince may over- 


take him yet. 


For the Division “B” struggle, Roy Walker has cer- 
tainly put up a real, sure enough fight—it hasn’t been all 
glory, either, for “Brown’s Squad” has been right after 


him. 


No use talking, that Sunny South territory does 


produce terrible scrappers—and—well, who knows—bet- 
ter keep your eye on the whole bunch until final returns 


ro om WATE 


them how we wish we could 
run out and see them’’—and 
then we sit down and try to 
‘““dope’’ out something that 
will be real news and informa- 
tion for you fellows. 

They’re interested in every- 
one of you. In fact no mother 
ever watched more fondly at 
your bedside and wondered if 
you would bleach out from a 
“little red thing’’ into a real 
baby, or watched your breath- 
ing more tenderly or wondered 
if your legs would ever 
straighten out, or was more 
anxious that you should grow 
up to be a good man than these 
Executives who watch over 
you. 

They want every one of you 
to be a success—a great big 
producer—want everyone to so 
conduct. himself as a Bowser 
representative that he can go 
home at night and lay down 
and go right to sleep without 
a single qualm of conscience 
for having done a single thing 
that would east discredit upon 
either himself or the Company. 

Now I know that when you 
pick up your Bowser Grip on 
the second of January and go 
forth to fight your 1918 quota 
battle, you will have the feeling 
that here at headquarters 
where all is hustle and bustle 


there is a big lve organization 
made up of good honest, capa- 
ble, industrious and apprecia- 
tive men who are interested in 
you success. 

So, God speed to every one 
of you. 

With best wishes from 

eS LN) ae 

Don’t make any New Year’s 
resolutions you don’t intend to 
keep—there must be no waste 
these war times. 

CONSERVATION THE 
WATCHWORD 

We quote as follows from the 
Automobile Journal of Nov. 
25th : 
N. A. C. C. SUGGESTIONS TO 

SAVE GASOLINE 
1. Store gasoline in underground 


steel tanks. Use wheeled steel 
tanks with measuring pump and 
hose. They prevent loss by fire, 


evaporation and spilling. 

2. Don’t spill or expose gasoline 
to air—it evaporates rapidly and is 
dangerous. | 


What better argument for 
Bowser equipment can be ad- 
vaneed than this plea of con- 
servation of gasoline’ made by 
those interested. 

This is a sensible statement 
of facts from those who, by ex- 
perience, are qualified to speak. 
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N. A. RING 
Right from 
the. ‘lama ds 08 
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spuds 
comes this 
man Nat Ring, 
on the 5th of 
December. Mr. 
Ring has held 
the position of 
Director of his distriet—1915 


and was a.Pacéemaker:> in “13; 
fia vand 216; 
C. L. STEBBINS 

A (Ora n.d { 
stand _ finish 
ira se Dye. ern 
made by \Mr. 
Stebbins for PHOTOGRAPH 
the honor of DELAYED 


P acem aker- 
ship. A new 
member of the 
Canadian organization, and 
with a late start, he still made 


the rifile., Fine work, | Mr: 
Stebbins. More power to you! 


I. K. JACOBS 


A most en- 
viable record 
has been made 
by the gentle- 
man whose 
Pacemaker 
mem bership 
we have the 

ha pleasure of an- 
nouneing this month. Mr. Ja- 
cobs made a very late getaway 
but when he got under way— 
well he made it on the 13th of 
December and we congratulate 
him. 


W. F. EICHELBERGER 


A Pacemak- 
eres invel 9 ACG, 
from Harris- 
burg, he again 
presents  him- 
self for recog- 
nition on the 
7th of Decem- 
ber. Gladtosee 
yOu W,.. Ee 


H. A. STITZEL 


Wie take 
pleasure in an- 
nouncing the 
. election of Mr. 
Daal teal, OL 
the Minneapo- 
lis Office on the 
15th of Decem- 
ber. 


E. P. DOLAN 


ALT 0 Sled: 
timer for sure 
has foreed his 
Way to recog- 
nition, a Pace 
maker on the 
14th of Decem- c~ FF 
ber. Dolan, of 4, : 
Memphis, apt 
needs no introduction to Bow- 
ser boys and we are glad to 
see his name among ‘those 
there.”’ 


F. W. PATTERSON 


One more 
delegate from 
the Sunny 
Southland has 
knoeked at the 
doors of the 
Pa e2e: mia, ke 
er Club, pre- 
senting cre- 
dentials entitling him to a seat 
at the-‘‘Doins’ ’’-—Mr. Patter- 
son, of Atlanta, Gentlemen. 


F. BROWNE 
Hal Storr- » 
presents to the 
Ce 0b ys Beane 
Browne, of 4] 
Harris 
burg—a Pace-\ 
maker on No- ‘ 
vember 30. 
You ean bet 
Hal isn’t going to let anyone 
put anything over on him. Well, 
we’re with him. It’s a fair 
field and luek to the winner. 
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W. S. CAMDEN 


Mr. Cam- 
den, of Ohio, 
elected himself 
to Pacemaker- 
ship on the 
4th of Decem- 
ber. 

While this is 
his, tirstamor- 
fense, we are looking for great 
things from him in 1918. 


H. M. BROWN 


Porter, ire 
affable man- 
1261) Of sot 
Louis, added 
another one to. 
his string—H." 
M. Brown, on ™% a ae 

; Nees ath ey 
the 2.7 Gi on .} ‘4 
November. 


F. P. BRANDT 


Not to be 
outdone, Gus 
Dorsch, of the 
Fort Wayne 
Division, adds 
Mr. Brandt to 
his honor roll 
of Pacemakers 
— D ee e m- 
ber 12th was the date. 


J. G. PHIPPS 
Mr. Phipps 
eleeted himself 
to Pacemaker- 


ship on (je caorceneee 
lith »of. sDe- DELAYED 
cember. We 

are glad to see 

yO Vee eran 

Phipps. 


A. L, CORBIN 


Another re- 
peater— Mr. 


C ox baie: 
Washing- 
| ton., One the 


6th of Decem- 
ber he was 
elected a Pace- 
maker. 


AHMAR 
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L. B. GILBERTSON 


On the 15th 
of November 
'\ Mr. Gilbertson 
@ \ for the second 
Peiconsecu- 

tive time made 
y himself a 
Pace ma k = 
er, We are 
lad to see you again, ‘‘L. B.”’ 


E. F. KLOTZ 


Let every- 
ody stand up 
nd remove 
heir hats! Be- 
old the {°Six 
mie Pace= 
aker—Broth- 
mr Klotz; of 
an Franeisco. 
ecember was 
ntry. 


the date of his 


J. M. Duenas, standing. 
C. J. Rhode, seated. 


These gentlemen have represent- 
2d the S. F. Bowser Co. in Latin 
America for several years. 

They have been visitors at the 
‘actory recently, getting ready to 
show the boys in the States how 
0 do it—eh? 


The Emperor of China is a great 
jilliard enthusiast. Whenever he 
ravels he always takes his queue 
vith him. 
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ers for the year 1917. 


E. E. THOMAS 
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Due to an unfortunate delay the photographs of 
three of our leading salesmen were not made up into 
euts for the Boomer in time to be run in connection 
with their Pacemaker Announcements. 

In this issue of the publication we therefore present 
Mr. EH. E. Thomas of Memphis, Mr. W. 8. Row of Mem- 
phis, and P. J. Somers of San Francisco, all Pacemak- 


P. J. SOMERS 
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WAR EDITOR 


We are anxious to get the 
name of every salesman in the 
service—if you know of any 
whose names have not been 
published—send them to the 
War Editor. 

We take pleasure in publish- 
ing this month the names of 
the Toronto boys who have 
joined their colors, and note 
with regret that some have al- 
ready made the highest saeri- 
fice possible—giving up their 
lives that ‘‘Demoecracy shall 
not perish from off the face of 
the earth.”’ 


TORONTO BOYS ARE AS 


FOLLOWS 


THE 


Kactory 
EK. F. Baker 
Chas. Beeston 
Chas. Bleil 
Peter Brown 
James Brownlee 
Fred Colborn 
Joe Dunlop 
M. J. Finn 
‘Ey He Gren 
Wim. Hawthorn 
Orma Hood 
Wilford Jones 
Chas. Laker 
Archibald McKinnon (Wounded) 
Alex Neaves 
John Rae 
Fred Smith 
H. Stevenson 
Robert Taylor 
Perey Tuck (Wounded) 
Harry Wilcoeckson 
P.S. Binns (Wounded) 
Andy Moore 
J. W. Newton 
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Herbert Spademan 
James Gallagher 
George Taylor 

Office 
Thos. O. Bryant 
Murray Robinson 
W.H. Willis 

Sales Force 

Colonel H. G. McLeod 
Cc. C. Townsend 
Cy he Llonlsvein 


J. F. JEFFREYS 


That Mr. Jeffreys, a Pacemaker 
of the Washington District is not 
overlooking any- 
thing is exem- 
plified by a re- 
port of his busi- 


NESS TWIKI 160) 
hand. 

He says: “i 
have just run 


over my sales 
of factory equip- 
ment for the 
past five weeks 
and find they total about 75 points.” 

There is no use talking, when 
we learn the possibilities in work- 
ing all lines, it comes easy. Try 
it outsin, 1918s 


During a bad storm in an east- 
ern military camp a recruit ven- 
tured to seek shelter in the sacred 
precincts of the cook’s domain. 

“If you put the lid on the camp 
kettle you wouldn’t get so much 
dust in the soup,’ he remarked. 

“Look here!” yelped the cook, 
“your business is to serve the coun- 
(ELAN 

“Yes,” agreed the recruit, “that’s 
true, but I never agreed to eat it.” 
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Patriotic Duty 
By 
Samuel F. Taylor 


What are You Doing 
to Help the Manufac- 
turers in Your r 
Territory Every field man connected with the 


Bowser Organization knows this is not a 


- si? fitting time for hilarity. When America 
Economize Oil’ wins the war for liberty of nations we 


will have the greatest time the Pace- 

makers and Heroes ever had. In the 
READ THIS: meantime our duty is to sell Bowser 
products which save the most money for 


December 4th, 1917 ; ! 
our customers, who in turn can contribute — 


Gentlemen: the savings to war causes and do their bit | 
Replying to yours of the 30th without making it a burden. 
eae cee which we purchased The following quotation from Mr 
rom you in May. 5 E 
> 2 Bechtel’s letter in the Boomer sums up 
We are greatly pleased with the situation: 
the results—our bill since its installa- , 
tion is cut at least in half and at ‘“We are at war and upon its successful 
this rate you can see it will soon pay issue depends the weal or woe not only of 
for itself. nations but of you and us as individuals. 
(Signed ) It is not a far-off distant thing but a live, 
The PearieaciRlourMilleiCo real fact which vitally affects each one of 
: us.”’ 
H Y When I read the article a question came into 
How Many ave rou my mind. I wonder how many of the Pace- 
Overlooked ? makers realize the seriousness of the proposi- 


hs tion, and if they are as keen to win the war as 

Its a Big Opportunity— they are to win orders? There is so much to do 
with our hands spare evenings (when not trav- 

Cash In On It eling on trains) for the soldiers at the front. 
Appeals are coming from Americans in France, 
asking for more surgical dressings to make 
comfortable the wounded and for the thousands 
of men who are operated upon every day. We 
are giving our coin; we are giving our praise 
and we are giving in almost every other way, 
and the stay-at-homes could by devoting two 
or more evenings a week helping make absorb- 
ent pads to relieve the shortage of the dress- 
ings in the hospitals and do the same kind of 
work we are performing in New England con- 


REFINING AND FILTERING CHAMBER 
REMOVABLE PURIFYING CHAMBER AND RESERVOIR 
STRAINER toes = 7 
Nie F 


tinually. 
There are Red Cross headquarters in all 
cities and towns in the United States and I say, 
"4 come, boys, let us make dressings when we are 
: not selling Bowser outfits. Omit the billiards, 
pool and other sports and beat Kaiser Bill, the 
_—$————— es f | burger Cheese. 
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This issue of the Bowser Boomer 
is dedicated to the 


Pacemakers’ Club 
of 1917 


S. F. Bowser & Company, Inc. 
Fort Wayne, Indiana 


) 


W111 
Wits 
YUN 


Directors of the Pacemakers’ Club for 191% 


The Directors of the Pacemakers’ Club are self-appointed 


They are the first men in their respective districts to attain Pacemakership, and, after 
the positions of President, Vice President, Secretary and Treasurer are filled, become 
representatives of their districts. 


We present them in the order in which they attained this honor: 


EK. R. Bird, San Francisco 
N. Paquette, Toronto 

C. R. Eggleston, Albany 

G. W. Scott, New York 

B. A. Deffler, Chicago 

R. W. Jewel, Denver 

Rk. D. Eeckeberger, Memphis 
II. A. Vortigern, Harrisburg 
R. L. Matthews, Dallas 
Hows Purdy, Atlanta: 

W.. C. Sutton, Indiana 

J. T. Gibbons, Washington 
C. M. Fredericks, St. Louis 
G. A. MeCurdy, Michigan 
EK. Steinhauser, Ohio 

D. Moore, Louisville 


TDN 
10 


Here Are the Six Year Men 


| Up a flight of six steps of 
years have these gentlemen 
elimbed, for six consecutive 
years have they fought, strug- 
gled, to attain the coveted goal 
of Pacemakership. 

Theirs has not been an easy 
path—not all the way has been 
strewn with roses—but in the 
face of all difficulties they ‘‘ put 
imeover.’’ 

We imagine that if we could 
have followed each one in his 
journeys we would have found 
many causes for discourage- 


ment along the way—but, 
pshaw! they allowed nothing to 
prevent their steady march for- 
ward—nothing to divert their 
attention, and behold! they are 
here ! 


We have purposely added 
two steps above 1917 and there 
are enough above them to make 
it worth while for them to con- 
tinue their efforts. We are with 
them, but we know of some 400 
who are right on their trail— 
showing fine form. 


Standing—left to right—E. L. 
INES IMG te teyial,  eleneetshenbiixe's iis WaVeelagtole 
Minneapolis; A. G. Hartgen, Harris- 
burs Het Purdy, Atlantack. Codd= 
ington, Denver; F. H. Richardson, 
Albany; W. C. Smith, San Francisco. 


Seated—left to right—C. R. 
Eggleston, Albany; E. F. Klotz, San 
Francisco; D. W. Darden, Washing- 
ial Mi WS, XOumchaeleylill IDyerayiqeiee dae dei, 
Sherlock, Chicago; R. D. Leonard, 
Harrisburg, 


/ 


- 
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KF Hessenmueller,Harrisbu ‘ 


—_ 


An honor with a decidedly substantial mone- 
tary value lies in being a Five Year Man— 
one who for five consecutive years has been 
successful in alluring sufficient orders from 
doubting merchants as to enable them to ac- 
cumulate 500 points. 

We present them above, reveling in the hard 


earned spoils—Gee! what a chance for a Lib- 


erty Bond or Victory Loan salesman to get 
in his work:—and what a satisfactory invest- 
ment it would make, for it carries with it the 
consciousness of having done our part in driv- 
ing back the hordes of Huns trying to smother 
Democracy. 


UIT 


v. 


“CRANDALL 
GENERAL LINED 


The Bronze Tablet was designed to perpetu- 
ate in tangible form the achievements of sales- 
men who have been leaders in sales work. 


The salesmen whose names are engraved on 
this tablet have won the distinction through 
their own efforts, by consecrating themselves 
to achieve the standards of their ideals concern- 
ing their selling ability, by overcoming tre- 
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mendous obstacles in winning their way to the 
front. 


Six names appear on the tablet—three En- 
gineering Salesmen who have done the largest 
volume of business for the year, and three 
General Line Salesmen who have produced the 
biggest amount. 
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--- 1918 --- 
And They’re Off! 


Well! here we are with 1918 
staring us in the face. What 
are we going to do with it— 
how take advantage of its three 
hundred and sixty-five days? 

No use waiting until 200 days 
have gone—until July Ist has 
rolled around and the an- 
nouncement of Pacemakers 
brings us up short with the 
realization that we are really 
not under way yet—now is the 
time for us to make our start. 

No man earrying a Bowser 
grip needs to be made a sales- 
man—every one was employed 
by his manager because he al- 
ready was a salesman—one who 
had shown proficiency in his 
former line, and was looking 
for greater possibilities. These 
possiblities exist in the Bowser 
line—no corporation has devel- 
oped to a higher degree the 
qualities attractive to a sales- 
man—thirty-five years of pro- 
gress with the idea of service 
to all as the firm’s foremost de- 
sire has created this condition, 
excelled by none, making a 
product whose reputation is un- 
questioned. 

All these things were true be- 
fore all of our present sales- 
men were Bowser men. 

And we still posses the pres- 
tige of being a most desirable 
corporation with which to do 
business—we do not hide be- 
behind subterfuges to do busi- 
ness; a one-price policy to all 
is maintained—a manufactur- 
ing organization second to 
none, the materials the best ob- 
tainable. 

These are the things that 
make the Bowser line a desir- 
able one to handle for it is a 
desirable one to use. 

You salesmen in this impreg- 
nable fortress with these long- 
range guns preparing a way 
straight into your prospect’s 
confidence, your duty is well 
defined—work ! 


So get up your steam—get 
under headway without any de- 
lay—take yourself by the right 
hand and lead yourself gently 
or positively as the case may 
seem to warrant—be a Big pro- 
ducer and a Big producer early. 
Its the early start rather than 
the late hurry that makes for 
best business. 


Each mind has its own meth- 
od. A true man never acquires 
after college rules. What you 
have aggregated in a natural 
manner surprises and delights 
when it is. produced. For we 
cannot oversee each other’s se- 


Honor Men— Forty High 


FINAL STANDING 


Forty husky Bowserites have had the honor of having theill 
names presented to the organization in each issue of the Boomer 
—the forty men who have done the largest volume of business. 
Of this group, six have been selected as worthy of having their 
names engraved upon the Bronze Tablet which will adorn the 
walls of the New Administration Building. \ 


Bee Vin io Teens Harrisburg 
Zo NV Stam LOnd menaae Harrisburg 
Su We aViee@ ran ail eee Denver 
4e Jr le CODE yar weer Chicago 
5 K. F. Hessenmueller. Harrisburg 
OeRa Ss. JOnnSOn eee New York 
< (GoeWi. SCOLLG jane New York 
$7 Ra Coddine tone war eee Denver 
9 AASV ortigernieane ns Harrisburg 
LOR? Ws Jw Cle nent Denver 
d1 (CRA He Sleston serene Albany 
12 he Ae Reeplesaaannceee New York 


3A G Harte ene ene Harrisburg 
14 W. A. Armstrong ...Fort Wayne 


Loeb Ollerlema nies Harrisburg 
OR Gs ee Stovall sees Washington 
ieNe Eadiueriewremiee Fort Wayne 
AG MDE lets BTA Cotes cor San Francisco 
LS So Bee aly OTe eer eee Albany 
Z20°G.P Dicke yan St. Louis 


eret. And hence the differences 
between men in natural endow- © 
ment are insignificant in com-- 
parison with their common 
wealth. Do you think the por- 
ter and the cook have no anec- 
dotes, no experiences, no won 
ders for you? Everybody knows 
as much as the savant.—Kmer- 
son. 


A GRANDSTAND FINISH 


Mr. N. Wetzel, Jr., of the Chi¥ 
cago Office, made a running broad 
jump into the Pacemaker Club, 
turning in nearly 100 points of 
business in the last month of the 
contest. Mr. Wetzel is confining 
his efforts to the factory line. 


' 


at Washington — 


71 een GD DODS 

22 C. C. Fredericks .......Railroadm 
23 HS Purdy ae eee Atlanta — 
24 W. M. Booker ...... Harrisburg 

ZOmNe Mateinely 2 aaa rae Denver 
26 B.A. Deffler’..2. Jones Tri-State 


27 F. M. Kennedy . 


Zoe. Daleaard ses ener New York 

29°C; Hi Kine ain 2a Toronto — 
300k 4 Ds weonard eee Harrisburg — 
315 We. H.oramm cll eee Atlanta — 
32: HAL VGLES) serene Memphis ~ 
Sond AG Sa MCYCrLs meine Memphis 
34.W. OS nit haere ee San Francisco — 
35, Ja. uewisieeceeeeeeene Dallas | 
36 He EeaS Ulva nee eee eee Dallas — 
31 J. Ee Vionderembsemneaee Denver 

38 Jain ri Soa Harrisburg — 
Soe Wa Ce SULTON a Fort Wayne — 
40\ Wi, C.. Halsey zane nee Albany 


THE HONOR MEN. 
Special mention is made of the fifteen salesmen who have 
appropriated this honor, the fifteen obtaining the largest volume 
of business in 1917, as their names appear below: . 


LE ay Mall ir onteeeree Harrisburg 
2) Wie Ba Stalitor dane Harrisburg 
3 OW. Vi eC randall ne Denver 
47 J2.J.. Connelly esse Chicago 
5 K. F. Hessenmueller. Harrisburg 
CLR Se J O0N SON anne New York 
iG. WS COLE eee New York 
3. Re Coddin'stonmen en Denver 


9 H. A. Vortigern .....Harrisburg 
10 RW Jewel: 22 eee Denver 
it GC. RaHeeleston. eee Albany 
12 «Kh, Hl. Peepesi aware New York 
137A. GS Hartzene eee Harrisburg 
14 W. A. Armstrong ...Fort Wayne 
15 W. Ba Otterlesa ee Harrisburg 
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The contest of 1917 for possession of the 
Loving Cups, presented each year to the office 
of Division ‘‘A’’ or Division ‘‘B,’’ which makes 
the highest percentage of their quota, has been 
a most interesting one. 


In Division ‘‘B,’’ Roy Walker, of the Ohio 
District, had things pretty much his own way 
right from the start—Memphis was a close con- 
tender with a nip and tuck race from third 
and fourth place between New York, Washing- 
ton and Michigan. 

In Division ‘‘ A,’’ there was a decided change 
in the lineup which narrowed down to a neck 
and neck struggle between Toronto, St. Louis 
and Dallas—in fact, on January Ist with all 


The 1917 Cup Winners 
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returns not in, the matter was still undecided 
and close enough to make every single order an 
important item—only when the records were 
finally closed, and all business for 1917 counted 
was it safe for Mr. Prince, of Dallas, to lay 
claim to victory. 

The race was so close that. we extend our 
congratulations to the two gentlemen who were 
pushed aside only by a hair. 

1918—is here—with its possibilities—with its 
problems—all the more easily solved because 
of 1917’s experiences. We anticipate that the 
story when told on January 1, 1919, will reflect 
careful consideration of past experiences and 
profiting thereby all will have been advanced. 
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*<| Five Year Men. 


M. C. BENHAM 


ure in the prizes. 


TWO SPECIAL FIVE YEAR MEN 


R. M. C. Benham and Mr. W. P. Shepherd, 
both of the Chicago District, are Special 


These gentlemen were not featured with the men in 
the Money Bags Cartoon because they were out during 
the year of 1916 as Special Agents for the Company. 
This does not interfere, however, with their winning Five 
Year Honors by classifying during 1917. 
Congratulations, Gentlemen! 


They also fig- 


W.P. SHEPHERD 
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THE BOWSER BOOMER 1S THE MAGAZINE 
OF THE BOWSER SALESMEN 
OF THE WORLD 


It is published in their interests and its view- 
point reflects their aims, activities and ideals. 

Every salesman is entitled to a copy. 

News items, photographs, sales arguments 
from all are welcome. 


No. 2 


Vol XVII JANUARY 15, 1918 


Well!—now let’s roll up our 
sleeves and go to it! 


Some Pacemaker Club this 


year—184!!!! members. 


This edition of the Boomer is 
devoted entirely to the Pace- 
makers’ Club. We have en- 
deavored to make it a complete 
record of the achievements of 
1917—a resumé, as it were, of 
all the activities in which the 
salesmen of 8S. F. Bowser & 
Company, Inc., have taken part. 

It is not necessary that we 
make any attempt to eulogize 
the salesmen whose names ap- 


pear in this issue—they ‘‘speak 
for themselves.’’ Their efforts 
have sent up the most far 


reaching testimonial which 
could be uttered. 

Theirs is a record of deeds 
done—not a hypothetical re- 
view but an ‘‘honest to good- 
ness’’ pat on the back of their 
own making. 

We don’t blame any of them 
for being a bit cocky. 

OUR COVER 

Our cover concerns the Of- 
ficers of the Pacemakers’ Club. 
These gentlemen are self-nomi- 
nated, self-advertised and self- 
elected distinetion, by the 
way, extended to but few. 

The men whose faces appear 
on the cover are self-elected to 
the honors afforded by the 
Club. The man who first ar- 
rived at the Pacemakers’ Goal 
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—i. e., who sold the first 500 
points of business, is the Presi- 
dent. This gentleman i is our N. 
Mattingly, of Denver. The see- 
ond man to sell this amount is 
Vice President, K. F. Hessen- 
mueller, of Harrisburg. The 
third man is made Secretary. 
W. V. Crandall, of Denver, has 
this honor. The fourth man to 
make the Club is Treasurer. G. 
P. Dickey, of St. Louis, has won 
this position for himself. 

To have reached this coveted 
goal is a decided honor in it- 
self for the Bowser Sales Or- 
ganization is counted one of the 
livest selling bodies in North 
Ameriea. 


} LH he Hf He fff | 1H ee fff ee ff ce | ff | 


Notice to 
Pacemakers 


It is customary for each 
Pacemaker to remit $1.00 
to the Corresponding Sec- 
retary of the Club, to be 
used for flowers and other 
incidentals connected 
therewith—so sit right 
down, you Mr. Prize 
Winner, and write your 
check for $1.00 and drop 
it in the first mail box. 
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WAR EDITOR 

We are still endeavoring to 
make our list of Bowser sol- 
diers complete. We are advised 
daily of omissions, so if you 
know of any one whose name 
has not appeared, write it on 
a postal and shoot it in. 

We mention W. F. Paul in 
this issue as_an addition, not 
that he has recently joined the 
colors, but because his name 
was omitted in all former lists. 

The following have entered 
the service: 

L. B. Gilbertson, San Francisco. 

C. M. Fredericks, St. Louis. 


J. L. MeMorris, Tri-State. 
N. B. White, Louisville. 
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EDITORS HAVE REAL 
TROUBLES! 


Now what would you do if 
you received the following tact- 
ful letter? 

“Within the next few days I 
shall have the opportunity of 
seeing you personally, Brad. 
If you have some good cigars 
in your desk I shall be glad to 
sit in your office for a while 
and let you talk. 

H. W. BROWN. 


My muse ean flitter until the 
** La 
gone.”’ 
I lose my audience. Oh, well, 
many a man has paid more for 
the pleasure of listening to his 
own oratory ! 


FINAL 


District Office Quota Standing 
S0th Quota Week Ending 
December 22, 1917 


DIVISION “A” 


- DALLAS 

. ST. LOUIS 

- TORONTO 
HARRISBURG 
SAN FRANCISCO 
. ALBANY 

- ATLANTA 
CHICAGO 


DIVISION “B” 
OHIO 
- MEMPHIS 
NEW YORK 
WASHINGTON 
MICHIGAN 
DENVER 
- INDIANA 
. LOUISVILLE 


ONOTAwWh 


ONO ROMs 


A SOUTHERN TRANSLA- 
TION OF F. C. W. 0. 


Mr. C. J. Cannon took an order 
from a customer in Mississippi, se- 
curing full cash with the order. 
In his exuberance, he wrote across 
the face of the order, orginal and 
copies, “F. C. W. O.” and left a 
copy with the customer. After Me. 
Cannon left, the customer figured 
on the meaning of the initials, and 
by the time the equipment arr ived, 
he had it! He wrote the Home 
Office Mr. Cannon had agreed to 
pay the freight, causing Mr. Can- 
non a lot of trouble, and all be- 
cause he thought F. C. W. O. meant 
“Freight charges with the order.” 
(“Brevity is the soul of wit, and I 
leave that part of it to you.’’) 
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Scorcherinos’’ are ‘‘all_ 
Is that the Idea? Then © 


: 
; 


S. B. BECHTEL 


Here are four men who miss 
the Convention as much, if not 
more, than you boys do, but 
they consider its elimination 
for 1917 a patriotic duty—with 
railroads pushed for equipment 
and with a plea for food con- 
servation from Mr. Hoover. 

Our President, 8. F. Bowser, 
and his General Manager 8S. B. 
Bechtel, his Assistant General 
Manager W. G. Zahrt, and his 
Sales Manager EK. M. Savercool, 
have spent years making the 
Jonvention the big event it has 
become. All this year these 
Executives have looked for- 
ward to meeting their produc- 
ers on a human basis. To them, 
in the strife of twelve months’ 
planning and working, there is 
no moment so enjoyable as the 
moment when they strike hands 
with you boys on the road. 


S. F. Bowser, our ‘‘Old 
Man,’’ you all know, was the 
first Pacemaker to make the 
Club. Alone, with no organiza- 
tion back of him, with no estab- 
lished reputation to help him, 
with no financial prestige to 
give a dollar’s credit with 
which to meet his expenses, he 
took out the 8S. F. Bowser line 
and sold the business, came 
home and manufactured it, and 
then went out and delivered it. 


wut, 
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E. M. SAVERCOOL 


That was thirty-three years ago, 
gentlemen, and 8S. F. Bowser 
today is the active head of this 
enormous organization—the 
founder of the Pacemaker’s 
Club. Small wonder he misses 
seeing you boys when you come 
in from your struggles on the 
road. Small wonder he feels 
the lack of there not being a 
Convention. 

Sa babe ciel ethene: Bic 
Chief,’’ our General Manager, 
is another executive who has 
cause to regret there being no 
Convention. He came with the 
Company in 1899. His first po- 
sition was that of a Collection 
Clerk. He proved his efficiency 
early for, after he had been 
with the firm but a short time, 
he entirely reorganized the sys- 
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W.G. ZAHRT 


tem whereby the Collection De- 
partment was run and man- 
aged. Next he took over the 
work of editing all Bowser pub- 
heations. In 1901 he was made 
Superintendent of Sales. A year 
later he was put at the head of 
our Advertising and’ Mail Or- 
der Department. Four years 
later he became assistant to our 
General Manager. During the 
year 1907 he had the honor of 
being Secretary of this Com- 
pany. This office prepared him 
for his Assistant General Man- 
agership which he held in 1909. 
March, 1915, found him Gener- 
al Manager of the firm. 

Today, experienced in almost 
every branch of the business, 
in closest sympathy with you 
boys on the road, of old a 
booster of the yearly Pacemak- 
ers’ Convention, Mr. 8. B. Bech- 
tel feels deep personal regret 
at not being able to meet every 
member of the Club here in 
Fort Wayne. 

W. G. Zahrt, our Assistant 
General Manager, is another 
member of the management 
who, while a most sincere 
patriot, feels the omission of 
our yearly celebration keenly. 
Mr. Zahrt has been a most earn- 
est participator in every Bow- 
ser Convention held in Fort 


Continued on page 22. 
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Lubricating Contest 


In 1917, the sales of Lubricating Equipment were increased 
65% over 1916, many offices far over-selling their quota. The 
final figures show the Branch Office standing in the ‘‘Lub’’ Con- 
test as follows: ) 


1 St. Louis 9 Memphis 

2 Dallas 10 Washington 
3 San Francisco 11 Albany 

4 Harrisburg 12 Atlanta 

5 Denver 13 Indiana 

6 Toronto 14 New York 
7 Chicago 15 Michigan 

8 Ohio 16 Louisville 


The following are the 10 High Men in point of number of 
outfits sold: 


Orr Eri d C¥snerere erate St. Louis 6 J. T. Gibbons.......Washington 
Da\Viewe Dram e Ul eee Atlanta 1. Ws la Viel rsa San Francisco 
3. W. B. Stamford ....Harrisburg 8 K. F. Hessenmueller. Harrisburg 
At JO. Hardingic. | Sale bralcisco 9° Purdyanene. See Atlanta 
DEW Da DD ascetic St? Lows!) 10GR2 Wis Jeweleimnrnmee er Denver 


Those directing the national affairs of the Automobile Asso- 
ciation, in discussing the probabilities of a curtailment of the 
pleasure car production, made a careful analysis of the situation 
and offered to all automobile dealers the following advice as the 
solution of the difficulty : ‘‘Put in a non-competing line. Take up 
a business foreign to your business, if necessary,’’ ete. 


This advice is applicable to Bowser equipment—or in other 
words, it is advisable to work all the lines. 


There is no immediate danger that a restriction will be placed 
upon the use of pleasure cars, and there is no immediate danger 
that a restriction will be placed on the sale of gasoline and, earry- 
ing the matter to its logical conclusion, there is little danger that 
the sale of gasoline equipment will be affected. 


ee 


But why wait until something ‘‘drops’’ before taking ad- 
vantage of the varied lines of Bowser equipment ? 


So many salesmen during 1917 have proven the fallacy of 
thinking that it is difficult to sell all lines, that the management 
are looking forward to the largest year in their history in kero- 
sene, lubricating and paint oil equipment. 


It is gratifying to look over the records of 1917 and note 
that many, many salesmen are really alive to their importance 
who have been great big producers in lines other than gasoline. 
This does not mean that they have not sold a whale of a lot of 
241’s and 102’s, ete..—far from that—but along with them they 
have sold the equipment that 1s most needed by their customers, 
whether it be only gasoline pumps, or besides these, equipment 
necessary to conserve their oil. 


They have, in a word, taken advantage of ‘‘Non-competing”’ 
lines, as it were,—have seen the opportunities that lie before them 
and capitalizing them, have not only served their prospects more 
intelligently but have reaped a reward for themselves. 


1918 is going to have a record written large with returns 
from every Bowser salesman—returns based upon a more compre- 
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hensive knowledge not only of 
the equipment of the Bowser 
Company, but of the needs of all 
those whose resources should be 
conserved—every factory need- 
ing 63’s or 64’s or Filtration 
Outfits—every private garage 
needing convenient and cleanly 
storage—every grocer and 
hardware dealer not properly 
equipped to reap the largest re- 
turns from his commodities 
which must be dispensed in pre- 
determined quantities—all will 
be served by this finished war- 
rior of the Bowser grip, and 
when the returns are in on the— 
21st of next December there 
will be little cause for regret 
and much for Joy. 


The death of the mother of Mr. 
U. G. Savage, of the Harrisburg 
District, occurred in December. and 
the sympathy of the Pacemakers’ 
Club is extended to him. 

We regret to announce the death 
of the mother of T. C. Potts, of the 
Cleveland Office, which occurred in 
Columbus the last of December. 
Our sympathy goes out to them. 


LOOK AS WELL AS LISTEN 

If you can’t understand—be sure 
you have your eagle eye for a sig- 
nal to write down the preliminaries 
necessary for the signature on the 
dotted line. We believe Lee Kuhn, 
of Memphis, who calls on French 
Folks, will cultivate this in the fu- 
ture. 

One day he walked into a store 
run by a Frenchman and _ his 
daughter, set down his sample case, 
demonstrated, talked and convinced 
the man, who asked him to explain 
it to the daughter and if she want- 
ed it, he would buy. Mr. Kuhn 
walked over, went through the 
same procedure, telling the young 
lady, and when he had finished she 
said something to him which he 
didn’t understand—no intelligence 
from Mr. Kuhn. Louder the lady 
said it, and still no ray of under- 
standing from Mr. Kuhn. The 
young lady got angry and shouted 
it at Mr. Kuhn, still no move. And 
the father told him that she could 
not speak or understand one word 
of English, and had told him three 
times to write up the order. (Mr. 
Kuhn says it is the first time a 
fellow had to even look like he 
wanted to sign on the dotted line, 
that he didn’t have the order ready 
for him.) 
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Convention Badge 


All Pacemakers have prob- 


ably received their Pacemak- 
er’s Badge by this time—a cut 
of which is shown above. 

It is up to the usual standard 
of beauty and grace which al- 
ways characterizes this partic- 
ular feature of our yearly gath- 
erings. This badge would have 
graced the left lapel of each 


officer of the Company, each 
Branch Manager, each Pace- 


maker, the head of all depart- 
ments, and special salesmen had 


there been a Convention this 
year. 
The Pacemaker Badge is 


bronze with a gold ribbon—the 
Officers’ is.a gold badge 
with white ribbon—the Direc- 
tor’s a silver badge and gold 
ribbon. 


G. A. Smith, of Greensboro, 
North Carolina, sure hot-footed it 
for business immediately after 
Chris Kringle paid him his yearly 
visit. Since the year 1918 began 
“Gq. A.” secured orders covering one 
one-barrel, Cut 154, a _ ten-barrel, 
imype -C”’ Tank and a Cut 116-A 
Pump. Keep your peepers on this 
lad, fellows! 
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“Red” and “Chief Sentry’ Contest 


It’s all over and the orders in and counted. 

This Contest was an unusual one, in that every man who de- 
cided to put on a little extra steam and make a great big effort 
to qualify, added a substantial amount to his bank account by so 
doing. Not an ordinary Contest was this—but started right in 
the dead of winter it meant that every man must get down to 
‘‘brass tacks’’ and lose no time. 

The Contest provided that every salesman selling 4 ‘‘Red 
wentrys,’’ or 2 “Chief Sentrys,’’ or 2 ‘‘Red Sentrys’’ and 1] 
“Chief Sentry’’ during the month of December (till the 22nd) 
should receive $10.00 cash of the realm—and in addition, just to 
make it snappy and make everybody sharp on the trigger, the 
management provided special cash prizes for the leaders. 


To that salesman obtaining the highest number..........$75.00 
To that salesman obtaining the second highest number.... 50.00 
To that salesman obtaining the third highest number...... 25.00 


Of course, every man was well repaid for the additional ef- 
fort necessary, but the tantalizing ‘‘ Extra’’ was right before them 
every minute. 

Here are the lucky fellows: 


ileye TM, IML, Ikeinmechy, Slat TGHIVCIS@O) oonobsacccamoccuunbobavaooua ao wmadlnl 
Ime Ome DDLCS aC) 1 Omega when oiioe fonusre incr ele sere conenturmun atta 50.00 
Sil. Ne Jibs We eee op ats: Shes, IAOHEOIS) 5, 5.6 a eleactenan ts choos Oa oes Oboe Sion) Me ce 25.00 
Those making over 20 points, winning $10.00 each, as follows: 
WA 1G. SURO, Caen goonoc inoue WeRane — lal, @, Gwe. ossanc6cnaca0c Toronto 
Cy GLrOVESE ee cee IMi@reayouis JR. Ib, IDURNGZM 5 .5consan000 Tri-State 
Ue Ibs SuwGSiM mul, sonncoadae Memphis HH. R. Handley ........ Washington 
Baa Deiter iam cra thskade WMPSWAUS (So INL, ClaMUloI oo ccc oon 6s Washington 
Ae eee COL DAM a cperrcetancn te Wasim 6, di, Cemmlmaei .oosacceconsc Memphis 
INGE eS COC] Cian ocueece: Wrasiaamiwenmn Jel, Wd, IDR PAKESOIN .6aceccoos Memphis 
Ay ae me NNT Cpe ete nr cen ey eens Dallasw er. 6. Guenther sees. o.. Minneapolis 
Weal Cera mest « adanie oso. Dallas Fp ARS L1CZ Cl saree rae: Minneapolis 
18G,. Je; ADNAN OHA 6.5055 ola ob oO Denverwy JesH> BedSerens. sates oes St. Louis 
PNOAGE SNe Rex Sal 5 ic oo oe Jalen ous We, (Cl Syed go cosbcce San Francisco 
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ONE A WEEK—A RECORD 


An interesting notation is noticed 
on the Daily Report of E. Stein- 
hauser, of Ohio, for December 22nd. 
We give it in full: 


100 POINTS IN DECEMBER 


Makes ’Em All His Friends 


Mr. L. D. Baker, of San Francis- 
co, who entered our employ April 
16, 1917, and registered as a Pace- 
maker on December 19th with over 
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100 points for the month of Decem- SUMMARY OF DAILY RE 


ber, had an interesting experience PORTS 

in connection with sale of the last ‘ ; 

order, which put him in the Club. No. of calls made ........... 2 
He encountered some very bad IR) GL RENE wee ed ae a of 

roads in Ventura County, Southern Total amount of sales... . $58.50 

California, and in order to avoid Remarks: 51 weeks—51 Lu- 

them in one place, he cut across bricating Outfits, or 1 each 

the corners of a ranch. The ranch- week. 

er came out and jumped him for Salesman E. Steinhauser. 

driving across his property. In the Date 12/22. 


interview ensuing, Mr. Baker came 
out winner:and got the old man’s 
order for Gasoline and Distillate 
Outfits—CASH IN FULL WITH 
ORDER. 


Every salesman can do as well! 
And Nineteen Highteen is going to 
prove it! 
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S. F. Bowser & Company’s Capable District 
Office Sales Managers 


D. S. JOHNSON LP. MURRAY R. SS. - COLWELL Ty. Ds KINGSEHNY 
Western Mer. Canadian Mer. Eastern Mer. Central Mer. 


Here they are—all of the 
Company’s District Sales Man- 


agers. 


a eka re These experienced, efficient ; i 
Mer., St. Louis / men have risen from the ranks. MOmeprin oe 
Years of service have qualified 
| them for the responsible posi- 
tions they now hold. Each 
manager controls the destiny 
of his particular district. And 
ab each manager is prepared to 
Se ee eae fulfill his part perfectly for the H. C. CARPENTER 
re next twelve months. Met Silents 


Drive fast, gentlemen, and 
drive well. This is going to be 
a year unique in the History of 
American Business. Intricate 


A. W. DORSCH problems lie before you that SF Same 
Megr., Fort Wayne will demand a steady eye on Mer., Albany 


the road ahead, a firm grasp of 
the reins, and a most careful 
testing of the speed and 
strength of every man in our 


wT > well-picked sales organization. 
o£" : 2 
E. B. FRENCH y : <i. ere : es Fn Es Go ASEU BOER: 
Megr., Washington Mer., Minneapolis 


Bako PRINCE H. W. BROWN J. W. BURROWS 
Mer., Dallas Megr., Memphis Mer., Tri-State 
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MR. J. P. O°’NEIL 


There have been several min- 
or changes in Office Districts 
occasioned by discontinuing the 
Louisville Office and transferr- 
ing the Harrisburgh Branch to 
Pittsburgh, where Mr. H. C. 
Storr will continue to direct the 
salesmen of Pennsylvania, ex- 
cepting a few Eastern Counties, 
and will have in addition, a 
considerable portion of Ohio. 


The discontinuance of the 
Louisville Office will add sev- 
eral counties to the jurisdiction 
of St. Louis. Fort Wayne, 
Memphis and Washington, and 
those counties in Ohio not in- 
cluded in the newly established 
Pittsburgh Office will be added 
to the Fort Wayne Office, which 
is a consolidation of the In- 
diana and Michigan Offices. 
Mr. Dorsch will continue as 
Manager. 


Mr. J. P. O’Neil, who has 
been successful in Philadelphia, 
will direct the new Branch Of- 
fice established in that city— 
to which district will be added 
several counties in New Jersey 
and Pennsylvania and the 
State of Delaware. Mr. O’Neil 
has done good work this year 
and his new responsibilities 
prove how much confidence this 
firm has in his ability. 


Mr. C. H. Davies, who has 
been Acting Manager of New 
York for two years, is an old 
timer with the Company. 


MR. C. H. DAVIES 


As Hditor of the Boomer 
at Fort Wayne he did fine 
work. He has now been ap- 
pointed to do special work in 
connection with Government 
business and then will return 
to Fort Wayne to take up im- 
portant work. 


Mr. I. L. Walker, Manager 
of the Ohio District, stands be- 
fore us a decided success. His 
District won the Division ‘‘B’’ 
Cup. 


Mr. Walker is a shining ex- 
ample of what hard work and 
a start at the foot of the ladder 
earns for a sincere man. 


The year 1909 brought Mr. 
Walker to us as a correspond- 
ent in the old Factory Sales 
Department. He devoted him- 
self to a special study of our 
Dry Cleaning lne and made 
several trips to call upon fac- 
tory prospects. His interest and 
the success of his beginning ef- 
forts won him a position in our 
Factory under L. F. Johnson 
ime 910, 


In 1911, ‘Mr. “Walker was 
brought back to the Factory 
Sales Department for the pur- 
pose of handling prospective 
Factory business. He continu- 
ued selling this line after he 
was transferred to the Fort 
Wayne District under Mr. Lit- 
tle. 


In 1915, Mr. Walker was 
transferred to Philadelphia as 
Manager of that Office. A year 


MR. I, L. WALKER 
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MR. E. J. LITTLE 


later and he had the honor of 
winning the Cup for Ohio as 
Manager of that District. 


(Riise ycare timdcesi re lobe 
Walker in charge of our Gov- 
ernment sales. 


Mr. E. J. Little scarcely 
needs an introduction from the 
Boomer. He has been with us 
since 1907 when he first served 
this firm as a salesman in Chi- 
eago. Many of our older men 
will remember him as the Ed- 
itor of the Boomer in 1909. 
Others will recall when he filled 
the position as assistant to Mr. 
W. G. Zahrt at the time Mr. 
Zahrt was Manager of the Store 
and Garage Sales Department. 
Many will recollect distinctly 
much of the exceptional work 
done by him during his reign 
over the famous Fort Wayne 
District a couple of years ago 
and a Cup Winner in 1915. 
Later he became Hastern Sales 
Manager from which position 
he resigned to take up duties 
connected with his outside in- 
vestments. 


Mr. Little has again joined 
the Bowser organization and 
has been made Manager of the 
New York Office. His duties 
at this new post are deserving 
of his wide experience and we 
forecast a successful year for 
him. He will be assisted by 
Mr. H. V. Lower, formerly of 
Toronto Office. 
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Continued from page 17 


Wayne. He has been with us 
since 1903-when he assisted our 
Treasurer in the capacity of 
a clerk. He has put himself, 
body, brain and heart, into the 
business of this Company for 
years. His advancement reads 
like a modern business romance, 
In 1909 he was made Sales Man- 
ager over territory ineluding 
what is now the Minneapolis, 
Tri-State, Fort Wayne, Pitts- 
burgh, Dallas, Memphis, At- 
lanta, Washington and Louis- 
ville territory. A success as an 
Executive, he was put at the 
head of all the firm’s Branch 
Offices a little later, then made 
Store and Garage Manager for 
the Company. The year 1912 
brought him the Assistant Gen- 
eral Managership and 1915 add- 
ed the responsibility of Com- 
pany Treasurer to his efficient 
shoulders. 


Our General Sales Manager, 
EK. M. Savercool, perhaps feels 
he has greatest cause to be- 
moan not meeting you boys this 
vear. A salesman before he 
joined our organization, he 
feels he is very close to you 
road men. Ile came to Fort 
Wayne early in 1894 and was 
assigned territory with head- 
quarters at Chattanooga, Ten- 
nessee. In 1898 he spent a year 
in New York on special work. 
From here he made a tour of 
investigation in Canada and in 
the Spring of 1900 organized a 
sales foree in New England. 
Krom this locality he moved 
South and West to Mexico and 
then to San Francisco where he 
worked for nine years organiz- 
ing our Western Sales Forces. 
One year ago he came to Fort 
Wayne and was given the Gen- 
eral Sales Managership for the 
Company. 


With his eyes on all you fel- 
lows for the past twelve 
months, he naturally wishes he 
could have seen you in person 


alty, 
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this January, for he wanted to 
congratulate you on your loy- 
co-operation and good 
work. 


MR. D. A. COREY 


How many of you boys know 
that D. A. Corey, our Execu- 
tive Engineer, traveled out of 
Boston in 1904 as a Bowser 
salesman? And how many 
know that the merit of his work 
on the road made it possible 
for him to take charge of that 
same office as Manager in 1906; 
that his ‘‘level headedness’’ ad- 
vanced him consistently until 
he became General Sales Man- 
ager for the firm? And how 
many appreciate just how much 
Mr. Corey did later for our Fae- 
tory Sales Department, and our 
Service Department? 


As a representative salesman, — 


Mr. Corey ranked second to 
none. Since he has proved his 
ability in our Engineering Sales 
work, he has achieved the title 
of Executive Engineer and has 
given over many of his sales 
responsibilities to take charge 
of this Company’s most diffi- 
cult engineering problems. 


Mr. Corey extends you boys 
his heartiest wishes for a sue- 
cessful year. He wants to be 
remembered to you all—for he 
was, actually, and still is at 
heart, ‘‘considerable of a sales- 
man,’’ and feels related to you 
men in many ways. 
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MR. E. H. BRIGGS 


Mr. E. H..Briggs is “a real; 
sure enough Bostonian—born 
reared within hearing distance 
of the ‘‘Common’’—a real de- 
votee of Bostonian traditions— 
the home of Baked Beans and 
Scholars. 


From a_bank-teller, he _ be- 
came a Bowser Salesman, ad- 
vaneing himself by merit to the 
the position of head of Engin- 
eering Sales, then Sales Man- 
ager, and now occupies a re- 
sponsible position as Executive 
Assistant. 


Mr. A. G. Hartgen, who has been 
ill in a Baltimore Hospital, is im- 
proving rapidly and expects to be 
on duty, ready for the 1918 race. 
Mighty glad to hear of your im- 
provement, “A. G.” 


Mr. H. W. Oattis, of the Atlanta 
District, has our most sincere sym- 
pathy this month. The loss of his 
father, Mr. N. G. Oattis, was a dis- 
tinct shock to his many friends in 
the Bowser organization. 


N. B. Steele, of the Washington 
District, started the New Year 
right. His first day’s work in Jan- 
uary netted him an order covering 
one ten-barrel, Cut 102, and three 
Cut 63’s. Evidently he is plotting 
for Directorship. 


W. A. Billings, of Washington, 
started off a few days ago with an 
order for one ten-barrel, Cut 241, F. 
C. W. O. Keep ’em coming, “W. 
A.,” the F. C. W. O. signatures. 
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BOWSER PACEMAKERS FOR 1917 


THESE MEN HAVE FOUGHT TO VICTORY 


S. F. TAYLOR 


L. W. CROW C. C. FREDERICKS 


: : A. L. McINTOSH 
Albany District Toronto District Atlanta District Railroad 
Record Record Record 
Elected Pacemaker. .1912 Record BHlected Pacemaker. .1914 Elected Director..... 1915 
Blected Pacemaker. .1915 Elected Pacemaker. .1915 Elected Pacemaker. .1915 Elected Pacemaker. .1916 
Elected Pacemaker. .1916 HWlected Pacemaker. .1916 Elected Pacemaker. .1916 Elected Pacemaker. .1917 
Blected Pacemaker. .1917 Elected Pacemaker. .1917 lected Pacemaker. .1917 


’ 


G. W. ALLEN 


J. J. MANNING 
Chicago (Minneapolis 


W. A. ARMSTRONG 


. . . OF & a ‘i Di t . 
Michigan (Fort Wayne EO Stas ae Chicago (Minneapolis ad 
District) ena ‘ District) Flected Pacemaker. .1914 
Rieeord Record 1a AKEXe UEC! IDINPECUOMS ooo c 1915 
ee eric oS acomaker-1915 — Biected Pacemaker..1914 ~ Hleeted Secretary... .1916 
Elected Px al 1916 Elected Pacemaker. .1916 Hlected Pacemaker. .1915 Elected Pacemaker. .1917 
eete JeemMa cel. 2770 Elected Pacemaker. .1917 Blected P: nicer Loe 
Blected Pacemaker. .1917 pa eS ees aa es 
Hlee acemaker. .1° 


E. E. LOWE 


W. J. BATES P 

F. E. WALTERS Ohio District F. LAUGHREY Memphis District 
San Francisco District er ea San Francisco District ates ceca Gus 
Hlectec ZANCCTIMA CCIE a lege 
Keeord Hlected Pacemaker. .1915 POSER : Miecred@Pscemaker 4 1014 
Elected Pacemaker. .1913 Elected Pacemaker. .1916 HWlected Pacemaker. .1912 TWMeoHeGl IPs Aiea De cICHIG 
Be) 1016 | Mlected Pacemaker. 1917  Hlected Pacemaker..1916 Fp iocica Pacemaker. .1917 
ted Pacemaker,.1917 Blected Pacemaker. .1916 SIMS ACNE RO DS TENE AMEN SSN Ae) T 

5 > 3 ae Elected Pacemaker. .1917 


st 


G. P. STOVALL J. M. PRIGG H. U. EARLE 
Washington District Harrisburg District M. A. ASHLEY Denver District 
Record Record Atlanta District Record 
Blected Director..... 1914 Elected Pacemaker. .1914 Reeord Elected Pacemaker. .1914 
Blected Director..... 1915 Elected Pacemaker. .1915 Elected Pacemaker. .1914 Elected Pacemaker. .1915 
Elected Director..... 1916 Elected Pacemaker. .1916 Elected Pacemaker. .1916 Elected Pacemaker. .1916 
Elected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 
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BOWSER PACEMAKERS FOR 1917 


THESE MEN HAVE FOUGHT TO VICTORY 


J. F. VONDEREMBSE F. H. KILVER T. L. SMITH R. W. MAXEY 


Denver District Denver District Dallas District Memphis District 
Record Record Record Record 
Elected Pacemaker. .1915 Blected Pacemaker. .1915 Elected Pacemaker. .1915 Elected Pacemaker. .1915 
Elected Pacemaker. .1916 Elected Pacemaker. .1916 Elected Pacemaker. .1916 Blected Pacemaker. .1916 
Hlected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 


W. B. OFFERLE F. M. KENNEDY 


i istri eee Cc. O. HOTTEL 
Harrisburg District San Francisco District W. B. JAMESON EE ie 
Record Record San Francisco District San Francisco Distric 
" Blected Pacemaker. .1914 Elected Director..... 1915 Record Record 
Hlected Pacemaker. .1916 Elected Director..... 1916 Elected Pacemaker. .1915 pe pert: ety: 
Hiected Pacemaker. 1917 Blected Pacemaker. .1917 Elected Pacemaker. .1916 Hlected Ce ora 
Elected Pacemaker. .1917 Elected Pacemaker. . 


H. DALGAARD 


— 


New York District W. B. Seams J. C. HARDING H. BEIQUE 
Record Harrisburg District San Francisco District Toronto District 
Elected Pacemaker. .1915 Record 
3 . s : Record Record 
H) ac : eee ANG x 2s p eee oul 
lected pacemaker igi? felected Eaccmaier 170 Tiana 


, Bead G Elected Pacemaker. .1916 Blected Pacemaker. .1916 
Elected Pacemaker. .1917 Plected! Pacemalen Lot lected | Paceumal ame odn 


C. J. ROGERS 7 caus ee 
Chicago (Tri-State Dis- W. M. BOOKER C. A. WEEGO E. P. WALKER 


trict) Harrisburg District St. Louis District Memphis District 
Record Record Record Record 
Elected Pacemaker. .1915 Elected Pacemaker. .1915 Elected Pacemaker. .1915 Elected Pacemaker. .1915 
Hlected Pacemaker. .1916 Elected Pacemaker. .1916 Elected Director..... 1916 Elected Pacemaker. .1916 


Elected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 
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BOWSER PACEMAKERS FOR 1917 


THESE MEN HAVE FOUGHT TO VICTORY 


F. H. SULLIVAN W. H. GOOLSBY Ss. C. KLEIN E. H. MURDOCK 


Dallas District Dallas District Atlanta District Chicago (Tri-State) Dis- 
Record Record Beats Record trict 
Elected Pacemaker. .1916 Elected Pacemaker. -1916 Elected Pacemaker. .1916 Record 
Elected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1916 


Mlected Pacemaker. .1917 


N. BROWN C. R. McLAUGHLIN Cc. |. BENFORD 
eee : ; eb E. R. HANDLEY 
Dallas District — Memphis District Denver District : Are oe 
Washington District 
Record Record Record 
Elected Pacemaker. .1916 Elected Pacemaker. .1916 Blected Pacemaker. .1916 : Record 
Hlected Pacemaker. .1917 Elected Pacemaker. .1917 Blected Pacemaker. .1917 Blected Pacemaker. .1916 


Elected Pacemaker. .191 


Raat 


R. J. GOODMAN 


G. W. ELLIOTT K. N. McINTOSH J. W. WEEMS oe 
Albany District Toronto District Dallas District Len aie Wayne) 
Record Record ' Record 
Elected Director..... 1915 Blected Pacemaker. .1916 Elected Pacemaker. .1916 Record 


Elected Pacemaker. .1916 


Elected Pacemaker. .1917 Blected Pacemaker. .1917 Elected Pacemaker. .1917 J 4 
Blected Pacemaker. .1917 


W. H. TRAMMELL L. C. TANNER H. GUNN CaViPsEUINGIER 
Atlanta District Dallas District Dallas District Atlanta District 
Record Record Record Record 


Elected Pacemaker. .1916 Elected Pacemaker. .1916 Elected Pacemaker. .1916 Elected Pacemaker. .1916 
Elected Pacemaker. .1917 Hlected Pacemaker. .1917 Hlected Pacemaker. .1917 Elected Pacemaker. .1917 
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BOWSER PACEMAKERS FOR 1917 


THESE MEN HAVE FOUGHT TO VICTORY 


W. N. THROOP LEE KUHN N. B. STEELE L. F. GREER 
Dallas District Memphis District Washington District Dallas District 
econ d earn Record Record joie -Mlected) Pater. gamete 
plected trem oa ee Elected Pacemaker. .1916 wees Saye ee eet: Elected Pacemaker. .1915 
Elected Pacemaker. .1917 Elected Pacemaker. .1917 a Olina: Blected Pacermizera iste 


J.C. WARD J. B. HAGAMAN C. BENNETT al C. WHITE 
SA aaa etal Michigan (Fort Wayne Dallas District ue pease: 
istrict District Record ‘ ecord | 
Record ) Tilaated Dascaeee 1916 Elected Pacemaker. .1915 


Record 
Elected Pacemaker. .1916 
Elected Pacemaker. .1917 


Elected Pacemaker. .1916 


Elected Pacemaker. .1913 Elected Pacemaker. .1917 


Elected Pacemaker. .1917 


Elected Pacemaker. .1917 


E. P. DOLAN Eee ENGLISH : 
Ro CrOSTER c. P. LAW Memphis District San oto District 
4 j Fi . ° Recore 
Dallas District Harrisburg District Blected Bene orter 19f2  Mlected’ Pacemaker a rare 
Record Record Kas tec Fapedniaser gee ef 3 Elected Pacemaker. .1916 
Blected Pacemaker. .1916 BHlected Pacemaker. .1916 Hlected Pacemaker... 1913 Elected Pacemaker. .1917 
Elected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 


J. O. McCRACKEN Pe OBS 
F c : F 3 
J. H. WILSON H. M. TUNSTALL ip AS Chicago (Minneapolis 
D Oleteine Dalen pies Ohio District District) 
enver Distric allas District eedrad Record 
Record Record Elected Pacemaker. .1915 Elected Pacemaker. .1915 
Elected Pacemaker. .1916 Elected Pacemaker. .1916 Elected Director..... 1916 BHlected Pacemaker. .1916 
Elected Pacemaker. .1917 Elected Pacemaker. .1917 EKlected Pacemaker. .1917 Elected Pacemaker. .1917 


OA 
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BOWSER PACEMAKERS FOR 1917 


THESE MEN HAVE FOUGHT TO VICTORY 


C. L. SPEIGHT JLo 13h. SUS SHERI He We OATIIS C. A. ME NON 
Washington District San Francisco District Atlanta District Toronto District 
R 1 Record Record Record 
ecere Blected Pacemaker. .1916 Deeks) TDaGennaikee. Oe Blected Pacemaker. .1916 


Blected Pacemaker. .1917 Elected Pacemaker. .1917 iilcetadbaccmaker P1917 Elected Pacemaker. .1917 


ee, 


6 1p N 
W. J. O’BRIEN = S cae : J. M. ROY lm ol TEINS =3 N40 
; Washington District et inne 
Albany District ee ond Toronto District New York District 
‘ ker. .1916 Record Record 
pes BE ee Elected Pacemaker. .1916 Elected, Pacemaker. .1916 


Be aker. .1917 Pacemaker. .1917 
ee, cemaker Blected vier Elected Pacemaker. .1917 Elected Pacemaker. .1917 


F. BROWNE 
R. E. ERWIN Harrisburg) District R. C. ele a aN J. A. S. MEYER 
Denver District Mesord Dallas District Memphis District 
Elected eee 1917 lected Sees cone Elected ee 1916 Elected eae 1916 
; j es 4 Elected Pacemaker. .1917 Elected Pacemaker. .1917 


4) 


W. F. EICHELBERGER A. G. LOCKE ta de GLENS 25 (ee WASTES 
Harrisburg District Albany District Memphis District San Francisco District 
Reeord Reeord Record Reeord 
Elected Pacemaker. .1916 Elected Pacemaker. .1916 Elected Pacemaker. .1914 Elected Pacemaker. .1916 
Elected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 Blected Pacemaker. .1917 
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BOWSER PACEMAKERS FOR 1917 


THESE MEN HAVE FOUGHT TO VICTORY 


Cc. A. MATHISON B. G. WHITLOCK Cc. ree fe a C. H. PRIDEY 
Michigan District Chicago District Indiana District St. Louis District 
Record Record 
Blected Asante 1917 Elected Mes Leh ta, 8 1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 


S. M. CHILTON G. N. ROOS C. H. KING J. S. LEWIS 
Washington District Harrisburg District Toronto District Dallas District 
Record Record Record Record 
Elected Paes .1917 Elected Pacemaker. .1917 Hlected Pacemaker. .1917 Elected Pacemaker. .1917 


R. A. DUSAULT G. A. SMITH F. W. SWERER P. CARLTON 
Albany District Washington District Denver District Michigan District 

: Record - Record Record Record 

Elected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 


S. O. WILLIAMS C. H. KNODELL J. S. BRONSON J. W. FREEMAN 


Dallas District Toronto District St. Louis District Toronto District 
Record Record Record Record 
BHlected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 
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BOWSER PACEMAKERS FOR 1917 


T. H. RHODES 
Toronto District 


Reeord 
Vice-President ...... 1912 
Hlected Pacemaker. .1913 
Elected Pacemaker. .1915 
Blected Pacemaker. .1916 
Elected Pacemaker. .1917 


L. D. BAKER 
San Francisco District 


Record 
Elected Pacemaker. .1917 


R. C. GUENTHER 
Chicago (Minneapolis 
District) 
Record 


Blected Pacemaker. .1916 
Blected Pacemaker. .1917 


A. E. MOFFATT 
Toronto District 


Director Elected -___..-.- .--1912 
Director Elected ___.. 

Pacemaker Elected___- 
Pacemaker Elected... ee 
Pacemaker Elected.............. 1917 


F. C. SCHUSTER 
Albany District 


Record 
Blected Pacemaker. .1913 
Elected Pacemaker. .1914 
Elected Pacemaker. .1916 
Elected Pacemaker. .1917 


> 


J. H. BEDSER 
St. Louis District 


Record 


Hlected Pacemaker. .1917 


oD 


No Photos 


At the time of going 
to press, cuts of the 
following Pacemakers 
haven't been received. 


? 


GRIGGS WALKER 
- Atlanta District 


Record 
Elected Pacemaker. .1915 
BPlected Pacemaker. .1916 
Elected Pacemaker. .1917 


Cc. S. SEVERANCE 
San Francisco District 


Record 
Elected Pacemaker. .1917 


N. WETZEL, JR. 
Chicago District 


Record 
Blected Pacemaker. .1917 


R. G. KENNEY 
St. Louis District 


Record 
Elected Pacemaker. .1917 


? 


J. L. STEENHUIS 
Memphis District 


Record 
Elected Pacemaker. .1917 


W. W. SCRUGGS 
Memphis District 


Record 
Elected Pacemaker. .1917 


c. L. STEBBINS 
Toronto District 


Record 
Elected Pacemaker. .1917 


J. G. PHIPPS 
Ohio District 


Record 
Elected Pacemaker. .1917 


THESE MEN HAVE FOUGHT TO VICTORY 


E. J. MURPHY 
Toronto District 


Record 
Hlected Pacemaker. .1912 
Elected Pacemaker. .1913 


Mleeted Director... 1915 
Elected Pacemaker. .1916 
Hlected Pacemaker. .1917 


R. S. GILCHRIST 
Toronto District 
Record 


Elected Pacemaker. .1916 
Elected Pacemaker. .1917 


J. C. LONG 
Atlanta District 


Record 
Elected Pacemaker. .1916 
Elected Pacemaker. .1917 


“Smiling 


b}o) 


Guy 


G. W. WOLFORD 
Chicago District 


Record 
Elected Pacemaker. .1917 


IIRL 
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BOWSER PACEMAKERS FOR 1917 


THESE MEN HAVE FOUGHT TO VICTORY 


H. T. EGGLESTON 


F. P. BRANDT E. E. THOMAS Copa v ss 
Mebipiis District Michigan District Memphis District Al Bay eee 
Record Record 
ov ia es 7 Record Record aq eee : Rar Rs 
EN BEN en Mie IG Elected Pacemaker. .1917 Blected Pacemaker. .1917 Elected Pacemaker. .1917 


F. W. PATTERSON 


H. M. BROWN P. H. LEMEN F. H. LOWE 
Atlanta Diserict St. Louis District Harrisburg District Harrisburg District 
Record Record 
a ) ee ae 7 Record Record E ‘ é 
eS reghed haces Oued Elected Pacemaker SOL, Elected Pacemaker. .1917 Elected Pacemaker, .1917 


lle “ANS Soil p74| Se W. S. CAMDEN ihe W. E. GROOMS 
Minneapolis District Ohio District Memphis District St. Louis District 
Record R 1 
Record Record c eee ae ecor¢ 
Elected pacer silehley Elected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 


I. K. JACOBS O. P. HARRISON W. SNAPP J. F. JEFFREYS 
Ohio District Atlanta District St. Louis District Washington District 
Record Record Record Record 
Elected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 
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BOWSER PACEMAKERS FOR 1917 


THESE MEN HAVE FOUGHT TO VICTORY 


L. L. BROWN EEN aS aan E. E. MAXWELL E. W. ADAMS 
Dallas District Nos secre St. Louis District Albany District 
Record Elected ener: 1917 econ Record 
Elected Pacemaker. .1917 ; Elected Pacemaker. .191%7 Elected Pacemaker. .1917 


Ea CmRiGrE 
P. J. SOMERS Chicago (Tri-State E. W. CLINE M. B. PEIFFER 
San Francisco District District) Harrisburg District Harrisburg District 
Record Record Record Record 


Elected Pacemaker. .1917 Elected Pacemaker. .1917 Hlected Pacemaker. .1917 Elected Pacemaker. .1917 


HAL 


A. McINTOSH S. W. SILSBEE M. D. KEEFE C2 EE. JOYCE 
Toronto District New York District Albany District Dallas District 
Reeord ; Reeord Record Reeord 


Elected Pacemaker. .1917 Elected Pacemaker. .1917 Elected Pacemaker. .1917 Blected Pacemaker. .1917 


D. F. HERNON Cc. BREMNER O. T. McKISSICK C. GROVES 
Albany District Toronto District Dallas District Memphis District 
Record Record Record Record 


Elected Pacemaker. .1917 Elected Pacemaker. .1917 BPlected Pacemaker. .1917 Elected Pacemaker. .1917 
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Products Are Needed by All 


Manufacturers and 
Merchants 
Who Desire to Conserve Oil and Gasoline 


Cut 7F1 Filtration Outfit 


For a manufacturer the Cut 7F1l saves oil and 
sives better lubrication—in many cases reducing oil 
bills one half. 


For Lubricating Oil 


A Cut 154 Wheel Tank can 
be most profitably used by a 


conveniently measured and it’s convenience at the 
curb makes it a most desirable investment. 


- Dry Cleaning Equipment 


The Bowser Systems for 
Dry Cleaners are fire-proof 
—easy to handle and effect a 
saving in soap and gasoline 
sufficient to make an invest- 
ment pay enormous returns. 
We have letters from dry 
cleaners who report a saving 
of as much as a half of their 
gasoline and soap bills. 


as 


The Investment Is Nominal 
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‘““‘DADDY’’ MOORE 


D. Moore, of our At- 
lanta Office, wishes to an- 
nounce that the year of 
1917 brought him not 
only the Directorship of 
his office, but a _ nine- 
pound baby boy, who, in- 
heriting his father’s sell- 
ing genius, has already 
sold his mother on the 
idea he must be enter- 
tained lavishly during 
his waking hours. 


Congratulations, +B) 
M.” Wait until son sells 
you on the notion he 
needs ready cash after 
school evenings! 


Tonight don’t forget to 
write your Daily Report. 


Tomorrow start in 
working. your territory 
on the Calling List Plan. 
In demonstrating Bow- 
ser Equipment, use your 
model. And in writing 
up your orders—be pains- 
takingly accurate. 


Messrs. A. McAllister 
and C. S. Bootes were 
visitors at the Toronto 
Office last week. 


Mr. Frank Fowles, of 
the Tri-State District, be- 
gan work for our Com- 
pany a few days ago and 
immediately celebrated 
the occasion with the 
sale of a F. C: W. O. Cut 
1 Pump. The right kind 
of a start! Eh, what? 


R. A. Dusault closed 
two orders last. week 
which netted him up- 
wards of 120 points. Our 
Albany boys are certain- 
ly “hitting it up” early. 


| 
| Those things by which you profit most are best for you. Therefore, 
see to it that you give your self-generated ‘‘mule power’ i 
| chiefly to those things which will each day 
bring you biggest returns. 
; 
ee ee 
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An Appreciation 


When, a few weeks ago, we sent 
broadcast a request for Boomer ma- 
terial to salesmen and sales-managers 
alike, we hardly dared hope it would 
meet with such a hearty response from 
every corner of the continent. We have 
always believed every Bowser salesman 
and every Bowser manager was keenly 
interested in the Boomer and we are 
anxious that every issue should carry 
a constructive message to every one. 


Our confidence has been more than 
justified. 

Because we handle the correspond- 
ence of some 500 salesmen, district 
managers and correspondents, we nec- 
essarily can not give each the publicity 
we would lke, and we have, therefore, 
found it necessary to select items that 
were particularly interesting to all. 
Possibly some will think they have 
been overlooked or that their contribu- 
tion was not appreciated. We hasten 
to assure them that this is not the case. 
We need every man’s co-operation. We 
want each one of you to continue to 
think of a sales argument or a selling 
point that will help some one else over 
a hard place; to send us interesting 
photos with full descriptions, all are 
welcome. If there is a duplication of 
ideas, we will select from-each a word 
or idea and incorporate them in our 
sales articles. 

So—here’s our thanks for this latest 


example of Bowser co-operation—Bow- ° 


ser efficiency—this most practical ex- 
pression of a desire to assist in mak- 
ing the results of 1918 memorable in 
the history of ‘‘ Bowserism.’’ 
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the Chicago District, be- 
gan work with us by sell- 
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We’re wondering—w 
who sit in the Boome 
Editorial Department an 
cogitate on the achiev 
ments of our sales fore 
—we'’re wondering i 
Denver is going to be 
100% Pacemaker Dis 
trict this year, just as i 
was last year. 


How about it, Denve 
Daring Doers? 


REAL 1918 
OPTIMIS 


“Tell all the boys 
will be in the Pacemak 
ers’ Club. in time for th 
morning services.” 

Cr Le SPEIG Ee 
Washington Office. 


According to District 
Manager “Jack” Burrow 
some fine business ha 
been received from B. A. 
Deffler, E. H. Murdock, 
M. F. Grigg, and W. Pa 
Shepherd, of Tri-State 
fame. 


Oh, what’s the use! 
Here’s C. R. Eggleston, 
of Albany, duplicating 
his last year’s record 
this January. We used 
all our; powers we 
description portraying his 
brilliant sales scores las 
year—and ’ere ’e is at 
it again!! ) 


Mr. B. H. Hubbard, o 


ing a F.C; We Os ordes 
for a Cut 125 Equipment. 
Good stuff, that! “Keep 
on keeping on” at th 
same method of selling 
business and “you'll be 
there” next January. 
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From Gasoline Tank to Soda Fountain 


This article explains how an Oakville, Ont., merchant made capital out of passing motorists. 
A gasoline pump on the sidewalk stops the “joyriders” and the inviting 
soda fountain inside attracts the occupants while the motor tank is being filled up. 


At first sight there does not ap- 
pear to be anything in common be- 
tween a gasoline tank and a soda 
fountain. To begin with, the first 
feeds a car and the second feeds 
people. As the old saying goes 
“Pigs is pigs!’—and gasoline is gas- 
oline, and ice cream is ice cream, 
and you wouldn’t suppose that there 
was any relationship between gas- 
oline and ice cream. 


But there is. 


At least one dealer has proved it. 
More than that he has cashed in 
on it. He has linked up a gasoline 
tank with a soda fountain to the 
mutual benefit of both, and to him- 
self as cashier. His name is James 
L. Hewson and he lives at Oak- 
ville, Ont. 


The Summer Town 


“The idea,” said Mr. Hewson to 
a Canadian Grocer, recently, was 
that Oakville is a summer town. 
Automobiles are passing and re- 
passing through our streets con- 
tinually, chiefly en route between 
Hamilton and Toronto. More than 
that, Oakville for its own sake, is 
a pretty summer town and a short 
trip from either Hamilton or To- 
ronton in a car. We have quite a 
surplus population in the summer. 
I saw automobiles dashing to and 
fro in the summer and they.passed 
my store window without my be- 
ing alive to the fact—for a long 
time—that I could make money out 
of them. Automobiles represented, 
when I came to think of it, a de- 
mand for gasoline. I determined 
to instal a gasoline tank outside my 
Sore, i) did this, I had a sign 
which pointed out the fact to mo- 
torists that they could get their 
gasoline here, and very soon I be- 
gun to get returns. Car after car 
stopped outside my store to buy 
gasoline and I did a good business 
in gasoline. Not perhaps a usual 
thing for a grocer you think. Nev- 
ertheless all is fish that comes to 
my net, and 25c spent on gasoline 
is just as good as 25c spent on bis- 
cuits.” 


“It was not for some little time 
that I conceived the idea of making 
money going and coming, in other 
words of securing trade not only 
from the car itself, but from the 
occupants. But it occurred to me 


that while the automobilist was get- 
ting gasoline for his car outside my 
store the folks in the car were sit- 
ting there waiting and doing noth- 
pba e aan 

“It appealed to me, as it appealed 
to a great many people, that on a 
hot day nothing is more inviting 
than a soda or ice cream. I fig- 
ured it would look that way to the 
people who were waiting in the car 
outside my store. While the car 
was being filled with gasoline, I 
said to myself, its occupants might 
just as well be filled with soda or 
ice cream to my profit.” 


Installed a Soda Fountain 


“T obtained a soda fountain and 
a set of chairs and so on. I got 
all the requisites for making and 
dispensing soft drinks of all kinds, 
and then I set out to build up a 
trade from the gasoline tank out- 
side the store to the soda fountain 
inside the store. In the summer 
months I have a sign outside point- 
ing out that there is a soda foun- 
tain inside and I have come to see 
that while the engine is being filled 
with gasoline the people in the car 
would much rather be sitting at the 
fountain inside the store getting 
good cool drinks which cost them a 
mere bagatelle. That’s one way 
I have of cashing in on the tourist 
trade which is coming to Oakville.” 


Reasons for Success 


There are two or three reasons 
why this expedient would turn out 
so profitably. To begin with, of 
course, there is no loss on gasoline. 
You are not dealing in something 
you have to sell in a certain time 
or else put on bargain and sell ata 
loss. You are dealing in a commod- 
ity that is standard in price all the 
year round. True, of course, there 
is not much trade accruing in Win- 
ter months, tho’ there is some, but 
this is a detail which cuts little 
ice, inasmuch as gasoline does not 
go bad or deteriorate in quality. In 
fact this stunt of having a gasoline 
tank outside a grocery store is sim- 
ply one added method or channel 
down which profits may flow and 
through which there is no possible 
chance of loss. 

As to the Soda Fountain, this is 
located in a prominent place in Mr. 
Hewson’s store on the left hand 


side as you go in. Considerable 
space is devoted to it, for the store 
is a roomy and airy one. It is kept 
scrupulously neat and clean. A 
series of stools, common to ice 
cream parlors, are arranged by the 
counter where the soda fountain is; 
the fountain itself is kept clean and 
bright—as is indeed the rest of the 
store—and the soda fountain and its 
etceteras, adds to, rather than de- 
tracts from the appearance of the 
whole store. 


In fact the system is an excel- 
lent way of getting one’s share of 
business in a Summer town and of 
utilizing an opportunity viz. the au- 
tomobiles passing and repassing, 
when that opportunity presents it- 
self. 


Mr. Hewson should do a still 
greater business at his soda foun- 
tain when prohibition becomes ef- 
fectual. Exchange. 


A PATRIOTIC AND UNSEL- 
FISH ATTITUDE 


Under the heading ‘‘ Aiding 
the Red Cross,’’ the ‘‘Motor 
News,’”’ an English publication 
devoted to the automobile in- 
dustry, publishes an account of 
a Golf Tournament in England, 
which was planned in the in- 
terest of the Red Cross Society. 


This account interests the 
Bowser Company, particularly 
since Mr. P. F .Woods, one of 
our salesmen, traveling in the 
British Isles, was successful in 
winning the tournament and af- 
ter doing so showed his patriot- 
ism and interest in the Red 
Cross work by putting up for 
auction the cup which he had 
been successful in winning. 
The proceeds of the auction 
were turned over to the Red 
Cross fund. 


Mr. Woods is to be congrat- 
ulated on his golfing and patri- 
otic generosity. 
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Read Good Literature for Development 


The 


sed 


Facility in verbal expression 
depends upon the extent of a 
man’s vocabulary, and that in 
turn depends upon a study of 


number 


by 


good literature. 


We have boys in this Com- 
pany who say mighty little, but 
are so well prepared to 


they 


say what they have to say that 
they never fail to get their mes- 


Se 


y 


owe 
Lge 


Boys, there is a best way of 
conveying your proposition to 
There 
fewest possible words, the care- 
ful specifying of your thought, 
the purity of plain diction that 
makes any distortion of your 


our 


across. 


customer. 


meaning impossible. 


iness asset 


10us uses 


value. 


Fluent 
statement in deseribing a Bow- 
ser Equipment is a splendid bus- 
The ability to make 
a prospect ‘under stand the parts 
of one of our outfits—their var- 
the manner in which 
they operate, is of mestimable 
And this asset may be 
attained by readin g— good 
books—by studying Bowser lit- 


speech, 


of words used 
by the average person is three 
while the number 
William Shakespeare 
is fifteen thousand. 


18 


clarity 


erature, 


Now 
you need to work 


of Epictetus. 


while every day. 


vince 


and by looking 
words in Noah Webster. 
all this doesn’t mean 
your 


up 


way 
through the logic of Bacon, the 


philosophy of Immanuel Kant, 
read Berkley or the discourses 
It only 


means 


Brisco—Economics of Efficiency 


Casson—Ads and Sales 
Emerson—BEfficiency 


the ficiency 


Hoyt—Scientific Sales 
ment 


Efficiency 
of 


Maxwell—Salesmanship 
dustrial Efficiency 
in Business 


Scott—Influencing Men 
ness 


Fowler—Practical Salesmanship 


that you read something worth 


THESE BOOKS WILL MAKE 
YOU A BETTER SALESMAN 


Bean—How to Persuade and Con- 


Emerson—Twelve Principles of Ef- 


Manage- 


Larsen—Business Psychology 
Lindgren—New Salesmenship 
Marden—tTraining for Efficiency 


System Co.—kKnack of Selling 
Vardaman—Master Salesman 


Knox—Salesmanship and Business 


Munsterberg—Psychology and In- 
Scott—Increasing Human Efficiency 


in Busi- 
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A BOWSER, IS A’ SAFE™ 


NVESTMENT 


Investment 


A Bowser is a “Safe” 


Safe because the purchaser 


need not fear 


OIL LOSSES 

TIME LOSSES 

FIRE LOSSES 
a=uas MONEY LOSSES 


Bibzd)bs3 


[><)[23)[3<)[33) 


bEaIpEdibsd 


beaibE4 


3 


x 


bed 


x 


x 


pe)dx 


P34 


bzd)bzd)bsdipsd 


p34 


2] 


x 


x 


x 


[3] 


BEdibz4)p=djbzalbsa|ba|bsd) 


Bra) pz4)pz4] pd) pzd[zd|bsd|pzd|pzd)bxd bzd|bz4) 


E4|pz4]b=d]b4]b=d|bzd]b=dlbzd|bz4|bsd|bsd[bsd|bs4|bsd|bs4|bsd|bs4|b=q|bsalps4|bsa]bs4|bsa|bs4[bsalbs4|b=q|bsalbsd 


illl 


HAN 


INITIAL 


ILI 


INU 
36 


SQ GG... LL 9 ’”—7.trr nrg. GG pp pp AAAI 


G. A. SMITH’S 
RECIPE FOR SUCCESS 


Personality 
Purpose 

Plan 
Perseverance 


Pretty good, huh? Washington 
must be some think-factory to pro- 
duce good common sense like the 
preceding. 


JEFFREYS HAS 
THE RIGHT SPIRIT 


Winston-Salem, N. C. 


Dear Mr. French: 

You have recently written us two 
or three times about Factory Equip- 
ment. While I have always known 
it was one of the best parts of our 
line, I really am getting more en- 
thusiastic about it every day. 

I have just run over my Sales of 
Factory Equipment for the past five 
weeks and find it totals 27 points. 
This with my regular business in 
all lines makes me feel good. 

I am going after every factory in 
my territory this winter and ex- 
pect to show you something. 


With regards, 
Very truly yours, 
(Signed) J. F. JEFFREYS. 


‘‘M. B. PEIFFER HONORED 
BY THE BOWSER CO.”’ 


“Morris B. Peiffer, of 358 North 
Third street ,;who has been the lo- 
cal agent for Bowser oil tanks, stor- 
age system and pumps, etc., has re- 
ceived notification from the S. F. 
Bowser Company, Ine., of Fort 
Wayne, Indiana, notifying him he 
has won a place in the Pacemaker 
Club of the company, by reason of 
his efforts during the past year. 

He made 507 points during the 
year, just seven more than is neces- 
sary to enter the club. 

The honor thus conferred is not 
only a distinction which all agents 
of the company aspire to, but car- 
ried with it a substantial emolu- 
ment. Mr. Peiffer has the felicita- 
tions of his many patrons and 
friends.” 


—Clipped from a Lebanon, Pa,, 
paper. 
KEEP ON A GOING 
When you reach a_ point 


where you think it is not worth 
while to try to learn any more 
about your business, you have 
reached a point where your 
business will begin to go down 
hill—Popular Storekeeper. 
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“BOOMER” 


PUBLISHED SEMI-MONTHLY BY 


S. F. BOWSER & CO., Inc. 


Fort Wayne, Indiana 


H. J. BRADSHAW, Editor 


THE BOWSER BOOMER IS THE MAGAZINE 
OF THE BOWSER SALESMEN 
OF THE WORLD 


It is published in their interests and its view- 
point reflects their aims, activities and ideals. 

Every salesman is intitled to a copy. 

News items, photographs, sales arguments 
from all are welcome. 
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‘““‘BUCK FEVER’”’ 


‘‘Buck Fever’’—a most com- 
mon disease amongst salesmen : 


Did you ever have ‘‘Buck 
Fever’’? They say (we never 
have had time nor opportunity 
to get near enough to a shot- 
gun to talk from personal ex- 
perience) that when a hunter 
goes after big game, and a good 
sized bear or a deer comes into 
sight, the inexperienced one be- 
comes so excited that he loses 
all sense of his surroundings— 
doesn’t know, in fact, whether 
to push or pull the trigger— 
isn’t sure whether he ought to 
sit down or stand up—run or 
hold his ground—in short, he 
has ‘‘Buck Fever’’—a mighty 
inconvenient ailment to de- 
velop when you have traveled 
hundreds of miles to make a 
reputation. 

There are many men and 
women who ean sit and talk in- 
telligently on a given subject 
—have very definite ideas, 
state them clearly and concise- 
ly, never repeat—and yet if an 
emergency calls them to their 
feet, they are utterly at a loss 
for something to say, or for 
words to express any thoughts 
which come to them. They be- 
come embarrassed and gener- 
ally end by saying or doing ex- 
actly what they would not 
think of doing, nor did care to 
do — simply ‘‘Buck Fever,’’ 
that’s all. 


SSSR 


There are salesmen who ean 
eall on the corner grocer or the 
garage man, who can command 
such a flow of oratory that be- 
fore they know if they have 
the signature on the order, who 
ean figure and fight with the 
hardest headed buyer and make 
him see things their way to the 
extent of getting the order; 
and yet—these same salesmen 
when approaching a ‘‘big’’ 
prospect —a general manager 
or a big purchasing agent or an 
engineer, will be so ill at ease 
that, instead of digging right 
into the facts of the case, will 
fiddle and fuss around talking 
inanities, weather, everything 
in fact, but business and end 
up without an order. Why? 
Just ‘‘Buck Fever.’’ 

Now, what is the cure? 

Well, in the first place, a 
ig wiuanaicno ene tally -a 
' busy * man, He may bea 
man of reserve. He may be re- 
ticent or have an austere pres- 
ence, all developed in his climb 
from obscurity to prominence. 
In his travels he has developed 
these traits because he _ has 
found it necessary to listen 
earefully, weigh thoughtfully 
each statement, that he may 
evolve the best plan and has 
learned that an attitude of re- 
serve gives him more oppor- 
tunities to get the real facts of 
the case. 


It is useless to endeavor to 
reach this man with subter- 
fuges. To gain or hold his at- 
tention he must be appealed to 
through facts. Get to them as 
soon as possible. 

As the writer goes about his 
business in this big Bowser 
Company, he comes in contact 
with all the ‘‘big men’’ of the 
organization and he finds them 
at heart. a most enjoyable lot 
of men to know. Every one of 
them alert, anxious to get all 
the facts possible upon which to 
base every decision; but they 
have no time to waste. 

There is nothing to be afraid 
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of, however in a ‘‘big man. 
The nearer you get to him, the 
more lovable he becomes. 

Therefore, in your attempts 
to “‘sell’’ big men, remember 
no ‘“‘Buck Fever’’ tactics go. 
Know what you have to say, 
say it intelligently, say it 
briefly, say it concisely, and 
you need have no fear as to 
the results. 


OUR COVER 


On the cover of this issue of 
the Boomer is presented a pho- 
tograph of the officers and sales- 
managers of the Bowser Com- 
pany. 

These gentlemen have been in 
attendance at the annual meet- 
ing held for the interchanging 
of ideas looking towards the 
advancement of our sales or- 
ganization. For convenience in 
locating each one, we are re- 
producing a small cut with each 
numbered. 


President. 


S. F. Bowser, 

Aes, Bowser, [St Vo President. 

H. J. Grosvenor, Factory Mgr 

S. B. Bechtel, General Mer. 

EK. M. Savercool, Gen’! Sales Mgr. 

H. M. Bowser, 2nd V. President 

Ww. G Zahrt, Asst. Gen'l Mex; 

R. S. Colwell, Eastern Mer. 

W.M. Mann, Albany Mer. 

. W. Brown, Memphis Mer. 

P. Murray, Central Mer. 

H. Briggs, Executive Asst. 

C. Barnet, Denver Mer. 

A. Corey, Executive Engineer. 

J. Bradshaw, Editor “Boomer” 

and “Booster.” 

16. J. L. Rhoads, Mgr. Albany Ware- 
house. 

17. BR. G. Schulze, Export Mer. 

18. J. W. Burrows, Tri-State Mgr. 

19. Harry Christie, Canadian Mgr. 
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20. CaStorr, Littsburehs Mer 

21. J. O’Neil, Philadelphia Mer. 
22 W..Dorsch, Fort Wayne Mer. 
23 H. Porter, St. Louis Mer. 

24 B. French, Washington Mer. 


S.Johnson,San Francisco Mer. 
Cc. Carpenter, Atlanta Mer. 

L. Walker, Government Sales. 
H. Davies, Mgr. Publication. 
J. Little, New York Mer. 

R. Safford, Minneapolis Mgr. 
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is chuck full of opportunity—but 


Greater possibilities and more op- 
portunities are open to the Bowser 
line and the Bowser Salesman in 
1918 than ever before. My belief 
is that they will be such that it 
may demand a rearrangement of 
our general working plan. The 
salesman that studies thoroughly 
the conditions which are constant- 
ly changing in his territory, that is 
wide awake, big and broad enough 
to appreciate them and to meet 
them in a businesslike way will 
find that 1918 has been the most 
prosperous year of his experience. 


H. W. BROWN, 
Memphis Manager. 


War restrictions on export busi- 
ness and apparent general retrench- 
ment abroad add materially to the 
difficulties that must be overcome. 
Still, we anticipate a satisfactory 
business for 1918. 


R. G. SHULZE, 
Export Manager. 


This year, like its predecessors, 


now as always you must do your 
bit. This year though to Bowser 
men is of unprecedented promise. 
The Factory is ready for you. So 
start now to make 1918 the biggest 
and best you ever had and this will 
mean the same for the Organiza- 
tion. Good luck and success. 


R. S. COLWELL, 
Eastern Manager. 


Above all desire success. One of 
the indications of success in the 
Bowser Line is securing member- 
ship in the Pacemakers’ Club. 


Under changing conditions, this 
honor is surely attainable by every 
man who reinforces his Wish-Bone 
with a Back-Bone and works his 
territory persistently, consistently 
and intelligently throughout the 
year; giving his business the same 
attention that other successful busi- 
ness men give their-affairs. 


Work—WORK—W-O-R-K! 
L. P. Murray, 
Central Manager. 
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Get the Viewpoints expr 
and then lay your 


I prophesy for the Atlanta Dis- 
trict greater results than ever be- 
fore. This for the reason that we 
are out for greater results and all 
eyes will be on Atlanta before the 
Sales Year of 1918 closes. 

H. C. CARPENTER, 
Atlanta Manager. 


This is the time for POSITIVE 
THINKING. For as you think, so 
will you accomplish. You should 
have plans for the year. You 
should see your territory as a prob- 
lem full of opportunities for you to 
work. So plan to fit your efforts 
to the year and consider the possi- 
bilities open to you to sell all lines. 

L. HE. PORTER, 
St. Louis Manager. 


Opportunity and prosperity come 
in proportion to your ability to ex- 
cel. The year of 1918 is big with 
business opportunities in all lines 
of Bowser goods. More kerosene 
is being used than ever before. The 
necessity of conserving the lubri- 
cating oil supply, and of handling 
gasoline with minimum waste— 
gives us the best sort of field on 
which to stage our 1918 battles. 

H.C. STORR; 
Pittsburgh Manager. 


Our new home is all in order for 
1918 and every salesman will finish 
the year a Pacemaker. 

Jee eOZN HL 
Philadelphia Manager. 


Your business in 1918 is to sell 
more outfits and earn larger com- 
missions than you did in 1917. The 
opportunity for big business is here. 
The demand for Bowser equipment 
is greater than any year heretofore. 
Therefore, use every sales argu- 
ment and sales help to further your 
1918 campaign. Give particular at- 
tention to factory and store lines. 

E. B. FRENCH, 
Washington Manager. 
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cases, quoted a f 
has written to his 
not written in a 
sult of most earn 
careful words, int 
men a word of ad 


These statements 
carefully by each one 
will be a shining ligh 


It is difficult to anticipate 
the coming year will bring f 
Yet I believe from a business § 
point, we have passed thru 
worst period, the one of uncer 
ty. We know better what t 
pect; everything is gradually 
ting back on a more stable 
The prospects for business 
good. With us the stock situ 
is much improved. The Fac 
in position to manufacture 
goods to meet the requiremen 
the sales organization. 

The unusual conditions are 
to stay for some time to come 
cannot wait for them to chang 
is necessary that we accept | 
Everyone should go ahead wit 
plans. Business cannot stop. 
sooner we realize this, the D 
it will be for all of us. It is 
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by the District Managers 
for 1911S Business 


o ask for and re- 
sales managersa 
as, but we have 
is a most sub- 
yr over the name 
ve have, in most 
tters which each 
hese letters were 
| they are the re- 
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ould be considered 


on gained therefrom 


and to your interest to pass 
thought along to the trade, 
‘brother salesmen and every- 
| whom you talk. Do your 
‘he Bowser organization, over 
jundred strong, covering as it 
every section of the United 
| and Canada, can exert a big 


/ outlook for business this 
iis good. The action of the 
mment in taking over the rail- 
| has restored confidence, 
is going to have a big effect 
siness in general. We had a 
start in January and indica- 
sare that we will materially 
our business of last year. 
rospects are certainly bright. 


D. 8S. JOHNSON, 
Western Manager. 


Our Factory is preparing to take 
care of your orders as fast as they 
come in. Push the sale of Lubri- 
cating and Kerosene tanks—but 
don’t neglect the rest of the line. 

The outlook for business is better 
than ever before. We will make 
1918 the biggest year in our history. 

A; W. DORSCH, 
Fort Wayne Manager. 


All Prince can say is on the one 
subject of Dallas’ Victory. Heed his 
words: 

“Let’s make it a three-time vic- 
tory, Boys! Let’s win the Cup 
again in 1918. Success is largely 
a habit, so let’s get the Cup Win- 
ning Habit and keep the big “Urn” 
here indefinitely. Let’s win the Cup 
early in the year. You fellows 
know we have a good opportunity 
this year to roll up a big February, 
March, April, May, June, July, 
August, September, October, No- 
vember and December business.” 

B. L. PRINCE, 
Dallas Manager. 


I have before me a clipping from 
a recent Denver Daily, compiled by 
the State Oil Inspector, in regard 
to Gasoline and Oil Consumption 
increase in the State of Colorado. 
We have no doubt what is true in 
Colorado is proportionately true in 
every other section of the midwest 
and the entire country. 

In every single month of 1917 
there was in Gasoline consumption 
an increase over the same month 
in 1916, or for the entire year, over 
10,000,000 gallons, or 50% increase; 
and the Kerosene increase was over 
2,000,000 gallons or about 45% in- 
crease. 

“This is some argument, Boys, 
for a lot of new business for 1918. 
The fact is the necessary storage 
is bound to be required and as 
everybody will be in a hurry, the 
fastest possible pumps will be need- 
ed, which is Bowser’s middle 
name. 

CG. Cc. BARNET, 
Denver Manager. 
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fine! The prospects look fine in 
every territory and I have never 
seen so many live inquiries for this 
time of the year as we have re- 
ceived in the Tri-State District just 
this week. 
J. W. BURROWS, 
Manager Tri-State District. 


Outlook for business better than 
ever before. The Factory is run- 
ning full blast—your orders will be 
filled promptly and everyone will 
be held personally responsible for 
the results in his territory. Push 
Factory, Lubricating, Kerosene and 
Paint Oil Equipment. ‘The year 
bids fair to be the biggest ever. 

W. M. MANN, 
Albany Manager. 


The Minneapolis aggregation can 
put their Office so far in the lead 
that we can “blaze the trail’ for 
the rest of the Bowser Sales Or- 
ganization during the entire year 
of 1918. 

R. R. SAFFORD, 
Minneapolis Manager. 


In greater New York there seems 
a strong spirit of optimism as to 
1918 business. Most all the large 
concerns have made extraordinary 
profits during the last two years 
and have conserved their cash re- 
sources so that they are in strong 
positions to meet whatever unusual 
conditions may arise and there- 
by help stabilize business in gen- 
eral. 

1D, dl JOUR AMbID),. 
New York Manager. 


All our salesmen are already on 
the job and working hard. This 
early start will have a good effect 
on our January business. Condi- 
tions are good generally and we are 
confident that 1918 will show a sat- 
isfactory increase over last year’s 
business. 

Our Sales Force is practically un- 
changed and all the boys are in 
good health and spirits. Every man 
is determined to make the Club 
this year and we are very hope- 
ful, indeed, that this can be ac- 
complished. 

HARRY CHRISTIE, 
Canadian Sales Manager. 
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Business for 1918 is opening up | 


HINA 


“SHADY DALE 
HAS A FIRE” 


“Shady Dale, Ga., 
Jan. 5—A fire result- 
ing from an explo- 
sion when gasoline 
was being poured 
into the tank of the 
automobile owned by 
a Mr. Shaw caused 
about $1,000 in dam- 
ages here tonight. 
Mr. Shaw’s barn was 
destroyed and the 
fire threatened to 
spread, but he effec- 
tive work of the 
bucket brigade pre- 
vented further loss. 
A large number of 
bales of cotton 
caught fire, but the 
blaze was quickly ex- 
tinguished.” 


The gentleman referred 
to in the preceding ar- 
ticle was urged by our 
Mr. F. W. Patterson, of 
Atlanta, to purchase a 
BOWSER equipment 
shortly before his prop- 
erty was destroyed by 
fire. 


PUTTING OVER FACTORY 
BUSINESS 


Any factory that uses three 
barrels of oil per year should 
be sold a 63 and a7 F. 

Study your bulletins and sell 
yourself first. If a customer is 
not interested on first call, keep 
on calling until he is. Upon 
each eall, show added enthu- 
siasm in your line. 

When ealling on a factory, it 
is absolutely necessary to have 
a definite knowledge of the 
produets manufactured by 
them. 


Then study the process of 
manufacturing their products 
and be thoroughly familar 
with each operation necessary 
or the operations which are 
standard among factories man- 
ufacturing similar products. 

After thoroughly familiariz- 
ing yourself with a particular 
line, study the kind of oils used 
and the amounts. Then you 


UNIAN 


pit, 
Lp 


From the Ridiculous to the 


Sublime 


When a salesman can travel one day in a 
Pullman and the next day climb aboard the 
hurricane deck of a some superannuated quad- 
ruped and wend his way over hill and valley— 
hot or cold—rain or shine—then he can qualify 
as a real salesman. 


Here is illustrated the diversity of territory 
in which our Kentucky friends must travel. 
Imagine if you can what you, who have paved 
streets and interurbans to move upon, would 
do if you had to work under these conditions. 


are prepared to talk intelligent- 
ly to a prospective customer. 
Always be on the lookout for 
new ideas in regard to the man- 
ufacture of different articles 
and the handling of oils in an 
economical way. For instance, 
when calling on two different 
factories manufacturing the 


same products, I found one us- 


ing three times the amount of 
oil of the other. Upon investi- 
gation I found one putting oil 
in the exact spot in the ma- 
chine where needed and the 
other throwing the oil at the 
machine, thus taking a chance 
of its getting to the right place. 
When the second party was 
shown his mistake he appre- 
ciated the tip and set about to 
correct his mistake. 

Take a personal interest in 
every customer and show him 
you wish to help him make a 
suecess of his business. 


C. B. SUNDERLAND, 
Fort Wayne District. 
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ALBANY ‘‘LUB”’ 
SALESMEN 


Mi" De *keetexe i: 
Thompson, S. A. Collins, 


C. Shuster are living up 
to “A-lube-a-week per 
salesman” and then 
some. Go to it, Boys! 


M. A. Ashley, of Sek 
ma, Alabama, spent a few 
days at the Atlanta Of- 
fice last week. In re 
viewing his work for 1917 
he says that he has dis- 
covered so many things 
to improve upon during 
the coming year that Di 
rector Purdy has got to 
step livelier than ever if 
he expects to continue to 
hold this most enviable 
position in the Atlanta 
District. 


We learn with regret 
that Mr. E. E. Lowe’s 
wife is ill in the Banner 
Hospital, St. Louis, Mis- 
souri. 


BE POSITIVE 


Be positive in all you say and 
do—be so sure of your ground 
—so completely informed con- 
cerning the subject to be dis- 
cussed or decided upon that 
you ean speak with authority 


‘“When things are hard to do 
they are correspondingly more 
worth doing. To accomplish 
them may necessitate a read- 
justment of life-long habits, 
and may even change your 
whole mode of existence, but 
it can be done.’’ 


THINK IT OVER! 


The consciousness of a duty 
well done carries its own re- 
ward. So the adage goes; but 
considered commercially a duty 
wel! done commands the grea 
est financial returns. So, take 
it as you please. It will work 
satisfactorily for all concerned. 


O. N. Gillette visited 
our “Sanctorum” the oth- 
er day. He said he had 
no news for the Boomer. 
We asked him if he'd 
had any exciting adven- 
ures recently. And he 
paid “Oh, no!” Then he 
yawned and added— 
“Nothing exciting except 
drove an automobile 

welve miles along the 
op of a very high moun- 
tain a week ago, and af- 
er I’d fallen down into 
he valley below, and 
been gathered together 
jon the Main Street in 
enterville, Tennessee, I 
sold a five-barrel, Cut 241, 
and that’s all for today.” 


We learn with regret 
that our Atlanta Man- 
ager, Mr. H. C. Carpen- 
er, and his brother, C. 
. Carpenter, lost their 
ifather recently. Mr. Car- 
penter was eighty-four 
years old the day he died. 
The Carpenter boys’ 
many friends in the or- 
eanization extend them 
jtheir sincere sympathy. 
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RALPH DOTY (Left) and CHAS. ARCHER (Right) 


Boys, you all noticed what a smashing fine 
Boomer you had last issue. 
Archer, Manager of the Bowser Printing De- 
partment, and Mr. Ralph Doty, Head Printer, 
were responsible for the fine display heads, the 
metal composition, and the excellent ‘‘set up.’’ 
These two men are experts in their line, and a 
they always see to it that your Boomers are as 
nearly perfect as it is possible to make them. 
On the Pacemaker issue last month they more 
than outdid themselves, you all must certainly 
agree, 
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Heads 


Well, Mr. Charles it, 
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Mr. W. J. Murray, who 
previously worked a part 
of New Brunswick, and 
Prince Edward Island, is 
assisting Mr. Christie in 
the office, with the sales 
work, for the time be- 
ing, the office staff hav- 
ing been depleted by the 
transfer of Mr. Lower 
to the New York Office. 


We do not care to ap- 
pear vindictive but just 
as a sort of warning, we 
suggest that a certain 
top-notch salesman “op- 
erating” “somewhere east 
of the Missippi,’” north 
of the ‘Mason-Dixon,’ 
west of the Alleghanies, 
either change his name, 
rearrange or abbreviate 
We speak for the 
printer, the linotype op- 
erator and the “Stenog.” 


K. F. Hessessenne- 
meuelluer, please take 
notice. 


At the Montreal Auto- 


mobile Show, January 
19th to 26th, inclusive, 
Messrs. Beique, Filteau 


and McKnown were oOffi- 
cial demonstrators. 


C. L. STEBBINS 


Here is Toronto’s Mr. C. L. 
‘Stebbins, a Pacemaker in last 
\December’s big line up. Mr. 
\Stebbin’s photograph was de- 
layed, so his picture was not re- 
produced with the others pub- 
jlished in our January 15th 


‘Boomer. ‘‘Better late than 
never,’’ Mr. Stebbins. Now 


that we have a eut of you, 
when you win your 1918 mem- 
jbership we’ll be able to an- 
jnounce you properly without 
: delay. 


ter, receiving in 


AN EXAMPLE OF BRAINS 


A dog was in the habit of go- 
ing daily to a baker’s shop. 
His master would give him a 
penny, which he would drop 
out of his mouth onto the coun- 
exchange a 
penny bun. One day his master 
said to the baker, ‘“‘I would 
like to know how much my dog 
really does know. Try him 
with a half-penny bun tomor- 
row.’ When, the next day, the 
dog dropped his penny, and 
only a half-penny bun was 
given to him, he sniffed at it, 
turned it over and over with 
his paw, then in a dignified 
manner walked out of the shop, 
leaving the bun. In ten min- 
utes he returned, accompanied 
by a policeman.—Tit-Bits. 
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“SMILING GUY’”’ 


‘“‘Smiling Guy’’ Wolford’s 
cheerful visage failed to shine 
from the pages of our Pace- 
maker Boomer last issue. We 
had a eut of Guy ready for our 
printer—and the page was set 
up—and then Guy’s cut disap- 
peared. But it came back two 
weeks later from a visit to Ro- 
anoke (at least it told a story 
to that effect) and we’re glad 
to reproduce it now, but sorry 
it went visiting at the inoppor- 
tune time it did. 

Congratulations, G. W. 
We’re glad you made the Club. 


HAA 
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A Good Sales Argument 


As Told By THE CAMERA. 


<j; HOW your next prospect the two photographs reproduced 
in connection with this article. 


Ask him which of the two pictured men he would 
prefer to be—the man doubled up like a jack-knife pouring oil into 
his battered tin-measure, soiling his garage, his clothing, his hands, 
losing money by spillage, by oil-evaporation, by inaccurate meas- 
urement and wasted time, endangering his life and property through 
fire risk; or the gentleman shown on the right quickly, neatly, safely, 
economically and accurately drawing the exact amount of oil he 
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To any man who believes he can not get what he wants, here's 
some practical advice. Just try going after the 
thing you desire most, and then 
see what happens. 
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W. W. SCRUGGS 


We are just now in receipt 
pf Pacemaker W. W. Scruggs’ 
photograph which makes it pos- 
ible for us to reproduce a pic- 
ture of him in this issue of the 
oomer. Mr. Scruggs is one of 
pur successful Memphis sales- 
jnen and we very much regret 
ve were unable to publish a 
likeness of him in the January 
(5th Boomer along with his 
Pacemaker announcement. 


OOD ADVICE FROM 
EMERSON’S ESSAY 
ON COMPENSATION 


' Our strength grows out of 
pur weakness. Not until we 
hre pricked and stung and sore- 
y shot at, awakens the indigna- 
ion which arms itself with se- 
ret forces. A great man is 
lways willing to be little. 
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Well Boys 


One Month of the 
year 1918 has 
passed. 


How many of your 
New Year’s resolves 
have you faithfully 
kept? 


If you have lapsed, 
don’t wait nine or ten 
months to start over 
again! 


Get Busy Today! 
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peqpbed 


Whilst he sits on the cushion 
of advantages, he goes to sleep. 
When he is pushed, tormented, 
defeated, he has a chance to 
learn something; he has been 
put on his wits, on his manhood ; 
he has gained facts; learns his 
ignorance; is cured of the in- 
sanity of conceit; has got mod- 


43 


SV \] qr 


SSL], vw 1.u11111\1rpp’ 


eration and real skill. The wise 
man always throws himself on 
the side of his assailants. It 
is more his interest than it is 
theirs to find his weak point. 
The wound cicatrises and falls 
off from him, like a dead skin; 
and when they would triumph, 
lo! he has passed on invulner- 
able. Blame is safer than 
praise. I hate to be defended 
in a newspaper. As long as all 
that is said, is said against me, 
I feel a certain assurance of 
success. But as soon as honied 
words of praise are spoken for 
me, I feel as one that lies unpro- 
tected before his enemies. In 
general, every evil to which we 
do not suecumb is a benefactor. 
As the Sandwich Islander be- 
lieves that the strength and val- 
our of the enemy he kills passes 
into himself, so we gain the 
strength of the temptation we 
resist. 


J. T. Gibbons landed an order for 
1918 covering a 550-gallon Cut 101 
outfit. Same old “Gib.’”’ Don’t have 
to waste time resolving to be a 
seller—goes out and sells. That’s 
the way, “J. T.” Good luck to you 
and best wishes. 
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THE WOOLWORTH BUILDING 


The Woolworth Building, New York 
City, is the most beautiful building in the 
world. Artists from all countries con- 
tributed to its creation; workmen from all 
countries united to build its remarkable 
structures. From the entire world, ma- 
terials were purchased from which this 
building was made. 

It is a remarkable ornament to the City 
of New York—a magnificent spectacle to 
all mankind. 

Our firm equipped the Woolworth 
Building with a BOWSER FILTRA- 
TION SYSTEM and we are justly proud 
of the fact. 

The equipment of this building includes 
2-500 K.W., 1-300 K.W. and 1-200 K.W. 
Rice and Sargent Engines. 

These engines are lubricated with Bow- 
ser 2F4 and 5F1 Filtration Systems. 

The cut at the right shows a view of the 


Engine Room of the Woolworth Building, 
New York City. 


HE Woolworth Build- 
ing, which is the larg- 
est in oy world, is ne 
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The Bowser Cup Winners 


A Convention Possibility 
Being a Little Dissertation on How They Would 
Have Been Given the Cup. 


OU who have attended a 
} convention know _ what 
would have happened and 
what has always happened at the 
banquet after the “eats” were 
over. The “Old Man” would 
have gotten up and spread a 
smile over his physiognomy and, 
starting a ripple through the 
whole assemblage, would have 
delivered an oration on the pos- 
sibilities of “Cup Winning”, 
winding up by handing Prince 
and Walker the “urns”. 
“Modest Prince” 
would have disclaimed all re- 
sponsibility and would have 
“passed the buck” on to his 
proud and_ suffering salesmen, 
and, while not exactly saying he 
intended to use a stuffed club to 
subdue any 1918 contender, 
would have had it pretty thor- 
oughly understood that he had 
all North America pushed into 
the ocean and with his sleeves 
rolled up, his collar and necktie 
flying to the winds, was ready to 
make it a “three times at the bat 
and a home run each time” sort 
of an affair. By that time we 
would have known what every 
mother’s son of a Manager had 
up his sleeve. We would have 
seen by the “scowls of wrath” 
that he had taken on some obli- 
gation and that when 1919 rolled 
around we could prognosticate 
that friend Prince would be 
fully aware of the fact that he 
had been in some race. 


And then 
have timidly 


Of course, 


and “explained” how he, right 
from the start, had his arrange- 
ments all made and the pedestal 
all ready for the reception of the 
“Division B” cup and, while he 
didn’t exactly like to crow (oh, 
no!) he still felt sort of sorry for 
the whole crowd. Now Roy, be- 
cause of his new work in the gov- 
ernment sales, is out of the race 
for 1918, but he still would have 
had it pretty clearly understood 
that he would have “been there” 


when December a2ist_ rolled 
around. 
NOW! Js Prince going to 


make it a three times victory in 
1918? What do you say about 
it, you St. Louis “Hustlers” ; you 
“Tmpetuous” Canadians ; you be- 
stir yourself, Hal Storr; “Bill” 
Mann, whip up the “Tenacious 
Ten’; -you  “Clint?) Carpenter: 
with your “Dixie Boosters” ; 
Kingsley with the “Windy City” 
crowd; you “Tri-Staters’; and 
Safford, what do you say? John- 
son, let the Land of Sunshine and 
Sunkist Oranges have a care. 
Up!—Away!! After the “Rootin 
Tootin Cotton Shootin, Sons 0’ 
Guns From Dallas” !! 


In division “B” Roy Walker 
had a decided lead and main- 
tained it during the year, but this 
time there is no “Ohio” office 
contender. So who will be the 
lucky one this year? Ask your 
men, you! Brown, you! Little, 
you! French, you! Barnet, you! 
Dorsch! What are-your men go- 


The sympathy of his many friends 
goes out to W. B. Stamford, whose 
father passed away on January 17th 
at Grand-View-on-the-Hudson. 


Roy Walker would ing to do? At ’em, boys! At 
(?) risen to his feet ’em! 

‘“Bowser’’ means to gasoline, ker- 

osene and lubricating oil storage 

what ‘‘Hooverism’’ means to food. 


—H. W. Brown, Memphis. 


It is much easier to be critical than correct.—Disraech. 
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Foreign Inspector Visits 
Bowser Plant 


Fort Wayne is no longer a/ 
fort, but through the activity of 
S. F. Bowser & Company, Inc., 
and Mr. Shulze, Export Man- 
ager, it is well represented on 
the Allied fighting front. The ~ 
gentleman in the center of this 
group is a representative of one 
of Uncle Sam’s Allies. He spent 9 
some days at the Factory inspect- 
ing material for the Aviation De- 
partment of his government. Mr. 
Mauk, our chief of factory in- 
spections (right) and Mr 
Franks, of the Export Depart- 
ment (left), agree that war is not 
all bad when it brings to us such 
interesting and agreeable people 
as this inspector from across the 
sea. 


Some Motto 


“The increment of your earn- 
ings depends entirely upon the 
efforts expended in your chosen 
field of endeavor. You are mas- 
ter of the situation, and as you 
will, so the results will be.” 

A corking good motto by 
“Billy” Mann, Manager Albany 
District. 


Mr. H. T. Purdy 
E regret to announce the death of H. T. Purdy of the Atlanta Office, 


which occurred January 30th at his home in Birmingham, Ala. Mr. 
Purdy had been ill but a few days and his sudden death of heart failure 
came as a distinct shock to everyone. He was born in Manchester, Vt., 
forty-five years ago, but spent most of his time in Rutland, where he 
met C. E. Saunders and through whose influence he took up a Bowser grip. 


Mr. Purdy was an unusual character, full of energy and thoughtfulness. He 
was one of Bowser’s oldest salesmen in point of service, coming to the Bowser Com- 
pany in February, 1898. He immediately walked into the affections of the Bow- 
ser Organization. He was of the old-time school of salesmen, and only knew one 
thing about salesmanship—to work continually. His record of nearly twenty 
years’ activity is a most interesting one. He was not a flowery kind of a salesman, 
but the kind which by keeping at it continually “‘gets there’. In looking over his 
record as a salesman, it is remarkable to note the regularity with which he produced. 


It was his custom in the early days, when there was only the Kerosene line 
to handle and only grocery stores to call upon, to take his horse and rig, his model 
and his order book on Monday and work till Saturday night, sending us from 18 
to 30 orders at one time. There were no interurbans in his territory in the South- 
ern States and very few trains, but he covered his territory. He didn’t miss a 
single store. 


It was not the territory that made Harry Purdy successful. It was Harry 
Purdy. He built for himself a business based upon his own personality. 

His business was clean; his orders were free from dispute; cancelation troubles 
in his territory were at a minimum. MHarry Purdy was loved by everyone. 

He married Miss Edith Miller of Fort Wayne, Ind., and she with three chil- 
dren survives him. His mother, brother and sister live at present in Birmingham. 
He was an active member of the Methodist Church and took an active part in civic 
affairs. The heartfelt sympathy of every man in the organization goes out to 
Mrs. Purdy in her hour of bereavement. 
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Our Cost Department 
Quattet 


Here they are—male nightin- 


gales—all four of ’em. 

Yeah! Regular migratory 
birds, noted for their melodious 
love songs, heard commonly at 
night—in the summer on front 
porches, and in the winter in “her 


parlor”. 


J. G. Phipps 
of Cleveland, 
An Honor Man of 1917 


We have before us a revised 
“final standing” of Forty High 
Men in the 1917 sales contest 
and note that the name of J. G. 
Phipps did not appear in this list 
in the ‘Pacemaker’ Boomer. 
Mr. Phipps had the honor of be- 
ing twelfth on the list and _ his 
name should, therefore, also have 
appeared in the “Honor Roll”, 
the fifteen highest. 

Mr. Phipps joined the Bowser 
organization in 1916 and during 
1917 made himself a Pacemaker. 

He has been very successful in 
the factory line in Northern 
Ohio. 


Our New Publication De- 
pattment Head 

We are delighted to welcome 
back to Fort Wayne our own 
“Claude” Davies. He is right 
next door to us now with his 
sleeves rolled up and his desk so 
covered with papers and his head 
so filled with ideas that we feel 
we can safely anticipate big 
things in the Publication Depart- 
ment for 1918. . 

Here’s our hand through the 
wall to you, Claude!! 


Denver Five High 
Feb. 4, 1918 


R. CODDINGTON 
N. MATTINGLY 
F. H. KILVER 
R. E. ERWIN 
F. W. SWERER 

* * * 

Last year Mr. O. T. McKissick of 
Dallas, who has been with the firm 
less than a year, sold seventy-five 
Lubricating outfits. Mr. F. H. Sul- 
livan and Mr. J. S. Lewis of the 
same district sold seventy-four 
apiece. 

Some record! We wonder what 
they’U do this year. 


Patrick Dovey 
Lift an eyebrow and 
youre gone. 


Halt! 


But wait a moment—let’s in- 
troduce our “Kaiser Killer,” the 
Honorable Patrick Dovey, of 
Company F, 59th Infantry, Camp 
Green, Charlotte, N. C., formerly 
of our Meter Department. 

Look at him, boys! When HE 
gets across, believe us, the war 


will be over. 
* * * 


“A man is relieved and gay 
when he has put his heart into 
his work and done his best.”— 
Ralph Waldo Emerson. 


Friendship from a Com- 
mercial Standpoint 


This is a story of friendship 
viewed from a purely commer- 
cial angle. 

Mr. A. L. Martinson of To= 
peka, Kas., is the man blessed 
with a friend. 

And here is the commercial 
angle. 

One day while casually walk- 
ing down town in Topeka, Mr. 
Martinson’s friend overheard a 
gentleman behind him remark “I 
have to buy a pump for my ga- 
rage’. This friend discovered 
the name of the would-be Bow- 
ser purchaser and, knowing our 
agent was out of the city, called 
upon Mrs. Martinson and had 
her wire her husband. Upon re- 
ceipt of the wire Mr. Martinson 
hurried to Topeka. He found 
his prospect had left for Kansas 
City. So he promptly journeyed 
there only to find his customer 
bickering with two local pump 
concerns. Mr. Martinson pro- 
ceeded to roll up his sleeves and 
win. When he left Kansas City 
he brought an order with him 
for two Cut 102 equipments. 

How’s that for a story of 
friendship viewed from a purely 
commercial angle? 

MoRAL: Cultivate friends. 
They turn business your way. 


Memphis Big Six 


January Record 


R. W. MAXEY 
P. C. STUBLEFIELD 
. T. EGGLESTON 
J. CLINE 
H. LARR 
. 8. STETZEL 


* * * 


ohn aE=* 


A raft of you fellows remember H. 
W. Brown’s goat at the Conventions 
of 1915 and 1916. Well, do you 
know that when Brown was here 
attending the Managers’ meeting his 
goat joined him, as a matter of 
course, and, gentlemen, that goat 
was wearing a handsome angora coat. 
Memphis must be prospering to af- 
ford the goat such a coat. 


“A clever listener gets as many orders as a clever talker.” 
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The Tablet Cutters 


A 1918 POSSIBILITY 


HO are to be the 1918 tablet cutters? You? or someone 
else? The result is in the hands of each salesman. There 
are no favorites played. There is no “I’ve been with you 
a long while and I deserve it.’’ The executives at Fort 

Wayne have no hand in the matter. You! You! Mr. Sales- 

man! You are the man who controls the name that shall be engraved 

on the tablet next year. 


Only three salesmen of each of the two lines-——engineering and 
general line—can attain the honor, but you, individually, have the 
power within you to decide whom it shall be. Decide today that 
you will be that man. When the “imp of discouragement” tempts 
you to be discouraged, say to him, ‘You liar!’’ and say it every time 
he broaches the subject. 


It’s some honor to have your name on this tablet which will 
adorn the wall of the reception hall in the beautiful new office build- 
ing. Everyone who comes in will see it. Resolve today that your 
name shall be there. 


If the Tablet should be engraved today the following names 
would appear: 


Engineering. General Line. 
1. J. G. PHIPPS 1. B. A. DEFFLER 
2, W. 0. HALSEY 2, C. B. BREMNER 
3. J. J. CONNELLY 3. BR. W. MAXEY 


Substitutes. 


in 1917. Mr. Bremner was a Paee- 


head- 


Deming, with 


quarters 


Alberta, hag 
been developing some fine salesmen. 


at Calgary, 


We make special mention of Mr. 
Charles Bremner and Mr. §S. G. 
Adams. Mr. Bremner took up the 
Bowser line last March and has made 
a decided suecess, being the only 
winner of the Lubricating Contest 
prize offered by the Toronto Office 


maker in 1917. 


Mr. Adams’ work we have men- 
tioned in a recent issue of The 
Boomer, but it is worth while noting 
that he was the winner of the prize 
offered by the Canadian Office for 
the largest amount of business be- 
tween the dates of Nov. Ist and 
Dee. 22d. 


Tourist (in village notion store)— 
‘“Whah-dya got in the shape of auto- 
mobile tires?’?’ 

Saleslady—‘‘ Funeral wreaths, life 
preservers, invalid cushions and 
doughnuts. ’’—Judge. 

* * 

Where was the first talking ma- 
chine located? 

In the garden of Eden. 


“There is nothing that costs so little and goes so far as courtesy.” 
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The Factory Dispensary 


Our Factory Dispensary is one 
of the best equipped in Fort 
Wayne. All surgical instruments 
and appliances are up-to-date. 
Our operating and dressing ta- 
bles are the finest money can buy. 
We are well supplied with cots, 
blankets, crutches, adhesives, 
bandages, cotton etc. Hot water 
can be drawn instantly. Our 
medical cabinet is furnished with 
the purest and freshest drugs on 
the market. The lighting and 
ventilating system is perfect. 

Our Factory “Doctor” is E. D. 
Challenger, who has been in the 
employ of the Company twelve 


At that time 


years. He first worked for us 
in the Office of the Tank Shop. 
it was observed 
whenever sickness or accident 
came to his attention he efficient- 
ly took care of the case until pro- 
fessional assistance arrived. His 
interest in the welfare of our 
boys in the Factory was called to 
the attention of the Management. 
Investigation revealed the fact 
that Mr. Challenger was well 
read in the science of Medicine. 
From that day forth he was 
known as “Doc” Challenger. 


live years ago our dispensary 
was installed. The responsibility 
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of the room was given to Mr. 
Challenger. He is the one man 
to whom our boys turn when 
they are ill or hurt in any way. 
What better proof could he have 
that his years of activity have 
been worth his thought and hard 
study? | 


Fort Wayne High Ten for 
January, 1918 


W. A. ARMSTRONG 
Ww. C. SUTTON 
R. J. GOODMAN 
. A. MATHISON 
. P. BRANDT 
C. TIBBLES 
. T. PRIDE, Jr. 
Jd. FORD 
J. S. SHEEHAN 
J. B. HAGAMAN 


Too Busy to Read 


By Joe MERRILL. 


ee) reas hien Sabie Coe) is 
BUYUUHOA 


— 


A young man recently told me 
he was too busy to. read. He 
had come to ask advice and help, 
so I said to him: “Are you 


Too Busy to Read 
of business methods that will 
help you do your work better? 
Are you : 

Too Busy to Read 
up-to-date articles that will keep 
you in touch with men and 
things of today? Are you 


Too Busy to Read 


the world’s best humor that will 
help you keep sweet and con- 
tented? Are you 


Too Busy to Read 
about the Safety Work that is 
going on within our organiza- 
tion and about the pitfalls and 
dangers which lurk about the 
man who is not careful? Are 


you 
Too Busy to Read 


literature that will inspire you 
and lift you beyond your present 
world?) Then I am sorry for 
you, and I am too busy to try to 
help you.” 


“Truth in a nutshell isw't what it is cracked up to be.’—Auto Era. 
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“Joe” Homsher Sells the Kerosene Line 


N looking over the salesmen 
of the Bowser organization 
for one who has been and is 

a consistent kerosene salesman, 
the name of Joe Homsher pre- 
sented itself. Joe has been one of 
the Bowser Faithful for years. 
So in the light of his experiences 
we got the notion he could give 
us an interesting write-up on 
how to sell the kerosene line. Joe 
fooled us in this, however. He 
wrote that he couldn't “put that 
kind of stuff on paper,” but that 
he would drop into our office 
some pleasant afternoon and tell 
us how he did it—sell the kero- 
sene line. 


True to his promise he ap- 
peared. We at once sharpened 
several dozen pencils and pre- 
pared for some talk. 


Joe twinkled and rubbed his 
hand over his grey hair. “Where 
shall I begin—at the ‘once upon a 
time’ spot? Well, all right. In 
the first place, there is my ap- 
proach. I like people—getting 
acquainted with men. So it’s a 
pleasure (©) me to enter.a store 
and treat myself to a hearty 
handshake and a ‘Glad to see 
you, sir!’ 


“Tf my prospect is surrounded 
I try to lead him away to a lonely 
corner all by myself. You know 
it never does to talk business to 
a half dozen ‘other men’s opin- 
fons.  lhat sort of thing dis- 
tracts your would-be customer’s 
attention and results in an un- 
signed order. 


“T believe in telling my man all 
about myself—that is about the 
Company I represent and what 
that Company stands for—what 
their products stand for in the 
way of quality, workmanship and 
SERVICE. I make my custom- 
er believe I believe he is a pro- 
gressive man and that he already 


BOWSER 


Owns a 


MENT. 


“Figures? Do l-use figures? 
No. I make my buyer see, actu- 
ally see himself slopping oil all 
over the store, giving over- 
measurement, wasting time, en- 
ergy, risking a terrific fire loss 
dabbling with his kerosene the 
way he certainly does. I make 
him see how dirty his method of 
selling oil is compared with 
BOWSER METHODS. I make 
him actually see the number of 
good suits he has ruined by 
smearing himself with kerosene 
—and I show him fastidious cus- 
tomers who cease to trade with 
him because his groceries smell 


and taste of oil. I don’t have to 
use figures. 


“About the cost of a BOW- 
SER! I show my customer that 
one of our equipments doesn’t 
COsi Him arcent. INO: sir) nota 
cent. The purchase price is cov- 
éred in less than “a“year, you 
know, by the profit on kerosene. 
Then the outfit begins to pay for 
itself time and again—and that 
money 1s all gain. 


EQUIP- 


“When a man begins to talk 
buying in the spring or in the fall 
I just tell him that every month 
he puts off buying a BOWSER 
he is throwing good money 
away. And he is, let me tell you. 
He buys a good grade of oil and 
he stores it in a haphazzard fash- 
ion; in three days’ time that high 
quality kerosene isn’t even a 
good grade oil. It deteriorates, 
and becomes a cheap grade of 
kerosene. Then the spillage, and 
Over-measurement eats into a 
man’s bank account. I know, be- 
cause I’ve watched loss of this 
variety for years. 


“Why, when I sell a prospect 
a BOWSER I am really putting 
a fellow-being on the road to suc- 
cesst? 


BINSISSSSSS RRR 


“My model? I'll say I use my 
model. I wear mine out showing 
it. Any salesman who believes 
he can sell the BOWSER line 
without a model is headed 
straight for—for destruction. 


“And,” said Joe, suddenly 
grinning and shaking himself out 
of his oratorical trance. “And 
lastly —the biggest thing — the 
thine that gets the signature on 
the order is keepatitiveness. Go 
after your prospect—go aiter 
him hard. Don’t make him mad 
—but just keep on _ his trail. 
Never take ‘NO’ for an answer.” 


Dallas News 


The many friends of Mr. R. EH. 
Clement will be glad to know he is 
again with the Company, having 
taken up work in the City of Dallas 
under thes Dallass Oftice, | Eley 1s 
starting out in fine form, and we 
predict for him a greater record than 
he has yet made with us. 

x * * 

C. C. Hornsby, a member of the 
Dallas Office sales force, is showing 
himself to be a true Bowser sales- 
man. The first week out he secured 
orders for three Cut 154 Lubricating 
Wheel Tanks, one Cut 102 with a 
thousand-gallon tank and a Cut 41 
pump. All orders were taken on 30- 
day terms. 

We wish to extend heartiest con- 
gratulations to Mr. and Mrs. L. L. 
LaGrange of the Dallas Office. A 
very promising new Bowser Sales- 
man has arrived at their home. We 
feel sure there will now be a decided 
inerease in the volume of Mr. La- 
Grange’s business. 


The many friends of Claude Ben- 
nett of the Dallas Office will regret 
to know that he has been ill since 
the first of the year, but is some- 
what improved at the present time. 


* * * 


Fred Newcomer of the Dallas Of- 
fice has proven that being a ‘‘new- 
comer’’ is no serious handicap to 
real salesmanship, for he has just 
closed an order F. C. W. O. for five 
Cut 64’s, besides two Cut 63’s, one 
Cut 72, Cut 41 and Cut 19; all in 
the first ten days of the new year. 

* & * 


If you want some bum steers in this world judge men by the other fellows criticisms. 
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VIEWS: OF THE ~ CANADIAN PLANT 


Selling Paint Oil Equipment? 
The Installation Is Not Complex—A Survey 
of the Posstbilities. 


S we consider the enormous 

possibilities for the sale of 

Paint Oil Equipment, as 
we study the matter in an en- 
deavor to lay before each sales- 
man a comprehensive sales plan, 
there stands out above all other 
phases of the situation the sim- 
plicity of the whole matter and 
it occurs to us that when we 


mention the necessity of going 
after orders for this sort of 
equipment, a great big lump 


jumps up into every man’s throat 
and with a rapidly beating heart 
he sees unsurmountable difficul- 
ties ahead of him, when, in fact, 
Paint Oil Equipment, its con- 
struction, and installation, are 
very little -different™ and ofter 
very few complications from gas- 
olene or kerosene outfits. 

A Paint Oil Equipment is sim- 
ply several units side by side do- 
ing different work. There is 
nothing complicated about that! 
You wouldn’t feel the least bit 
flurried if you should sell Grocer 


Live within your income—you ‘can’t live : 


3urns a Cut 19 for kerosene and 
Druggist Williams next door a 
Cut 241 and Garageman Lines 
next door a Cut 63 and Patent 
Medicine Manufacturer Jones on 
farther a Cut 504. You wouldn't 
worry because a little pipe had 
to be--used, in sones or-morewor 
them. No. Well, then why think 
that because you have two or 
more I15’s side by side in one 
business house it is difficult to 
make the merchant see it your 
way and after you have gotten 
the order figure the installation ? 


In the sale of a battery of Cut 
115’s there are no special diffi- 
culties to be encountered. The 
sale of two or more outfits for 
two or more liquids ‘is simply the 
addition of needs, and the advan- 
tages of handling any one liquid 
are in no way affected by an- 
other. The sale of a “battery” 
of outfits is, therefore, no more 
difficult than the sale of a single 
unit!! Why, therefore, make it 


without one. 
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PLPAINT SHOP 


a big job? See in it only a mul- 
tiplication of small jobs and then 
hike out and do it. 


Toronto High Five 
February 4 


We recollect the suggestion 
that was made at the Managers’ 
Meeting, regarding the publica- 
tion of the High Men from each 
District in each edition of THE 
300MER. We believe that the 
suggestion was a very good one, 
and we are glad to note that it 
is being carried out. We have 
instructed our bBooOMER  corre- 
spondent, Miss Menear, to send 
you the names of our five High 
Men, regularly, so that these can 
be published. The names will 
be given according to the stand- 
ing in order of points, rather 
than volume of business. 

The following are the five 
High Men at present: 


HARRY CHRISTIE, 
Sales Manager. 


C. B. BREMNER 
Ss. G. ADAMS 
M. J. LARSON 
C. H. KING 

A. McINTOSH 


TY QQ "7" fé*#édgsyyqyqyqwq_ lV 


_ BOWSER . 
“BOOMER 


PUBLISHED SEMI-MONTHLY BY 


S.F. BOWSER & CO., Inc. 


Fort Wayne, Indiana 
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THE BOWSER BOOMER 1S THE MAGAZINE 
OF THE BOWSER SALESMEN 
OF THE WORLD 


It is published in their interests and its view- 
point reflects their aims, activities and ideals. 

Every salesman is intitled to a copy. 

News items, photographs, sales arguments 
from all are welcome. 
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Think Big! 


Mie orPE ARE, wise old 
S owl that he was, said, 
“There’s nothing good nor 
bad, but thinking makes it so”, 
e@aeocripture has it, “As a man 
thinketh in his heart, so is he.” 


How are you thinking about the 
subject before you? Is it of im- 
portance to yqu that it be accom- 
plished? Does it present difficul- 
ties the overcoming of which will 
make you more diligent, more 
painstaking, more thoughtful, 
more accurate, more industrious ? 
Is it, in other words, a big job; 
or, to put it still differently, are 
you “thinking big” about it? Are 
you making its solution an impor- 
tant step in your journey onward 
and upward? Upon your answer 
depends your ultimate success. 


“Thinking big” is largely a 
matter of habit. It really is en- 
Meayore to overcome the 
“smaller” things; sort of remov- 
ing the debris, as it were, that 
has clouded the vision of bigger 
and better things, which when 
overcome so elevate us that from 
a high point of vision we see 
greater possibilities. 


“Thinking big’? means, too, 
analyzing every situation in an 
endeavor to get more out of it— 
more happiness, more peace of 


SSSA 
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mind, a greater sense of helpful- 
ness to others, a clearer realiz- 
ation of one’s duty to others. 

As applied to sales work, it 
makes for optimism. It clears 
the atmosphere of doubt; it gives 
us a clear perception of the pos- 
sibilities that lie behind each 
sale; it makes each apparently 
unproductive call a stepping 
stone tO a=Sale; it makes every 
sale pave the way to others; it 
makes of every failure an oppor- 
tunity for self analysis; it pre- 
vents an easy sale from distract- 
ing us. 

Many a salesman who has done 
a particularly spectacular piece 
of sales work has reaped from 
it only a bed of down upon which 
he is satisfied to rest in indolent 
ease, entirely overlooking the ne- 
cessity of climbing onward and 
upward all the more carefully, 
forgetting ofttimes the steady, 
careful, systematic work which 
was necessary that it be accom- 


plished. “Thinking big” takes 
advantage of fiese nee and 
feApSaga: crop, Of fertile seed 


which, when planted in the field 
of honest endeavor, when sprout- 
ed and grown, produces such a 
crop of results that, like the bib- 
lical mustard seed, the Birds of 


Peace, Health, Happiness and 
Success can find lodgement 
therein. 


“Let Us Watch Out 
Step” 


O one will deny these are 
serious times —the most 
serious ever faced by a 

civilized world. The successful 
outcome will require the careful 
consideration of every individual 
in the United States. 

Our country is not going to 
pot. Far from it. These are the 
times that try in the furnace of 
adversity the characters of men, 
melting and refining the gold and 
removing the dross therefrom ; 
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times that make for constructive 
thinking, uplifted ideals, purified 
ambitions, moral strength and 
power, and mature judgments. 


Germany cannot win. She 
must lose. She has already lost 
that most valuable of business 
assets without which social and 
commercial intercourse would be 
a farce—she has lost her repu- 
tation for fair dealing. She has 
not played fair. She has violated 
all the ethics of society and busi- 
ness, has tried to annihilate that 
sincerity of intercourse in busi- 
ness which makes for confidence, 
without which there can be no 
stability. 


But, clean and clear before the 
world stand the Allied Nations 
defending purity and morality. 
They must and they will so sta- 
bilize society that from this cata- 
clysm of hate will emerge a new 
humanity far removed from self- 
ishness and sensuality and ex- 
pressing a nearer approximation 
to the Golden Rule. 

We need have no fear for bus- 
iness. We need have no doubt 
that business will stand the 
strain. Let us be up and doing, 
carrying such a note of confi- 
dence, such a feeling of security, 
that all with whom we come in 
contact will in some measure re- 
spond to it. 


There are millions, yes, billions 
of dollars to be spent in America 
imisyears Marmers have never 
known such prosperity. Imple- 
ment dealers and merchants have 
done unprecedented volumes of 
business. 

Talk to these merchants the 
Bowser idea of conservation. 
Preach better, more convenient, 
more profitable, less inflammable 


storage facilities. Carry your 
message in the clear, clean-cut 


way that makes for sincerity. It 
is a sincere business, a profitable 
one for every merchant and fac- 
tory manager or owner. When 


“In many cases there : 5 no » better way ) t0 entertain a man ian oO “let him talk? 
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vou have convinced each pros- 
pect and furnished for him his 
exact requirements you have 
done a part in the Campaign for 
Peace. 


We regret to note the indispo- 
sition of the Cup Winner, B. L. 
Prince, but his “organization” is 
right out on the job punching up 
the “Quota men”. The letter be- 
fore us indicates that our Boom- 
ER correspondent, Miss Wykes, 
is “doing her bit’. Small won- 
der they are all big producers! 
Note the compliment she handed 
to them: 

“T- actually believe that this 
bunch of Dallas salesmen could 
sell fur overcoats in Cuba or 
Palm Beach suits in Alaska. Re- 
member, we've got to make it 
THE big January for Mr. Prince, 
and don't forget that Miss Wykes 
wants to see an order from you 
this week.” 


Standing of the 100% 


Quota Men 
Jan. 26, 1918 
SALESMAN REPEAT 

Bib; Bateson eee 2 
Dam Os LeaVECIKUSSiC kaeaatens 3 
SPRCH OR AM key Se Soon cs - 3 
4, H. M. Tunstall 3 
Ne RCM mM! S865 6.5 oc 2 
(hy, LRA OE Olen Se 5 oo 2 
(abo Sullivan 3 
Ss chs Os. Hosters eee il 
OF Riggs Wil bl ait ee 1 
10. L. L. Brown eee 3 
ie Node Brownie eee 3 
12 == Cle Wee Mor oan 3 
3h NG IN, AMAURY oo ad nc 2 
14 larry, Gunilla 1 


Bob Maxey, from down Memphis 
way, had a birthday last week. We 
don’t know how old he was, but the 
records show that on that date he 
sent in a ‘‘whale’’ of an order. We 
have before us his daily report with 
his notation, ‘‘This was my birth- 
day and this is my present’’. Then 
our facetious assistant Memphis man- 
ager, A. 8. Newton, added, ‘‘Hope 
he has them every day and lives 
1,000 years’’. So you see, Brown 
has the whole family working and 
thinking and producing, 


Nas 


Atlanta’s Dixie Boosters 
High Five 
Jan. 12, 1918 


C. M. HUNTER 

J CONG, 

J. W.SEALEY 

Cc. H. DURANT 
GRIGGS WALKER 


The Bowser Factory 
Badge System 


V OFFICE 


The Bowser Badges 


In line with up-to-date factory 
management, the Bowser Com- 
pany has adopted the badge sys- 
tem as a method of identifying 
those whose business takes them 
into the factory. 

Under this system no one can 
enter without credentials—either 
a badge or a properly indorsed 


card. The badges are an imi- 
tation of a “tank” with the end 
showing, having thereon the 
word “Bowser”. 


The badges are of six differ- 
ent styles. The “Executive” is 
gold plated and admits its wearer 
to the factory at all times. The 
“General” is a green badge worn 
by messengers and others who 
come and go from one depart- 
ment to another, during regular 
working hours. The ‘Special” 
is red enameled “and worn by 
foremen, giving them the privi- 
lege of leaving or entering as 
their duties require. The “Of- 
fice” is enameled blue and admis- 
sion is possible only during reg- 
ular working hours. The work- 
men badges are silver and admit 


the wearers or permit their leav- 
ing the factory only at stated 
hours. One of them has a green 
end and is worn by the mainten- 
ance department, giving them the 
privilege of interdepartmental 
movement. The factory has two 
entrances and admittance can 
only be gained through them. 
Each must, in other words, use 
the gate designated at the time 
of receipt of his badge, leaving 
and entering by no other. 

The Badge System 1s a perfect 
success and the prominence of 
the Bowser Company in Fort 
Wayne makes all glad to wear 
them, for they identify their 
wearers as members of a won- 
derful organization. 


The God Janus 


Hundreds of years before the 
birth of Christ the Romans wor- 
shipped Janus, the god of two 
faces: Today a statue of this 
deity stands beneath the arched 
gateway of Rome. A glance at 
the bust reveals the curious dou- 
ble face. 

The significance of this double 
countenance is interesting. Janus 
had two provinces to contem- 
plate, the past and the future. 
Itrom the past he gained wisdom 
which he applied to the future 
for the benefit of Rome. 

In going about your business, 
Mr. Traveling Salesman, it will 
pay you to be Janus-faced. Look 
to your old customers for point- 
ers by which you can govern 
your conduct in selling to new 
prospects. Also look to your old 
customers for new business as 
well as to your prospects. Be 
Janus-faced for the future bene- 
fit of your business. 

* * * 
The Peaceful End of the Mule. 

‘*Why,’? asks a Missouri paper, 
‘does Missouri stand at the head in 
raising mules??? 

‘*Because,’’ said another paper, 


‘‘that is the only safe place to 
stand.’? 


oe 7 a 5 = 7 
If you must bluff, remember there is always someone with nerve enough to call you. 
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These are the boys who load and unload the cars on 
place the material coming into the plant. 


of locomotives. 


the Bowser Belt Line Railroad, who handle and 
They also handle the Big Electric and Gasolene trucks used instead 


An idea of the value of the business and size of the Big Bowser Plant can be gained from the size of 


this squad of men. 


Chicago’s High Five 
January Winners 


J. J. CONNELLY 
MAX HEINTZE 
J. P. SHANNON 
B. F. MARTIN 
Hie cee BOUIN YS 


Imperative. 


Two Irishmen were up in the 
mountains hunting. The one carry- 
ing the gun saw a grouse and care- 
fully took aim. ‘‘Mike,’’ shouted 
Pat, ‘‘don’t shoot! The gun ain’t 
loaded.’’ 


**T’ve got to,’’ yelled Mike, ‘‘the 
bird will niver wait!’’ 


Overdoing It. 


His Wife—‘‘I wish you’d dress 
more neatly. Just look at Mr. Fuss- 
body. His trousers are always so 
perfectly creased.’’ 

Mr. Pslouch—‘He’s got nothing 
on me. My pants have ten creases 
to his one.’’—Chicago Daily News. 


Dudley McClure 


Mr. McClure, who before leav- 
ing to join the army was in the 
Publication Department, is now 
at Watertown, N. Y. 


A letter “from him indicates 
that he still has to get up at 5:30 
to get to “work”. Well, Dudley, 
we're for you, anyway! 


* 


“‘Bennie’’? Milliron—‘‘For years I 
have kept the wolf from my door by 
singing.’ 

‘¢Wallie’’?’ Armstrong —‘‘I can 
well believe it.’’ 


Albany’s Tenacious Ten 
Week Ending Feb. 2, 1918 


pan 


Sal ae AGYale Oi 
D. F. HERNON 
on) Wi Ch EUAIE Si. 
4, N. A. RING 

5. §. T. ROBERTS 
6. M.D. KEEFE 
7. A. de PLACE 
8. L. T. RAND 

9. §. A. COLLINS 
10. P. F. BEARSE 


bo 


W. M. Mann calls appearance 
on this roll of honor “getting 
into the spotlight and shining as 
a fixed star in this galaxy of 
salesmen”. Some class to this 
sort of inspiration. Possibly the 
uniqueness of the distinction to 
be obtained exerts some subtle 
influence on them. 


“Don’t expect everyone to be loyal to his work. This is a privilege reserved for the leaders.” 


55 


LA MQ U’E7>mrrp Ed Al LLLLLANHILPHEELAHELHHI SF 


NNAN 
S NaN 
N S$ $ 

X..+ 


Standing of Forty High Men 
Volume of Business Feb. &, 1918 


Pall AD eo I OMENS. cab a O5 te Memphis 
22. J. C. Harding....San Francisco 
23. H.e EK. Morgan....San Francisco 
24. W. B. Offerle........ Pittsburgh 
25. HK. F. English....San Francisco 
PAS AN OME Ra mba lees A eid Goa oo Denver 
27. W. A. Armstrong...Fort Wayne 
Pies (Ce Ne SMM Goo ook Washington 
295 .G.P Wallleerimrme aneye east Atlanta 
30. P. C. Stubblefield..... Memphis 
31. W.S. Johnson....San Francisco 
re Oe Oy Ibe a5 So oc Sue Atlanta 
Sa oli I DA Ye eV eg GG Ghali ck Albany 
ies Ole daly (QwanM ois oa So bo Pittsburgh 
OL LOG aoe AMG gency oc Memphis 
3 O.ge De Wee Wardens nwaeer Washington 
ev bite IN ESO Willercie cope esr rae Dallas 
Biol bee IB he reaMh Mee rey aleg cals moi 2 Dallas 
oh, Ve Wie CRW oocadooe: Atlanta 
CAD S KOR dak dematelehice We am yor dino St. Louis 


is ie Ker MEMOS Geo aac Pittsburgh 
Di meW ear ELalS eye, .. muneackonedats Albany 
o20 BD. Aw Wettlore aware Tri-State 
#4. 1G; By Bremuerz acre rar Toronto 
Ds peluan Wiel aly rennet iene Memphis 
Ce Aly dh 2 ine oa odnes Chicago 
(fe A Oe Ni halbbaNil se sass Pittsburgh 
8. heaeAs Dusan Gate Albany 
Oe kh. Coddinotona era civer 
10. "G.Wr Scott. See cte New York 
ls deb JO leyNoenhe. sak New York 
12. H. A. Vortigern....Philadelphia 
py Aig MUG CCpbol ayant. 6 once Washington 
14. C. S. Severance..San Francisco 
15. Hee S> Stetzel............ Memphis 
GAGS Lia Mic eb is Ome erners St. Louis 
Wey Lie ee Brown. see eee Dallas 
18. W. B. Stamford....Philadelphia 
LOS OMA DE eMGKGSSiCkiee mere Dallas 
2.0 Gem MiseE Utut Or aneere cee Atlanta 
Federal War Revenue 


Stamps 


HE Federal Law which re- 

quires this procedure is 

very stringent and we are 
compelled to comply with it to 
the. letter, “Unilesss“allrorders 
taken on the long-term form or 
post-dated checks have properly 
canceled stamps, it will be neces- 
sary for the Home Office to re- 
turn the order or check to the 
customer for such stamping and 
cancelation. This action will give 
an opportunity to the customer 
to cancel his order with the pos- 
sibility of loss to you. The nec- 
essary stamps are obtainable at 
any Postoffice. 

Note:—A_ ftwo-cent revenue 
stamp 1s required for each one 
hundred dollars or fractional 
part thereof on long-term order 
blanks and post-dated checks. 


Remember that there are no 
officers of the 1918 Pacemaker 
Club. The first man over the 500 
point wire is President. Who 
shall it be? Who shall it be? 
Every order puts every man that 
much nearer the line, and some 
of the orders coming in indicate 
a “whale of a crowd” is after the 
Presidency. 


What is your work making of you? 


C. D. Freck 


Here is a photograph of Carl 
D. Freck, of the Bowser Art De- 
partment. He received his train- 
ing at the Fort Wayne Art 
School, served his apprenticeship 
at the Fort Wayne Engraving 
Company, and for the past two 
years has been doing work in our 
Art Department. Mr. Freck is 
our Chief Photograph Retouch- 


er, and has charge of consider- 


able lettering. His drawings of 
equipment are scattered through 
our Bulletin Books treating on 
Bowser Outfits. 
% * * 
Good, better, best, 
Never take a rest 
Until your good is better 
And your better BEST! 
—Charlotte E. C. Halloway. 
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And what are you making of it? 
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Praise 
Deserved, sincere praise 
makes life worth while. It is 


a tonic stimulating brain and 
body. Praise, reaching us at 
the right moment has the effect 
of quickening our sensibilities, 
refreshing our hearts, filling us 
with hope, courage and vigor. 
Praise clears our blurring vision 
and points the way to future 
accomplishments. No man nor 
woman can succeed without 
such encouragement. There- 
fore, say the kind word, make 
that thoughtful expression of 
appreciation today—no w— 
when it can be of practical 
worth. 


‘*Clint’’ Carpenter, Atlanta Man- 
ager, says, ‘‘The old adage—‘ Keep 
your eye on YOUR WORK’—is in- 
correctly arranged. It should read, 
‘Keep your mind on your work’. 
The eye might be focused properly 
and the mind be not rightly ad- 
justed. 

He’s saying a lot when he says 
that, too. 
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Keep Friendship in Repair 

Dr. Samuel Johnson said: 
‘A man should keep his friend- 
ship in repair.’’? Boswell, his 
biographer, reports him as say- 
ing: ‘‘If a man does not make 
new acquaintances, as he ad- 
vances through life, he will 
soon find himself left alone. A 
man, sir, should keep his 
friendship in constant repair.”’ 
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Installation Details 


Connected with the work of installing Bowser equipment is 


the figuring of expense. 


The following enumeration of details to 


be considered in making an installation is given below as a help 


to our salesmen in making out the cost price on such work. 

ieRen., bare: trom iON, | en Sel | an Ape PN Seana Seee ee eeeeee 
2. Board, Room and Laundry AIDE GSS, 2c. ec Ue ce 
3. Erector’s Time BBO OWRD eos Oo Fie a ee uh eee es ot ee ren a ae 
4. Helper’s Time fs KONG OR ee ae er oe, gee ee ee 
I, WANE IDE haatay ANTE @lae dak spaies fence see me see a eiee pats | os St eeee Ne Ina ee 0 See Sn ee eee 

(Local Elec. Contractor) 

(Sy SLIDES eet SaS wat eee ee EX CESGI G2 oes eae EXP RESSw Oke tee se eee ees 
Hemet GlaMlita 6. eee. e Streetcar Ware. $4... Melephie Gee Meleg she ee 2. 
Se xCaviawOn nw Gement aynvork tad. Removins Hixcess Dirt. 2s 
OU @ OTM TN Ugh ree eee SATCU nieces ee ae INDIO aE METIS CS Deere anes 7 eee 
TGs. MSDS BTU ERS ioe sake, ge eRe ree en AUB aT ESI eA ae el aoe ee ie ae ge eee, SOY a Oe ae 
Tiny. TE es sche oe geen ee EOE RR PR eg ee a 


Self Development 


From time immemorial all 
phases of progress have depend- 
ed upon the development of the 
individual. 


A man scratched a picture on 
a bone and we had art in a rudi- 
mentary stage. 


Another threw a rock at his 
neighbor and we had war. 


Somebody swapped _ stone 
hatchets with somebody else and 
we had salesmanship. 


There isn’t an object we can 
see, feel and weigh but what is 
the result of individual develop- 
ment, the result of one man’s 
thought and action. 


You are a BOWSER salesman. 
Before you are that, however, 
you are an individual working 
out your human destiny. Insofar 
as you advance yourself, improve 
your mind, quicken your sensi- 
bilities, you are progressing, de- 
veloping yourself. This company 
‘is only a tool whereby you hew 
your way upward. In your hand 
you have the opportunity to 
make your living, come in con- 
tact with hundreds of men, see 
part of your country, and do that 
greatest thing, develop yourself. 


First of all, you are working 
for yourself. And the thing that 
counts is what you are doing for 
yourself. Get the idea? It isn’t 
our business that governs your 
destiny—it is what you do with 


our business—what you accom- 
plish for yourself that is going to 
make you more of a gentleman, 
more of a scholar, more of a trav- 
eler, more of a student of human 
nature, more of a character. 


From time immemorial all 
phases of progress have depend- 
ed upon the development of the 
individual. How far you ad- 
vance beyond the state of your 
progenitors who swapped stone 
hatchets depends upon you. 


The Penalty of Getting Funny. 


A salesman happened to call on a 
merchant the other day, and at the 
same time there also entered a poor 
old woman soliciting alms. 

The merchant, wishing to play a 
joke on the salesman, told the wom- 
an to ‘‘ask the boss, *” at the same 
time pointing to Mr. Salesman. 

Mr. Salesman was thunderstruck 
for the moment, but, regaining his 
self-possession at once, said, turning 
to the merchant, who was a very 
small man, ‘‘Boy, give this poor 
woman a dime out of the till.’’ 

The merchant paid. 


Efficacious. 


An Irishman out of work applied 
to the boss of a repair shop in De- 
troit. When the Celt had stated his 
qualifications for a ‘‘job’’, the su- 
perintendent began quizzing him a 
bit. Starting quite at random, he 
asked: 

“*Do you 
carpentry ?’’ 
SoU enue 

““Do you know how to make a 
Venetian blind ’’ 

‘‘Sure, I’d poke me finger in his 
eye.’? 


know anything about 
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Staters’’ High Three 
Beda 701 6 


C. J. ROGERS 
B. A. DEFFLER 
M.F. GRIGGS 


Visttors at the Factory 
Recently 


The Editorial Staff has been 
pleased to receive and entertain and 
be entertained by several of the 
Bowser salesmen. 

Mr. E. W. Cline of Baltimore re- 
cently spent a few moments with 
us, going over old times and making 
us wish we were back on Baltimore 
Street cracking a few steamed, hard- 
shelled crabs and enjoying a little 
smell of Chesapeake Bay. 

Bob Sunderland and ‘‘Shorty’’ 
Huffman of Indianapolis dropped in 
to tell us how attractive the ‘‘Cir- 
cle’? was and how much snow had 
accumulated on Meridian Street. 


Then we had a little chat on the 
streetcar ‘‘between bumps’’ with 
Comstock of Detroit and he kind of 
made us envious that we couldn’t 
run over and take a look at Belle 
Isle; even if the bridge is down. 

W. SS. Treadway paid us a flying 
visit dilating upon the beauty of the 
eity of Dayton. Of course, he con- 
filed to us that it was ‘‘1918 and a 
Pacemaker membership’? for him. 

We were delighted to be enter- 
tained by ‘‘Billy’’ Row from down 
Memphis way. We have never been 
to New Orleans (we can’t imitate 
his way of drolling it out), but 
““Billy’’ told us that when we want- 
ed to look it over he would guide us. 

We wonder if our Washington 
Manager, Mr. W. B. French, knows 
that Messrs. C. L. Speight and J. FP. 
Jeffreys of that district slpped 
away from their territory last week 
and came to Fort Wayne on a sight- 
seeing expedition. We wonder if he 
knows both gentlemen were favor- 
ably impressed with the output of 
the factory and the class and number 
of trained experts working on our 
meters. And if he appreciates how 
much good this little journey did 
these two explorers. 

We were very glad to welcome Mr. 
Speight and Mr. Jeffreys into our 
sanctorum., Their optimism and 
cheerfulness. gave us a fresh grip on 
our editorial peneil. 


“The biggest coward on earth is the man who is afraid to do a little more than he is actually paid for.” 
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No. Name No. Name No. Name No. Name 

i Cap. GaP ADrewett 10. H. W. Schuster 18. G. BE. Tibbits (Mer.) 26. 2. Hy Boyer 

2. &. HH. Moeder 11. Geo. Parry 19. A. O. Allen 27. R. R. Mennewisch 
3. W. O. Hawkins 12. Gus Young 20. Fred Winseidel, Jr. 28. A. H. Gardner 
Sanaa gerbe 13. W. J. Smith 21, Wm. Gillett 29, 3. Mahoney 

6. H. Thomas 14. J. B. Cattez 22. C. C. Meyers 30. -W. Watson 

ii ake fi Kropp 15. L. Stewart 23. C. O. Couterman 31. EH. Felger 

8. R. J. Phillips 16. W. R. Whitmer 24. Geo. Koegel 32. R. R. Watson 

9. Wm. Schopf 17. E. W. Longfellow 25. W. Gorham 33. B. Gilbert 


No department in the entire 
Bowser organization is striving 
more earnestly for perfection 
than the Sundries Department. 
Mr. George Tibbits, the mana- 
ger, has instilled into every man 
the idea that every detail must 
be taken into consideration— 
none overlooked—that the great- 
est amount of work be produced 
per day. 


You salesmen should be par- 
ticularly interested in this depart- 
ment, for when you order a new 
part or send in a pump to be re- 
yaired, this is the organization 
which “hops to it”. 


The men in the Sundries De- 
partment are a most happy 
crowd, fully imbued with the 
spirit of co-operation and right 
on their. toes*torsee to 1b, waatee 


einen 


“We mustn't o 


You, Salesmen, frozen in the snow drifts of the North, don’t forget summer will come some time. 


Bowser customer is 
customer. 


So you, Mr. Salesman, when 
you send in a part for repair see 
that it is marked plainly; see that 
it has the name of the customer 
upon it, and indicates plainly 
what is to be done. 


These boys are priding them- 
selves upon the fact that they 
cause no unnecessary delays. See 
to it that you do your part. 


Ww c ‘ : The sun will shine, the snow will melt, 
and Oh! Boy! won't it be a grand and glorious feeling to spin over good roads with a rain drop on your cheek? 


verlook the fact most selling is done by hard plugging 
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and attention to the little things.” 


a satisfied — 
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Watr-Saving Certificates and Thrift Stamps 


S. F. Bowser & Company, 
Ine., have been appointed by 
the United States Treasury De- 
partment as official agents for 
the sale of War-Saving Certifi- 
eates and Thrift Stamps. 

A ‘‘War-Saving Certificate’’ 
is a stamp-shaped engraved 
United States document sold in 
January, 1913, for $4.12 and 
having on its face an increased 
monthly value; for example: 


Anuar yet ol se sees. $4.12 
Inecurieeneig, IS ee 4.13 
INE av: Chivme! Oi Seem eee 4.14 
ANoyRule. alley Sys © ae ees 4.15 
IVE OL Giese oe 4.16 
JING eel ONL Soest ste ON 4.17 


One cent in value is added each 
month until 1923 when it is worth 
$5.00. 

A “Thrift Stamp” is a smaller 
stamp-shaped United States docu- 
ment, engraved as a postage stamp 
but larger in size and having a face 
value of 25c, the value not chang- 
ing. 

Proper cards for attaching each 
of the above are furnished with 
the purchase of the first certificate 
or stamp, as the case may be, and 
one will hold 20 War-Savings Cer- 
tificates, or the other 16 Thrift 
Stamps. 

War-Savings Certificates are not 
transferable. They are made out 
in your name and are payable only 
to yourself, except in the case of 
death or disability. If you want 
your money betore 1923 Uncle Sam 
will give to you what you paid on 
basis shown in table printed on cer- 
tificate. 


Thrift Stamps 


Thrift Stamps are issued by the 
Government in denominations of 
25¢ only, and do not bear interest, 
their purpose being to encourage 
small savings and give the Gov- 
ernment the benefit of these sav- 
ings. 

Sixteen stamps valued at $4.00 
may be exchanged for a War-Sav- 
ings Certificate Stamp by paying 
the difference in value as shown 
in the preceding table. For exam- 
ple, if you have in July, 1918, ac- 
cumulated 16 stamps on a card 
valued at $4.00, you can exchange 
them, together with 18c in money 
for a War-Savings Certificate 
Stamp. 

Remember, in buying War-Sav- 
ings Certificates and Thrift Stamps 


you have really become a United 
States bondholder. The whole plan 
offers a splendid opportunity to 
lend money to the Government in 
small sums and at the same time 
avail yourself of a first class sav- 
ings investment. The United States 
is figuring interest every three 
months. 


Come Across with Copy! 


There are appearing in each 
issue of THE BOOMER many men- 
tions of salesmen in personal re- 
marks as well as commendation 
for especially good sales work. 

This does not mean that the 
other boys are not doing fine 
work—far from it; but it means 
that we are able to get inform- 
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ation concerning those of whcm 
we write. We know that many 
a salesman who reads our words 
says to himself, “Shoot! I did 
that last week,” or may add, “My 
orders were no: cinch,” etc. 

We agree that this is the case, 
BOT MV EeAREANOT Vin p- 
READERS! We must have be- 
fore us authoritative informa- 
tion and it is up to every one of 
you 450 salesmen to keep us so 
crowded with data that we'll have 
literary indigestion. sut say, 
fellows! You haven’t any idea 
what a ravenous appetite we 
have for news. If it comes too 
thick, we'll take a lot of items 
and “bile “em” down and make 
such a dish that it will make you 
all sit up and take notice. 


The Broadening Effect of Service 


These are the days when 
changes in the mode of living and 
activity are coming so rapidly 
thateno: one ofvus is at all sure 
just what he will be doing or 
just how he will be living the 
day after tomorrow. One thing 
that’s happening to each one of 
us is the encountering of calls to 
new duties every day. The real 
test,.01 character as revealed ini 
the way in which we respond to 
these calls. Some of us find our 
inspiration in the attitude of men 
of big affairs who easily might 
say, “I’m too busy,” but who, in 
reality, are the first to respond, 
for the simple reason that the 
busy man, the quick thinker and 
the prompt actor, is the one who 
knows how to do the most with 
the least loss of time and effort. 
The work of such men, done 
with a high degree of inteilt- 
gence, is worth many times as 
much as the work of the ordinary 
thinker and the slow mover. 


This fact is suggested by tiie 
manner in which ‘the great calls 
to service have met with a ready 
response throughout the Bowser 


here. ar are no henches on ae road to success. 
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organization. Not only here at 
the home office, but all through 
the field, men are doing their bit. 


Mr. Bowser himself is an in- 
spiring example of service. A 
leacdleteimetiie. Von Ving CarAS wat 
work campaign, to which he has 
given generously and gladly; as 
a stanch supporter of the Liberty 
Loan, the Red Cross and other 
local movements, he finds time 
to do his great share. 


Mr. Bechtel, working through 
the same channels, discovers, in 
accepting the presidency of the 
Quest club, a Fort Wayne organ- 
ization of business men, a new 
means for expression of real 
Service, And So, in’ the case of 
other leaders in the Bowser or- 
ganization, there is exemplified 
real examples of service when 
co-operation most keenly 
needed. 


is 


And who will say that the re- 
sponse to these calls does not 
create bigger, broader men for 
the conduct of their private busi- 
ness, which is merely a means of 
service to others. 


Better Lu>ricating Storage 


Teach garage owners, factory managers, storekeepers the better method 


Lead them from this sort of storage— 
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Spigots will leak; tin measures will overmeasure. Barrels use valuable space and leak oil. 


A battered tin tank, with greasy, dirty funnels and measures is 
not an attractive sales argument, nor does it tempt employees to 
make any effort to sell oil—a commodity which pays a handsome 


profit. It is difficult to empty barrels and unsatisfactory to “‘tap”’ 


and “‘rack’’ them. 

With a Battery of 
Cut 64 Bowser Oil 
Tanks, there is no 
effort required to 
empty barrels; 
measurement is ac- 
curate; there is no 
spillage. 


A Battery of Cut 64—Self-Measuring Pumps. 


3 5 : : wae . Note the barrel cradle, hoist and 
This equipment will handle six varieties of oil. track for emptying barrels. 
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A San Francisco Letter 
Mr. D. S. Johnson, Western 


Manager, in a letter to his sales- 
man, Says: 


“T wish all of you could have 
gone to Fort Wayne and seen the 
new office buil din g—the last 
word—which will be ready for 
occupancy some time next month, 
the big extensions to the factory, 
the stock in the warehouse, the 
goods in course of construction 
in the factory and the enormous 
amount of material and parts on 
hand. It is about the liveliest 
place you ever saw and I can 
see clearly that it is going to be 
mighty hard for the Sales Force 
to keep ahead of the Production 
Department this yaer.” 


The Bowser factory is a busy 
place and much larger than most 
people realize, for it covers near- 
ly twelve acres of floor space. 


Mr. Zahrt, our Assistant Gen- 
eral Manager and Treasurer, in 
commenting on the 1918 possi- 
bilities recently, said: “We are 
in fine shape to take care of busi- 
ness. Our factory organization 
is perfect.” He said further, 
“The volume of business coming 
in indicates that our quota for 
1918 will easily be reached.” 


Nate Ring of the Albany District, 
is a regular Douglas Fairbanks (not 
that his accumulation of adipose 
tissue will permit his doing the 
the stunts which the sereen artist 
performs) but he is determined to 
‘get his picture in the paper.’’ We 
have had several solicitations from 
him (have even been asked our 
rates). 


Now Nate should, we think, ar- 
range to make us a barrel shipment 
of the peculiar products of the 
““Briny Deep’’ (well iced). 

So here’s your picture, Nathan 
Andrew Ring of Orono, Maine. 

Now you come across! 


— 


Fort Wayne “‘High Ten’ 
Feb. 21, 1918 


1. W. C. SUTTON 

2. W. A. ARMSTRONG 
3. R. J. GOODMAN 

4, F. P, BRANDT 

5. J. T. PRIDE, JR. 

6. PHILIP CARLTON 
7. J. B. HAGAMAN 

8. J. C. TIBBLES 

9, C. A. MATHISON 
10. J. 8. SHEEHAN 


Just because a prospect is 
looking at you, don’t be too sure 
you have his attention. 


Miss Delilah Lighter is a new 
member of the Memphis office force. 
We are sure that, unlike her proto- 
type who shore Samson of his locks 
and robbed him of his strength, we 
can see her disseminating my her 
“‘lighter’’ vein of optimism that 
strength of character which makes 
for success. 


The most satisfactory report on a 
prospect is ‘‘See my order No.—.’’ 


LORENA YEATES, 
Memphis Boomer Correspendent. 


Toronto “High Five’ 
Feb. 20, 1918 


Cc. B. BREMNER 
8. G. ADAMS 

M. J. LARSON 

C. 8. ROBERTSON 
C. H. KING 
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DISTRICT OFFICE QUOTA STANDING 


FEBRUARY 23, 1918 


DIVISION “A” 


1, DALLAS - - - B.L. Prince, Mgr. 
2. SAN FRANCISCO D.S. Johnson, Mgr. 
3. MEMPHIS - - H.W. Brown, Mer. 
4. ATLANTA - H.C. Carpenter, Mgr. 
5. ALBANY - - - W.M. Mann, Mgr. 
6. ST. LOUIS - - L.E. Porter, Mgr. 
7. TORONTO Harry Christie, Sls. Mgr. 
8. PITTSBURG - - H.C. Storr, Mgr. 
9. FT. WAYNE A. W. Dorsch, Mer. 


DIVISION “B” 
- WASHINGTON E. B. French, Mgr. 


. TRI-STATE J. W. Burrows, Mgr. 
- DENVER - - C.C. Barnet, Mgr. 
. CHICAGO - T. D. Kingsley, Mgr. 
. NEW YORK .- E. J. Little, Mgr. 
. PHILADELPHIA P. J. O’Neil, Mgr. 
. MINNEAPOLIS R.R. Safford, Mgr. 
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Dstrict Office Standing in Lubricating Contest, Feb. 23, 1918 


1. WASHINGTON 6. MEMPHIS 11. PITTSBURG 
2. DALLAS 7. ALBANY ESV Tos. 
3. PHILADELPHIA 8. TRI STATE 14. DENVER 
4, CHICAGO 9. ATLANTA 15. TORONTO 
5. MINNEAPOLIS 10. ST. LOUIS 16. FT. WAYNE 

Standing of Forty High Men 

Volume of Business, Feb. 23, 1918 

TSWis. Cu alseyraereccrects res ‘Alban yar cise Sse Gee Cosa a eee Toronto 
2, W.. B. (‘Stamtord.... Bhiladel phiamaea2 5) Con l000; peepee rere Atlanta 
3. Ce Bremner est ees Toronto 237 7A0 in Martinson. ee St. Louis 
4 Jones (Gibbons erway Washington 24..0. 0. McKassick =. nase Dallas 
Dx dl) Ge .Phippsiaccc aes Pittsburgh 9425, Hees Walken errr et Memphis 
6. B. A:-Detiler....... al ri-State™ 26 UC Tanners tere Dallas 
(RN Wis MERCIAL AG Seo Memphis - 27. Ho E. Babbittess 60 New York 
Sie La Browlkaeen ioe Dallas 9°28) Hoc. Morgane... San Francisco 
9. Jird. Conmellivia aaceriner Chicacons.29>, CO. bee Spee biter Washington 
10: Gis Walker yee ean Atlantas) 30..R Ss Wes SweLetna sete Denver 
11. BS Bs Batese. adr eee Dallas) 431) Ce J. ROSOrs eyes ete Tri-State 
12 Rss Coddano ton arene Denver 32. KH. F. English..... San Francisco 
13. B.S. .Stetzele creer aero Memphis —335) CoM Shuntereer ert Atlanta 
14, SE. Saylor Albany ~34.).G. Ay Smithers Washington 
1. HLS Mallinonee eer Pittsburg 35. N. Brower Dallas 
16. Es dis Peeplesse roe New York 36. C. S. Severance...San Francisco 
17: Ws View Crandalllceeemrertte Denver 937. H.P2 Dolank. eee Memphis 
18. H. A. Vortigern Philadelphia 38; Hi) Ey Thomasween eres Memphis 
19 Gig Wim SC OU terete teeier New York: 39. W. (N>- Ubroop esse inn Dallas 
20. RB. “A. Dusaultonn cies e Albany 40. P. C. Stubblefield...... Memphis 


Lend Prestige to Your 
Firm 


Mr. E. M. Savercool, the Gen- 
eral Salesmanager, in his General 
Letter No. 423, which all sales- 
men have, or will receive, says: 


“A good salesman should be 
a good business man and should 
always bear in mind the fact that 
he is S. F. Bowser & Company 
in his territory, and that his 
Company is judged by its repre- 
sentative.” 


In that he strikes an important 
note which should be heard 
throughout the entire Bowser 
Organization, for upon its inter- 
pretation will largely depend the 
salesmen’s success in their re- 
spective communities. 


Selling Bowser products is a 
“business” in every sense of the 
word. 


A salesman’s stock in trade is 
his individual ability to sell goods 
coupled with a reputation for 
straightforward dealing; an in- 
tegrity free from every sugges- 
tion of duplicity ; a supreme con- 
fidence in the present and ulti- 
mate triumph of good; an un- 
ending desire to do right for 
right’s sake, refusing to submit 
to the inclination to do wrong 
for any immediate benefit derived 
therefrom. 


If each salesman will endeavor 
to bring into his daily intercourse 
with people these qualities which 
go to make up the “full man,” 
he need never worry when the 
winds of adversity blow against 
his oaken fortress and make it 
bend, for it will never break. 


San Francisco’s Ten High 
In Pacemaker Foints 
Rebar 5,71016 


C. S. SEVERANCE 

. J. C. HARDING, JR. 
EH. F. ENGLISH 

H. E. MORGAN 
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Albany’s Tenacious Ten 
Feb. 16, 1918 


W. C. HALSEY 
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F. H. RICHARDSON 
W. F. EASTMAN 

. W. ELLIOTT 
M. CARPENTER 
R. EGGLESTON 
C. SCHUSTER 

B. MERRILL 


OB tw bo 


f=) 


DaAHaag 
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Mr. Bowser’s visit to Memphis 
has been commented upon in an- 
other column of this issue, but 
Mire wSe.otetzel of that district 
all the more firmly convinces us 
that “The Old Man” not only 
dispels gloom, but injects a whale 
of a lot of pep into all upon 
whom he calls. 

Mr. Stetzel says, “Upon being 
advised Monday that Mr. Bow- 
ser was in the office, it was my 
intention to try to turn in a spe- 
cial “Bowser” week. However, 
I developed some kind of “gitis” 
in connection with a cold. My 
oratory was below a whisper for 
two days. My order enclosed 
was sold in a whisper, it being 
a twin to one sold earlier in the 
week ; it after all made really my 
largest week this year.” 


Albert McIntosh, Mattied 


Congratulations are certainly due 
Mr. Albert McIntosh of our Toronto 
Sales Foree this month. Mr. MeIn- 
tosh was married recently in the 
Beuport Apartments in Toronto to 
Miss Harriet EH. Elliott. 

The Boomer wishes Mr. and Mrs. 
MeIntosh all of the good things to 
be had in this world. 
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You Are Never Too 
Old to Learn 


There is one significant fact 
that we cannot help noticing in 
analyzing last year’s work. A\l- 
most without exception, the best 
results were obtained by men 
who are new to the organization. 
If we try to find a reason for 
this, there is only one answer as 
far as we can see. These men 
who were successful profited by 
the advice which we gave them. 
They went after the business, 
and they were successful. 


We do not wish to be critical. 
If you have failed in this partic- 
ular respect in the past, we want 
you to forget it, so that this fail- 
ure will not hamper your efforts 
in the future. We wish to en- 
courage you wherever possible. 
Consider your own case carefully 
and ask yourself whether you 
have made an honest effort to 
succeed, then let us know what 
the answer is. If you confess 
that you have not made the effort 
you should, then we will have 
great hopes of your success in 
thesiutures In syou have tried 
hard and failed, we will do our 
best to help you this year.— 
Harry Cirristiz£, Canadian Man- 
ager. 


Toronto News 


Our Toronto Correspondent, Miss 
““Wyn’’ Menear, advises us as fol- 
lows: 

““We have just had a telegram 
from Mr. Cuddie of Regina, which 
reads in part— 

‘Wigle came home last night, with 
a bride. Will start work tomorrow.’ 

‘“‘Mr. H. B. Wigle came with us 
last September, and during the Fall 
months he was quite successful. He 
has also made a fine start for 1918, 
and we are counting on him as one 
of our big producers during the year. 
Mr. Wigel is a specialist on ‘short 
terms,’ and secures quite a good per- 
centage of his orders on the F. C. W. 
O. basis. ’’ 


L. F. Greer of Dallas, a Pacemaker 
in 1914, 1915, and 1917, came across 
with his ‘‘dollar dues’’ of Pace- 
makership and said, ‘‘I fully expect 
to have to go through with this 
again (referring to the payment of 
his dues), for I sure am going to be 
in the 1918 Club.’’ 

It oceurs to us that every sales- 
man should have a very definite plan 
himself for becoming a Pacemaker. 


There is, therefore, no tax on 
the good of virtue; for that is 
the incoming of God himself, 
or absolute existence, without 
any comparative. All external 
good has its tax; and if it came 
without desert or sweat, has no 
root in me, and the next wind 
will blow it away. But all the 
good of nature is the soul’s, 
and may be had, if paid for in 
nature’s lawful coin, that is, by 
labour, which the heart and the 
head allow. I no longer wish 
to meet a good I do not earn 
—for example, to find a pot of 
buried gold—knowing that it 
brings with it new responsibil- 
ity. I do not wish more ex- 
ternal goods,—neither posses- 
sions, nor honours, nor powers, 
nor persons. The gain is ap- 
parent, the tax is certain. But 
there is no tax on the knowl- 
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Every Bowser salesman should be “‘doing his 
bit” by investing in War Savings Stamps and 
Thrift Stamps. Try doing without a cigar now 
and then or a “‘mover’’ ticket and see how nice 
the price looks when converted into a W. S. S. 
It’s fine business to save 


This way you'll never miss the money, and, 
best of all, you're helping Hang the Hungry 


edge that the compensation ex- 
ists, and that it is not desirable 
to dig up treasure. Herein I 
rejoice with a serene eternal 
peace. I contract the bound- 
aries of possible mischief. I 
learn the wisdom of St. Ber- 
nard: ‘‘Nothing can work me 
damage except myself; the 
harm that I sustain, I carry 
about with me, and never am 
a real sufferer but by my own 
fault.’’—Emerson. 


When law ean stop the blades of 
grass from growing as they grow, 

And the leaves in summer-time their 
verdure dare not show, 

Then I will change the colour that I 
wear in my caubeen, 

But till that day, please God, I’ll 
stick to wearing of the Green. 

DION BOUCICAULT. 
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HE complaint 
has reached our 


\ |S 
Gy || ears that some 
of the salesmen do not 


receive their Boomers 


regularly. 


We ask these men if 
the address appearing on 
the wrapper of those 
which they do receive is 
correct? Is your Boom_ 
er sent to your perman- 
ent address, or is it sent 
according to your route 
sheet? 


We want every sales- 
man to get his copy and 
will do all in our power 
to see that it reaches 
him. 

Write to us about it. 


Pacemaker Dues 
Have you sent yours 
to the Corresponding 
Secretary? He is also the 
Boomer Editor. Make 
checks payable to him. 
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In every man’s mind some 
images, words, and facts re- 
main, without effort on his part 
to imprint them, which others 
forget, and afterwards these il- 
lustrate to him important laws. 
All our progress is an unfold- 
ing like the vegetable bud. You 
have first an instinet, then an 
opinion, then a knowledge, as 
the plant has root, bud, and 
fruit. Trust the instinet to the 
end, though you can render no 
reason. It is vain to hurry it. 
By trusting it to the end, it 
shall ripen into truth, and you 
shall know why you believe.— 
Emerson. 


Be very careful about shaving 
those time table margins too 
closely, George! 


Factory Possibilities 

Referring to the factory possi- 
bilities, H. W. Brown, the Mem- 
phis Manager, says to his sales- 
men: 

“Please remember you know 


ington Office. 


a hard and consistent worker. 
out to Mrs. Carrington. 


J. §. Carrington 


E regret to announce the passing of J. S. Carrington of the Wash- 
Mr. Carrington died Saturday, February 23rd at 
his home in Durham, N. C. He had been ill for several weeks and 
while his death seemed inevitable, it came as a shock to all who 
knew him. 


Our records show that he took up a Bowser grip on the oth of June, 1913. 
Not only was he a Pacemaker in 1913, but he has qualified each year and in 
1917 he gained the coveted honor of a “Five Year Man.” 


Mr. Carrington was liked by all with whom he came in contact, and was 
The sympathy of the entire organization goes 


more about your line and your 
business than the Biggest [Fac- 
tory Manin your-lerriory. He 
also knows you do and if prop- 
erly approached will be glad to 
listen to any proposition you 
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have to help him wprove his 
business. The bigger the man, 
the more he appreciates the Bow- 
SER and their representatives. In- 
crease your sales by going after 
big business.” 


, BOWSER , 
SOOMER 


PUBLISHED SEMI-MONTHLY BY 
S.F. BOWSER & CO., Inc. 
Fort Wayne, Indiana 


Manufacturers of Oil and Gasoline 
Storage Equipment 


H. J. BRADSHAW, Editor 


THE BOWSER BOOMER !1S THE MAGAZINE 
OF THE BOWSER SALESMEN 
OF THE WORLD 


It is published in their interests and its view- 
point reflects their aims, activities and ideals. 

Every salesman is entitled to a copy. 

News items, photographs, sales arguments 
from all are welcome. 
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Line of Least 
Resistance 


The 


Analyze your attitude on this 
important subject. 

Following the line of least re- 
sistance might well be called the 
most common trait of human 
character, for it is indulged 
too freely by all. It is a false 
sense of satisfaction, a sort of 
“Well, I did my best” and let it 
go at that. 


But, the fallacy of such reason- 


ing! No excuses go in sales- 
manship. It is up to the indi- 


vidual to “make good;” the job 
may be difficult, the obstacles ap- 
parently insurmountable, but 
there never was a problem stated 
that did not simultaneously have 
an answer and it is up to each of 
us to find this answer. The ef- 
forts exerted in seeking the an- 
swer are mere incidents—the so- 
lution is the big thing. 


Big men are such through the 
results of their own mental ac- 
their purusance of a defi- 
nite idea. 


Mr. Bowser has built up a 
wonderful business by exercising 
the qualities of perspicacity, in- 
telligence and persistance. To- 
day you and I see the exemplifi- 
cation of this effort—a handsome 
business, a complete factory or- 
ganization and a wonderfully ef- 
ficient salesforce. All are the 
result of his careful planning, his 
pursuit of all that was good and 
his insistence that nothing but 


a 
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the highest ideals be inculcated 
in his rules of ethics. 


It is not otherwise with each 
one of us. We may not hope, 
nor wish to own a big institution, 
but today we have a problem and 
today it must be solved!—if we 
are to advance. 


Mr. Bowser has not followed 
the line of least resistance. Far 
from it!’ True, he*has reached 
out and brought to his assistance 
strong men, all of whom were 
developed in this big institution, 
but behind it all has been Mr. 
Bowser’s positive personality, his 
indomitable will for success. The 
answer is written; he has arrived 
at the Goal of Success. 


All can in a measure realize 
this success by planning. more 
thoughtfully and executing more 
carefully. 


Intelligence can never be sub- 
merged. Like Ivory soap it al- 
ways bobs up! 


Well, let’s hope March will 
try to be human and not pull 
any of this “superman” weather. 


Sure, we’re willing to bury the 
gosh dinged snow-shovel forever 
—that is, we'd like to use it about 
August 15th again. 


They say the pen is mightier 
than the sword. Well! it took 
some “words” to help us develop 
enough courage to tackle our 
snow piles these winter days. 


Every “man of the house” 
should by this time be entitled to 
a position as fireman. Yours 
truly has shoveled so much coal 
the past few weeks that he can 
now stand back six feet from 
the furnace door and throw a 
half ton scoopful of coal into the 
firebox and not spill a lump. 


It is not the province and cer- 
tainly not the desire of THE 
Boomer to “spank” anyone; it is 
not a medium for faultfinding ; 
it has for its ideal the upbuilding 
of character through stating pos- 


sibilities rather than dealing in 
the negative qualities of indis- 
criminate criticism. Construct- 
ive thinking may be likened to 
the statement of mathematical 
formule—there is no question as 
to their truth; they are self-evi- 
dently true; within themselves 
they have all arguments; they 
automatically and instantly con- 
tradict any deviation from their 
statements; or to put it a little 
differently, we need not worry 
about what 2 x 2 are not. These 
variations are as varied as the 
infinite number of divisions of 
the unit, but the simple state- 
ment of the fact that 2 times 2 
are 4 forever, simply and most 
convincingly, contradicts any 
other answer. 

Now, reverting to the subject 
of this article, as to how far can 
we venture to criticize, and hay- 


‘ing started where shall we stop? 


We find that many, yes all too 
many, very high-grade salesmen 
overlook details to which they 
should give heed. 


There is the matter of daily 
reports. Those unacquainted 
with the details of the Bowser 
business cannot see the necessity 
and advantage of making daily 
reports. They only appear as a 
nuisance, an apparently unimpor- 
tant daily routine. Such is not 
the case. Our records can only 
be made complete and our call- 
ing lists effective by the careful 
attention of all salesmen to this 
detail. 


First in the importance of ma- 
king reports is the obedience 
which is exemplified in their exe- 
cution, a frame of mind which 
makes for success. Disobedi- 
ance might be used as a good 
antonym for obedience and « cer- 
tainly this is not considered a 
desirable business asset and it 
most assuredly does not make 
for the success of a salesman. 


Use the model. 


We find that the salesmen who 
are making the most rapid 
strides in the sale of Paint Oil, 
lubricating oil, and kerosene 
equipment are making constant 
use of their models. We cannot 
think of any reason to be offered 
for failing to take advantage of 


the special opportunities offered 
by the use of a model. The very 
first requirement for a sale is 
attention. Munsterberg in his 
“Psychology and Industrial Effi- 
ciency’ says (p. 206): 


“Interference with attention 
must, for instance, be recognized 
ieee eo instead of de- 
voting himself to one complete 
function, has to carry out sec- 
ondary movements.” 


The model attracts and holds 
attention by its presence. There 
is no possibility of the attention 
“wandering”, as would be the 
case if an effort were made to 
focus attention by oral argu- 
ments. The moving parts, the 
accurate measurement which can 
be demonstrated, the conveni- 
ence, are all visualized much 
more easily with a model than 
without it. 


We might proceed indefinitely 
bringing the attention of the 
salesmen to the importance of 
fulfilling all the requirements of 
the order blank—the care which 
should be used in filling it 
out, care that every question ask- 
ed is properly answered, care 
that the address of user is plain- 
ly written on the face of the 
order and printed on the reverse 
side, care that the name of the 
bank (on long-time orders) is 
filled in, care that the revenue 
stamps be of proper denomin- 
aion with cancellaion by custo- 
mer. All post dated checks must 
bear revenue stamps on the ratio 
of two cents for every hundred 
dollars, or fraction thereof. 


If everyone will do his best to 
avoid the errors here pointed out 
all will benefit. 


T. H. Rhodes, who for the past 
eighteen months has been in charge 
of the factory business in the Pro- 
vince of Ontario, has taken over 
the Sales Agency covering the Pro- 
vince of Manitoba. Mr. Rhodes is 
well acquainted with Western con- 
ditions, having been in Saskatche- 
wan for a number of years before 
going to Ontario. He is taking up 
his new work with great enthusi- 
asm and determination and we ex- 
pect the territory under his juris- 
diction to produce a record business 
during 1918. 
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Philadelphia’s High Five 
TeDiez 7.88016 


W. B. STAMFORD 
H. A. VORTGERN 
W. BOOKER 
FRED BROWNE 
PAUL LEMEN 


How Do You Spend 
Your Time 


To do the best work requires 
that our hours outside our daily 
work shall be spent to the best 
advantage. 

The old saying, “All work and 
no play makes Jack a dull boy,” 
is certainly true. .We cannot 
work all the time. We can select 
our amusements in such a way 
that in the morning we will arise 
refreshed and ready to work. 

Have a hobby.” It doés not 
matter whether it be fishing, 
hunting, gardening, carpentering 
or puttering around the house. 
Do not indulge in any amuse- 
ment which makes you less of a 
man. There are enough good 
wholesome things to do without 
that. 

Be true to your highest ideals. 


This Fellow Isn't 


Discouraged 


This Kind of Enthusiasm Is 
Bound to Succeed 


“By the way, we are as low as 
we can get in the National Lu- 
bricating Contest; all the other 
districts are ahead of us. I have 
no fear, however, but that you 
will soon change the complexion 
On that Race.’ 

Yours for capturing the lead, 
C. C. Barnet, District Manager. 
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Kingsley Springs a 
Brand New One! 


sear in mind the following: 

“Make an effort to secure one 
new prospect each day! Add one 
new argument each day to your 
sales talk! Demonstrations with 
model will increase lubricating 
outht sales!” 

There’s a lot of sound logic in 
IiswiOfwasdematter ot tact, tn- 
less we keep brushed up on new 
ways of pushing home old facts, 
well soon dry up and suffer 
from “Argumentative Sclerosis”, 
a hopeless disease for a salesman 
to contract. And, for the love of 
Mike, use your model! 


New York’s High Five 
Feb. 20, 1918 


1. F. H. PEEPLES 

2. J. R.. SIBLEY 

3. 8. W. SILSBEE 

4. J. A. GRANNIS 

5. G. W. SCOTT 
Personals 


The Boomer Editorial Room con- 
tinues to be graced with visiting 
salesmen. We hasten to assure you 
we keep no ‘‘La Cabbageolas’’ on 
tap, but our smile is ‘‘wide open’’ 
and our ears are ‘‘en rapport’’ 
(whatever that is) for any news, 
suggestions or jokes. 


Mr. George Roos was introduced 
on the arm of ‘‘Jedge’’ Yaple of 
the Central Sales. Not only were 
we delighted to see Mr. Roos and 
hear him express wonder at the size 
of the plant (he didn’t realize how 
big we are) but he entertained us 
with some of his observations. In 
the Pullman ear he tried to get a 
drink of water. Of course, the ‘‘pa- 
per cuts’’ were flat and folded tight 
and now he is wondering why some 
one took the trouble to print upon 
them, ‘‘Open before using.’’ 

We noticed Mr. Roos was wearing 
“‘rose. colored’’ glasses. He said 
it gave a rosy tint to every cireum- 
stance. A dandy good philosophy, 
by the way. 


“Dixie Boosters’ High Five 
Feb. 2, 1918 


GRIGGS WALKER 
Cc. H. DURANT 

J. C. LONG 
L.W.CROW 

H. W. OATTIS 
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Fig. 1—Here is illustratated the old way—tin tanks, barrels, funnels, 
inaccurate tin measures—a dirty mess all the time. 


Storing Paint Oil in tin cans and 
barrels and using tin measures and 
funnels for measuring, is a _ losing 

The time loss incident to 
a_ barrel, 
es it upon the rack, and the labor 


proposition. 
“tapping”’ 


Fig. 5—Here is shown Cut 105. 
The quick return feature of this 
pump makes it a most desira- 
ble one where speed is an item. 
The pump will handle equally 
well turpentine, linseed oil, 
dryer and kerosene, floor and 
lubricating oils, etc. Whena 
filter is added (Cut 103) it is 
ready for gasolene. 


the trouble of 


necessary iS a 
constant tax upon 
the profits. 


In case a barrel 
is nearly empty 
and a customer 
calls for five gallons, the old barrel must be removed 
and the new one put in position, consuming time and 
often requiring the services of two clerks. The barrel 
removed is never empty and, being laid aside, the oil is 
often lost and in these times of high prices this item 
alone might, if saved, be the profit on the entire barrel. 


Fig. 2—A Battery of Cut 109’s is especially designed t 
permits their use. Note the barrel on the ‘‘cradle” y 
able the operator to roll the barrel to any tank desi 
to flow into the tank. 


The dripping of oil on a floor soon coats it, often” 
as much as two or three inches, or if allowed to drip 
into sawdust, presents a dangerous possibility of spon- 
taneous combustion, as well as a loss. 


A barrel of oil, turpentine, or dryer with an air 
vent to allow liquid to be drawn, allows sufficient air to 
enter the container to cause the formation of foots and 
fats in linseed oil, and evaporation in turpentine and dryer. A large | 
buyer, when recently interviewed by a Bowser salesman, frankly | 
stated that he had found several barrels of high-priced dryers un- 
opened and the barrels empty—lost by leakage and evaporation. 
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torage 
ties 


dle—only requires — 
1e application of | 
Equipment 


Fig. 3—The Cut 115’s here illustrated have the tanks in the basement. (See fig- 
ure 4 below.) Note the small floor space required—only 32 inches from the wall. 
The pumps measure exactly as the Cut 109’s in figure 2 and differ from them 
only in the location of the tank. 


| The Cut 109’s (see figure 2) are especially de- 
oo eS signed to meet the needs of the merchant who has 
. enough floor space to permit their use. These out- 
fits are non-destructible, made of 14 gauge steel and 
should a barrel or any other heavy object strike them, 
Be pore ant whose floor space there is no possibility of injury. The pumps will de- 
. raised to a horizontal position will en- 5 : ; : 
‘knocking out the bung allow the liquid liver any quantity desired--pints, quarts, half-gallons, 
| or gallons, or if the computer is used, a quantity like 
25 or 35 cents worth can be drawn without cheating 
either the customer or the merchant. 
| The Cut 115 outfits are especially satisfactory where a merchant must place his 
imps in a particular location and have his tanks in a convenient place in the basement. 
Vith this equipment it is only necessary to connect them by use of 2 inch pipe and the 
fiset” distance makes no difference in this operation. 
| The tanks illustrated in figure 4 are located in the f= we .* 3: = ne 
isement. They are similar in construction to the 109’s : EF : 
figure 2 and are fire-proof; that is, if properly in- 
alled with a vent outside the building, there is no way 
tafire to occur in them, no vapors can escape, no 
‘etal can melt, no seams can open. 


The Cut 105 (see figure 5) is an ideal pump to be 
: 


\ 


ed for handling paint oils in connection with cellar 
nks as illustrated in figure 4. It has a meter which 
‘cords the oil as drawn and at a glance gives a com- 
ste record of the material delivered. The Cut 105 is 


Fig. 4—This shows the cellar installation of 


/ quick return” pump, returning on the down stroke fe pum pelillus sated in Geure 300A barrel 
out six times as rapidily as the delivery stroke. es Capa Gris ee. cua 
} hen this pump is used for gasoline asCut 103 (Red piping shown illustrates the flexible nature 


inamel) should be used as this cut number has a filter. BiAbe Auip ncn 
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Substitutes 


(Berton Braley, in the Illinois State Journal.) 


The Germans are feeding 
On substitute meat, 

The flour they are kneading 
Is substitute wheat, 

Their cattle they fodder 
On substitute hay, 

And life’s growing odder 
And odder each day. 


They smoke—with great loathing— 
Their substitute weeds, 
And substitute clothing 
Is made for their needs; 
They’ve substitute money 
And substitute cheese 
And substitute honey 
From substitute bees, 


They settle their quarrels 
By substitute law, 

Their substitute morals 
Cause deeds that are raw, 
Their car wheels are creaking 
With substitute grease 
And now they are seeking 

A substitute peace. 


And when they are peeved by 
Real woe and distress 

They’re tricked and deceived by 
A substitute press; 

Their thoughts and their ways, too, 
Are sure to be odd 

While Kaiser Bill prays to 
A substitute God! 


_ RUINS OF THE : 
| PACKARD SERVICE STATION 
PROVIDENCE, R.1. 

THE BOWSER, 
ILLUSTRATED WAS 
SCORCHED BUT 
THE GASOLINE — /, 
WAS SAFE--- 7 


Hunka Tin 


(From the American Field Service Bulletin, Paris.) 


You may talk about your voitures 
When you’re sitting round the quarters, 
But when it comes to getting blessés in, 
Take a little tip from me, 
Let those heavy motors be, 
Pin your faith to Henry F’s old Hunka Tin. 
Give her essence and 1’eau, 
Crank her up and let her go, 
You back firin’, spark plug foulin’ Hunka Tin. 


The paint is not so good, 
And no doubt you’ll find the hood 
Will rattle like a boiler shop en route; 
The cooler’s sure to boil, 
And perhaps she’s leakin’ oil, 
Then oftentimes the horn declines to toot, 
But when the night is black, 
And there’s blessés to take back, 
And they hardly give you time to take a smoke, 
It’s mighty good to feel, 
When you’re sitting at the wheel, 
She’ll be running when the bigger cars are broke. 


After all the wars are past, 
And we’re taken home at last, 

To our reward of which the preacher sings, 
When these ukalele sharps 
Will be strumming golden harps, 

And the aviators all have reg’lar wings, 
When the Kaiser is in hell, 
With the furnace drawing well, 

Paying for his million different kinds of sin, 
If they’re running short of coal, 
Show me how to reach the hole, 

And I’ll cast a few loads down with Hunka Tin, 


Yes, Tin, Tin, Tin, 
You exasperating puzzle, Hunka Tin, 
I’ve abused you and I’ve flayed you, 
But, by Henry Ford who made you, 
You are better than a Packard, Hunka Tin. 


A Little “Pep” Was 
Needed 


“Jack” Burrows Hands It Out 

Mr. Burrows, Tri-State Man- 
ager, has instilled into his sales- 
men the possibilities in the lubri- 
cating line and one who has had 
his eyes opened is mentioned in 
a letter as follows: 


“One of the Tri-State boys 
who came in to see us recently 
did not make a good showing on 
Lubs last year, but during the 
past two weeks he has sent us 
orders for 7 oufits, and says he 
did not realize last year what a 
good proposition they are and 
how easy they are to sell, and 
has set his mark for this year 
at 100 outfits.” 

Hevissright. 
are infinite. 


The possibilities 


“The Five Leading 
Senators” 

Of the Washington Office, 
Feb. 20, 1918 

. A. L. CORBIN 

aoe GLE BONS 

Cites PHLG EE 

G. AS SMITH 

Cc. C. CLAGGETT 


oo rw WY FE 


Indolent Satisfaction 


Dangerous 
Make An Effort to Excell 


“There is an advantage and a 
disadvantage (the distinction is 
up to us entirely) in being given 
a conservative quota. If we are 
content in obtaining the number 
of outfits assigned us, our quota 
is a disadvantage; but if we are 
determined to make it the mini- 
mum, and simply consider it as 


a proper stepping stone, it is an 


advantage.”’ 


R. R. Safford, Manager of the 
Minneapolis District, has hit the 
nail straight on the head. If we 
are willing only to attempt that 
which we are required to do, we 
have not gone very far. We are, 
in fact, only “average” men, for 
all quotas are based on average 
possibilities. We need to strive 
for perfection. Then quotas are 
automatically fulfilled. 


Get the Spirit 


Sure, “Old Ireland” “knows 
how to inject pep into his war- 
riors. Just listen while we read 
what “Patrick” O’Neil, Manager 
of the Philadelphia office, says: 


“You fellows who are behind 
had better get busy, as we intend 
issuing a statement from time to 
time, and if any salesman gets 
into the habit of loafing we sure 
will send a copy of this statement 
fOmtielge wives.» What do you 
think? Hit the ball, boys. Keep 
up your end and the “Fighting 
Phillies” will win.” 


“Gus’’ Wilson, whom all the 
salesmen will remember as_assist- 
ant to Mr. L. 
P. Murray, has 
been assigned 
to special fae- 
tory and  en- 
gineering work 
in the Albany 
CLUS Wriet Ise 
eareful, Gus, 
that you don’t 
start to wading in the Hudson, for- 
getting that you are not in the St. 
Mary’s! 


Dallas % 100 Quota Men 
Feperomtore 


Salesmen 


il, SUDAN ANN 

2. WILLIAMS, RB. T. 
3. CLARK 

4, BATES 
5. WHEMS 
6 
of 


Repeat 


. BROWN, L. L. 


. THROOP 

8. MATTHEWS 
9. MORGAN 
10. BROWN, NOD 
11. LEWIS 


12, SARGENT 
13. BENNETT, C. 
14. TANNER 

15. FOSTER 


Dividing the Loss 


Boss: ‘‘Ther’s tin dolars gone 
frum out me cash drawer, Patsy. 
You and Oi are the only paple who 
have keys to the drawer.’’ 

Patsy: ‘‘ Well, Boss, suppose we 
each pay five dollars and say no 
more about it.’’ 


A Word of Wisdom 


From the “‘Hooster Managet”’ 

“Augustus” Dorsch, Indiana 
Manager, succinctly puts it, 
“Now all that remains of 1917 is 
thoughts of successes and fail- 
ures, wrongs that cannot be 
righted, and deeds that were 
never done”. 

He sure is right. Vain regrets 
make for failure. Hope that is 
born of intelligently directed ac- 
tivity alone makes for success. 


Sacre, This Is True! ! 


The man who can Jeast afford 
to take out life insurance is the 
man who should take it out! The 
same thing is true of the Garage 
man handling lubricating oils! 
The man who says he cannot af- 
ford it because he has lost money 
this winter on account of weath- 
er conditions, etc., is the man 
who should save every penny and 
with the price of lubricating oil 
where it is today, he needs a Cut 
63 and you can sell him if you 
make up your mind to! 

—T. D. KIncsLey, 
Mer. Chicago District. 


Convenience Counts 


Two Irishmen were digging a hole 
for drainage. One was over six feet 
in height, and the other not much 
over five feet. The foreman came 
along presently to see how the work 
was progressing, and noticed that 
one of them was doing more work 
than the other. So he called down 
to the big fellow below in the 
trench: 

““Look here, Pat! How is it that 
little Mickey Dugan, who is only 
about half as big as you, is doing 
twice as much work?’’ 

Glancing down at the diminutive 
Mickey, Pat replied: 

“And why shouldn’t he? 
he nearer to it?’’ 


Ain ’t 


If you have no ambition to ac- 
complish any one thing, you have 
about as much chance of learning 
what it is like at the top of the 
ladder as the man who will not try 
to climb. 


When the honest farmer’s apple crop 
has been dispatched to town, 

The barrels look this way on top: 
O O O O O O 
And this way lower down: 
0 ) 0) 0) 0 0) 

(Not like the Bowser line.) 


OUR EXECUTIVE SECRETARIES 


From left to right—Miss Helen Travis, Secretary to E. M. Savercool, General Sales Manager; Miss Myrtle 
Lerch, Secretary to 8. B. Bechtel, General Manager; Miss Helen Rost, Secretary to HE. H. Briggs, Executive Assis- 
tant; Miss Ollie Swinehart, Secretary to 8. I’. Bowser, President; Miss Gertrude Kruse, Secretary to D. A. Corey, 


Executive Engineer; and Mrs. Chester Werkman, Secretary to W. 


Treasurer. 


Tri State Quota Getters 
Feb, 12, 1918 


Salesmen 
Bo wA va. Dettlete tare 
CuF ds, (ROSeT Sumner 
Pa Shepherd mewn 
HC. aR Gee es ee 


Repeat 
9 
1 
1 
EK. M. il 
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**Cartoonist’’ R. W. Potts, of 
Cleveland, dropped in for a chat re- 
cently and while he is a brother to 
our ‘* Head Fisherman,’’ T. C. Potts, 
he didn’t atempt to regale us with 
any of the ‘‘You should have seen 
the big one that got away’’ stuff. 
We enjoyed his visit. 


Hal Storr dropped in for a little 
chat and while it wouldn’t be fair 
to publish our stenographie notes of 
his conversation, we are wiling to 
tip it off to a waiting world that 
it is his intention to cop the ‘‘pol- 
ished mug,’’ as O’Neil ealls it. 
Well, we’ll wait and see. 


Analyze Your 
Saleswork 


It Makes No Difference Whether 
ot Not You Ate Successful. 


Listen to the advice which A. 
W. Dorsch, the Indiana Mana- 
ger, is giving to his salesmen: 

“After you finish your day’s 
work do you immediately forget 
all about what you did during 
the course of your interviews, 
or do you sit down and think 
over your arguments and sales 
talks and try to remedy any 
faults that you find? Do you 


‘ analyze each case and try to fig- 


ure why you sold this man and 
not the other? Do you think 
about your work even though 
you are not acually applying 
yourself to your daily task?” 


G. Zahrt, Assistant General Manager and 


Saleswork can only be im- 
proved upon by giving to it that 
analysis which makes you able 
to repeat extraordinarily good 
work and avoid mistakes. 


A whole column could be writ- 
ten on this subject. Just sit down 
and think a whole column about 
it. 


A certain gentleman of the Mem- 
phis Office with a pleasant smile and 
winning ways, in whom we placed 
confidence with child-like simplicity, 
recently promised to send us some 
interesting news for the Boomer. 


This is to advise that if he is anx- 
ious that our suspicions of the frailty 
of man’s promises be entirely re- 
moved he may still save us by ‘‘do- 
ing his bit.’’ 


Pat (to Mike on the roof)— 
““Don’t come down the ladder at 
the northeast corner. I took it 
away.’’ 


ee eee 


—— 


Philadelphia---Branch 
Office 


Patrick Jerry O'Neil, the Phil- 
adelphia Manager, advises us 
that we failed to give him hon- 
orable mention in our “1918 Cup 
Winning Possibilities”. 

We admit it sorrowfully. 
We're in sack cloth, etc., ec., but 
now !—let’s make him prove that 
he is in a position to be num- 
bered among the cup-grabbers. 
Here is what he says: 

“Dear Brad: 

“Has it percolated through 
your cranium yet that Philadel- 
phia is now a district? We were 
not mentioned on page No. 1 in 
THE Boomer of February 15th. 
Now, Brad, for your information 
I will say that Philadelphia was 
made a district January Ist, 1918, 
and we claim to have just as 
good a chance to win that pol- 
ished mug as any Rootin’, Toot- 
in’, Cotton Shootin’ Sons o’ Guns 
from Dallas”, or any impetuous 
anadiansy etc., etc. - 


Standing of 
Minneapolis High Five 
Feb. 16, 1918 


J. R. O'MALLEY 
J. C. WARD 

M. C. BENHAM 
JAMES WARD 
F. E. BRAGG 


One More Thing 


Pat and Bridget were being mar- 
ried, and the whole village was astir. 
Pat was resplendent in a tail coat 
(borrowed), patent leather boots 
(too tight for him), a white vest, 
and a bright green tie. Bridget 
shone ‘glorious in most of the colors 
of the rainbow. 

The fateful words were spoken, 
and the happy pair walked down 
the aisle and out into the street, 
where a great crowd greeted them 
with loud cheers. 

At last they were safely ensconsed 
in their cab, and Bridget sank back 
with a sigh of satisfaction. 

‘Sure, Pathrick,’’ she said sadly, 
‘‘there’s only one thing Oi regret. 
If we could have stood on the pave- 
mint and watched ourselves pass, 
wouldn’t it have been hivinly?’’ 


The Evidence Lacking 


‘‘Stand up, McNulty,’’ said the 
Police Magistrate. ‘‘Guilty or not 
guilty?’’ 

‘“‘Waith, an its meself can’t tell 
till Oi hear the evidence,’’ replied 
McNulty 


Oe ge Po 


The “Old Man’ A Gloom 
Dispeller 


Mr. 8S. F. Bowser, our President, 
visited Memphis a little while ago. 
Here is an extract concerning the 
event taken verbatum from a let- 
ter mailed us by that office: ‘‘Up 
until the time Mr. Bowser arrived 
in Memphis, we had had nothing 
but clouds and snow. The moment 
he stepped into our office, the clouds 
cleared away, and the sun has been 
shining ever sinee.’’ 


Mr. S. B. Bechtel, our General 
Manager, spent a few days in Grand 
Rapids with the ‘‘folks.’’ Things 
are running so smoothly around here 
now, with shipments right up to date, 
that the °“*Big Chief’? can take a 
run out into the ‘‘wilds’’ (apolo- 
gies to the ‘‘Furniture City’’) with- 
out a thought of business. 

Sort of occurs to us that he might 
have slipped one over on us and took 
a little ‘‘hike’’ up the Marquette 
for a cast or two! 


‘¢Pat was drowned yesterday.’’ 

*¢Couldn’t he swim?’’ 

‘Ves, but he was a union man. 
He swam for eight hours and then 
quit.’ ” 
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If salesmen had little trouble in getting F. C. 
W. O. in 1917 with the factory hopelessly 
“snowed under’, think of the possibilities in 
1918!! Sell yourself on the matter. 
in your mind the many advantages of a mer- 
chant’s doing business on this basis and you will 
find it is a comparatively easy thing to do and 
it makes a mighty satisfactory business for you! 


Turn over 
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Memphis “Big Six”’ 
Feb. 20, 1918 


WwW. S. ROW 

W. W. SCRUGGS 
H. 8. STETZEL 
do dip CILINNHD 

Io (Ch, INES MMOIN] 
R. W. MAXEY 


Don’t Run Wild 


Think carefully, gentlemen; 
analyze your plans, your “sys- 
tem” if you choose; determine 
wherein there may be anything 
amiss, and immediately proceed 
to remedy any faults or flaws 
that you may discover, so that 
you may reap the extreme bene- 
fit that should be derived from 
your business ability and the 
work which you put ino the mar- 
keting of Bowser equipment—in 
short, so that you may reap the 
satisfaction which is your due. 

—W. M. Mann, 
Albany Manager. 


A. G. Hartgen, of the Harrisburg 
District Office, who has been in the 
hospital is again on his territory. 
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Speaking of Spring 


“Did you hear the robins sing 
this morning? If you didn’t just 
sell yourself on the fact that they 
will soon be singing all over the 
St. Louis Division. If between 
now and then you don’t get a 
large consignment of goods en 
route to your territory there are 
going to be a good many garage 
men disappointed because they 
don’t get their new goods in 
time, and you will be respon- 
sible.” 

Oh wyoum lous torte \ © (his 
fellow will soon be writing poet- 
fy eee Dury justmiie: same hes 
handing out the right sort of 
advice. 

(The morning after we re- 
ceived this communication the 
thermometer dropped to zero— 
no doubt these spring poets were 
too much for it.) 


Unaccountable 
Dada Wiate bute yee" 
Mike: ‘‘Be danged, ef Oi know. 


Oi haddent a friend in the bunech.’’ 


An Appeal from the 
Statistical Department 


Number your orders carefully. 

This department is interested 
in the success of each salesman, 
and will, from time to time, bring 
matters to their attention which 
will, though they may appear tri- 
vial, greatly assist in getting ac- 
curate and prompt replies to let- 
ters regarding orders. 

It frequently occurs that an 
order is not given a number or 
two or more orders are given 
the same number. When these 
orders are received, they must 
be either given a number arbi- 
trarily, or in case two or more 
orders have the same number, 
change them to an “A” number. 
The salesmen’s records and those 
of their District Offices then no 
longer agree with ours, and 
should the customer’s name and 
address be not given, it is alto- 
gether possible that the corres- 
pondent will have to write for 
further information before a sat- 
isfactory reply can be made. 
The failure to number orders 
consecutively is sure to result 
in confusion, delay information 
reaching you, and as a conse- 
quence cause the loss of addi- 
tional business. 


Denver’s Daring Doers 
Feb. 18, 1918 


Yearly Volume 


R. CODDINGTON 

H. U. EARLE 

J. H. WILSON 

F. W. SWERER 

R. W. JEWEL 

R. E. ERWIN 

F. H. KILVER 

Cc. I. BENFORD 

9. J. F. VONDEREMBSE 
10. W. V. CRANDALL 


Monthly Quota Percentage 


H. U. EARLE 

J. H. WILSON 

R. CODDINGTGON 

C. I. BENFORD 

SE GLI V, Bak 

F. W. SWERER 

R. E. ERWIN 

R. W. JEWEL 

J. F. VONDEREMBSE 
W. V. CRANDALL 


OOD TR wo POH 


Unles you have learned. when to 
stop talking and give the customer 
a chance, you have not learned all 
the rudiments of salesmanship. 


St. Louts Division 
Three High Men in Volume of 
Business, Feb 16, 1918 


ee MOSH iy 
PB MER shy, TAO NING 
3. W. SNAPP 


Three High Men in Sales of 
Lubricating Outfits 
1. E. E. MAXWELL 
20 CS Hee RD Ey 
3. J. F. RENICK 


No doubt this sort of an Advertise- 
ment has SOME pulling power. 


Birmingham, Ala, Feb. 19, ’18. 


The Bowser Boomer, 

Fort Wayne, Ind. 
Dear Editor :— 

Mrs. H. T. Purdy and mother 
wish, through the columns of the 
“Boomer” to thank the Pacemak- 
ers-Club, Messrs” S: Fo Bowser 
& Co. and Old Associates, which 
included Messrs. E. F. Klotz, 
George Bigelow, E. P. Walker, 
J. W. Runyan, Ci oP saunders, 
E. M. Savercool, Thos. Cragg, 
Rosser McClure and J. T. Gump- 
per for the beautiful floral offer- 
ings sent in sympathy with their 
recent terrible loss. 


(Signed) Mrs. H. T. Purpy. 
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Chicago “High Five’ 
Feb. 23, 1918 


J. J. CONNELLY 
EK. W. MILES 
MAX HEINTZE 
J. P. SHANNON 
H. J. BOUNY 


We met E. W. Sherbourne, Assist- 
ant to ©. C. Barnet of the Denver 
Office, in the halls of the Main 
Office today, and say! No wonder 
the Denver Daring Doers are show- 
ing form for we hadn’t talked to 
him five minutes before we were so 
filled with ‘‘pep’’ we could have 
gone out and written a humdinger of 
an editorial, or if occasion required, 
piced up a model case and shown 
some one up. 

The lightning bug is a_ beautiful 
bird, 

But hasn’t any mind, 

He dashed through this world of 
ours, 

His headlight on behind. 


C. L. Powell who has been assist- 
ant to Mr. Storr for the past year, 
and doing fine work in this ecapac- 
ity, is now doing factory sales work 
in Eastern Pennsylvania. He spent 
a few moments with us. Mr. Pow- 
ell has been around the world sev- 
eral times and he made us wish we 
could take a jaunt into the Orient 
and see some of the interesting 
places he described. 

Incidentally it might be men- 
tioned that he has an unusually fine 
collection of Oriental goods and has 
taken something over 2,000 good 
pictures of the various bridges and 
pagodas in China. His experiences 
in traveling made us more than ever 
appreciate the ‘jitney’’ that runs 
right past our door, and while some- 
times we ride eight ‘‘deep’’ there is 
no danger of being held up by a 
conscienceless highwayman. 


The Bowser Organization is 
constantly contributing men for 
public work—for the Red Cross, 
for the sale of Liberty Bonds, 
and what not? 

The latest to do his bit is Exec- 
utive Assistant E. H. Briggs, 
who was called upon recently to 
present, at the Palace Theatre, 
the advantages and necessity ‘of 
the purchase of War Saving 
Stamps and Thrift Stamps. Mr. 
Briggs gave a very interesting 
and instructive talk. 


eT 


St. Patrick Was a Gentleman 


Oh! St. Patrick was a gentleman, 
Who came of decent people; 

He built a church in Dublin town, 
And on it put a steeple. 

His father was a Gallagher; 
His mother was a Brady; 

His aunt was an O’Shaughnessy, 
His uncle an O’Grady. 

So, success attend St. Patrick’s fist, 
For he’s a saint so clever; 

O! he gave the snakes and toads a twist, 
And bothered them forever. 


The Wicklow hills are very high, 
And so’s the Hill of Howth, sir; 
But there’s a hill, much bigger still, 
Much higher than them both, sir. 

‘Twas on the top of this high hill 
St. Patrick preached his sarmint 
That drove the frogs into the bogs, 
And banished all the varmint. 
So success attend St. Patrick’s fist, 
For he’s a saint so clever; 
O! he gave the snakes and toads a twist, 
And bothered them forever. 


O! was I but so fortunate 


There’s not a mile in Ireland’s isle 
Where dirty varmin musters 

But there he put his dear fore-foot, 
And murdered them in clusters. 

The toads went pop, the frogs went hop, 
Slap-dash into the water; 

And the snakes committed suicide 
To save themselves from slaughter. 

So, success attend St. Patrick’s fist, 
For he’s a saint so clever; 

O! he gave the snakes and toads a twist, 
And bothered them forever! 


Nine hundred thousand reptiles blue 
He charmed with sweet discourses, 

And dined on them at Killaloe 
In soups and second courses. 

Where blind worms crawling in the grass 
Disgusted all the nation, 

He gave them a rise, which opened their eyes 
To a sense of their situation. 

So, success attend St. Patrick’s fist, 
For he’s a saint so clever; 

GC! he gave the snakes and toads a twist, 
And bothered them forever! 


As to be back in Munster, 

’Tis I’d be bound that from that ground 
I never more would onee stir. 

For there St. Patrick planted turf, 
And plenty of the praties, 

With pigs galore, ma gra, ma ’store, 
And cabbages—and ladies! 


Then my blessings on St. Patrick’s fist, 


For he’s the darling saint O! 


O! he gave the snakes and toals a twist; 


A new story is at hand bearing 
upon the exasperating delay in com- 
pleting the Lambs’ new clubhouse. 
Thomas Findlay was one day passing 
the clubhouse, where the work upon 
the addition is still in progress. 
Meeting the janitor, Findlay asked 
him how soon the building would 
be ready for occupancy. 

The janitor, an Irishman, replied: 
““ About the first of Octember.’’ 

Findlay retorted, ‘‘You mean 
Septober.’’ 

“‘T meant what I said,’’ insisted 
the janitor, ‘‘Octember.’’ 

“But there isn’t any such 
month,’’ declared Findlay. 

“‘That’s why I made it Octem- 
ber,’’ answered the janitor. 

—New York. Telegraph. 


Our congratulations and_ best 
wishes to Mr. and Mrs. R. J. Good- 
man, who were married in Detroit 
ou the 15th of February. 


Soft snaps come only with hard 
work. 


He’s a beauty without paint O! 


The family of the late Capt. N. 
G. Oattis wish to thank you 
for the beautiful floral offering 
and kindness shown in their be- 
reavement. 


MISSion 


SUPFIE srenge 


A California Filling Station Using 
Three Cut 101’s. 


One day last week, Mr. Billy Row 
dropped into the Memphis offce and 
said, ‘‘I give up—don’t know what 
to do.’’ And then he went out and 
sold to one man a twenty barrel Cut 
101, a two barrel 41, and a battery 
of lubricating outfits. Certainly is 
discouraging, isn’t it? 
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We were pleased to notice 
‘‘Harry’’ Dobson strolling around 
the plant today. He looked a bit 
“‘cocky,’’ we thought, but then that 
isn’t strange for he has done some 
fine work in the Government Sales. 
We asked him how he got along 
without Broadway for a stroll or 
the Statue of Liberty at hand for 
a confident, but he said he got a 
great deal of satisfaction talking to 
himself for then, not only did he 
have an appreciative audience, but 
no one contradicted him. 


““Casey,,’’ said Pat, ‘‘how do yez 
tell th’ age of a tu-u-rkey?’’ 

“Oi can always tell by the teeth,’’ 
said Casey. 

““By the teeth!’’ exclaimed Pat. 
‘“But the tu-u-rkey has no teeth.’’ 

“*No,’’ admitted Casey, ‘‘but Oi 
have.’’ 


“‘The higher and wider is the 
sweep of vision, the more difficult 
it is to stumble at trifles and make 
mountains out of mole hills.’’ 

A, Pp. STANLEY, 


Keep Fishin’ 


(Anonymous) 


Hi Somers was the durnest cuss 

Fer catchin’ fish—he sure was great, 
He never used to make no fuss 

About the kind of pole or bait. 


Kr weather, neither; he’d just say, 
““T got to ketch a mess today.’’ 
An’ to the creek you’d see him slide, 
A-whistling soft and walking wide. 
I says one day to him, says I, 
‘‘How do you always ketch ’em, Hi?’’ 
He gave his bait another switch in, 
An’ chueklin’ says, ‘‘I jest keep fishin’.’’ 


Hi took to readin’ law at night 
And pretty soon, the first we knowed 
He had a lawsuit, won his fight, 
And was a lawyer! I’ll be blowed! 
He knowed more law than Squire MeNabb! 
An’ though he had no gift of gab 
To brag about, somehow he made 
A sober sort of talk that played 
The mischief with the other side. 
One day when someone asked if Hi’d 
Explain how he got in condishin, 
He laughed an’ said, ‘‘I jest kept fishin’.’’ 


Well, Hi is Gov’ner Somers now; 

A big man ’round the state you bet— 
To me the same old Hi, somehow; 

The same old champeen fisher, yet. 


It wasn’t so much the bait er pole. 
It wasn’t so much the fishin’ hole, 
That won for Hi his big success: y 
“Twas just his fishin’ on, I guess; 

A cheerful, stiddy, hopeful kind 

Of keeping at it—don’t you mind! 

And that is why I can’t help wishin’ 
That more of us would just keep fishin’. 


co -——- oe 
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Concentration 


Concentrate your efforts on 


those prospects who last Fall in- 


fe 


in the Spring. 


srmed you that they would buy 
Develop one new 


prospect each day. 


E. B. Frencu, M gr., 
Washington District. 


The perpendicular pronoun is all 


right if you keep it throttled down 


G[_E F £ 


Albany’s “Tenacious 
Ten” 


March 2, 1918 


W. C. BALSHY 

sce WN, LEA BALA O)SbAE 
Ss. H. TAYLOR 

J. KR. EGGLESTON 
Fr. F. RYDER 

F, C. SCHUSTER 
F. HERNON 

5. T. ROBERTS 

. DE PLACE 

U5 Bl, LE ACOINES 


MONDO wr 
~ 
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“What a thinks ts the 


to three miles an hour. Too many of : man : 
us step on the accelerator. most important thing about 
—Good Impressions. him.” 


District Office Quota Standing 


9th Quota Week—March 9th, 1918 


DIVISION “A” 


DIVISION “B” 


1. DALLAS - - - B.L.Prince,Mgr. 1, WASHINGTON E. B. French, Mgr. 
2. SAN FRANCISCO D.S.Johnson, Mgr. 2. DENVER = = pC. C Barner i nien! 
3. MEMPHIS - - H.W. Brown, Mer. 

4, ATLANTA - H.C.Carpenter,Mgr. 3- TRI-STATE J. W. Burrows, Mgr. 
5. ST. LOUIS - - L.E.Porter,Mgr, 4, CHICAGO - T. D. Kingsley, Mgr. 
6. TORONTO! © Harry Christie, Mgr. “5 (MINNEAPOLIS Ri Ro Safiord, Med 
7. ALBANY - - - W.M. Mann, Mer. ae. 

8. FT. WAYNE A. W. Dorsch, Mer. © NEW YORK - E. J. Little, Mgr. 
9. PITTSBURG - - H.C.Storr,Mgr. 7. PHILADELPHIA J. P.O’Neil, Mgr. 


District Office Standing in Lubricating Contest 
March 9, 1918 


. MEMPHIS 


DALLAS 6. TRI STATE 11. ALBANY 
; . LOUIS 12. IE 
RARINTIRGRE ‘ Sa 13. SAN FRANCISCO 
: 14. NEW YORK 
MINNEAPOLIS 9. DENVER 15. TORONTO 
CHICAGO 10 16. FT. WAYNE 


Standing of Forty High Men Volume of Business 


Match 8, 1918 
I. WC Elasleya ace tee Albany. 2g Ee lee Michi y 0 ree meres Pittsburg 
2. W. B. Stamford: 2. Philadelphia )22.08 Ll ee plesae mina New York 
Da dee SL OTN G Te Menge eee ee Torontos e2a. ©: lies pelo item te: Washington 
A de Le Gibbons 2 Washington 2475 W. -Ve-Crandallis et. Denver 
Os Shee eM en eo oe Pittsbur oh e252. Lee aSWCr Clam net. arene Denver 
62 BeATEDettl erarpnar meee Tri-State’ 2622 Hh. ES Enelishees San Francisco 
(MAG, Tae BY O Waterers -teattencett eae Dallas 2 /.) lie) ab akeiaemen San Francisco 
3. Eee Wie tax Caen eee Ba Memip hi si 23 seem Grae lGlclin sania ee emer Toronto 
9) hk. Coddino tonite nt Denver (29M On Bennet tn wei eee Dallas 
TOR Miva dels Mladen, < Soke Atlanta 30. M. C. Benham.._._.Minneapolis 
112 OF Le Vc Ka SS ara ene IDPS) oh, SOL Wis UGREEN Os oo ceo. odes Dallas 
122. Jl Connell vemere nes Chicago 32. K. F. Hessenmueller.. Pittsburg 
dss LE Re AEN Woh id caetien een cs ats Atlanta 33. C. 8. Severance...San Francisco 
14. BEBEAtesa eee IDE MUR ay May Jets IDURD oe eo Albany 
Le He. OtCtaZel ain ere Memphis) (309 -lare@ aantn ent errr anes ,.. Dallas 
Woy Ki, WW ASAD a cto New York™ @30" J. SW Jewel cesses eae ee Denver 
fee Lely: MO Sel eyepiece onipe db(ayvarcis ovis) WMG TSM Os ds ou ooo a St. Louis 
Sate eIN gS PO Willis cet nen ities Sete ee Dallas 38. W. 8. Johnson...San Francisco 
19; HA. Vortigern..., Philadelphia "395d. C: tong. eee Atlanta 
PAU ts ball Bop MRE Rai Nay titi 3. osceg ies a6 Albany 205" 4 )0 Hee @ wines ane Pittsburg 
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Set a Goal 


There is only one sure way of 
attaining to something worth 
while and that way is—Set a goal 
and strive for it. Our company 
has always employed this method 
and the result has been that 
never a year have we failed to 
gain an increase over the previ- 
ous year’s record. There 1s no 
obstacle which cannot be over- 
come by DETERMINATION 
and WORK. 

LEX Perper: 
St. Louis Manager. 


Miss Loretta Reilly, the Al- 
bany correspondent, advises us 
as follows: 

“¢Some time ago one of our sales- 
men was giving Mr. Mann a little 
‘‘How I Did It’’ speech after the 
closing of a particularly nice order. 
The peroration as we recall it was: 
‘‘And I stayed with them until 
twelve P. M. and closed the order 
before you,’’ after which he paused 
invitingly and waited for the ex- 
pected words of commendation. But 
our D, M. merely growled, and said: 


“And after that I suppose you went 
to bed!’’ 


Some More Cup Dope 


When I was at Fort Wayne, 
I did a lot of bragging about the 
“Fighting Phillies’ and what 
they would do this year in the 
cup race. 

Well, I have the same idea 
yet—not changed a bit—and that 
cup race is on with a vengeance. 
It is up to you fellows in the field 
to make my predictions come 
true. JP ONE 

Philadelphia District Mgr. 


We have inside information that 
J. C. long, -Z. V.-McClure® anda: 
S. McRae have engaged transporta- 
tion aboard the ‘‘1918 Pacemaker 
Special’’ being made up in the 
Atlanta Office. 


On behalf of myself and family, I 
wish to thank the officers and mem- 
bers of the Pacemakers Club for the 
beautiful token of sympathy sent on 
the death of my sister, which oe- 
curred on February 18th. 

Rk. 8. GILCHRIST. 
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Saturday Results 


Saturday sales might well be 
called “all velvet” sales, for many 
salesmen look upon Saturday as 
a holiday. Whenever we hear of 
especially good work we feel like 
telling of it, believing it will give 
a new view-point to some who 
might be inclined to overlook the 
possibilities. 

‘“Hnelosed find order for 5-bbl. 
Cut 19A outfit, which please ship at 
once. In regard to closing this Sat- 
urday evening sale, would say that I 
landed at 5:20 P. M. and found Mr. 
Rathbun in his store just going out 
with an armful of stove wood and 
before he got out I had his check and 
order to ship this outfit at once. 
This order was closed in ten minutes 
and I found Mr. Rathbun to be one 
of the most attentive purchasers that 
I have had the pleasure of inter- 
viewing during my experience with 
our line.’’ 

D. F. HERNON, 
Albany District. 


On Talking Too Much 


Mark Twain once told about 
going to church one hot, swelter- 
ing night to hear the annual re- 
port of a city missionary who 
went around finding people who 
needed help and didn’t like to ask 
for it. Says the humorist: 


“He told of the life in cellars 
where poverty resided; he gave 
instances of the heroism and de- 
votion of the poor. When a man 
with millions gives, he said, we 
Make a great deal of noise. It’s 
a noise in the wrong place, for 
it’s the widow’s mite that counts. 


“Well, he worked. me up to a 
great pitch. I could hardly wait 
for him to get through. I had 
$400 in my pocket. I wanted to 
give that and borrow more to 
give. You could see greenbacks 
in every eye. 

“But instead of passing the 
plate then, he kept on talking and 
talking and talking, and as he 
talked it grew hotter and hotter 
and hotter, and we grew sleep- 
- ier and sleepier. My enthusiasm 
went down, down, down, $100 at 
a clip, until finally when the plate 


did come around I stole ten cents 
Out .Or ity” 


(Lest we incite our readers to 
crime we hasten to “pass the 
hat”.)—Good Impressions. 


George Roos of the 
Pittsburgh Office 


We asked George to pose for 
a “pitcher” just like he looked 
when he was out on the road, so 
he said, “Gee whiz! Where’s 
a grip?” We dug up a real model 
case and snapped him. After it 
was all over we found him try- 
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ing to put the things back in the 
case and he explained that he 
had emptied it, because if it had 
been loaded, he “would have 
looked lop-sided”. And yet they 
say the ladies only are vain! Ye 
gods!! 


St. Louis High Men 
Match 9, 1918 


Three High Men in Volume of Busi- 
ness Week Ending March 9, 1918. 
CyGe JOPLIN 
W. Ht. McKILLOP 
mS), Cy JENNIE 
Three High Men in Number of Sales 
of Lubricating Outfits Week 
Ending March 9, 1918. 
W. F. MeKILLOP 
H. G. STEINEL 
Cl ES eRID BY, 
Three High Men in Volume of Busi- 
ness Year to Date. 
T. H. MOSELEY 
(O5 ISL, LARD NDING 
W. F. McKILLOP 
Three High Men in Number of Sales 
of Lubricating Outfits Year 
To Date. 
Oy, 18h, 2D NY 
He By YOUNG 
J. D. OLMES 


Some Stimulator 


Mr. Mann, Manager of the 
Albany office, advises that it is 
small wonder S. T. Roberts has 
been a big producer. Just to 
keep from getting writer’s cramp 
from writing orders he goes out 
and “gets” a new typewriter. 
“Corona” is her name.” We are 
advised “she” has stuck right 
by “Stanley” during these cold 
trips through the Adirondacks 
while he was pursuing elusive 
customers. 

Just to show that “they” made 
some team, he walks into the 
Albany office the other day with 
orders that will probably total 
around 40 points. 

The sympatby of all in the Bowser 
organization who have the pleasure 
of knowing Mr. R. S. Gilchrist, of 
the Toronto Office, goes out to him 
because of the death of his sister, 
which oceurred February 15th in 
Toronto. 
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Optimism 


A Sales Letter from C. C. Barnet, Man- 
aget Denver Office, to His Men 


Sometimes you meet a prospect who 
is downright blue, which he did not catch 
from you. Nevertheless, it is up to you 
to separate him from such mental stew. 
Southwestern Texas has been hard hit 
for the past fifteen months with an unin- 
terrupted draught. The following lines 
written by a citizen of that section are 
well worth bearing in mind when you 
“meet up” with anyone who has not, one- 
tenth the reason for pessimism as have 
these Southwestern Texas fellows, who 
are showing so much optimism under 


most trying circumstances : 
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Send Your Soldier a “Smileage”’ 
Book 
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NATIONAL ARMY CANTONMENTS 

NATIONAL GUARD CAMPS 
THE COVPONS IN THIG BOOK WILL BE ACCEPTED I 
PURCHAGE OF THEATRE TICKETS AT LIBERTY 
THEATRES. UBERTY TENTS OF ¥,M.C.A. AUDITORIUMSE 
AT ALL NATIONAL ARMY OR NATIONAL GUARD 
cAMmPS 


RSAMPLE A 


Here’s a royal gift for soldiers in training 
camps. A “Smileage Book” of tickets to “Liberty 
Theatre” entertainments. 


FROM mw we on comme eee nw wee = 


‘‘While our Western skies are rainless, 

While the weather has been shameless, 

We, ourselves, are wholly blameless— 
Hear us, MEN! 


While the drought is still about us, 

While the weather gods all flout us, 

We will pull through—never doubt us— 
Yes, sir—WHEN? 


Let the rains commence to falling, 

Let us quit this food stuff hauling, 

Let the cattle stop their bawling, 
3etcha—THEN! 


Then—rich grasses you’ll see growing, 

Then—great rivers you’ll see flowing, 

Then warm zephyrs you’ll see blowing— 
O’er the plains. 


Then—the flowers will be blooming, 

Irrigation ditches fluming, 

And the cattle markets booming, 
Which explains— 


You’ll hear the birds all singing, 
Cows and heifers will be springing 
And the sheep twin lambs-a-bringing— 
Ranch refrains. 


Then the fields will all be greening, 

Then the hens will all be preening, 

And the farmers will be gleaning 
Golden grains— 

Then we’ll all be in the clover, 

Not a man will be a rover, 

When the long, long drought is over’’ 


WHEN IT RAINS. 


A letter was recently sent to a 


Splendid attractions — top-notch vaudeville 
acts, concerts, lectures, motion pictures, etc., etc. 
Under government supervision. Clean whole- 
some entertainment—laughter and fun galore. 
Your soldier will be delighted to receive a 
“Smileage Book.” 

Don’t fail to send him one. 


Facts About Smileage Books 


1. Smileage Books are books containing coupons en- 
titling a soldier to admission to any entertainment 
held in Liberty Theatres, Liberty Tents, etc., Na- 
tional Army Cantonments and National Guard Camps 
Ind URSA: 


Smileage Books are issued by Military Entertainment 
Committee, under supervision of War Department. 


Smileage Books containing 20 coupons cost $1 each. 
Smileage Books containing 100 coupons cost $5.00 
each. The price of entertainments range from five 
to twenty-five cents. 


4. Smileage Books are for use in Liberty Entertain- 
ments in National Army Cantonments and National 
Guard Camps only. They do not apply to naval 
training stations or other camps. 


Smileage Books are on sale by local Smileage Com- 
mittees everywhere throughout the country. 


6. There is space on each book for name of soldier and 
name of person sending book. Smileage Books are 
transferrable to soldiers in Uniform. They can be 
used by civilians only when accompanied by a soldier. 


7. Sixteen theatres have been built. Chautauqua tents 
erected. A complete schedule of entertainment ar- 
ranged. 


8. Smileage Books are needed for our millions of sol- 
diers. Buy yours today—send it at once to your 
soldier. 
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Well, we don’t know what you’ll 


key, 12:30 P. M.; Marion, 2:45; 


Frenchman by the Toronto Office 
asking him to pay his account and 
read in part as follows: ‘‘We are 
surprised that you have not given 
this matter attention.’’? His reply, 
which nas the characteristic French 
humor, read in part: ‘Gentlemen: 
—Do not be surprised. I am enelos- 
ing herewith my check.’’ 


say but we believe that H. E. Conn, 
of the Fort Wayne office, has pro- 
duced a ‘‘perféect day.’’ Listen while 
we read his own words. 


‘‘Left Muncie this morning (Sat- 
urday) at 4:50 and the following 
towns at the time given after: Win- 
chester, 6:29; Ridgeville, 8:04; drove 
from Powers to Redkey; left Red- 


Herbst, 4:46; Marion, 7:39; arriving 
home at 9:00, perfectly satisfied to 
eall it a day.’’ 


Conn made it a real, honest-to- 
goodness perfect day, by making 
three sales—one for a handsome gas- 
oline equipment, one for lubricating 
oil, and one for a Cut 10. 
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Ieconsiderine F.C, We. O, 
business it is quite important that 
we, as salesmen, be convinced of 
its advantages. 


This is a matter which requires 
the greatest amount of tact for 
handling, not that it is a device 
with which to take advantage of 
a customer, but because the aver- 
age person has been so unaccus- 
tomed to doing business on this 
Pasisetiatshevis “oun shy” at 
first. 


The most common reply when 
the matter is broached to him is, 
“Why, many firms give me that 
discount in thirty days.’” Wheth- 
er this is his complaint or not, 
we must remember that every 
business has its own terms; gro- 
cers sell on one basis, dry goods 
merchants another, milliners and 
druggists still another. 


ieee ec VV) ©} terms are 
advantageous to every Bowser 
buyer. It gives him an addition- 
al 3 per cent. for his money be- 
tween the time his order is placed 
and the goods received. No time 
is wasted in the Home Office giv- 
ing credits. With immediate 
shipments which are possible at 
this time, no trouble should be 
experienced in selling on these 
terms. 


We have asked several sales- 
men for their methods in han- 
dling the matter of F. C. W. O. 
and from their replies we are 
firmly convinced that it requires 
a great amount of tact, for many 
an order has been lost when a 
salesman attempted to get a F. 
C. W. O. check—not that it is 
not perfectly legitimate, but be- 
cause it is so at variance with 
their customary way of doing 


business that they resent, what 
they believe is an imputation 
upon their characters. 

Vie aVVeen@) Brien Otesot. 
Louis, has been very successful 
in getting F. C. W. O. and states 
that after writing up the order 
in consideration of check with 
the order he will receive five 
per cent. discount and if the cus- 
tomer remonstrates that he is not 
accustomed to paying cash before 
he gets his goods, is reminded 
that we are not questioning his 
credit, but are extending to him 
a consideration for the use of his 


Money. wt ms) totea matter Or 
compulsion that he send _ his 
check, O’Brien makes him see, 


“but to his own advantage.” 


Mr. W. O. Billings of Wash- 
ington believes “the first consid- 
eration imerettine Bei. W, ©. 
is to call and present these argu- 
ments to a class of business peo- 
ple who are broad enough and 
big enough to see and appreciate 
the saving when shown to them”’ 
and we believe thiseica trues Dut 
we must not overlook the fact 
that many merchants measure up 
to these financial standards who 
have apparently limited credit 
ratings. 

Cans Egoleston: o; “Albany, 
President of the Pacemakers’ 
Club in 1916 and Director of his 
District in 1917, andi a“ Six- 
year” man, simply puts it up to 
the merchants as a good busi- 
ness proposition, telling them 
frankly that it is a material sa- 
ving in clerical work in the Bow- 
ser factory and in every way ex- 
pedites the handling of orders 
and the shipping of goods, and 
that we can, therefore, afford to 
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extend it. Mr. Eggleston believes 
it good policy to bring out the 
Pe Cae © onasetor thessale 
coincidentally with the writing of 
the order, for it is not a discount, 
it is a term of sale. He makes 
it very explicit. 

Miva) Jo Mack-ot the :Fitts- 
burgh District believes this 
should be entirely a matter of the 
salesman’s own common, sense 
and judgement of the customer’s 
standing in his community. Nine 
times out of ten, customers will 
intimate in some way that they 
can pay cash. Consequently, he 
never loses a chance to make his 
arguments lead back to the 5 per 
cent. if the check goes in with 
the order. He says, “Many of 
them will say, ‘I will pay cash 
when goods arrive and why 
should I let Bowser use my mon- 
ey ninety days before I receive 
any value for it? Mr. Mack 
then shows them that inasmuch 
as Bowser virtually pays 3 per 
cent. for the use of their money 
for the short time necessary for 
them to receive their money’s 
value, it stands to reason that in 
every way they are the gainers 
and not the Bowser Company. 
In case Mr. Mack goes to the 
bank to have a check certified, 
hie believes it wise to tell the 


merchant he is going to do it. 
He is open and above board 


about the whole transaction. 

Mr We Pa ohepherd of Tri- 
State, an old timer with the Bow- 
ser organization, a five-year man, 
mie tne Pacemaker Club of 1917; 
believes in coming right out flat 
with all his ammunition, for he 
says: 

“T firmly believe if I attempted 
to sidestep the price or evade it 
in any way when the customer 
asks it, I would create suspicion 
in his mind that my price is so 
high that I am afraid to tell him. 
Detetore. Ieam pertectly frank 
with him, answer his questions 
promptly and not in an under- 
tone as though I am afraid of his 
jumping all over me. He gets 
my terms in as matter-of-fact a 
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way as I can give them to him 
and I do not make any attempt 
to have him mistake them. 


“Sometimes they ask me, ‘Do 
you mean to say that I have to 
give you cash in advance?” Then, 
as though I did not suspect they 
were mad about it, I say, ‘No, I 
didn’t say you had to pay cash. 
You asked me my terms and I 
gave them to you. There are 
various ways you can buy these 
goods; let us see which is the 
best way to buy goods. You can 
buy these goods and take two per 
cent from the amount in ten days 
from date of invoice. Now, the 
probabilities are that you have the 
money lying in the bank to pay 
for this equipment, or you would 
not consider buying on short 
terms, and the money may not be 
earning you anything. There- 
fore, by accepting the cash with 
order terms your money earns 
three per cent per month or 
thirty-six per cent per year. 

““How did you figure that?’ 
Well, you get 2 per cent if 
you pay in ten days and you get 
5 per cent by paying cash with 
order. There is a difference of 
3 per cent. If you discount this 
same amount every thirty days 
for twelve months your money 
earns thirty-six per cent a year. 
You cannot beat it. No way you 
can invest your money will earn 
as much for you as taking ad- 
vantage of cash discounts.’ 

“There is one thing I do when 
a customer says that no other 
concerns ask him to pay cash. I 
go right back at him and say, 
‘Are you doing business with any 
two concerns that have the same 
terms, and there is no one who 
can prohibit us from giving you 
an extra three per cent for cash 
with order. Mr. Customer, you 
are doing business today with 
concerns to whom you would be 
glad to pay cash if they would 
give an extra three per cent for 
it. They usually admit it. 

“Usually I have copies of or- 
ders taken on these terms from 
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merchants in his vicinity and 
these have a tendency to take 
some of the kick out of him. 


“But I positively have never 
lost an order that I can recall be- 
cause J] stated my sie Gsw-O; 
terms. It is my opinion that an 
excuse such as objecting to F.C. 
W.O. is only a bluff and the cus- 
tomer would not have bought 
anyway.” 


Oh, That Cup! 


H. W. Brown, Manager of 
Memphis District, never allows 
his “Memphis Hustlers” to over- 
look the Cup possibilities. Just 
to keep their eyes fixed on the 
goal, he says: 

“T believe every man in the 
organization would like to see 
the CUP come to Memphis. I 
am disappointed if any man lacks 
such ambition. We can have it 
if we want it bad enough. Go 
after it and keep going. Past ex- 
perience has shown that the best 
time to win a Cup is the first 
three months of the year. Get to 
the top and stay there. Just as 
‘the early birds gets the worm,’ 
so does the early organization 
pe tne CU 


The Denver Daring Doers, under 
the direction of their manager, 
Charles C. Barnet, are right out after 
the Shining Cup—the mark of Su- 
perlative Managership. 

Optimism? Well, I guess! They 
are so ‘‘sot’’ on taking the Cup to 
Denver that they are working 28 
hours a day. Then, too, Charles 
wants to make it ‘‘Every man a 
Pacemaker in 1918.’? 


Ft. Wayne’s “Ten 
High” 


Match 5,-1918 


W. C. SUTTON 

J. = PRIDE, IR. 
W. A. ARMSTRONG 
PHILIP CARLTON 
R. J. GOODMAN 
CARVER WOOD 

Cc. A. MATHISON 
F. P. BRANDT 

9. J. W. CARLTON 

10. J. B. HAGAMAN 
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Denver Dating Doers 
Match 1, 1918 
YEARLY VOLUME 


1, R. CODDINGTON 
2. R. W. JEWEL 

3. H. U. EARLE 

4. F. W. SWERER 
5. J. H. WILSON 
6. R. F. ERWIN 

7. EA RV 
8. 


C. I. BENFORD 
9. J. F. VONDEREMBSE 
10. W. V. CRANDALL 


MONTHLY QUOTA 
PERCENTAGE 


H. U. EARLEE 

F. W. SWERER 

J. H. WILSON 

FF. H. KILVER 

R. CODDINGTON 

R. W. JEWEL 

R. E. ERWIN 

C. I. BENFORD 

J. F. VONDEREMBSE 
W. V. CRANDALL 


Mr. E. J. Little Mana- 
get New York Office, 
Til 


Just as we are about to go to 
press, we are advised of the se- 
rious illness of Mr. Little. He 
was taken suddenly ill in New 
York on February 28th, and aft- 
er a consultation of physicians he 
was hurried to the Presbyterian 
Hospital in New York: City for 
an Operation. 


After the operation Mr. Lit- 
tle’s life was despaired of for 
several days, but reports coming 
from his bedside today (March 
8th) indicate that he is well on 
the way out of danger. 


We know we voice the senti- 
ments of the Bowser organiza- 
tion when we hope for his early 
and permanent recovery. 


NULLITY 
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, BOWSER , 
BOOMER 


PUBLISHED SEM]-MONTHLY BY 
S.F. BOWSER & CO., Inc. 
Fort Wayne, Indiana 


Manufacturers of Oil and Gasoline 
Storage Equipment 


H. J. BRADSHAW, Editor 


THE BOWSER BOOMER IS THE MAGAZINE 
OF THE BOWSER SALESMEN 
OF THE WORLD 


It is published in their interests and its view- 
point reflects their aims, activities and ideals. 

Every salesman is entitled to a copy. 

News items, photographs, sales arguments 
from all are welcome. 


Vol XVII MARCH 15, 1918 No. 6 


Some may think they can reach 
the top without much effort, but 
should not kid themselves. We 
get only what we earn. 


NMr.5.E.. Bowser; President 
and active Directing Head of 
this big institution, “got there” 
as he has often said, “by work” 
—good intelligent work, careful 
analysis, sober living. So keep 
this in mind all the time! 


Our new office building is rap- 
idly approaching completion and 
ge) Mr---Bechtel, our General 
Manager, strolled through its 
commodious new quarters he re- 
marked we would soon be occu- 
pying them. 


We are going to reserve our 
description of the new building 
until a later issue, when we will 
give a complete history of its 
conception and construction, its 
wonderful completeness and its 
beauty. 


Mr. Bechtel remarked that 
there was not a more complete 
nor perfect building in point of 
construction to be found in the 
United States. Every conveni- 
ence for safety and comfort is to 
be found in it and—well, we said 
we would wait, so we will!! 


Good Roads 


Close Relationship to 
Good Business. 


T heir 


Were it not for the develop- 
ment of the automobile, the gov- 
ernment might at this time find 
itself seriously inconvenienced by 
a lack of transportation facilities. 


With railroad congestion the 
worst in the history of the coun- 
try, caused not only by lack of 
equipment and severe weather, 
but by inadequate storage facil- 
ities at the Eastern terminals, the 
traffic in some communities 
would be a negligible quantity, 
and because of this condition 
much inconvenience, if not act- 
ual suffering, would result. 


Many have looked upon great 
movements, like the establish- 
ment of the Lincoln Highway 
and other transcontinental roads, 
as designed to meet the needs 
of some fortunate people who 
have the money, time and desire 
to cross the continent, instead 
of looking upon it as a means of 
communication between commu- 
nities closely associated with each 
other. 


The old fable of every man liv- 
ing unto himself is exploded as 
it has been proven conclusively 
that we all live unto “each other” 
and the community which feels 
it will suffer because another 
close by is accessible, had better 
awaken to the necessity of striv- 
ing to make its own commu- 
nity the most desirable place in 
which to live, work and shop. 


Were it not that for years a 
“handful” of people were devo- 
ting their time and money to this 
great enterprise of establishing 
ereat “trunk” highways, we 
would at this time be seriously 
embarrassed. 


It behooves every Bowser 
Salesmatm tombe: Or, become “a 
booster for good roads. It might 
at first blush seem as though this 


INSIST 


were a Selfish motive. Well, let’s 
admit it is, if this will avoid any 
argument, but far above any sel- 
fish gain, there is a larger duty 
to the community and to the 
country in genéral. 


There is too large a number of 
people who are apathetic con- 
cerning matters of this kind, too 
many who are willing to let 
someone else do the work, who 
can sit back and find fault and 
offer no constructive ideas. This 
sort of people is not necessarily 
malicious by nature. They sim- 
ply haven't “seen the light” ; they 
aren't sold on the matter; and 
many times they are not sold be- 
cause their experiences do not 
carry them beyond the bounds 
of their own communities. Their 
outlook is narrow; their ideals 
are cramped and warped and 
what they really need is the big 
idea of a wide-awake mind more 
than they deserve condemnation. 


As a matter of fact it does no 
good to condemn a man who is 
narrow, or bigoted, or selfish. 
What he needs is a great big gob 
of unselfishness, liberality and 
progressiveness handed to him, 
for he is the victim of a false 
education and will respond just 
as positively to the stimulation 
of a Right Ideal. 


Our duty towards our com- 
munities is plain. If we see the 
hght we can carry it to others. 


Oh, Boy! What a day this is 
—the 5th of March at 1:20 in 
the afternoon. (We are giving 
the exact time so we can duck 
if the weather is bad, and cold, 
and drizzly and blustery where 
VOUT cammc Cota caclole.,)) 6150 
pick up your li’l grip and go after 
‘em. Gee! what a stimulator a 
Spring day is!!! 
shine !! 


Oh, you sun- 
Oh, you gentle breeze! 
ClCmepecD mmmecD fa Pep ut! 
Well, I suess. 
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Here is illustrated an outfit with 
the pump on the store floor and tank 
in the basement below. Note that | 
tank can be filled either through the 
drip pan or through the man-hole in 
| the tank. A float gauge is provided 
to show at all times the contents of 
the tank. 


Cut 1 Nia 


ROSENE cou 


Cut 305 


A type “A” tank with a half-gal- 
lon pump, discharge and float gauge. 
Sold in two, three, four, and five 
barrel capacity tanks. 


Cut 301 


This is an inexpensive outfit, 
having a half-gallon pump, deliver- | 
ing oil by use of a ‘‘quadrant” en- 
gaging the cog rack. A discharge | 
register and float gauge are provided. | | 
Furnished in one and two barrel 
capacities. The cellar outfit similar 
| to Cut 306 is known as Cut 303. 


Cut 106 

A long-distance quick - return 
pump, especially adapted to “‘hard” 
work. Will handle equally well 
paint oils, gasoline or lubricating oil. 
When used for kerosene the order 
must so state. A type “‘A’”, “B” or 
“C” tank must be used. 
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EGJAVE you analyzed 
a ‘| sell more kerosene 
ses city or working ov 
opr be helpful. 

The shortage of steel is 
so much trouble getting mat 
there is a decided scarcity of 

The oil companies are 
drums and demanding imme 
which we have heard, are re 
have underground storage te 

Transportation facilities 
large portion of one state v 
kerosene shortage. 

The coal situation due ~ 
caused by same lack of trans 
lack of terminal facilities, | 
inducing a merchant to ins 
enough capacity to tide hi 
arise. Every community |} 
anticipate the possibilities of 
previously mentioned who a: 


respective communities. ‘ 
NEVER, NEVER has it b 
awake on the subject of kerosene s 
Find the up-to-date, progres 
and see that he is enlightened upo: 
terest every dealer. When a sho: 


— 


DISTRICT OFFICE STAN! 
M. 


1. Dallas 5. Philadelphi 
2. Memphis 6. Chicago 

3. Tri-State 7. Atlanta 

4. Washington 8. St. Louis 


Which 
KEROSENE 


CONTEST 


st is on its Way 


is which should make YOU 
it? Whether you are ina 
rritory, the following will 


t oil companies are having 
the manufacture of drums 
TS. 

much higher charges for 
irns and in some cases, of 
)supply dealers who do not 


0 bad this winter that a 
dedly inconvenienced by a 


ack of cars, food shortage 
, freight congestion due to 
substantial arguments for 
lerground storage of large 


ny emergency which may 
rs wide awake enough to 
rtage due to the conditions 
x to properly protect their 


portant as now that we be wide 


business man in every locality 
ion. NOW is the time to in- 
it is too late. 


KEROSENE CONTEST 


ort Wayne 13. Minneapolis 
Denver 14. Toronto 
Pittsburg 15. Albany 
San Francisco 16. Né¢w York 
' 
eS SS 


Cut 63 


id an “old friend” introduced into 
ne. A most substantial equip- 
14 gauge steel and a life-time 


for Kerosene the order must so 
one, two, three, four, and five 
with a quart pump standard. 
a is required a charge of 
e, 


Cut 19 

The “Old Reliable” with a gallon 
pump and either type “A” or type 
“B” tank. Is equipped with a com- 
puter, discharge register, float gauge 
—supplied in two, three, four, or flve 
barrel tanks. An ideal equipment 
and a handsome fixture for any store. 
All the details of Cut 1 apply to this 
equipment. 


Cut 306 
This is the cellar outfit of Cut 
305 while it is filled in the same 
manner as Cut 1. 


Cut 41 

Where space is ata premium and 
a tank can be buried outside the 
* building, the Cut 41 pump makes an 
ideal fixture. Can be locked if de- 
sired. When furnished for Kerosene, 
the order must so state, for a black 
pump is furnished. A type “A”, “B”, 
or ‘‘C” tank must be furnished for a 

Cut 41 pump. 


SOMESER 


Cut 15 
Note that this outfit is a cut 41 
pump adapted to a special cellar 
type “B” tank for Kerosene. All 
piping in the installation is an extra 
charge. Note that the tank can be 
“offset” as desired. 
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The Joys of Betng a Traveling Man 
(L. P. Murray) 


(Written for THE 

The spirit moves me to make 
a few comments on the joys of 
a traveling man. Every few 
weeks someone from the office 
or factory expresses a desire to 
be quit of the drudgery and in- 
conveniences of a well-ordered, 
comfortable life at home to enter 
into the care-free, lightsome ex- 
istence of a commercial tourist. 


300MER ) 


It almost makes me weep in 
the poignancy of my grief for 
their unhappy lot when I remem- 
ber them all at home today. There 
they are, routed out of their 
downy couches at 9:30 a. m. for 
breakfast WITH THEIR FAMILIES, 
then the dreary grind of church, 
a home-cooked dinner of roast 
chicken, broiled mushrooms, ice 
cream and other Hooverized 
hardships—a drive and visit with 
friends, and so the dismal round 
continues until at the close of the 
dark unending day, with nothing 
else to do, they perforce retire 
to spotless linen with nothing 
better than a choice hair mat- 
tress on which to rest their 
weary frames. 


Consider now the peaceful life 
of the happy traveler, myself to- 
day, for instance, with a day of 
sightseeing before me. No oc- 
casion to rise to change cars un- 
til 6:00 a. m. and only eleven 
other men trying to shave and 
“ablute’ in the  six-by-eight 
dressing room. This treat hav- 
ing been enjoyed to the hilt, 
comes now a_ brass-trimmed 
Ethiopian armed with the stub 
of a whisk broom with which he 
deftly extracts the results of yes- 
terday’s thrift. This operation 
successfully negotiated, I find 
myself out in the nice cold rain, 
but welcomed to the arms ofa 


red-capped Turk, who carries my 


bags twelve feet to another pal- 
ace on wheels whilst he garners 
the moiety of my savings over- 


looked by the dusky highwayman 
from whom I so lately escaped. 


With what bliss I find myself 
“encompassed round about” with 
a host of grinning nubions anx- 
ious to serve and please (them- 
selves) and with what inexpress- 
ible delight I view the old famil- 
lar dining car menu—unchanged 
since first I met it thirty years 
ago, except that the erstwhile 
modest numerals with which it is 
adorned have grown to impress- 
ive proportions. 

How dear to my heart are the 
scenes of my childhood!! 


Turning my thoughts from 
such joys lest too much prove fa- 
tal, I begin the serious business 
of a tourist, 7. e., sightseeing. 

We are passing through a 
wonderful country, most marvel- 
ous because exactly like every 
other place—so restful since there 
is nothing new to excite one. A 
lovely drab, soggy landscape, all 
littered with  tumbled-down 
shacks, rundown fences, rubbish, 
mules and yellow hounds, and 
intersected by beautiful, undulat- 
ing mushy clay highways. 

The air in our coach was in- 
stalled by the Pullman Company 
when the car left the shops fif- 
teen years ago and is warm, rich 
and spicy, redolent of “millions 
who before us passed this door 
of darkness through” and doubt- 
less in this very atmosphere “ate, 
drank, loved, laughed and lived, 
and liked life meet ’, Who am I, 
that I should rail at what has sat- 
isfied others for lo, these many 
years? 

Our “flyer” is a most obliging 
one and stops at the slightest 
suggestion, requiring little or no 
provocation to linger lovingly at 
each “village of the plain”, where 
to judge by appearances the 
swain though not a laboring one 
is cheered by health if not by 
plenty. At each stop we see the 


ISSA 


station platform all cluttered up 
with natives in their Sunday best, 
hands in pockets in an attitude 
of perfect rest, with sagging jaw, 

“standing at gaze like Joshua’s 
moon in Ajalon”. My impulse is 
to alight and deal out a few swift 
kicks, out of curiosity to see if 
there is an emotion in the crowd, 
but with more wisdom than some 
give me credit for, I restrain 
myself. 


With these few more or less 
well-chosen words, and more 
would. be a redundancy, an at- 
tempt to “gild the lily’ I hope I 
will awaken in other bosoms 
seething with adventurous spirit 
a desire to leave a life of “false 
delights and woes that are not 
false” and that their spirits will 
“leap before them, in among the 
marts of men; men, my brothers, 
men the workers ever reaping 
something new. That which they 
have done but earnest of that 
they shall do”. 


Yours wearily, at the end of a 
perfect day, L. P. Murray. 

P. S.:—Just saw the cutest lit- 
tle pickaninny standing in the 
doorway of a cabin, wearing a 
happy smile, and not much else, 
waving its little black hands at 
the train. Life is pleasant, full 
of wonders. The sun is breaking 
through the clouds. It’s good to 


be alive. L@PaMe 


New York’s High Five 
Match 2, 1918 


G. W. SCOTT 
F. H. PEEPLES 
H. F. BABBITT 
He Joes Bays 
H. DALGAARD 


Ov He Go DO Ft 


Mr. C. H. King, a 1917 Pacemaker, 
is making rapid strides toward the 
1918 Pacemaker Goal. 

Mr. King is one of Mr. Deming’s 
Satellites in Western Canada and has 
‘seen the light’’ on Lubricating 
business, as was attested by his 
record in 1917. Mr. King was one 
of the fortunate salesmen in the 
Toronto district who won a prize for 
the sale of this class of equipment. 
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How V. P. Bennett of the Tri-State 
Office Sells the Paint Oil Line. 
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Mr. Bennett has been very 
successful in selling the Paint Oil 
line and, in response to our re- 
quest for his methods, he has 
submitted the plan he follows. 
We believe his points are well 
taken. 


He speaks of the reduction in 
fire insurance rates. This is a 
matter which should be handled 
with great care for, in many lo- 
calities, there is no reduction in 
rate because of the installation of 
proper equipment, There are 
sufficient reasons, however, aside 
from this to induce a thoughtful 
merchant to invest. — Editor’s 
Note. 


This is a line that one is very 
liable to overlook as some deal- 
ers think they do not use enough 
paint oils to warrant using equip- 
ment to store it properly, but 
every dealer who handles linseed 
oil, turpentine, benzine or nap- 
tha is a prospect and should store 
it in a Bowser Cut 109 or 115 or 
41 to prevent over-measure, spill- 
ing and hazard to his property 
and stock by fire. 


In every unproperly equipped 
oil room you will find oil-soaked 
floors, caused by oil being drawn 
through a common faucet or 
stored in a common tin tank. It 
is impossible to stop the flow into 
the measure when one desires. 
The measure often overruns, 
spills oil on the floor, and the 
dealer or his clerk (usually in a 
hurry) picks up the first rag he 
finds to wipe off his customer’s 
can before handing it to him. 
He drops the rag, expecting to 
come back and destroy it, but 
forgets and it gets pushed back 
into a corner and the next thing 


he knows spontaneous combus- 
tion takes place and he has a fire 
and loses all his property and 
stock. It is almost impossible to 
put out a fire that starts around 
the oil room and I lay great 
stress on the hazard of one poor- 
ly equipped. 


When I call on a hardware or 
paint store, I first find out if the 
dealer sells many of the painters, 
and if he says he does I know 
he sells a lot of linseed oil, tur- 
pentine, benzine, and naptha and 
I immediately show him our Cut 
tog and 115 and explain to him 
how clean one can keep one’s oil 
room by storing the oils in this 
manner. Believe me, they are 
all interested in this for they 
know the oil room is the dirtiest 
place in the store, and they know 
the danger of fire. I explain to 
them how linseed oil is one of the 
worst oils there is to cause spon- 
taneous combustion and also that 
when the inspector for the Na- 
tional Board of Fire Underwrit- 
ers comes around to inspect his 
property (see editorial note), he 
will probable charge him an ex- 
cessive rate on his insurance if 
he handles these oils through a 
faucet or the ordinary tin tank 
such as most of them do, so he is 
paying for a Bowser and not get- 
ting it. The insurance men do 
not always tell them they should 
store their oils in a Bowser stor- 


age system to get a cheaper rate 
on their insurance; they simply 
charge a higher rate, which 
could be saved by having a bat- 
tery system of our Cut 109 or 
115 outfits. 


I explain to them that because 
of the extra high price of linseed 
oil, now $1.30 per gallon, and 
turpentine at $1.00 per gallon, he 
can not afford to waste these oils 
in giving over measure to his 
customer, and I tell him how in 
handling these oils through the 
half-gallon or gallon tin meas- 
ure, he or his clerk will easily 
give 5 to 8 ounces over measure 
on every gallon he sells, which 
would mean on a 50-gallon bar- 
rel 5 gallons lost, a loss to him 
in dollars and cents of $5.20 ona 
Darrel = This loss= is entirely 
eliminated by the use of a Bow- 
ser measuring pump. This 1 
demonstrate to him by the use of 
my model. 


I use this same argument all 
the way through on lubricating 
oils and kerosene. When I get a 
man this far along, he begins to 
sit up and take notice and if he ts 
a business man I have him sold, 
although it may take several 
trips to get him worked up to 
this point. 


C. R. McFadden, of the San Fran- 
cisco Office, says: ‘‘It sure pays to 
work on Saturday’’ for on Satur- 
day (mark the day), Feb. 2nd, he 
made two ealls and got a ‘‘bulls- 
eye’’ each time—one a teeny-weeny 
order for a length of hose and one 
for a dry cleaning equipment. 


We surmise this steam was due to 
the fact Mr. McFadden was married 
recently. He has to work for two 
now. Congratulations! 


ULL 
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Important Changes in the Home Office 
E. D. Eggimann Made Assistant to Mr. W. G. Zahrt 


r 


MR. E. D. EGGIMANN 


Mr. E. D. Eggimann, whose 
signature as head of the Collec- 
tion Department is well known 
to every Bowser salesman, has 
been advanced to the position of 
assistant to Mr. W. G. Zahrt, 
our genial Assistant General 
Manager and Treasurer. 

Mr. Eggimann is one of the old 
timers in the Bowser organiza- 
tion. He came to us in 1898 as 
a clerk in the office, was later 
made shipping and billing clerk 
and was then made assistant 
bookkeeper. His next advance- 
ment was to assistant of Mr. S. 
B. Bechtel, our General Mana- 
ger, who was at that time head 
of the Collection Department. 
At that time Mr. Bechtel reor- 
ganized our Collection Depart- 
ment along the lines which have 
made it such a prosperous and 
satisfactory part of our affairs, 
and, when Mr. Bechtel was ad- 
vanced to Executive work, Mr. 
Egeimann, as his right-hand 
man, was the person considered 
most able to pick up the reins 
and carry forward the plans 
under way. 


Under Mr. Eggimann’s direc- 
tions, the Collection affairs of 


the Bowser Company have been 
in a most satisfactory condition. 


Mr. Egeimann brings to his 
new work as assistant to Mr. 
Zahrt a world of experience in 
Bowser-matters and, because of 
his knowledge, will be of enor- 


mous assistance to Mr. Zahrt. 
We think Mr. Zahrt is to be 


congratulated upon his most re- 
cent “‘acquisition”’. 


Mr. D. M. Vesey Made 
Manager of Collection 
Department 


The responsibilities of the Col- 
lection Department have been 
passed to the able shoulders of 
Mr. D..M. Vesey. Mr. Vesey 
is a member of the legal depart- 
ment of the Bowser Company 
and has for the past few months 
devoted considerable attention to 
collection matters. 


Mr. Vesey is a son of Judge 
W. J. Vesey of Fort Wayne and 
was a member of the State Leg- 
islature during the last term. He 
brings to his new work as head 
of the Collection Department a 
great deal of experience in col- 
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lection matters and, because of 
his close association with Mr. 
Zahrt. who as Treasurer has ex- 
ecutive jurisdiction over collec- 
tion matters, is particularly quali- 
fied to become Mr. Eggimann’s 
successor. 

Mr. Vesey is a most enjoyable 
young man to know and has the 
confidence of all in the organ- 
ization. 


MR. D. M. VESEY 


Service 


There’s Eye and Hand service 
—just seeing and. doing your 
work automatically. 

There’s Head and Eye and 
Hand service—just doing your 
work thoughtfully, understand- 
ing the task you see before you, 
and doing it according to the dic- 
tates of your brain. 

Then there’s Heart, Head, Eye 
and Hand service. And that’s 
SERVICE. because it’s “soul 
stuff’—the thing which springs 
from the deepest wells of human 
inspiration and mental earnest- 
ness. 
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Lubricating Oil 
Sales 
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There are many angles from 
which the sale of lubricating oil 
storage equipment can be ap- 
proached. 


The advantages of Bowser 
equipment fall into two main di- 
visions: Ist, the increased profit 
to the merchant by using self- 
measuring equipment, and, 2d, 
Cleanliness and convenience. We 
find one salesman will sell equip- 
ment from one of these big class- 
ifications and one will sell from 
the other. 


It goes without saying that 
they are hopelessly dependent— 
one upon the other—for we can- 
not have cleanliness and conve- 
nience without additional profit, 
and vice versa; no profit can be 
realized by using slip-shod meth- 
ods. Sots Stee fifty as to which 
is the most desirable method to 
use. 


In order that we may have a 
concrete ‘example of some real 
saleswork, we have written to a 
few salesmen who thave done 
good saleswork in this class of 
equipment, asking them to tell 
us how they did it. We might 
have written to many more men 
who have been producers and 
probably would have _ gotten 
many fine arguments, but we be- 
lieve the few we are using will 
give us a clear idea of the pos- 
sibilities and bring into the expe- 
rience of all greater returns from 
the sale of this class of equip- 
ment. 


Our space does not permit our 
using verbatim the letters we 
have received. We will only use 
extracts from the letters with 
our own remarks. 


After introducing himself, Mr. 
A. E. Darling, sales agent under 
{hese Outs office, Eeoes” right 
into the matter by saying: 


“T have a system that handles 
your oil in the most profitable 
manner, eliminating loss from 
leakage, spillage and overmeas- 
urement and you can serve your 
customer in just one-fourth the 
time it took you by the old-style 
method.” 


He then explains the 63 and 64 
as follows: 


| Uhestank haseany\ capacity: 
you desire. The gauge stick 
shows you the number of gal- 
lons in your tank, and as you 
transfer the oil from your bar- 
rels into your tank, you check 
the oil in and see that you get 
the number of gallons you buy. 
When the pump is not in use, 
the drip tube is closed, keeping 
the velvet in the oil and the dirt 
and dust out. This equipment 
discharges your oil in pre-deter- 
mined quantities of quarts, pints 
and half pints. When the pump 
is in use, the drip tube is tipped 
back and oil spilled is returned 
to storage through the drip pan, 
which is covered by an iron gra- 
ting and a mesh screen which 
keeps out all sediment from the 
oil. 

ee Dicwicy inlet maismmmade Of 
seamless brass tubing and the 
parts are perfectly machined and 
fitted, the parts of the pump be- 
ing finished in black enamel with 
all bright parts nickeled. When 
the pump stops working there 
is no dripping nor leaking.” 


He then points out the floor 
space saved by using Bowser 
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equipment, explaining that an 
ordinary tank of fifty gallons 
will require 644 square feet of 
actual floor space, while a Cut 63, 
holding 65 gallons, occupies 
only four square feet, and with 
120 gallons’ capacity, a floor 
space of only 8 square feet is 
necessary. 

Mr. Darling is a firm believer 
iNetiestse of the model: —Con- 
cerning its use, he says: 

“Demonstrate by using grad- 
uated measure, considering your 
model a quart, pint and half-pint 
instead of a gallon, half-gallon 
and quart stroke, as ina kerosene 
demonstration, drawing quarts 
several times, then proving that 
it is accurate by drawing two 
pints for a quart several times, 
then drawing half-pints, show- 
ing that four. “half- -pints make ex- 
actly {hegecaiie Guat) OY oun 
model must be in perfect work- 
ing order. The customers will 
probably state about this time 
that they have measures for the 
same purpose. Tell them that 
their quart measures cost them 
about twenty-five cents and no 
dealer can expect anything made 
in large numbers as measures are 
Prades to be absolutely accurate. 
hes sealer of. Weichtsy and 
Measures will not use ‘them and 
uses instead for testing their 
measures a large bottom measure 
with a one-inch diameter top. 


He says he has found the mul- 
tiplicity of small sales an excel- 
lent argument, emphasizing by 
the number of sales the great 
possibility of loss in material. As 
a matter of fact, oil should be 
handled with more care than gas- 
oline, fora loss of material is 
a much larger loss where the 
profit is greater. 


Mr. J. S. Lewis of the Dallas 
Office, a Pacemaker in 1917 and 
one who has done very fine work 
in the sale of lubricating oil sto- 
rage, has given us a brief out- 
line of his methods. He says: 

Hifise or course, hecessary to 
get some information as to your 
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prospect’s business in this line, as 
well as all others, before you can 
intelligently enter upon a sales 
talk. I shall take as my pro- 
spective buyer a garage man who 
is operating a gasoline filling sta- 
tion, and is selling about 100 
gallons of gasolene per day, and 
who dispenses his oil with a 
faucet from a barrel located in 
the back of his building is usual- 
ly the case. 


“When he says his lubricating 
business is not very good, I say 
to him, ‘There is normally con- 
sumed about one-half gallon of 
lubricating oil to fifteen gallons 
of gasoline. This should give 
you at least one and one-half bar- 
rels of lubricating oil per month. 
You are not getting your share 
of the lubricating business and 
that is the “cream” of the filling 
station business. You make 2c 
per gallon on gasoline and 35c¢ 
per gallon on lubricating oil. If 
you were selling your rightful 
proportion of oil, it would be 
three barrels per month instead 
of two. This would pay you on 
the basis of fifty gallons to the 
barrel at 35c per gallon—profit 
of $47.50 per month on your 
lubricating oil business. 

1500 gallons of Gas cost you, 
@ 24c per gallon.......... $360.00 


$360.00 investment and $30 
profit—percentage of profit 844% 


75 gallons of Jub., @ 45e.... 33.70 

75 gallons of Lub. give a 
PLONG=OL Rete see rome. 26.25 

Percentare ots protlte. ee. 70% 


so the lubricating oil is the most 
important, is it not? 

That “is, “of ycoutsés mits you 
make this profit; but if you have 
no correct way to gauge the oil 
you buy and measure it and waste 
it in overmeasure, you don’t 
know what your profit is. 


“You have spent over $300.00 
for a gasoline outfit to handle 
your gasoline correctly and you 
have placed it out on the curb 
to have it convenient and to ad- 
vertise the fact that you sell gas- 
oline. Yet you take your lubri- 
ctaing oil and put it back there 


where no one else sees it and no 
one buys it except when neces- 
sity forces one to do so. 

“Tt is the best-paying part of 
your business; yet you treat it 
like a dog—give it no show 
whatever. Is this good business ? 

“Now I am going to show you 
the Bowser way of handling lu- 
bricating oil and the way that 
gives your business a chance. 


“T have stood in front of ga- 
rages equipped as yours and have 
seen as many as a dozen cars 
drive up and get gas while lubri- 
cating oil was never mentioned, 
either by the buyer nor seller. 


altiis sateto Bet thatud act 
154 lubricating tank stood there 
by your gasoline pump, you 
would sell at least six quarts to 
your twelve buyers of gasoline. 


“Tf you mention lubricating oil 
to the autoist (who is always in 
a rush to be moving and “burn- 
ing gas’) and he remembers he 
needs some, you must go back 
in the garage and draw the oil 
out of actaucetcaiter you snave 
spent some time looking up a 
measure and funnel, which will 
take from five to fifteen minutes 
as the: case anaye be and aii oie 
knows he can run until tomor- 
row without lubricating oil, he 
won't wait. ‘No, I'll get it to- 
morrow, and tomorrow he stops 
by the garage that has a Bowser 
Cut 154 out in front, buys his 
lubricating oil and you have lost 
the sale forever.” 

Note—Remember a Cut 63 or 
a Cut 52B should not be sold for 
use on the curbstone. 


Memphis “Big Six” 
Feb. 25, 1918 


1. H. T. EGGLESTON 
2. RK. W. MAXEY 
3. P. C. STUBBLEFIELD 
4, J. L. STEENHUIS 
5. H. §. STETZEL 
6. C. GROVES 
WANTED: Kerosene, Paint Oil, 


and Cooking Oil Orders. 


Address 
Memphis Office, 1118 Exchange Bldg. 


] wonder wong Ds 
he dont buya 
REGULAR ONE 


It seems that Nate Ring of the 
Albany District has been urged 
time and again to purchase a 
phonograph for the entertain- 
ment of his family and friends. 
So to avoid embarrassment if not 
to produce harmony, he rigs up 
an apparatus which can be more 
easily understood from the cut 
above than from any description 
we might give. 

It might be well to advise the 


reader that the song being sung 
is one of Ring’s favorites. 


Minneapolis High Five 


March 2, 1918 


1. M. C. BENHAM 
J. R. O°’MALLEY 
J. C. WARD 
JAMES WARD 
H. A. STITZEL 


Or — ce bo 


Business Men 


“Business men only.”—You're 
business men, every one of you. 
3y your efforts you have built 
the fabric of the Bowser indus- 
try. Through your efforts have 
we been table to achieve bigger 
and better things—and to grow 
into a concern of which you all 
may be justly proud. 


A. W. Dorscu, Manager, 
Fort Wayne District. 
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Tri-State “Quota Get- 


ters” 
March 4, 1918 


‘Jack’? Burrows, Manager of Tri- 
State, has assigned to each sales- 
man a weekly quota, and we are giv- 
ing below those who attained the 
honor last week and the number of 
times they have ‘‘repeated.’’ 


QUOTA GETTERS, MARCH 4, ’18 


Salesmen Repeats 
Ti, URS 12, COTE DIU 5 a5 o oo 1 

Dae Oe Toe pe REB YN AIN eo cue 
emer ULC Hineyaec. screncns, o's 4 

Al, ING ae ABO NADU oso o 1 

ae ere lerse UMN CEAINe tokens 2 
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Mr. Carver Wood of the Fort 
Wayne Office dropped into our 
department today and we en- 
joyed every moment of his visit. 


We enjoyed it, first, because 
Mr. Wood is a most affable gen- 
tleman. We enjoyed it intellect- 
ually because Mr. Wood stirred 
us to the contemplation of the 
technical side of our own busi- 
ness. 


He made us stop and wonder 
how much we really did know 
about matters closely related to 
our own business—the oils, for 
instance. 


How many of us really know 
what we are talking about when 
“Dryers” or “Substitute Turpen- 
cine or — Cylinder Oils” are 
mentioned? How many of us 
know why certain materials, 
those mentioned as well as oth- 
ers, should be stored in tanks of 
definite construction ? 


We were interested to listen to 
our visitor, for he brought to 
mind the necessity of our spend- 
ing time outside working hours 
poring over technical books, get- 
ting real facts and figures, build- 
ing up our knowledge concern- 
ing the material which we are 
going to handle so that we may 
be able to talk to our prospective 
customers on their own planes. 
There is a whole lot to be said 
in favor of such a store of knowl- 
edge and we wonder how many 


yh, 
4 


jit, 4 


who read this article will be stir- 
red to a greater effort to inform 
themselves. We got a lot out 
OTat. 


Dallas 100% Quota 


Men 
March 6, 1918 


Salesman Repeat 
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D. IMMGIEGIESISNOIS 555 6aceco0 6 
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GREGUIN Nee eee ast 
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SRSMLD A ewe es 
ORE WILLIAMS." On eer 
10. BATES 
11. JOYCE 
12. MOORE 
POOR CTO Ramen ee oe Go: 
14. BENNETT, P. 
15. NEWCOMER 
16. TUNSTALL 

Tee NOR A NGT. we. nity, 
18. BROWN, L. L: 
19. MORGAN 
20. THROOP 
21. BROWN 

22, FOSTER 
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Toronto “High Five” 


Match 4, 1918 
C. B. BREMNER 
S. G. ADAMS 
J. W. FREEMAN 
Jeeves RON 
W. D. HESLIN 


OTB co bo 


Yout Intellect 


Do you see with your mental- 
ity as vividly as you see with 
your eyes? 

Do you hear with your intel- 
lect as accurately as you hear 
with your ears? 

The man who merely sees with 
his eyes, and not with his mind, 
stores up few mental impressions 
—memories of past experiences 
—from a study of which experi- 
ences more careful observers suc- 
cessfully direct their future activ- 
ities. 

An individual who hears only 
with his ears registers but few 
sound memories. Such an indif- 
ferent listener fails to imbibe the 
wisdom that pours from an ora- 
tor’s lips—the verbally expressed 
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thoughts and ideals of his con- 
temporaries—valuable advice 
given him by his superiors, dis- 
cussions concerning his own line 
of business. 

Memory is made up of sense 
impressions. 

As these sense impressions are 
apprehended by the intellect we 
progress. 

As they are seen by the eye 
alone, the ear alone, we stagnate. 

The experiences of a lifetime 
profit you only as you take men- 
tal note of what you see and 
hear. 

Open your skull. 
and sound. 


Let in sight 


The Five Leading 


Senators 
Washington, D. C. 
Match 6, 1918 


J. T. GIBBONS, D. C. 

G. P. STOVALL, W. Va. 
A. L. CROBIN, Va. 

G. C. CLAGGETT, W. Va. 
5. G. A. SMITH, N. C. 


“High Five’--San Fran-~ 
cisco. District 


Month of February 


L. D. BAKER 

HK. EF. HNGLISH 
EH. R. BIRD 

W. 8S. JOHNSON 
W. B. JAMESON 


Those Chiming Bells! 


M. and Madame Heliodore Fortier 
announce the marriage of their 
daughter, Marion Beatrice, to Charles 
Frederick Hohlstein, United States 
Naval Reserve Force, on Wednesday, 
February twenty-seventh, 1918, St. 
Louis Church. 

In 1916 Mr. Hohlstein was one of 
our Toronto Pacemakers. He en- 
tered the Navy September 10, 1917. 

The Boomer cordially congratu- 
lates Mr. Hohlstein and wishes him 
success on the high seas. May we 
hope he brings back the Kaiser’s 
scalp as a war trophy for his bride. 


Three High Men---Lu- 


bricating Contest 
Fort Wayne 


1. W. A. ARMSTRONG 
me Wo Ko TSU MMURONE 
3. R. J. GOODMAN 


Coe hr 


MMM (| ( (i Te 


91 


ISS 


A Word From E. M. 


Savetcool 


We have commented on the 
shortage of material for the man- 
ufacture of steel containers for 
oils, and Mr. E. M. Savercool, 
General Sales Manager, in a gen- 
eral letter has emphasized the 
importance of bringing the neces- 
sity of adequate storage to the 
attention of all merchants. 


He states in this letter: 


‘¢The Oil Companies will no longer 
permit their customers to retain 
these receptacles and use them for 
storage as they have in the past. 
The only exceptions are that very 
large Manufacturing Plants will be 
allowed to retain the drums for a 
reasonable length of time, the inten- 
tion being they should be emptied 
just as soon as possible and returned 
to the Oil Companies. All Oil Com- 
panies are following this plan—this 
you can readily learn through inter- 
views with local Oil Company Mana- 
gers or their traveling salesmen. 


‘“Owing to shortage of steel and 
wood, and tke inability of factories 
making steel and wooden barrels to 
turn out a sufficient number, it is 
absolutely necessary that everyone 
handling oil should co-operate with 
the Oil Companies. The price of 
steel and wooden barrels has enor- 
mously advaneed, which is another 
item to be considered. 


‘““BHvery salesman should take ad- 
vantage of this opportunity. The 
sales of Lubricating and Kerosene 
Tanks, both large and small, should 
be greatly increased. The salesmen 
who do not take advantage of this 
opportunity are not alive to the situ- 
ation. 


‘“There is ample Gasoline, Kero- 
sene and Lubricating Oil for all le- 
gitimate uses, providing the supply 
is conserved. There is, however, 
none to waste. If all barrels are 
emptied on arrival, the savings will 
be a matter of importance. 


““You will be doing a service for 
the Oil Companies, the customer and 
your country when you sell a dealer 
or factory owner storage tanks of 
sufficient capacities to take care of 
his oils. Let your efforts be directed 
along this line and the result will be 
increased business for our Company 
and greater prosperity for your- 
selves. ’’ 


QUT 


Books on Oils 


Read these books so you may 
talk with your next prospect on 
the subject of oils: 

“Outlines of Industrial Chem- 
istry’ '—THorP. 

“Industrial Chemistry’’—Roc- 
ERS & ANBERT. 

“Oil Analysis’—GILL. 


Max Heintze, who has charge of 
sales work in Milwaukee under the 
Chicago Office, took no chances dur- 
ing the heavy snows. He carried a 
huge snow shovel on the side of his 
““Henry F’’ and when the snow got 
too deep for him, he shoveled his 
way to his prospects. 


Miss Esther Anderson, former 
stenographer and office assistant to 
Mr. Stoddard, of the Portland Office, 


has taken unto herself a husband 
and is cozily ensconced on a ranch 
in Hastern Oregon. 


J. P. Shannon, of the Chicago Of- 
fice, is celebrating the arrival of a 
new baby and is making a most en- 
tertaining pa-pa, for evenings he 
and Mrs. Shannon take the heir out 
riding in his new cab and Shannon 
straps his model case on the front 
end of the baby carriage and goes 
after business. And he has been de- 
cidedly successful in landing ‘‘after 
supper business’?! 


C. R. Eggleston, of the Albany 
Office, ‘‘pulled’’?’ a new one. It 
seems ‘‘Eggie’’ met up with a gen- 
tleman on the train and instead of 
watching the scenery, C. R. inter- 
ested his companion in his bulletin 
books. Result—an order for a three- 
barrel private garage outfit. No use 
talking, those ‘‘old warhorses’’ are 
the ones to spring the surprises. 
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REFINING AND 
PURIFYING CHAMBER 


FILTERING CHAMBER 
REMOVABLE AND ERVOIR 


STRAINER 


The Possibilities of the 7F Filtration Outfit 


have not been scratched 


the bearings is not being re- 
claimed and subjected to the 
process of filtration before being 
re-used. 


O ENGINE ROOM is 
operating to the greatest 
efficiency if the oil from 


The size of the engine room 
is inconsequential, as a Bowser 
System can be obtained to meet 
its requirement, be it a simple 
steam engine or compressor, or 


Cut 7F Filtration Outfit made 
in five capacities. 
(See Bulletin for Information). 


the most 
engine or turbine. 


The Cut 7F illustrated above 
is the most simple and compact 
unit obtainable and is especially 
designed to meet the requirements of a small engine room, 
or to filter the oil from an engine whose construction or use 
of oil does not warrant the installation of a circulating system. 


Hardly a week passes that letters do not reach us from 
manufacturers commending this outfit and many declare 
their yearly saving of oil more than paid for the equipment. 


In these strenous times it behooves all to watch the 
drops; the gallons will take care of themselves. 


intricate compound 
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| wh naa i Ww the surfa ace lena ie again he Ce lorie oO ) 

|| “that things— Big Things “ate be- with kerosene, | at years: there) aim entire ‘business 


ial i \ | 
‘ing done, which stagger Fi Ne- has s been more kerosene than the i is not “too. early to 


| | caus hel their bigness an Weel i be producers knew: w what to. do with Mv kind of 2 recor Hl 
Weg hoe Instead. of. hail hing | i bast today. that condition id| te- going | Feats 

being: topsy-turvy, the facts are, versed—the. a th ‘ cull ether yout \ will be. a Pacema 
‘greater activities now exist than ceeds the suppl hence, ‘is. member from your District. 


Hever before known, and it is up equally necessary to store it ay _ Just a word now eee ie 


ie 


ii te get ‘into them i if we want Here again we have the outfit” Cede! “embargo. | ‘Tas SO 


ta ini ral Mil benefits. Wt will do this. to perfection, i) as it has, as a ae aff 


HAI HHH HUA HAH AHI HASTA i ANANTH HANA MAH Wy HA HA Hil | | MI | 


ce 
ae Wa 


gg until the cr 
AI 


| (d 


al necti i “ks ial fear i Wo 


| 
| Wi 
Salesmen’ 8) Neues | HA / ) leaiee I Salesmen’s vt et that. the ian is iui y i 
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4.| ATLANTA) - H.C. Carpenter, Mgr. hi a a A STATE ibe uidiithil i : a a syn iit that Lane I 
“$8. ST.LOUIS - - L.E.Porter,Mer. 4, NEW YORK =. itil ttle, Mer, i pi annie 
Hatt Wi ia his Hl vita le reaction 
lio TORONTO. - Harry Christie, Mgr. 5, ‘MINNEAPOLIS R.} | hi 
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tN ull e sill ns | afest gui i | | 

Hb ui) hos “Tage: has « apor e- 

is | cause he sigh one of th iif an i 


i ae 
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i i HHH | HI ii Hl hi | 
i ere He situation which ore | | su and i 10 en 
| _ sionally confronts me” , remarked i 


But no man wl ho can't jai rol hi 


‘a young salesman, “and HGR fo all ‘natural: impulse wi il ey cl become ii i ‘into ; all flame i ot Hit 

know how to meet it. I’ll suc- a star salesman. i | Hl AAA prospects: one 

ceed in securing an audience, “When I was ii vice at the i fay the en 

| mill AN | |) Wl 1D , i inn il 
somew hat against the will of the game ill used to kee ii talking | nk xt t boor : 
prospect, perhaps, and he, to calmly. ignoring the prospect’ S that i | i 
evince his resentinent, will sit. at. “boorishness.. “But | 1 found | that itil i AAA 

his desk reading letters or i | vi plan seldom resulted succes ih: t . C. BARRI Aan il 

newspaper, leaving g me in the p il ity), ia man so. Hitplinit i) ii it iin HM i a 

sition of talking to a jeu | “hot ame abl le to s i eat a) TG Hl acne 

What does your experience sug: Cn ce Maa cpa il i 
Were ea | ‘Wd | id | A better plan i is. toc ce veil i HHA produce store i | ih 
Fe 1e silgag eC ad i te si wait a at BHA al ‘in er - and addr ess ed th | roprietor, who 

ie sales manager. i Hi a certain dignit Han ene i ne inal A Wl 

HANNA tee ae problem which must which i s lackit ne in. ‘as iil AAA ai Hy alia Hi 
Mi | j i SL RA | sayin? dey aaa lal 

often be faced,” was the | hal pve iden Tia a founc d. that. ae I Beg iti iH ii il ll | 
mies natural. “impulse. rea Hl s ilence almost ¢ aly wie Just 4 iy i La ial eH 
i | ibid i (0) aan i axin?) ey Ail | 
ih Csi jl pursue. lel policy. of eh re i | ee ii she snapped. ‘‘I’se ax wis dey | 

lice Mibeintaial a wreck ia Liat _Tese n ay aul vith an air as. i: ts dey??? Hah i Iii 
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al) Hh Our Service Flag 


VAt) last we are able to present the Bowser Service| Plag. 


| we is in the Service of the Army of Democracy. 


1 Miss Gile eee: and Mia Alice Fisher. 
the flag, 


ssisted in ee oO 


Nit you could see it spread out, you would be able to count 149 stars, one for each Bowser boy 


ie young re making the flag are Bowser girls and are, from left to right, Miss Helen Rost, 


Miss oreeade Kruse, who also 


was ill when the photo was taken and could not be photographed, 


for some time been under 
the Washington Office 

EK. B. French has them all on their 
toes and he is leading in ‘‘ Division 
B.?? 


A Gh ee eu of the Pittsburg way in 
\ District, is out on the Job again and 
his. «¢spell of sickness’? in no way 
ackened his))|\{{ Pacemaker?) pace. 
ist recently, to show he was in fine 
form, he brought in an order for 
wenty- SIX lubricating outfits, all in 
order. We?re wondering what 
| he name of Lehi he would 


t been in the 


=e 


A traveller visiting a large fac- 
tory made a bet with the manager 
that he would pick oat all the mar- 
ried men among the employees. Ac- 
cordingly he stationed himself at the 
door as they came back from) din- 
ner, and mentioned all those whom 
he believed to be married and in al- 
most every case he was right, 


WAG AL Smith, of North Carolina, 
‘earried away the honors in the Kero- 
\ sene: Lubricating Contest which has 


‘‘How «lo you do it??? asked) the 


manager, 

‘The married men all wipe their 
feet on the) mat; the single |) men 
dlon’t.?? 


Philadelphia High Men 
Match 23, 1918 
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FE 
“The Wari Leading 
Senators)" 
Washington, Match 19th — 
A OAM PU I iy | 
9.) GIBBONS 
D. W. DARDEN | | 
HA nS eA eS 
0 CAG ae | 
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Concentration) 


ave you a Side. Line? Now. 
I don’t mean are you. violating 
your contract, which prohibits 
“your carrying a side ¢ line of miet-|| 
chandise. You have a reputation 
Wh being square or you would 
matey have. heen. employed—and iil 
believe in every one of you. 

Still, you may be car rying an 
unprofitable side line—a_ hobby, 
perhaps, or a habit—something I 
which takes your attention away | 


fr om the MAIN i, 4N CE—the 


i selling of Bowser, tanks, er 
game» “requires concentration— 


it’s as big as you make it. 
The successful Business. Man 
_ separates pleasure from. business, 
but this separation is no sacrifice | 
i as concentration — on business 
proves to be his greatest pleasure 
ce co nS ob only sure road to 
high profits and high position. | 
‘Failure is the business man's 
“hell. The most. traveled roads. 


Levee ea ent e—Be n 


Ni 


fogged brain. | 
from insufficient sleep—misspent | 
‘energy—too many idle hours. 
Follow the MAIN CHAN 
_ boys. Earn a vacation by a big 
_ spring business—then take a real 
one that zoill do you good, but 


| shape than it has. ever heen. 
stock. 
| worry) s,| 


in the past. 


alll) 

WII HL 
| (9) 
WAN A 
oh 

al 


ae 


canis 
i i | rs ER i 


) we ii i Me if 


H 
il “Sell the Line” ih 


Our Organization. is in better 


{IIIT 
i! 
| 


Hn i 


Wil | "| I] 


HI 


inl not going 
ith he results are entire- 
ly up to you. VCE is simply. a ques- 
tion of working Hy little harder, 
covering your. territory a little 
more carefully and hunting ‘out. 
the prospects for B Jowser Equip-. 


“ment which» has been over Jooked 
| WD 


situation 


i Our slogan this Hay is going 
He al ‘Sell. the Line,” Don’t spe- 


“cialize on Gasoline Equipment. 


Sell lubricating and Kerosene ( Oil 
Outfits. Did you. ‘ever stop to. 


think t that there aie hundreds of 


places in. your. ter ritory. outside il 


filling “stations and 


of garages, 1 
lubrictaing | 


stores where 


ann 


other kinds. of oils are being h an- | 


‘dled? Every. 
Prospect hel Bo 


| 
HHH) 


I 


one | of HiT 


wser 


| 


Ww ester ‘Manager. 


M inneapolis ‘ High i 

| He a Hl 
| River), 

AAI eal Patt 1918. . | ) 
Teac NT a il _Bepests 
FB BRAGG ihe il 

Wea aa res AAT 1 
JAMES eee | ug 

. HA Tanne a ta 
Bi (a R. O/MALLBY. MK Hi 
Ni AA We atte | 
Make eta Mi inute | 


| \ 
Hae Se 
esta no He your time | 
count for something worth wh ile. 


WANT 


the 
to 


| Mh wl Hh | | 
Ni eT Ce 


Hil ' ncreased i 


Retaeene 


| He than ever for heating pur- 


are using it in large quantities. 


| 
|| 


Storage Requirements i 


‘Kerosene. is being. used more | 


poses. Manufacturing concerns + 


UA Oeste tele amount .is being | 


used)in) garages) amd) its ee fa 


“ness. as a. fuel for automobiles. 1 


_ becoming greater every day. All 
“this Lal in 
|) qty eae ts) Ls) a tempo- 
rary condition, | gentlemen, but. 
one: which I believe has come to 
| Lise | TA hl Dorscu,. Mil 
| | Fou Wayne asl Hi 
wl 


iN Hl 


Do Not 
I i Galo 


HAA 
Ha now is he tae ee 


| Be a “Spring 
su etl Thos e of you who are 
Did-tmers in. t 


Nee 


ie 


m0 


HAN 


ni urh ¢ 
Hi Ther 
market this. y 
| tries and Red Sentries 
has ever Honea 
{hill transportation —passenger an 
_ freight—will be, and, in fact, lal 
ways is re eet ial dg greater a 
f automobiles ili motor- -drive 7 
i trucks. HATA ul HAA | 
Mil ‘Salesmen will use a 

Hl “more. than a have in 
working» their t territories ; farm- 
i ers. will tise |/a!|/g al ‘many more 
| Hsigavet Hi 


‘railroad Hi 


Jutfits. Hl hl | 
es going to” 


NA 


A 


a 


ion. 


than bi 


ie! congest 


i 


, 


ituation, oa | use 


ect the | I 


Ih 


hele ) 


ag greater | ii 
ear toe ed Ben, || ll 
ne / HI) 


dil | 


and on, lish of | 


creased storage res 


WAH 


| 


Hh 
he Boy Ser ‘Service| i 
iit know | that “March nu Fae always il 
been one of the biggest months 
HAP be Mal al year for) us in me sale of | 


don’ t steal a ‘little time. aan Personal PAIGCHe i “requi a Hl i 

your business each day or week. | sufficient sleep every. night to as- CH rucks extenst sea nin haul- 
There is ‘no. teal satisfaction in. SUrC ah clear ae in next. day. ni Mil ing livestock), so. th that ‘they will ll 
that, and F ailure lies. close a | It. requires. systematic thinking, | iN be “dependent upon the tail Mil 
hand. | | “persistent work, a “healthy body, Hi mpanies. ve Maia be IK 
Sec IL BOWSER TANKS. and the ability to enjoy bint uit its ll ‘ii ical work: i lil for 
| Make it your. pleasure—give it. | oe labor. HA Hl Bl Port A i Hi si pub sh garages, Hi rusiness, i 
| your, full enthusiasm and nothing i WA ti) UTA iii i HAAR “the. i automobile accessory i 

can ‘stop you, | ie Fr Me } of All any advi aa tte | nore” gasoline. sold from. Hl 


i C ee he. attended | a dinner at. ‘Yale curb: pumps ; \ and. these. ‘condi- 


| 
ERS 


i INNA aited i i OR 1 C Ih “Univer sity. aie Mi hono alee tions. will be din in a better. \ 

AND ) ONE 1 0 a i | President: Wm. Ht Hie acl and. the feeling i in ib A i 
| | ily | i | M It Me | i aA | 
Nh Par, | east i Heeovitna dain nt Hie W. Be /RROUGHS, Mansi 


¢* Pep without purpose is ‘iil i Th 
vo HAWAII A 


Tr ae District, 
Hl i Wh WAN 


————————————————— 


i i Hil Ie Louis District Mer. 
a WA 


IE } i 
NIH} | Ht} Hl | 
ANI Hh | WANA il I il NN HI 
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“In response to our request for 
Ail Boomer material, Mr. EH. 1.) He- 
fi gleston of the Memphis Vl 


duced above. 


hi Concerning Lah oa Ul ste yil 
Wi esi proofs will show how 
_ Bowser outfits stood the ‘Bliz- 
th zard’) in Arkansas’ (he under- 

scores ““Arkansaw’) and reminds 
“us that while “Arkansaw” is in 

the Sunny South the weather bu- 
S| reau) broke all records for snow 
| ‘and cold, 


te says of human nature: 


ia don’t know much about this 
except that it is about the same 

tae world over (except the hor- 
rid Hollengerns) and that if you 
are patient, and) ‘come) at’ | your 
il "prospect from. different angles, 

ina nice way, and try to ‘locate 
| his Ll and il in with him 


“gave us the photographs repro-| 


men want to be shown a good, 
clean, profit on oil sales (or any 
Bs es acy Ea ara ae evn 
often) | tell Mir,)Menchant)| that’ 
am talking to his Cash Drawer, 
. Register, thru him, and he 
caper ‘lends me his ear’, If 
not I leave him in a good humor 
so that I can come back and try 
again.’ 
And about objections, he adds : 


“They are many——they) would 
fill a good-sized book. Some are 
ridiculously absurd; some. are 
real, 1 use my think! Tank!) and 
combat | thernn||as)|toest (Eisen (ht 
does not pay to become too com- 
bative.’’ 


He has had some humorous 
expemenices ||| Speakon ell orb Ome 
he recently had, he) says’: 


While waiting) for my cus- 
tomer, a man) walked) into 
the country | store,|and)|l/)/mo- 
ticed his jaw stuck out as if he 


99 


had) iallahace || on) |terbaaker((|||tn 
Af ere cere cag tc ae ec Aaa 
quired, “Air you the tooth dentist 
doctor? ||| l) told) hina) to, |) was 
only a ‘Bowser Man,’ ”’ 

And) then, to) top) his) experi- 
ence off and show he’s a regular 
fellow, Mr. Eggleston ‘admits’ 
he isn’t much of a fisher. 


Not time to go yet, and play- 
ed in hard luck last summer, so 
much so that my wife and chil- 
dren laughed at me about my 
poor fishing, I will show them 
this summer when they come to 
Arkansas (pronounced ‘‘saz’’), 


He has three fine “hobbies”. 
They are: 


“Talking first, then writing to 
my wife when I can’t talk to her. 
Petting my five children when | 
can see them, and, last but not 
least, “nursing? my | Maxwell 
Ato,’ 


More power to him! 


Hi Hi Now Is the oa 


WN CHOVEYNTPHALSSHATTONGATTREAAARONNETILEOIN OATH i] TMT HTT 
| HHH) HANH | | WU 
i | LMT | | tH 


7 
me) 


re is ete in all its plory, | 
Hi RAL Chs eure eetting in good shape, 
| and) with continued eood weather 
will be in. first- class, condition in. 
another week, at which time the 
H territory can be ‘more. closely 
HNN orked,. That, as we) all) know, 

“will, result. in your. lal 


“securing 
much larger business than here- 
| totone! 


/ Denver ‘ ‘Dating Doers” 
A March Pee | 


| 3, FREN cnt, Hh 


_ Yearly Molume 
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| at asc e 
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R. i. ERWIN 

. BW. SWERER 

i, H.| WILSON 

F, H, KILVER 

W. V. CRANDALL 

J. F. VONDEREMBSE 

HAH NEE (00 
R, J. CODDINGTON 

2 JL COCHRAN 


I Me ently Oucte) Percentage 
| TB ERWIN | 
VODDINGTON | 
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| HVE SSA RSA 
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Wea 
WO 
Mi UW 


| 


HRS V. CRANDALL | 
HAT lees SUNT A 
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| ‘Jy L. COCHRAN 
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ital HW ‘Members of the Pacemakers 

| Club, | 
Gentlemen: 


| 
i 
| il | Mr, Little and ay to thank you 
ne the beautiful flowers you. sent 
him during his illness. As you know, 
he has always been. especially in- 
terested) in the ‘Pacemakers and it 
i) ple ised. him very Sahil ‘to have you 
| remember him. i | 
| He is convalescing NOW anil hopes 
soon to be able to write you himself. | 
| in Thanking “you sincerely, for Pil 
th ughtfulness, eee IN NA 
Yours very truly, dll 
il i INI BALLY K.. La ea 
ii ly i i vi ini ili 


f 
{ 


HI ii 


i} || 
W sada Manager. HA 
| Hi 


i a 


BOWSER 
a COMES TG 


| li a | 
Wilt il i | | | i Ni 
“Bil” Me ann Whoop’s 
"Em Up! 
i) W hen they begin to thaw out 
in the Albany. District, spring is. 
LDU sa sb UM oY Mann, the 
capable Manager of the Albany 
| Sar ar bes Vet ee beat 
men which might be read with 
profit by every man in the Bow- 
ser organization, Here it is: 


‘Lf L could look every man in. 
‘the eye right now to whom thi 
letter is written, I am positive I 
could convince him of the wis-. 


dom of doing his double ae be- 


ginning right now and continu-. 
ing to ‘the end ef the year.) The 
game is worth the. chase—your 
future is in the balance. ‘The 
largest earnings you have ever 
made are Within your grasp. 
Make! the eftont mcg iii (FIN 
“There is no time like the pres- 
ent; it is the beautiful daughter — 
of the past and the loving moth- 
“er of the future, “All the. great 
possibilities of the age are her 
possessions. Opporttnity, For- 
tune and Miss Fortune are her 
sisters. 
erous giver of all ‘euits. vices 
you are conscious of | her charms 
and appreciate her favors, you. 
will not receive the rey ard to 
which your position as a Bowser 
representative entitles you, | 
“Tf you have determined to, in- 
crease your income for. 1918, 
now is the time to begin. Sow 
sense (cents) and reap dollars 
‘for the remainder of thie year.” 
WILL: IT PAY?) ‘That is the 
question you should ask yourself 
regarding Mihi act that taxes. 
your energy or ability,’ If, you 
can give an in a answer 
| ‘regarding the matter rs Il hand, 
“perform that duty with a deter- 
“mination to. make it pay BGA 
Representing, S. F. Bowser & 
Company earnestly,  conscien- 
‘tiously and energetically. will te- 
ward you as. well as, 
than, any other selling proposi- 
tion extant ii | 
WN Mi AAA 
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A Hi 
WA 


hi 
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She i is the g reat and. gen- 


or better. 


i] HH WN (| iit i i ] 
HAA Hl Hh ii A | WA 


/) HA 


Make your business—our bus al 
ih tT] 


“ness—pay and pay big by getting | 

“on the job early and staying till Mh 

late when necessary. mA i 
Intelligent persistance i wil 
bring qe age a ae ee 

Wi ML) MAN 

Met Bini District.’ 


‘Dallas 100% Ouse 
Men” 


WEEE Hn 
iwe have before us. “The | ‘Bulle. Ik 
tin,’? published in) the interests of il 
the. Chamber of Comment of oe I 
brugh. | i ei 
In perusing | its contents, hie iu Su 

\ fae 

} 

) 

- 


HA a A Ii hs ae 
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21 MRC LAL ENT Aaa a Hea KH 
Le en 
5. BATES Deal ie hy 
6. JOYCE Wily (it (tefl ellT AGT 
CSET MEL A HAA 
8. WEEMS... ue 
AME Mess eH ig A a 
10. *BROWN, Li. D. eA 
I gl et SEA GC 
IWAN OL Be 0 VLA A 
HE SA aaa al 
‘ala Suu AN ae 
DNA EN a i 
ess Kila 
“it, LAGRANGE at COAL AA 
18. WILLTAMS, ca a 
19, BROWN, NOD hn i 
: i a 


fell upon the. Waiulak| of 
‘iron, whom. all know | as Bea ory 
of Pitts: 


representative in the Git 
burgh. 


» Mr. Milliron was high man in] 
| Ue Engineering Sales in the 0 
zation in 1917. 


Hl Any »owser 
not identify himself with ie | 
of Trade of his Wc i] Hi 
looking: ie lies) Bats Mh Wh Mil Tiel fe i 

Get to Te | by eetadae Hoe I 
everybody know you. It. sure does i 
feel good to walk down the ‘‘main nih 

street’? and | speak to the ieee 
people of town, and to he conside ‘ed || 
one of them, | HATA HA iv MI 


{ HIN MRI) 
IAT 


Hi | | 
NE Lt 


salesman oa does 


nl at 


tl i Certain to i 


awe your nay | 
the training camp??? .. ; ie 
‘* Wonderful! ’? replied eee Ap- | 
pleeart. (41 feel a sense of great il 
| 


securty. An army that, can make, 
my wil get up early, work hard il 
day an’ go to bed ela can do most 
| “anything.” ai Hi i | 

lil | Hl A | il LAA 


AA 
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Stora Ht 
Se ll lh 


rage Faapment||| Mii | 


ATH 
\{I} 


WSER. a0. Inc. | bole around, Mr. Bowser | will 
‘0. ort eb 


urers of Oils and Gasoline | 
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. BOWSER. 
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HT life war he given a bal i 
| 


Hn | 


i So. Wa have to put. off writ Hil en have a great cause yy) uh 


HIN} Hi iI} | 1 | mM Mi) | 
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Liberty Loan. | 

We ate at war and war de-) | 
mands the utmost alertness in 
order that a successful outcome 
may be realized. | 

War is a tremendously expen- 
sive enterprise in which to en- 


paces!) ene ||| ane expenses si 
war which are unheard of in 


peaceful pursuits. 
be eliminated, 
ation of emergencies and, emer- 
gencies are generally expensive. 

In emergencies, the machinery 
which, in peace, makes for econ- 
omy, is, in war, 
aside and in its place stands para- 
mount the necessity of the suc- 
cessful outcome of the enterprise. 


There are but three ways of 


raising money for governmental 


work—taxes, revenues and loans. 

The taxes of the country are 
inadequate, the revenues 
various sources are not a. suffi- 
cient addition and, therefore, to 
the third, Liberty Loans, the gov- 
ernment must look for relief. 

There have been two Liberty 
Loan campaigns. In both, the 
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The real disciple of Isaac Walton in the Bowser organization is Tom Potts of Cleveland. His 
latest coup is tlustrated above. Here is to be found a fine Rainbow Trout (that is what it looks 
like to us) frozen in a cake of ice and displayed in the drug store of Mr. Tarr, a prominent druggist 
in Cleveland, a personal friend of ‘Tom’s. 

The information filtering through the censorship indicates that traffic was hopelessly held up. 

Tom certainly knows how to get publicity. Note the “card” bearing his advertisement. Now 
what we wonder is how soon will someone else go one better? 


“*No man is so well known as he Durham, N. C., 
thinks he is,?? says Hnrico Caruso, Albany's Tenacious March 6,) 1918. 
the world-famed tenor.  ‘fWhile RES CHER ae 
motoring in New York State,’’ con- Ten TAT f 
tinued the great singer, ‘‘the auto- Corres. Sec’y., Pacemaker Club, 
mobile broke down and IL sought ees ile 8 Hort Wayne, Ind. 
refuge in a farmhouse while the car ac 10, 19% PE a AE AMC 
jalan Nie Sa a AN became 1) OURS PG GIST ON you and the entire Pacemakers Club 
friendly hii eval ill Wil ini 2) EP EN ES VANES our most sincere thanks for your 
me my name and I told him it was > J. G@. ROBERTS kind words of loving sympathy and 
aruse. POM SAL beautiful flowers sent during Mr. 

‘‘The farmer leaped to his feet Do. A, DePLACH Carrington’s recent sickness and 
and seized me by the hand. ‘Little LOM SHA AAI A Da death. 

did I think I would see a man like PA A aI Most sincerely yours 

you in this humble kitchen, sir,’ he BA A ESD RIN CN A if 
exclaimed. ‘Caruso. The great 9, 8. F, TAYLOR MRS. J. S. CARRINGTON 
traveller, Robinson Caruso.’ ’’ 10, H.W. STROUT AND CHILDREN. 
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W het seems now and then to. 
be a lurking feeling in the minds 
of some balesanen ‘that the para- 
graph “Attitude Toward Compe- 
‘tition’ found on page seven of 
the Salesmen’s “Book of Rules 
laticl|| Instructions’ 1/3) eh 
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as not the case, 
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i 
WH 


es enka AA AT 


(Z| fine| Lee ae uipment— | 
Tprror, ). 


_ Here Is One Wiha Has | 
I Seen) the Light) | (i 


| AAT 
ne following order ‘came to i 
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ee F. [Bowser Mac. Co. SANA 
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Condemned RTE time ago. 
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that time I thought | had a. good) 
‘tank for oil, but I made a blun- ii 
der, Now T want one of your Hh 
oil tanks complete to hold 2 bar- 
Hines! ot oil Kindly ship this to. 
“me at once and send a oi 
|| alter) it) next)iday atter you. Hel onl 
wilt | wh 
to pump oil out of a tank, into a 
measure, then pick up the meas- 
ure and hunt. up your funnel and | 
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District Office Standings 
In Kerosene Contest — 
| ‘Match 23, 1918 


1 ACES 
| 2 MEMPHIS 
| 3. WASHINGTON 
PN Wisc Wes WE 
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6. PHILADELPHIA 
7) CHICAGO 
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9, FORT WAYNE 
| 10, PITTSBURG 
li. DENVER 
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|) 13. MINNEAPOLIS 
AA CRA EN 
| 15, ALBANY 
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A Gentleman 


A. gentleman is. clean 
and) out—a man who looks 
neither down to the poor, nor up 
to the rich; who is considerate of 
‘women, of BHA He and of every- 
| body; who! is ma generous to 
“cheat and too brave to lie; who 
takes his share of the Ne and 
lets others have theirs; who can 
win without bragging and lose 
without squealing. | 


il ‘Crooked things do not grow 
high. Crooked men are always 
eee low-down, the crawlers and 
Hine creepers. Compare the oak 
-and the pine with the poison ivy. 
i auc the thistle, a foot-runner 
with a foot-pad, a man with a 
— mannikin,, honor with dishonor, 
| Wl Ih Tue Horne Mixer. 
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Apropos of the Lubricatine 
Contest, we have a letter from. 
H. W. Brown) Memphis. Mana- 
Ver, 


is as follows: 


HOw would | sell on an aver- 


age one lubricating outfit per 


always some 
Heche 


week?) There) is 
fellow that will tell you 
did’ A. certain ‘doubting 
(not meaning E, hill 
Thomas) wants to Le ae what I 
would do if I had to sell one lu- 
bricating outfit, per week. I'd 
sell them, HOW?) By finding 
and calling on every user of. i 
bricating Bile I would. not be 
simply a tank salesman. | would. 
be an expert on the storing and. 
handling OETA RE HU NARRATE 


which handles Lubrication — 
possibilities very intelligently. Tit) 


HTT | THY Hi) ANIC I tH WI) WN} | 


bricating 


| 
a | i HAY WN it 


i Wy HN i i Ht 
Standing — | i i i 
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\ il i 
g allon quantities or small i 
amounts, whether a battery ot 
outfits ad central distribution, or. Hi 
single outfits for each department i 


is most suitable. I would. know HI 


|| the |¢haracterstics!| pimicellligtal of 


doctor or a lawyer, I’ he eh 


cialist. 
bution of oils is my line, | am a 
specialist. In terms of the doc- 
tor—as an oil storage specialist 


it is my duty to first diagnose. 


the case before prescribing. This. 


must be done with diplomacy, for 
it frequently happens that the 


prospect doesn’ t even know that 
his present. system. for. storing 


or handling oils is even sick, Yet 


many are in a dangerous: condi- 
tion, HN 


prescribe until he sees the pati-. 
ent. Neither would I attempt to 
recommend and quote on lubri-. 
cating equipment until I had 
thoroughly gone over. the 
ground, learned the oils to be. 


andied tn manner of distri- 
March is. ‘ail follows 


bution, lah in one to five- 


| District Office Standing in Lubricating Contest 
“March 23, 1918 | 


Since storage and distri- | 


| every 
can ‘analyze we must call upon 


lineup» to ‘make every) manager Mi 
keep his men right on their toes. i 


you. “have-—forget_ about the 


best sales talk you ever Imada 


| 66 
‘ | Sill 
‘A doctor tne successfully Sons o! Guns’ 


each oil handled. I would make 
it a point to give the prospect: 
service by helpings him to solve 
his hig before the il is. 


mentioned. | | HAGAN 


iMate you have) the expert | 
Lio wledoe of your line and of oil - 
storage, the prospect will not. 
have to be told—he will recog- | 


nize it and will begin to ask ‘ali Hi 
opinion on ‘bentain | things aot ll 
focckma une ali tel plant or 


business, | 
When The Hine give him al best i 
(Onn 


der—help him, “and it will be Ae | 


ii 
A 


| Asie) says, we should analyze. 
situation, but before ve ii 


every user of oil, In) short, the i 


only way to get int busi- 


ness is to go "after. loa Hh i 
anal contest | is warming Di 
Philadelphia * ‘opened’? the cam- 
paign in first place and has been i 
close to the top ever. ‘since. cn 
2.3 Biremet| twit esi a | 
ators” edged into first place and | 


held. Ah is iil 


it until Prince wit nN 
from Dallas. 
bowed his. way to the top | 
heap. i Hh) i i 
Right on down the line there 
have been enough changes in ‘the | 


—— 


Hf a standing for the 2rd oa i 


i 


III | i 


iy DALLAS. i i 6. PITTSBURG 8 DENVER WA ii 
a MINNEAPOLIS HH GENER SA i} SAN FRANCISCO. 

8) PHILADELPHIA!||(/8) ATLANTA, ||| a, TORONTO] 
4. WASHINGTON 9. MEMPHIS 15. NEW YORK _ a | 
$. ST. LOUIS 
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1 A AA 


| i 16. Dicialiyiail ie Hl) 


0st a e in! now me | “Otic 


»BONSER., 
a 


ai | DO unnaig 
fhe mi 


A 


ri e 


nder Distr 


artim i has been transferred to 
) Denver. an His) ob aka ol ea 


‘een with | this Company. several 


tral Division Sales) De- 


iy ‘on 
i 


a 


itil in Pittsburgh, A 
| 


HI Mit il NG ol Us Powell | a 


Dis 
/ nad Vl Mir.) a Soom 


he ia ‘ ns | i) 


a “bee i assigned | to “special sales 
ay work “While he ea 


“clude 


| oh n este i New York. 
Hi Hf | 


Apo ili eae bo) Min) Senn ti the old 
| Harrisburg Office has given him 

‘a wealth br experience which will 

met | be of great assistance to him in 
+ bis new work. 


ie i 
A "Before coming ‘to tae Boweee 


sis ice in ee hist 
e deny * Distr 
sii a 


ho 


} 
i 
HH 


it 
i aN iil Wil | ll 


Wi hi 
iil a 
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0 | V ge. Ill a yh | We fees sure he will sill 
i |) the pa a a all ‘ne Li eA eel 
| ee eae eel ac lvanced. | 
oe oe | i Lh All Mr. Sherburne’ S Wee 
| 4 


Cal of the Home 
| ment | Tw wo years ago, however, il 
he Was transferred to. Toronto to. 


| Hi wh Hi 
| “you ng Seat) ‘salesman. who. began, 
| “selling: the Bowser 
Ilse lal ii [Powell formerly as- | 


rider 
hehe direction of the New — 
ani Office, his activities will i in- 
ihn! i special work. in Govern. 
ted Hi fhena Sales) in| the. vicinity. lov 


Mr. Powell's experience as as- 


“Company, Mr. Powell spent sev- 
ie, bal erral years i China and the Par ree studied human nature, 

il i) | i HA ’ Hasina 
| | Mi il WANA 


WHI | mi | HHH} | NTA I | 
We eins is “now. assist- HH 
¢ Harry Christie in Saleswork i 
in. Ree | 


Wee a “Halewood ha il eu lal | 


aac of. our ie eal for 
years, 


He used to work in the | 
Flome Office Col ee Dey part- Hl 


take care of collection | matters il 


there. Mr. Halewood | has alwa teil 


you 


tof ; i nl i inl Decaube|: his experi. _ been a most conscientious and i in-) i) 
| mt } ie “enc yoni ng. orders, he. dustrious Bowser ued EAA ea 
, mad ie iia Deal valuable assistant to. Work in Fort Wayne andl oe) 
gin eering E Mr. iC C. Barnet, Manager of ronto. ahes his success with | Mr. 
an ve TMM HM ee nit ey 
f | FATA TAA AAR i 
Pei tem, 1 L Wikre 
He in took HAA A anti tn ae HAMA Mr. ee CO NA al beta eat ie the | 
i he was i he DC ia Hil ‘Home Office Collection De, part- i 
ial i SAelil _ burg ail Hil li | ment has been sent to Toronto to. 
Wo in. Heal Hi WW. FF I stnan came with take charge of the collections. | 
ane ther Hine (He FE DOWSer Con pany in Mr. Wilde Iman came with this) 
ar ka le ve A Ail i : i hide ork ita the / ‘company: in TQ16,. His | very ex- | 
gani atio : oy il ost n came to. the e atten- cellent: work’ has been. instru- 
wl se head- i ia of the Exe ecutive § Sales ee mental in making his: Ml 
Toca ted i partment and he was given terti|| possible, | 
with jill hi i ii li La | wal There | That he prospers and ae a) Hh 
alth ‘expe: h ie ili acl na) “rec rc st himself, I eee cal record for himself in 
tusiness-get er both as a is ulesman. and as man- Canada is the desire of his 
anda eal ie ol ager of si Boston Cit Sales. friends and acquaintances. NAAM 
i \ wel “Becaus il rel his extensive wih | i WAT | Hi | Wh (| 
We u | til | | ext rience, Mtl “Eastman. SAAT A Shortt Story i LAT 
rect Hl sa By “prove ‘a valuable : “assistant to Mr. Hi “(Written foul Tet 300MER) Hi 
Salesmen. i i Hil Hae es | 


about our. |) 
Hh 


Line | six i 
months ago and who now is one 
il 


Hl bi ir bree producers. HA 


To begin with, he was young | 
Und! ‘without sales ‘experience, 
tN him, however, his youth. 
and. inexperience proved to be 
his chief. business assets. He had. Ui 
‘so. much. ‘ ‘pep’? he was. contin. 
‘ually ambitious to do. He had 
so. little knowledge he was hun-. 
gry) to learn, “And SO he) began | 
doing and learning the moment | 
he landed j in his territory. AA 
All day long he watched as | 
she AU ol UN Ral line, Whenever. he | 
found a chance to improve. his. 
arguments he improved them. 
Fl 
be 


Wil Hl 


tik om 


a i 


Facial | 


=| 


cause he knew that element was 
destructive. He saw. with his 
mind as well) as his) eyes) || He 
was alive on his job, not dead. 


Evenings he studied our line ; 
read his bulletin books; figured 
out how our equipment was in- 
stalled; learned about parts. He 
read. books. on. salesmanship ; 
studied the legal side of order 
writing ; studied good English ; 
read up on etiquette, on dress. 

(Kid that he was, he manfully 
a away his yellow neckties and 
red silk socks. ) 

HI purchased magazines Wad 
books treating on the war situ- 
ation, Reinforced with statistics 


and a thousand up-to-the-minute 


facts, the boy outargued every 
calamity howler in his territory. 


He was prompt about making 


out his Daily Reports, and he 
saw, | tolat| that! his) Calling | list 


was his daily guide. 

Mail from the district office he 
learned by heart. As for letters 
STOR ORG Unc CG SUE E 
He put them away in lavender. 

Lastly he took a correspond- 
ence course in up-to-date Sales 


- Methods. 


He constantly lived up to a 
private belief of his own: name- 
ly, that the more he did the more 
he could do, 

Now for the climax. 

One dark and stormy night 
this young man received a brief 
special letter from our G. 5S. M. 
It read: ‘Congratulations. The 
consistent business you have been 
sending in is splendid. A num- 
ber of our experienced men. re- 
ported no Bowser equipment 
could rs sold in. your aati 


Toronto i ab Five’ 


March 15, 1918 


BREMNER 
ADAMS 
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Rep seeiy Possibilities 


In considering kerosene possibilities Jack Burrows, ‘Manager | 


hil 


of the Tri-State District, brings out some very interesting points in 
a letter addressed to Le al and recalls to mind some interesting 


‘things which should be considered carefully before bili “pass up) 


Aer Ceene business. 
He says in part: 
Hl 
"As you know, 
was founded on Self- Measuring 
Storage quipments for Kerosene, 
and notwithstanding progress 
made in lighting systems, there 


has never been a time when con- 


ditions were as favorable as they 
are right now for the sale of 
heen CORTE RES UIA 
“For years past, the oil com- 
panies, especially the largest 
ones, have done everything pos- 
sible to increase the sale of Kero- 
sene—urging the use of it in 
place of G asoline in engines, the 
use of  high- erade 
Stoves, Tampa Lanterns, Ma 
And because sales of Gasoline | 
were so much greater in propor-. 


tion than sales ‘of Kerosene, il 
| hed a surplus of Kerosene, ih 


“But now. conditions ia iN 


be reversed, Con sumption of 


| Kerosene. has. increased _ beyond | 


all expectations. Many. dealers 


are unable to fill their customers’ 


requirements, “Merchants. should. 
forearm themselves against (le- 


layed shipments, embargoes, i on 
| DAA | } IAW 


AAA | HI 
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our business. 


burning Kerosene has 


both for heating and cooking, 


HI i 


Revosene | 


large tip will be furnished on noz- 


1} 

i} i} 

WN | | i i Hi 

| | | | HH 
WAH 


HAT 1) 


| AN | Hh Wi on 
By Haye Wenpte | : 


storage—sto- 
rage tee is clean ba safe 
wi il not cause losses—in all word, 


aA HAAN a 


Bowser storage. HAE 


| | Nil Wh Mi / 
“Think of what < an increa se 2) 
been crea- Il 


ted by ‘the use of thousands ain | 


Hn 


thousands of Kerosene a 


on. 
ccount of the Coal shortage fovedl 
By the large cities, where many 
‘salesmen. have | had the idea that. 
it is hard to sell Kerosene | Stor 
age. i HA 


\\| AI WAN 


/ | 


“Gut 63, this rae may be sold. 


as a Kerosene Outfit ; Ha Dan) 
ticularly a adaptal le to the use ical 
those. who handle. only all | 
quantities. It is standard with» 


Vicia pump, but can be equipped 


with half-gallon pump by making 
additional charge of $8.c ,00. Ne. 


accessories may be added, except 


WN 


that when sold for Kerosene a 


ee AAA | | | 
The Kerosene business i is a be. 


gotten if we will only go after it. 
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April 15, 1918 


HER SOLDIER 


Now I lay me down to sleep Oh, may his fight for Liberty, 

I pray the Lord my soul to keep. Save millions more than little me 
God bless my brother gone to war From cruel fates or ruthless blast 
Across the seas, in France, so far. And bring him safely home at last. 


Democracy With Its Dependents 
Must Be Protected 


Be 100 Per Cent Efficient—Subscribe to the Third Liberty Loan. 


Standing of Forty High Men Volume of Business 
April 8, 1918 


Salesmen’s Names Office 
21 Nie SBT.O Walt ree eee Dallas 
22 CS Bennet tne. ee ee Dallas 
oy. Da tS AOIRVAN ee een cree Memphis 
24, C. L. Speight... -Washington 
20 Rs Wie 6 Wiel eee Denver 
26. W. W. Scruggs. ..Memphis 
Pie Gy SViceeEl un Cera sents Atlanta 
28. W. B. Offerle...... Pittsburgh 
rae NOR ADS AON OY fet copes Srnec ie Dallas 
305). GS Wee More ane sees eee Dallas 

De Bakers San Francisco 
W. C. Sutton Fort Wayne 
TESS oe Cee WS Aa 0" OT the rece eee eee Dallas 


7, F. McKillop 
CH. Prideys.nn.. 


COO W WwW Ww 


Line Co. Damnores sree. eee 

K. F. Hessenmueller...Pittsburgh 
Be) Cae bl Kan oe ee ee Toronto 
39. F. W. Swerer Denver 
AO Siidiae sme Onin e)ll yee meee Chicago 


District Office Quota Standing 
13th Quota Week Ending April 6, 1918 


Salesmen’s Names Office 
5) Mies WBS TSuehonivondl Philadelphia 
De Wa GC. Halsey cceseeeareraes! Albany 
3202 BD brome Toronto 
A reeled Di Os aero Washington 
De dle Lem. Iho se ..Pittsburgh 
Oteelva Codidin'> FO meena seer Denver 
line Eis Wie Wax eyes Memphis 
855 Oe DMG KGS sic ease Dallas 
9 ee Brolin eee ee Dallas 
IOS AWS, Ante, “Ane waseae eS Atlanta 
LEY LEP Ge plesies sea New York 
Lo ABA: (Dettleneerre- sae Tri-State 
Oger ae Gre eS CLevTIN S Saeererreneern tere Toronto 
Tee Grea ignr> C Osi seem rete New York 
15. T. H. Moseley. St. Louis 
L6s4 Gea Walker eee ee oe eee Atlanta 
TAS aE atyi Oe aera eee, Albany 
13. Bo Bae Bates. eee secre Dallas 
19. M. ©. Benham... ... Minneapolis 
20° HVA. Viortieerne.. = Philadelphia 
DIVISION “A” 

1, DALLAS - - - B.L. Prince, Mgr. 
2. SAN FRANCISCO D.S. Johnson, Mgr. 
3. MEMPHIS - - H.W. Brown, Mer. 
4. ST. LOUIS - - L.E. Porter, Mgr. 
5. ATLANTA - H.C. Carpenter, Mgr. 
6. TORONTO - Harry Christie, Mgr. 
7. ALBANY - - - W.M. Mann, Mer. 
8 FT. WAYNE A. W. Dorsch, Mgr. 
9. PITTSBURG - - H.C. Storr, Mgr. 


DIVISION “B” 
1. WASHINGTON E. B. French, Mer. 


. DENVER - - C.C. Barnet, Mgr. 
. TRI-STATE J. W. Burrows, Mgr. 
. MINNEAPOLIS R.R. Safford, Mgr. 
. NEW YORK .- E. J. Little, Mgr. 
. CHICAGO - T. D. Kingsley, Mgr. 
. PHILADELPHIA J. P. O’Neil, Mgr. 
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District Office Standing 
in Kerosene Contest 
April 6, 1918 


1, DALLAS 

2. MEMPHIS 

3. WASHINGTON 
4. CHICAGO 

5. TRI-STATE 

6. ATLANTA 

7. PHILADELPHIA 
Sa Lem OGrS 

9. FORT WAYNE 
10. DENVER 

11. MINNEAPOLIS 
12. PITTSBURG 

13. SAN FRANCISCO 
14. ALBANY 

15. TORONTO 

16, NEW YORK 


District Office Standing 
in Lubricating Contest 
April 6, 1918 


1. PHILADELPHIA 
2, MINNEAPOLIS 
3. DALLAS 

4. WASHINGTON 
5. ST. LOUIS 

6. DENVER 

7. PITTSBURGH 

8. TRI-STATE 

9. ATLANTA 

10. SAN FRANCISCO 
11. MEMPHIS 

12. ALBANY 

13. CHICAGO 

14. TORONTO 

15. NEW YORK 
16. FORT WAYNE 
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We're Puzzled! 


By George! 
dicament. 

Almost every day we get a let- 
ter telling of some especially fine 
piece of sales work—how some 
salesman has gone out and lured 
from its obscure hiding place a 
fine order. They are all big ones 
that come to our attention, call- 
ing for twenty-five or thirty 63’s, 
or a dozen I15’s, etc., ad infim- 
tum. 

Now, we could fill our pages 
with these exploits. We could 
make every one of our readers 
either green with envy and thus 
stimulate them to greater endeav- 
or, or we could stir some “doubt- 
ing Thomas’ — to" says On, 
shucks! It’s his territory,” or 
“Rats! I did better than that 
last week,” and “them netercsult 
would be that the next time a 
BooMER put in its appearance it 
would be chucked in the waste 
basket. 

Now we want this BooMErR to 
be read! Our aim is to make it 
peppy enough to interest every- 
body. We are anxious to tell of 
fine sales work, are tickled to 
death to publish sales arguments. 
As a matter of fact, our “tongues 
are hanging out” for this mate- 
rial, but when it comes to telling 
only of results in dollars and 
cefits, “we “Can't -seenr itm ime 
CAUSE—many a little dinky or- 
der for a Cut 20 Transfer Pump 
has made some salesman sweat 
in putting it over. And many a 
Cut 63 has been sold in the face 
of objections which showed the 
real mettle of the man who had 
control of the order book. 

No, siree! Quantity never was 
the indication of quality. 

Now—if some of you fellows 
who come in here to our sanctum 
sanctorum and spin yarns by the 
hour tell fish stories, ete., will 
slip us a little inside dope, we’re 
with you!——solid! 

With spring opening up, the 
old fishin’ hole ought to be “pro- 
ducing.” So, come on with it! 


We are in a pre- 
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Memphis District Installation 


The photographs of this group were taken in and around Memphis, Tennessee, and were sent to us by H. W. Brown, 
Memphis Manager. 


Atlanta’s “Five Top- 


Notchers”’ 
April) 37,1916 


(Total Business Secured) 
il, IMIp ZA, ZNSE DONS 

2. LAVERGNE BLUE 
a D. S. MACRAH 

4. O. P. HARRISON 
Dy Wi, 184, IOLOINKE; 


(Largest Volume of Kerosene and 
Lubricating Business) 
1. M. A. ASHLEY 
2. D. S. MACRAE 
3. J. W. SHEALEY 
4, 0. N. GILLETTE 
5. DENIVER MOORE 


Look out for St. Louis. Jesse L. 
James has been engaged by Manager 
Lou Porter. ’Sa fact! 


Buasitness Must Proceed 


Opportunities were never bet- 
ter than now. Winter wheat 
looks fine. Spring rains are com- 
ing at intervals. Nature is with 
us to produce big crops and as- 
sure a conclusive victory for the 
Allies. Business must be kept up 
at high tension to produce mon- 
ey tO finances this war. Your 
duty as a business man is to be 
conservative in your home ex- 
pense—to be persistent in your 
work—to make big money by 
improving every opportunity 
to be prodigal toward the Gov- 
ernment and— 

EU Re VVUNG RE VV! 

baie PoRTER: 
St. Louis Manager. 


Memphis “Big Six” 
Match 25, 1918 


W. W. SCRUGGS 

ish, AN, ID IDILASIN? 

R.W. MAXEY 

KH. 8. STETZEL 

Pp. @. STUBBLEFIELD 
Cc. J. CANNON 


DOP Whe 


Proved Worth 


Milanese lo. 
S. F. Bowser & Co., 
Fort Wayne, Ind. 
Gentlemen: 

I am just placing my order for my 
third Bowser tank and wish to tell 
you that the two kerosene outfits 
have given me the best kind of ser- 
vice and I am now buying a curb 
outfit for gasoline because I know it 
will be right. 

Yours truly, 
THOMAS LLOYD. 


TAA 


1il 


Thomas Lambert, Dal- 
las Correspondent 


Mr. Tom Lambert, of the Dal- 
las Office, has joined the great 
cause, too. For over a year when 
inspirations met him~* amidship, 
Tom has been Boomer and 
BoostER Correspondent. We’ve 
appreciated his interest and now 
hope he will understand that we 
appreciate his heroism in putting 
aside his pen to shoulder a gun. 


Best wishes, Tom. May we 
claim you as war correspondent 
until you return from having 
“licked Germany” ? 
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16SUED BY THE 
UNITED STATES 
GOVERNMENT 


exist. 


10 11 1 1 tt tt — 11 | 


Are You a Member of 
a Thrift Stamp Club 


in Your Home Town? 
If not, join one and help save for Democracy. Be. 
the ‘‘Moving Spirit’’ and form one if it does not 
Every Bowser salesman should be taking an 
active part in the conservationofA merican Resources. 


Albany’s “Tenacious 
Ten” 
April 6, 1918 


W. C. HALSEY 

J. G. ROBERTS 

Jee OINTS 

A. G. LOGKE 

. T. RAND 

F. H. RICHARDSON 
R. A. DUSAULT 

. R. ROSS 

N. A. RING 

C. H.; HASTMA'N 
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When a man falls down, his tem- 
per generally gets up before he does. 


‘What becomes of the old moons, 
Dates 

‘‘The old moons, my son? Why, 
they die of new-moonia, to be sure.’’ 


‘“‘What will the present year 
bring forth?’’ asks an exchange. 
‘*Bring Forth of July, of course.’’ 


Tri-State “Quota 
Getters”’ 


HaW apa! 9h Mawes 


Salesmen Repeat 
fern Oth] Chess ee see 6 
20) Wee SEL PA, ba 5 
Da Seen ee BeBe hr if 
AO Ibe LEM OM MT IDIN| poe oes. 4. 
DAL Cam VeAsN eA KcH Ree 2 
Gane View eS BINENGED eee ee 2 
Te SX al LBS NAMI CAIN, ccc: 3 
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Dallas 100% Quota 


Men 
April 2, 1918 


Salesman Repeat 
1 THROOR. ==. 8 
2. BROWN, Le Lie 11 
8 fe WAL SG se eer ee 6 
Arte AVN UNCED Rig eee ee 9 
5. SEL Ee ee 6 
G. WILEEAMS 3 ee i 
i. BROWNS NOD 12 
SWAY 2 3 
Dard OVC By to eee ee ee 9 
10, MATTHEWS 8 
dit MORGAN 2 eee 10 
12.4 HOSTER 22. it 
13° SARGENT ae= eae Th 
14 CLA R Ke (tiediyij eames 7 
14 2 CENG * (tied) eee 2 
Oe ACL ES eee 8 
16... SULELV:AN | 2222 eee 10 
17, McKISSICK  ........... 10 
Iss" KOA DUM EOIN 7 
Ge (CLOKOALISIE AY... ioe ee 8 
205. GUNN Ee ee nee 6 


French Decides to 
“Cinch” the Cup 


You know “Success begets 
Success.” Now that we are suc- 
ceeding, it should be easier for 
us to hold our lead than to drop 
back and try to regain it. If you, 
individually, will secure your 
proportionate business weekly, 
there will be no regrets. Keep 
up the fight and see it to a finish. 
Your interests, Washington Of- 
fice’s interests and the Company’s 
interests are all involved. 

E. B. FRENCH, 
Washington Manager. 


To Whom It May Concern: 

We cheerfully state that we have 
been using constantly a five-gallon 
self-measuring castor oil tank for 
more than ten years, made by the 
S. F. Bowser Company, Fort Wayne, 
Ind. It has been more satisfactory 
to us than any tank or measuring 
outfit we have ever used in a busi- 
ness experience of thirty-five years. 

We would not be without one for 
twice its cost. 

Sincerely, 
ENGLISH DRUG COMPANY, 
Monroe, N. C. 


LAM 


112 


YGI_GOGB£ WW —">*>'*bt'’'_=#_ WB 9 F7F’F’”"’"”5nttQwowoFu. iow eEFeU 


A Boomer for Everyone 


Did you get your April Ist 
Boomer? If not, tell us the ad- 
dress on the last one you did get. 
We insist that every salesman 
should have a Boomer and, by 
heck, We'll see that he does, if 
he tells us he hasn’t. See? 

We can understand why To- 
ronto boys sometimes get theirs 
late, for THe BooMER must go 
through the Customs House and 
this takes from five to six days’ 
time, but the rest of you should 
get yours pretty close to the act- 
ual publication date. 

The April Ist BooMER was 
mailed on March 30th—at noon! 


Pay Your “Overhead” 
with the Kerosene Line 


The increase in living and 
traveling expenses makes it nec- 
essary for you to economize, 
conserve your time and increase 
your earnings. When you work 
a town, work it right. Do not 
call upon two or three people and 
then jump to the next town. 
This will save you railroad fare, 
conserve your time and enable 
you to pick up some business now 
being overlooked. 


The commission on a Kerosene 
Outfit will buy a lot of Thrift 
Stamps and War Saving Certif- 
icates. Would like to offer as a 
suggestion that every time you 
sell a Kerosene Outfit you figure 
the commission and put it at once 
in War Saving Certificates. By 
working the Kerosene line and 
doing this, you will be helping 
Uncle Sam, yourself, your cus- 
tomer and your company. You 
will be surprised when the year 
is over as to the amount of money 
you have earned and saved be- 
cause of pushing Kerosene Out- 
fits. D. S. JOHNSON, 

Western Manager. 


The most afflicted part of a house 
is the window. It is full of pains; 
and who has not seen more than one 
window blind? 


Mr. Geary Lewis has entered the 
Washington Office as Sales Promo- 
tion Correspondent. 

Mr. Lewis will be remembered as 
correspondent of the engineering 
sales when Mr. EH. H. Briggs was 
manager of that department. In 
1914 Mr. Lewis assisted in Private 
Garage Promotion work. 

We wish Mr. Lewis much success 
in his new work. 


Backbone vs. Wishbone 


Proportionately, if a man’s 
backbone weakens, his ‘‘wish- 
bone” develops. 

The nine-dollar-per clerk 


wastes his time wishing he had 
the luck of a Rockefeller, a Car- 
negie or a Morgan—wishing that 
he had this, that or the other job 
—continually wishing. 


The material parts of the hu- 
man body, muscle or bone, de- 
velop only by usage. There is 
not, in nature, any spontaneous 
generation ; everything comes by 
propagation. 

Which are you developing— 
your backbone or your “wish- 
bone’? By constantly using 
your “wishbone” it will develop 
in undue proportions. On the 
other hand in properly strength- 
ening your backbone, you should 
have no cause to wish. 


“Brace up’—stand erect; 
strengthen your backbone—also 
your jawbone. Learn to say I 
WILL instead of that monoton- 
ous “I wish.” The world be- 
stows prizes on men with a back- 
bone, while to those with a 
“wishbone” asking for fish she 
gives a serpent. 


Motion propagates motion, and 
life throws off life. Wishing you 
were fabulously rich leads you 
to the bread line. KRAFT. 


New York’s “High 
Five” 


April 6, 19185 
Gi, Wiig SKCOta 
FH. H. PEEPLES 
J, diy, IDA BMBINY 
J. A. GRANNIS 
H. DALGAARD 
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Fort Wayne High Men 
Aptile gyal OL 


High Ten, Business to Date 


He We Go SIUMUANMO RNY, Ab axelieen age, 

W. A. ARMSTRONG, Michigan. 
J. T. PRIDE, JR., Kentucky. 

J. W. CARLSON, Indiana. 

R. J. GOODMAN, Michigan. 

J. B. HAGAMAN, Michigan. 

C. A. MATHISON, Michigan. 

8. H. EH. CONN, Indiana. 

9. PHILIP CARLTON, Michigan. 
10. C. B. SUNDERLAND, Indiana. 


Three High, Lubricating 
Contest 


1. W. A. ARMSTRONG, Michigan. 
2. W. ©. SUTTON, Indiana. 

3. J. W. CARLSON, Indiana. 
Three High, Kerosene Contest 
1. R. HENSEL, Kentucky. 

i JX, dig Iebstayst, Ikenanyileliay, 

3. J. LT. PRIDE, JR., Kentucky. 


The Spirit of 1918 


Supt. J. L. Rhoads of our Al- 
bany Warehouse quoted us the 
following excerpt from a letter 
written him by the E. V. Stratton 
Motors Company, Incorporated, 
Dibanye NeeN.: 

“Tf you purchase merchandise 
in Rochester, Syracuse or Utica 
for delivery to you here, we in- 
vite you to ‘phone us when you 
next have any coming thru, as 
we will frequently be driving 


MIS OU Co bo 


Selden Trucks over the road and 


in these days of congested trans- 
portation we could save you 
some time, ‘Phere will. be no 
charge.” 

This shows the present tend- 
ency of a great many business 
concerns “to help out” these war 
days in every way they can. The 
spirit is most commendable and 
should fire us all with a patriotic 
desire to be of as much service 
to our country individually as 
this firm is of service co-oper- 
atively. 


Come Across! 


Some of you “Black 241 for 
Kerosene” salesmen slip us some 
dope as to how you do it. There’s 
a big audience waiting to hear 
from you. 
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Your Patt in the Liberty 
Loan Campaign 


We are daily receiving letters 
from Bowser boys in training 
camps in America, in Irance and 
in the Navy. 

They all have one tone, that 
of optimism—a tone of good 
cheer that indicates their willing- 
ness to do their part in the great 
struggle for the Reign of Right. 
Particularly is it noticeable that 
they are advancing physically 
and mentally. 

These’ letters: ares written by 
men and boys who might con- 
sider that they have never had a 
chance in the commercial world. 
Some of them have, no doubt, 
been required to forego school- 
ing, it being necessary that they 
go out into the world and become 
bread winners. 

These boys are now having an 
opportunity to learn, for Uncle 
Sam is providing in all camps 
and on all vessels mediums for 
education. Coupled with this is 
the removal of boys from un- 
healthful surroundings and, from 
associates who tend to discour- 
age advancement. They are be- 
ing led by discipline to do those 
things which make for better cit- 
izenship. 


With 
9 hei. 


pots ya, 


Their hours of recreation are 
carefully planned. What they 
shall and shall not do is deter- 
mined. Their hours of rising 
and retiring are such as make for 
sobriety. All of the soldiers ad- 
vise that they have gained in 
weight. 

One young man advises us: 

“Our course is subdivided into 
five courses, each of two weeks’ 
duration. The courses are as fol- 
lows: Transportation, finance, 
accounting, supplies, construc- 
tion, repair and administration.” 

Think of the grasp such a chap 
will have upon civic and business 
affairs when he will have laid 
down his sword for a commercial 
“plow share.” © Multiply this 
young man’s experience by a mil- 
lion or two! Think of the moral 
stability that will be inculcated in 
the rules of ethics which such 
young men will make their own. 


Surely we are on the verge of 
a commercial and moral awaken- 
ing which in itself will more than 
compensate us for any loss we 
may suffer. 

These boys are going out into 
the world to fight for right, to 
restrain an unruly neighbor, as it 
were, and like David, who ap- 
peared before Goliath, the Phil- 
listine, they do not necessarily 
have to die that their desire be 
accomplished. Rather are they 
protected by the Law of Right, 
for which they are striving. 

Let us do*ours patt:. “heteus 
carry the smile of honest endeav- 
or, the desire to do our duty as 
the army fighting in the rear, for 
upon the progress of this vast 
number of people largely depends 
the possibilities of success for our 
boys in the fighting line. 

Let us buy Victory and Liberty 
Bonds, War Savings Certificates 
and Thrift Stamps. We must 
give of our resources unstinting- 
ly. Analyze every thought and 
deed and make them answer the 
question, “Am I supporting the 
Government at Washington, at 
Ottawa, at, London sat) Paris eat 
Kome?” 
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Regard all thoughts as un- 
worthy if they do not pass this 
Lest: 


Your Approach 


To know your line is indis- 
pensable or, as the French say 
with a shrug, “Cela va sans 
dire’’—to have at hand all facts 
regarding equipment, its uses, 
its application, its construction is 
most essential; but to know the 
best way to approach a customer 
is a prerequisite to successful 
selling. 


What shall be said to win each 
prospect’s interest? This ques- 
tion lies uppermost in the minds 
of all salesmen. It seems a sim- 
ple matter for some men to go 
into the corner grocery ; for oth- 
ers to go into the small public 
garage where the man in over- 
alls is the proprietor; and for 
others to call upon the big mer- 
chant ensconced behind a “Pri- 
vate” door, or upon manufactur- 
ers: 


To all alike, however, big and 
little, there is unquestionably one 
best thing to say or do. 


It is not the aim of this article 
to point out the “means to the 
end.” Rather is it written in the 
hope that those who peruse it 
may be encouraged to analyze 
each call more carefully in an 
endeavor to make each call more 
productive. 


There is one basic principle 
which applies to even ordinary 
intercourse with men, and that is 
sincerity. Without it no one can 
be approached successfully, in- 
terviewed satisfactorily or sold 
profitably. 


There are argumentative buy- 
ers, often handled best by letting 
them have their own way, for 
the obstreperous man had better 
be allowed to talk himself out. 
All of them will give you valuable 
hints while they talk about their 
objections to buying Bowser 
equipment and, it is only neces- 
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Friendship As 


Well 
As 
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sary that you keep your thoughts 
alert to bring them to the dotted 
line. 


The silent buyer must be ap- 
proached with caution. It 1s 
often hard to draw him out, but 
draw him out you must 1f you 
will be successful. 


Every man has a special way 


of being approached. A sales- 
man must gauge his methods 


upon his experiences with buy- 
ers. Learn the tricks of person- 
ality that win attention and 1 
that way come to KNOW the 
best ways to approach custom- 
ers: 


“The Five Leading 
Senators” 
Washington District 
April 4, 1918 


1. A. L. CORBIN, Chatham, Va. 


2. ©. L. SPEIGHT, Stantonsburg, 
INC: 

3. J. T. GIBBONS, Washington, 
iD, Cy 

4. ©. C. CLAGGETT, Clarksburg, 
W. Va. 

Oo. W. A. BILLINGS, Durham, N. 
C. 


SSSI 


Wy 
Y 


tt NE NL EL HH om Hm Hmm HH mH mm 1 mere 1 nm Heme Hm 


A PICTURE EDITORIAL 


And 
Good 
Habits 
Make 
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Lieutenant Roberts Is 
Wounded in France 


Lieut, (Charles Glen 
of the field artillery of the Rain- 
bow 2. Sein re IN, WE, 
Atlanta Office, 
has been slightly wounded in ac- 
tion in France, according to a 


Roberts, 


Division, 


Roberts, of our 


telegram received Saturday from 
the adjutant general at Washing- 
ton. The telegram bore no de- 
tails, and Mr. Roberts is anxious- 


ly awaiting some further word. 


Lieutenant Roberts was in 
Purdue Collezes aus Hatayette, 


Ind., when war was declared last 
April, and was a candidate in 
the first officers’ training camp 
at Fort Benjamin Harrison, In- 
diana. When graduated from 
that camp, Lieutenant Roberts 
was transferred to Camp Taylor, 
at Louisville, Ky., where he spent 
only a short time and from where 
he was transferred to Mineola, 
IN. Y. At that place the young 
man was pera to the “Rain- 
bow Division,’ composed of na- 
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tional guard troops of many 


states, which organization was 
the first complete national guard 
unit to be sent over seas. 


False Economy 


Short sighted economy to-day 
is merely giving aid to the trade 
ChemysOn tice iumire, It 1s. all 
right to save for victory, but it 1s 
equally necessary to spend for 
victory. Our triumph on the act- 
ual battlefields of war must be 
bulwarked on the business battle- 
fields of peace. Every dollar put 
into new machinery, every fresh 
enterprise launched now consti- 
tutes just so much antidote 
against the inevitable German 
economic aggressions of peace, 
when Germany will concentrate 
all her genius of efficiency and 
organization upon the supreme 
effort to come back commercial- 
lye) leis no time tor business 
slacking in the United States. 
Saturday Evening Post. 


The most eurious thing about a 
falsehood is that it can get over so 
much territory by simply lying 
around. 
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Bowser Standard Dry Cleaning System 


Here is shown the Bowser Standard Dry Cleaning System in- 
stalled. The gasoline can be pumped from the uuderground tanks 
to washers or still, or from washer to washer, or from washer to still. 

The cone bottom tanks permit the greatest amount of precipita- 
tion of foreign matter and allow the precipitate to remain undis- 
turbed when gasoline is being drawn. 


Cut 255 Separator 


Cut 255 Separator is a device which 
removes water from gasoline by centri- 
fugal force. It is a part of the Standard 
Dry Cleaning System and when specifi- 
cally ordered (see price book) can be 
added to the Premier Dry Cleaning 
System. 

‘The Standard Dry Cleaning System 
is so arranged that no dirty or settled 
gasoline can be drawn through the Cut 
255 Separator, while in the Premier 
System, with only one pump, care must 
be exercised that the by pass provided 
is used when dirty or settled gasoline is 
being drawn. 

When a second Cut 710 pump is 
added this danger is absent for then the 
system acts, in all essential details, like 
a Standard Dry Cleaning System. 

The Cut 255 Separator is very sub- 
stantially made of brass and iron cast- 


Get Ready for t 


All Bowser 
Systems A 


Cut 251 Do 


This is the Cut 251 Di 
distilled gasoline is handl 
and settled gasoline is han 
no way connected. 

The valves on the fre 
no mistake can occur. It: 
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‘Spring Drive”’ 


y Cleaning 
Fireproof 


ible Pump 


fable Pump. New and 
one pump and all dirty 
1 another. They are in 


plainly labeled so that 
’’ proof. 


Rachet Handle 


This illustration 
shows the Ratchet 
Handle which can 
be furnished on the 
Cut 710 pump where 
no power is available. 
In case the Rachet is 
furnished, no tight 

and loose pulley or 
belt shifting device is 
furnished. 
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The Bowser Premier Dry Cleaning System 


This system combines all the salient features of the Cut 251—the 
same tanks, washer strainers, master strainer, valves, a water separa- 
tor, when specially ordered (see price list). In the Premier System 
all gasoline is handled through one pump, but if so desired and 
specified (see price list) a second pump can be added. 

The Premier is a very satisfactory outfit for a small cleaning 
plant. By the addition of a Cut 255 Separator for new gasoline, 
water can be entirely eliminated from gasoline. 

If no power is available, a handle can be furnished for operating 
the pump. (See cut.) 


Cut 253 
Washer Strainer 


This device is installed 
at each washer and catches 
all buttons, etc., which be- 
comes separated from gar- 
ments in the process of 
cleaning. 


(See bulletins. ) 


Cut 258 
Master Strainer 


This is a substantial ‘‘trap”’ 
through which all gasoline must | 
pass which is drained from 
washers into settled tanks. 


Note that it is provided with 
a quick acting cover which can 
be removed by a quarter turn. 
The two screens provided catch 
most of the sediment in the gas- 
oline and all lint, etc., which 
might get by the washer strainers. 
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J. O. McCracken’s Son 
Kills Sixteen Hundred 
Pound Bear 


What can a young man do to- 
day, now all the dragons are 
dead? Harold W. McCracken, 
son of J. O. McCracken, veteran 
Bowser salesman, has solved the 
riddle. 

Young Mr. McCracken jour- 
neyed up into the southern end 
of the Alaskan peninsula near 
the Behring Sea and shot eight 
bears. “The largest, a Kodiac 
Grizzly, weighed sixteen hundred 


pounds. [rom tip to tip the peit 
measured twelve feet and four 
inches. The skull was twenty 


inches long; the fur five inches 
deep. Mr. McCracken refused 
seven hundred round American 
dollars for the skin. 

Mr. Harold W. McCracken is 
an archeologist. He went to 
King Cove, Alaska, for the Ohio 
State University to collect speci- 
mens and data now on exhibition 
in the archeological museum on 
the Ohio State campus. Besides 
the bear Mr. McCracken shot 
caribou and various northern 
aquatic birds. The fact that his 
father is a Bowser Pacemaker 
surely accounts for some of his 
courage and daring in going aft- 
er big game. 


Mr. EK. Steinhauser, of the Pitts- 
burgh Office, has become a Bene- 
dict—just the date we do not know. 

We extend our congratulations to 
Mr. Steinhauser and our best wishes 
to the bride. 
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Denver “Dating Doers” 
April 1, 1918 


YEARLY VOLUME 


R. W. JEWEL 

R. CODDINGTON 
H. U. HARLE 

R. KE. ERWIN 

J. H. WILSON 

6. F. W. SWERER 

7. W. V. CRANDALL 
8. F. H. KILVER 

9. J. F. VONDEREMBSE 
10. R. J. CODDINGTON 
1S CSB ENR ORD 
12. J. L. COCHRAN 


MONTHLY QUOTA PERCENTAGE 


R. W. JEWEL 

R. J. CODDINGTON 
R. CODDINGTON 
R. E. ERWIN 

J. H. WILSON 

J. F. VONDEREMBSE 
F. H. KILVER 

H. U. EARLE 

C. I. BENFORD 

W. V. CRANDALL 
F. W. SWERER 

J. L. COCHRAN 


The Potson of Worry 
It Achieves No Results of Any 


Importance 


ss) 
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The National Public Health 
Service, located at Washington, 
is adding to its usefulness by 
leaps and bounds. It is assisting 
the Nation in the solution of 
gravely important problems. In 
one of its recent bulletins it 
warns us of the poison of worry. 


“No bird tries to build more 
nests than its neighbor,” it says. 
“No fox ever fretted because he 
had only one hole in which to 
hide, no squirrel ever died of 
anxiety lest he should not lay up 
enough nuts for two winters in- 
stead of one, and no dog ever lost 
sleep because he had not laid 
aside sufficient bones for his de- 
clining years.” 

The principal source of worry 
for most of us 1s financial in na- 
ture. Our needs seem to grow 
in nearly all cases with our in- 
comes. The poorest man often 
has an income that runs into the 
hundreds of thousands. In the 
opinion of a writer in Physical 
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Culture, any man is poor who 
spends beyond his income. The 
man who makes a hundred thou- 
sand a year and spends a hun- 
dred and twenty-five thousand is 
poor. The man who makes 
twelve hundred a year and spends 
a thousand is rich. Riches are 
not always measured by one’s in- 
come or possessions. They are 
measured by one’s requirements. 
The richest man is he who re- 
quires the least. 

Anyway, regardless of one’s fi- 
nancial status, no results of any 
importance were ever achieved 


by worry. Careful thought is 
necessary to solve the many 
problems that come into our 


lives, but the less worry associ- 
ated therewith, the better. 


Good Sales Arguments 
Appreciated 


Leo D. Baker, 1917 Pacema- 
ker, from the San Francisco Dis- 
trict, is making arrangements for 
a place at’ the 1918 Pacemakers 
banquet table. That’s just what 
every man should be considering 
at this moment. With April past 
only two-thirds of the year re- 
mains. 

Mr. Baker asks us for more 
sales arguments in THE BooMrER 
and we would like to hear from 
more of you salesmen as to your 
methods in landing the “tough 
ones.” 

He says, “Let’s have still more 
of the sales talks and ‘how’ 
stuff by the fellows who are real- 


ly doing the big things. The 
longer I sell the ‘Bowser’ line 


the more interested [ am in how 
the other fellow handles his tight 
places.” 

It occurs to us that fe should 
hand us some of his methods, 
just to start the ball rolling. 


‘“Were you carefully brought up, 
young man?’’ said the merchant to 
the applicant for a position. 

““Yes, sir,’’ he replied, ‘‘I was 
brought up on the elevator.’’ 
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C. F. Comstock 


One of the members of THE 
Boomer reporting staff happened 
to be in Detroit a couple of weeks 
egomeevisit to the Detroit Of- 
fice seemed apropos, so, accom- 
panied by a friendly rain stick, 
a fountain pen and a scratch pad, 
the reporter found 1005 Wood- 
ward Avenue. 


The first commendable thing 
about the Detroit Office is Good 
Advertising. From any angle of 
the block upon which this office 
is located may be seen the gold- 
lettered sign, S. F. BOWSER & 
COMPANY, Inc. And from any 
angle of the block may be seen 
3owser equipment displayed be- 
hind clean plate-glass windows. 


The next praiseworthy feature 
is the interior of the office. A 
customer desirous of purchasing 
a Bowser outfit is instantly at- 
tracted by the neat and business- 
like arrangement of the splendid- 
ly equipped showroom, and by 
the privacy of Mr. Comstock’s 
and Mr. Armstrong’s office loca- 


yh, 
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ted directly back of the display 
room, where business transac- 
tions may be consumated with- 
out disturbance. 

The Detroit Office was estab- 
lished = ay little*over seven years 
ago. “Jack” Armstrong, “Wal- 
lie’ Armstrong’s brother, was 
then Factory Salesman and Carl 
L. Hobrock was handling the 
general line. The office at that 
time controlled the right to sell 
our equipment only in the City 
of Detroit and in Wayne County. 
SipcCemoevenmcounites: Navespeen 
added to Detroit’s jurisdiction. 

vt present. CE. Comstock “is 
head salesman of the office and 
W. A. Armstrong is head of all 
engineering sales work. 

The duties of these two men 
are in no way related. Mr. Com- 
stock has the responsibility of 
directing the road force, com- 
posedior G77”. Mathison, Re .J. 
Goodman, J. Ben Hagaman and 
Phil Carlton—all 1917 Pace- 
makers—and, in addition to this, 
Mr. Comstock takes care of the 
office. Mr. Armstrong, as head 
of engineering sales work, has 
all of his time taken up selling the 
factory line, taking care of his 
correspondence and sowing see] 
for future business. Mr. Arm- 
strong has done some exception- 
ally fine sales work during his 
three years of service in Detroit. 

30th Mr. Comstock and Mr. 
Armstrong have had much in the 
way of Bowser experience to fit 
them for their present positions. 
Mr. Comstock spent four years 
traveling for our firm out of New 
York City and through the Cen- 
trale West. On thezother snand,; 
Mr. Armstrong was one of this 
company’s installation experts in 
1910 before he took up selling the 
line February I, 1912. He also 
made a record for himself as a 
Pacemaker, having been a mem- 
ber of the club in 1915, 1916 and 
1917. Before he took up work 
in Detroit he traveled out of the 


Pittsburgh, Chicago and Ohio 
Offices. ; 

A notable clique has just been 
formed in Detroit. Mr. Com- 
stock has established a Get-To- 
gether-Weekly Convention for 
the sales force. Meetings are held 
every Monday evening. During 
session hours niceties in sales 
methods, points concerning 
equipment, territorial problems, 
terme and the? likes are talked 
over. These discussions promise 
to be of considerable value to the 
salesmen for, although these men 
are all finished men—Pacemakers 
every one of them—the Get-To- 
gether Conventions put a keen 
edge on their accomplishments 
and add a close social bond. 

To the interested observer the 
Demroin Otncesis a busy place, 
Without Miss Leona Haesbrouck 
to take care of ‘phone calls, write 
letters; ofders, act as receiving 
clerk, “shipping? clerk; ‘service 


clerk, the Detroit Office Recep- 
tion Committee and Bureau of 
General Information Mr. Com- 
stock and Mr. Armstrong both 


Leona Haesbrouck 
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declare they'd be 
“stumped.” Lit- 
tle Miss Haes- 
brouck has been 


with the com- 

pany since I9I4. a 
As she stands i RT 
she is a living |f / qq. WA ct) 


synonym for 
“Service Plus.” 


rer eap leas ui, 
brisk manner 
adds snap and 


fun to the duties 

of her day. Her thoughtful con- 
sideration of and interest in 
strangers stepping over the 
threshold of the office is delight- 
ful. Genuine good will emanates 
from her welcome “How do you 
do?” Miss Haesbrouck is a val- 
uable asset to the Detroit Office. 


Now a word about W. J. EI- 
mer, service man. Mr. Elmer 


W. J. Elmer 


Mr. C. C. Barnet, Manager of the 
Denver Office, tells a good one on 
R. W. Jewel. We give you his exact 
words: 

““On one order which amounted to 
an average of 140 points of business, 
one of the partners seemed to enjoy 
himself hugely, inquiring several 
times in his bull-like voice: ‘‘Why 
in should I go to a show?’’ 


W. A. Armstrong 


takes care of all service matters 
in Detroit and Wayne County. 
He has a new truck which great- 
ly facilitates his taking care of 
work located in distant parts of 
Detroit and outlying districts. A 
year in our employ, Mr. Elmer 
has taken our business seriously 
to heart. He is well acquainted 
with the Bowser line and earnest 
in his endeavors to keep up the 
firm’s ideal of Service. 


From the preceding it may be 
easily seen that the Detroit Of- 
fice is 100 per cent efficient. It 
ranks high as a representative 
sales office. Good work has been 
done and is being done in De- 
troit. The best interests of the 
firm are being maintained there. 
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Note:—TuHeE BooMeEr wishes 
to give every district and sales 
office a publicity set-up similar to 
the one just read. All that is 
necessary is a camera, a bit of 
historical data and the stories of 
the work of the men and women 
employed in the different offices. 
Come across now—all you dis- 
trict office and sales office cor- 
respondents! Give us your dope! 


Ray was not disconcerted, however, 
but kept up the ‘‘continuous. per- 
formance’’ until the spectator-pros- 
pect succumbed from pure exhaus- 
tion. Is it posstble) that) “four 
Jewel’’ missed his calling in not 
booking for vaudeville???’ 


‘‘Harly Energetic’? Maxwell, of 
the St. Louis District, is right on 


the job after every lubricating pres- 
pect. 

Referring to the possibilities 
which lie in this class of equipment, 
he says: ‘‘Our Lubricating Line is 
like the alarm clock which many 
salesmen fail to heed, and miss the 
early train which leads to sure com- 
missions. WAKE UP and catch that 
train!’’ 


War Revenue Stamps 


It is absolutely necessary that 
war revenue stamps be affixed 
to each long-term order, or post- 
dated check. The cancellation of 
the revenue stamps must be done 
by the customer. 


A two-cent stamp must be af- 
fixed for each $100.00 or frac- 
tion thereof; this applies to the 
full amount of the order and not 
to the amount of the note. 


For example, if the amount of 
the order is $325.00, there must 
be placed on same 8 cents in rey- 
enue stamps, no matter how 
much cash is received with the 
order. These stamps must be 
canceled by the customer. 

It is also necessary to place 
revenue stamps on all future- 
dated checks—2 cents for each 
$200.00 or fraction thereof. It 
does not answer the purpose to 
send in the order or check and 
then later on send in some 
stamps, as the stamps must be 
placed on the order or check and 
canceled by customer. This fea- 
ture is just as important as the 
placing of stamps on the orders. 


Too many salesmen are over- 
looking this very necessary de- 
tail. 

Neglecting to properly execute 
an order in this particular man- 
ner means delay in shipment and 
delays in shipment cause dissat- 
isfied customers and dissatisfied 
customers spell ruin. 


Stop all dissatisfaction by do- 
ing the right thing first! 


Tourists should avoid filling the 
radiator with water from unknown 
sources. Water containing lime will 
soon damage the cooling system. Use 
rainwater whenever obtainable. 
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Shall We Use a Lead 
Pencil? 


Tue Boomer articles publish- 
ed recently bearing upon the 
methods of salesmen have been 
commented upon by our men in 
letters to us. 


We find that every man has 
his own way of approaching and 
interesting his prospects. In 
fact, a compilation of these vari- 
ous ideas would make interesting 
reading. 

One question stands out dis- 
tinctly above all others—‘“Shall 
we use a lead pencil?” 


Is it good business to use a 
lead pencil? Should losses be 
put down in black and white be- 
fore a customer? 


Should losses due to improper 
equipment, slip-shod methods, 
over-measure, spillage, loss of 
time, etc., which could be over- 
come by means of Bowser equip- 
ment be brought to the custom- 
er’s attention by the use of a lead 
pencil? 

Certainly if that method helps 
you to retain your customer’s at- 
tention. 


We in no way reflect upon the 
in tegrity of a purchaser when 
we say that the average prospect 
must have his attention focused. 
His interest must be aroused and 
held and it can be done in only 
three ways: Ist, intelligent and 
careful and logical statements of 
facts ; 2d, the use of a pencil and 
Paper, 3d. the use of the model. 


The model is indispensable in 
any sale, for even though it be a 
private garage prospect, atten- 
tion can be gained and held by 
the use of a model. 


So, like all other matters, the 
practical experience of the sales- 
man is the best indicator of the 
most desirable methods to be 
used by him. 

But! If you are not getting 
the maximum of results, it is 
high time you climbed on the 
wagon with some more experi- 


enced driver to see how he han- 
dles the reins. 

The old saying, “Better let 
good enough alone,” has tied the 
hands of many an otherwise ag- 
gressive man and woman. It is 
not altogether desirable to be dis- 
satisfied, but in sales work “‘good 
enough” is never good enough. 
Keep your eye peeled for a bet- 
ter way of saying and doing ev- 
erything. When you stub your 
toe on some hard nut of a buyer, 
watch your step next time, and 
when you make a whale of a 
killing, just pour a little cold wa- 
ter of temperate thinking onto 
your wrists and see what made 
you a success. Too much pros- 
perity has ruined many a good 
man. Keep your head well with- 
in your regular hat-band and you 
will never need to fear for re- 
sults. 


St. Louis High Men 
Week Ending April 6, 1918 


High Men in Volume of Business 


1. J. H. BEDSER 
2. W. E. GROOMS 
Bo (Co Jel, IPIRIUD DIN. 


High Men in Number of Lubricating 
Outfits 
i, C, 18h, IEIRINDISNG 
2. L. WILLIAMS 
3. H. V. YOUNG 


Year to Date 


High Men in Volume of Business 
Received 
I, © 18, IPIMIEDIS NY 
2. T. MOSELEY 
3. Ch Co ADORILIIN 
High Men in Number of Sales of 
Lubricating Outfits 


Us Gy Jel, JeARAuDAD Ne 
2. HE. E. MAXWELL 
3. WM. F. McKILLOP 


High Men in Number of Sales of 
Kerosene Outfits 


J. H. BEDSER 
G. R. BAUM 
J. A. CONRAD 


Whe 


Wick cont blame es ve atrick: 7 
O’Neil, the manager of the Phila- 
delphia District, for being peeved 
at his whirlwind salesman, H. A. 
Vortigern, who is reported as quar- 
antined with ‘‘German measles.’’ 

J. P., why not name it the °‘ Trish 
Pip’’ and let it go at that? 
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H.W. Brown Tells 
Them! 


Some of the boys are just be- 
ginning to realize that they can 
sell Kerosene and Lubricating 
Outfits. After having made up 
their mind to give them a fair 
trial, they are getting splendid 
results. 

W. W. Scruggs, sometimes 
known as “F.C. W. O. Scruggs,” 
was the Big Star last week, in 
total volume of business, as well 
as in total volume of kerosene 
and lubricating business. 


The leader in the Kerosene 
Contest is Eugene Burch. Sec- 
Onde teenii vis: 

The leader in the Lubricating 
Contest is E. P. Dolan. Second, 
Vee Wersctuces. sl hird. Ho S: 
Sterzel, 

Have you decided who will be 
Director of the Memphis Pace- 
maker Organization? It is an 
honor worthy of your best effort. 
Look who is in the 250-point class 
—R. W. Maxey. Mr. Maxey 
has a worthy opponent in Mr. E. 
S. Stetzel, only a few points be- 
hind him. 

Please remember that Kero- 
sene Outfits and Lubricating 
Outfits count for points faster 
than other equipment. If prom- 
ises I have heard are kept—if 
bets I have heard made are won 
—there will be a new line-up very 
shortly in the Kerosene and Lu- 
bricating Contest, as well as in 
the candidates for Directorship 
of the Pacemakers Club. There 
is something doing!” 


‘‘The man who wears a smile 
carries the magic key that opens 
barred doors, disarms the guards 
and breaks through the barriers of 
disinterest, distrust and inattention. 


All the world knows that a smile 
indicates happiness, enthusiasm, con- 
fidence and sueccess—everyone is in- 
terested in those who are successful. 
Nothing succeeds like suecess. Look 
successful, feel successful, think suc- 
cess and your work will be success- 
sft ead 


—V. CLEMENT JENKINS. 
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Minneapolis Office Uses 
Its Show Window 


Bob” Safford, Minneapolis 
Manager, is right up on his toes! 

We have before us a photo of 
the window display of the Min- 
neapolis Office showing a Cut 109 
and an old linseed oil barrel with 
dirty measures, emphasizing all 
the disagreeable features con- 
nect with selling paint oils in the 
old-fashioned way as compared 
with the possibilities when Bow- 
ser equipment is used. A sign— 


oe 


“Profit or Loss’—carries the 
point home to the passerby. 
It’s a dandy good idea! Why 


not everybody Bho has ground 
floor windows take advantage of 
it? We are missing a big oppor- 
tunity if we let this sort of pub- 
licity slip by! 

We are sorry a good cut could 
not be obtained from the photo. 


Minneapolis “High 
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Don’t Be in Too Much 
of a Hurry to Go! 


Just “‘stickin’ around” some- 
times makes them give you at- 
tention. 

Bob Safford, Manager of the 
Minneapolis Office, tells this one: 


“Now, I want to tell you a 
little story. One of the men who 
made good on the Kerosene 


Campaign told me how he did it. 

“Went in. Crabby old pros- 
pect; the cold-blooded — kind. 
Nothing needed, walks away. 

“Salesman sticks (from force 
of habit). 

“Crabby oldgentleman returns. 

“Flow much does one of your 
Kerosene tanks cost ?’ 

“Tt depends on size and type.’ 
About one hundred gallons, 
first floor.’ 


wee 


ph yh, 
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Ninety-nine dollars.’ 
YOU Ss CANS SEND 
ONE OF THEM,’ 
“*You ought to have a larger 
tank, at least three barrels, giv- 
ing you better storage.’ 
OA right, send me that.’ 
“The best part of this story is, 
it 1s true—absolutely true. At 
least the salesman in question 
says so, and I can’t conceive of 
a man going to the trouble of 
‘spinning a yarn’ where he plays 
such a modest role.” 


ME 


Mr. R. D. Leonard, who covers the 
Washington, Pennsylvania, territory, 
paid a visit to the Pittsburgh Office 
announcing his arrival by handing 
us two nice orders. Mr. Leonard has 
been handicapped in getting started 
this spring by the illness of his wife, 
who, we are glad to report, is now 
out of danger and on the road to an 
early recovery. 
Se 


We regret to note the death on 
March 21st of the father of Mr. C. 
EK. Joyce, of the Dallas District. Mr. 
Joyce was eighty-two years old. 

We know we express the sentiment 
of the entire Bowser organization 
when we extend our sympathy. 

Mr. C. HE. Joyee was a Pacemaker 
in the Dallas District in 1917. 


B. L. Prince Takes Us 
to Task 


Manager B: L.. Prince’or the 
Dallas Office and his able head 
salesman, W. W. Ince, of Okla- 
homa City, paid THE BooMER of- 
fice a visit last week. Believe us, 
they have on their war paint for 
the 1918 Cup Contest. Not a 
chance in the world for any other 
contender is what they would 
have said had their sentiments 
been crystallized into words (as 
the poet says). 

They accused us deliberately 
of omitting part of their nom de 
guerre. We have been saying 
the “Rootin’ Tootin’ Cotton 
Shootin’ Sons o’ Guns from Dal- 
las,’ when we should have said 
the Rootin’ Tootin’ Cuttin’ 
Shootin’ Sons o’ Guns from Dal- 
las. “‘Rootrn’ ’’—hbecause every 
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mother’s son is out on the side 
lines whoopin’ her up for 1918. 
“Tootrin’’’—for every last one 
is blowing the bugle of “Dallas, 
the Cup winner in 1918.” “Cut- 
TIN’ ’’—for they are _ forcing 
their way through every obstacle 
that tries to stop them. “Snoor- 
IN’ ’’—for Prince says he'll put 
every man “against the wall” who 
does not duplicate the 1917 Pace- 
maker record of “Every man a 
Pacemaker.” 


Well, now! What will the 
other Cup Contenders have to 
say ! 


Show me a pessimist who says 
business is poor, and I can prove to 
you he is not giving much thought 
to business, but is thinking of other 
matters. In other words, don’t be a 
pessimist as this type never did co 
anything worthy or great. Get ac- 
quainted with men who succeed in 
life, and you will find that every 
last one of them has been an opti- 
mist, is one at present, and always 
will be just as long as he remains 
successful, 

WALTER F. EASTMAN, 
Assistant Manager, 
Pittsburgh Office. 


Bowser Gasoline Dispenser 


At the Patschke Garage 

A Bowser ‘‘Chief Sentry’’ gaso- 
line dispenser has been installed in 
front of the Patschke garage, on 
Cumberland Street, at Eleventh. The 
pump is the finest in Lebanon coun- 
ty, and is also the largest as far as 
outside measurements go, as it rears 
its head close to the second story. 
The ‘‘Chief Sentry’? dumps five full 
gallons of gasoline into the thirsty 
throat of a waiting automobile at 
one turn of the crank, if the levers 
are so regulated, but also dispenses a 
lesser amount when desired. 

Morris B. Pfeiffer, of 358 North 
Third street, the local salesman for 
the S. F. Bowser Company, manufac- 
turers of the device, installed the 
machine and it is attracting consid- 
erable attention. Mr. Patschke, 
owner of the garage, is also highly 
pleased, as are his many patrons, and 
the attractiveness of the pump will 
likely bring many sales to the gar- 
age from tourists on the William 
Penn highway as well as from the 
city Lebanon Daily News. 


To remove paint—sit down on it 
before it is dry. 
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The “Why” of Under-ground Storage of 


Gasoline 
The Reason for a Sales Argument 


The following article was con- 
tributed by Mr. Carver Wood, 
our Special Factory Represent- 
ative in Cincinnati: 

“All of us use sales arguments 
that are passed on to us, without 
understanding clearly the facts 
on which they are based. We 
get results, but how much clearer 
we could make our point if we 
analyzed each statement for our- 
selves. 

“Take for example the state- 
ment: ‘By pumping your gaso- 
line directly into your car, 
through a hose, you save its 
power.’ 

“What is this power? 

“Gasoline consists of a number 
of constituents—hydro-carbons— 
of different boiling points and, 
therefore, of different vaporizing 
points. These hydro-carbons that 
vaporize the easiest, that is, at the 
lowest temperature, are the ones 
necessary for the easy starting of 
a motor; also, they are the ones 
that mix in ‘the greatest volume 
with air, as shown by the follow- 
ing table: 


560 Baume Gasoline— 5 pet. 
will combine with air 
64 Baume Gasoline—t1t1 pet. 
will combine with air 
69 Baume Gasoline—15 pct. 
will combine with air 
73 Baume Gasoline—28 pet. 
will combine with air 


“We know that 69 Baume or 
‘high test’ gasoline costs more 


and will give better results in a 
motor than 62 Baume or ordinary 
gasoline. The reason is that the 
former contains more low boil- 
ing, low vaporizing hydro-car- 
bons and, therefore, will make a 
richer mixture in the cylinders; 
that is, a vapor containing great- 
er explosive power. At 63.5° F. 
the vapor pressure of 69 Baume 
gasoline is 100 per cent greater 
than the vapor pressure of 61 
Baume gasoline. 

“Both of these gasolines con- 
tain hydro-carbons that will mix 
to a high degree with air, but the 
vapor pressures of the two show 
that the ordinary gasoline con- 
tains not more than half as many 
as the higher grade. 

“The loss of these low boiling, 
low vaporizing hydro-carbons by 
the storing of gasoline above 
eround, where it is subject to a 
high degree of temperature, and 
the handling of it in open meas- 
ures, exposed to the air is the 
‘loss of power’ we speak of.” 

This is a striking example of 
the way Mr. Wood “uses his noo- 
dle.” He has carefully analyzed 
a most commonplace statement 
and made it real sales ammuni- 
tion. 

There is a reason behind every 
sales argument. When a man 
understands this and makes use 
of his knowledge he becomes 
well-nigh invincible. 

Look for the reason for what 
you say! 


1916-17 Pacemaker, L. B. Gilbert- 
son, of the San Francisco District, 
has struck a brand new gait, this 
time to Hymen’s Altar. 

Mr. Gilbertson was married to 
Miss Bessie Hendershott, of HKugene, 
Oregon. 

They are now living at Salt Lake 
City. 


‘““Why does firelight always make 
us think of the past and moonlight 
of the future?’’ 


Tf you wish to appear agreeable in 
society, you must be content to be 
taught many things which you al- 
ready know.—Lavater. 


Spring has come—so they say in 
Albany, for Bill Mann, the atrable 
manager of that district, has taken 
his lil’ ol’ Joy Wagon off the jacks, 
pumped up her tires, given her the 
once over with liquid veneer anc is 
ready to go! 
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Correspondence 


Never write unnecessary let- 
ICS, 

No communication should be 
mailed unless it bears the date 
and the name of the office and 


department from which it ema- 
nates; 


Every letter should concern 
one subject. This subject 
should be stated and remain un- 
changed when writing other 
communications dealing with the 
same matter. If a subject is in- 
COImecth eiven, correct it, and 
write both the wrong and cor- 
rected subject at the head of your 
letter. 


The body of a communication 
should be well constructed. Right 
words should be carefully and 
concisely adapted to the thoughts 
you wish to express. Punctua- 
tion and paragraphine deserve 
special attention. The matter of 
spelling and penmanship are also 
requisite to good letter form. 


Letters should not be address- 
ed to individuals unless written 
to them alone on matters not re- 
lating to business. 


If you wish your letter to re- 
ceive preferred attention inclose 
it in the special envelope, Form 
A276 Wo not mark this “Person= 
al” unless it is personal, because 
when so marked it will be un- 
opened until the person to whom 
it is addressed opens it. 


Do not send an extra carbon 
of your letter to some other de- 
partment, or individual, than to 
whom your letter is addressed 
with the expectation that that de- 
partment, or individual, will han- 
dlewtiem matters becatice of the 
copy, as we do not do so. Neither 
should the carbon copy be sent 
tnless (here is a) reason Tor it. 
We get the carbons of many let- 
ters that consume time in read- 
ing that we would be better off 
if we did not have. If it is your 
desire that someone know a cer- 
tain letter is being sent, it is all 
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right.to send him a copy of it, 
but attach to it a note telling 
why you are sending it. 

In your correspondence with 
the Home Office use the letter- 
heads provided. They were cre- 
ated for the purpose, and meet 
the requirements perfectly. If 
they do not in your case, sugges- 
tions for improvement will be 
gladly received, but until you 
make recommendations and they 
are accepted and put into use, the 
best interests of the organization 
demand compliance with effec- 
tive policies and forms. 

R. L. CoLwELt, 
Eastern Manager. 


This Month’s Cover 


A\t no time in the history of the 
world has it been so necessary 
that we be alert. At no time has 
the foundation of society been so 
near rocking as now. Forces are 
at work attempting to undermine 
all the activities which have made 
for good. Every conceivable 
weapon is being used. Every 
underhanded method conceivable 
is being resorted to that the peo- 
ple of the United States remain 
apathetic to the necessity of up- 
holding every measure that is de- 
vised to further our cause. We 
need to awaken ourselves, look 
every claim of delay, every case 
of carelessnes and mismanage- 
ment squarely in the eye and find 
the reason behind it. 


Never—never—has the United 
States done such wonderful 
things. Never in the history of 
the world has so much been ac- 
complished under such  handi- 
caps as has been accomplished in 
the last twelve months. 


Germany has boasted that the 
United States could not get into 
the fray. Shall her words be 
true? Never!—but this answer 
is effective only as we uphold the 
aims of the government in every 
measure, 


In order that food may be sent 
to our boys in France, lumber 


and steel provided for ships, can- 
tonments built for housing our 
army while in training, aero- 
planes, submarines and guns be 
built, money must be provided. 
Wages must be paid. 


The only satisfactory method 
of raising the tremendous amount 
of money necessary is for the 
government to borrow from you 
and me. 


The ways and means are pro- 
vided through Liberty Bonds, 
War Saving Certificates and 
Thrift stanips ee Cultivate tne 
habit of accumulating thrift 
stamps. Convert them into War 
Savings Certificates and Liberty 
Bonds. 


Bowser Salesmen will not be 
found shirking their duty in this 
great conservation plan which is 
being adopted in this country. A 
conspicuous part is to be played 
by every salesman in the preven- 
tion of oil waste. No oil room, 
no engine room, no paint store, 
no grocery store can handle the 
products which depend upon 
Bowser pumps for accurate meas- 
urement without suffering a loss. 


Bowser Salesmen with their 
territorial guides can find every 
user of oil in their territories. 
With their models they can 
quickly and satisfactorily visual- 
ize the advantage of ‘using a 
measuring device. 


No one should be overlooked. 
All must be called upon if they 
are to be sold. The model must 
be used to bring to their atten- 
tion the advantages of Bowser 
equipment. 


“High Five’’---San 
Francisco District 
Month of Match 


1. F. M. KENNEDY 
2. C. O. HOTTEL 

3. E. R. BIRD 

4, F, LAUGHREY 

5. J. C. HARDING, JR. 
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Stick to It Till It’s Done 


Stick to it till it’s done— 
Stick to it, boy; don’t chuck it up 
Because there’s somethin’ new 
That’s glimmerin’ in the distance 
An’ fascinatin’ you. 
Why, make believe there’s nothin’ 
beats 
The job you’ve just begun, 
An’ keep right at the thing you’ve 
got— 
Stick to it till it’s done. 
There’s lots 0’ things looks mighty 
good 
When first they heave in sight; 
The rosy dawn 0’ mornin’ don’t 
Tell nothin’ o’ the night, 
Nor nothin’ how you’ll have to 
sweat 
Beneath the broilin’ sun; 
You’ve got your work to do today— 
Stick to it till it’s done. 
If you just keep a-plugging’, boy, 
Put ev’ry ounce you’ve got 
O’ pep an’ grit an’ smiles an’ song 
Into your daily lot, 
An’ try to think your hardest job 
Is just a pile o’ fun, 
You’ll win, an’ winnin’ preach that 
text— 
‘“Stick to it till it’s done.’’ 
—Harold Freeman Barnes. 


Hal Storr, the Manager of the 
Pittsburgh office, places some real 
honest-to-goodness burden upon the 
shoulders of his men for the stand- 
ing of the Pittsburgh District. 

In his letter he says: 

““Remember this—You are, Hach 
One, Individually Responsible for 
the Record of the Pittsburgh Dis- 
URAC 


See the Point? 


We have an extra hour of sun- 
light each day, which amounts to 
practically another day each 
week. W. M. Mann, 

Albany Manager. 


The true man is the one who 
realizes that his greatest develop- 
ment comes from overcoming resis- 
tance and triumphing over obstacles. 
To make good should be the chief 
concern of every man. Honest, loyal, 
conscientious endeavor will help us 
to accomplish that for which we aim. 
—Exchange. 


Are You on the Way 
There? 


The goal of the successful Bowser 
salesman is a membership in the 
Pacemaker Club.—Dean Johnson. 

San Francisco Manager. 
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“Terms on Orders” 
By L. P. MuRRAy, Central Manager. 


In his letter C-238, Mr. Mur- 
ray has covered several very im- 
portant points. Without going 
into a discussion, we will quote: 


ipod Bit. 


“Since my recent letter te;you 
on the ‘subject. of Eb. CaW- Wet 
have given this matter consider- 
able thought, as it is of vital im- 
portance to both the company 
and the salesmen. 


“Some of our salesmen have 
fallen into the rut of using the 
long-term order blank as a habit 
and not as a last resort or neces- 
sity. In connection with the use 
of the long-term order blank, it 
is very noticeable that many 
salesmen must say automatically 
when the question of terms comes 
lip, “10 Pperacentacash —and= ten 
equal payments.” It is evident 
that that very phrase rolls trip- 
pingly off their tongues without 
any business-like thought being 
given to the proprieties of that 
particular sale. 


Sometimes It’s Necessary 


“siete ates Casesenvheres this 
mention of 10 per cent with the 
order is proper and necessary, 
but we must not lose sight of the 
fact that Io per cent is the mini- 
mum, not the rule. It would be 
better business for the company 
and better business for you if, on 
these long-term orders you would 
obtain much more cash. In look- 
ing over statements of accounts 
sent to attorneys I find a surpri- 
singly large proportion (in one 
case Over 50 per cent) where the 
amount paid was just 10 per cent 
of the sale price. 


Are You in This Class? 


“If you think about this I be- 
lieve you will find that many are 
doing as one of my friends said, 
‘selling terms and giving away 


the outfits... That is to say, you 
are using ‘long terms, easy pay- 
ments, ‘outfit will pay for itself’ 
as selling items, which they pos- 
itively are not except in the weak- 
est business sense. 


Sell Him Material, Not Terms. 


“The thing for you to do is to 
sell a man the outfit and then dis- 
cuss the terms as one business 
man talking to another. You 
will see another advantage in 
this: if he has bought terms it is 
a mighty sight easier for him to 
make up his mind to cancel than 
if he has bought an outfit and is 
convinced he needs that outfit in 
his business. 


“T believe you will find, if you 
present it in the right way, in the 
majority of cases the payment 
will be more than 25 per cent of 
the sale price. When a customer 
has made such a substantial pay- 
ment as that, the chances are 
mighty good he will continue his 
payments. If he has only paid 
10 per cent and is a little hard up 
and of the type that does not 
worry about obligations, he is 
apt to let the further payments 
drag along until he is so far be- 
hind that the only way to bring 
him to time is to put the account 
in the hands of an attorney, the 
result in many cases being the 
outfit taken back—your loss and 
ours. 


You Profit. 


“Make no mistake about it— 
you are making money for your- 
self and doing your customer and 
the company a favor, when you 
collect a good substantial amount 
with the order. Make no mis- 
take about it—if you sell the out- 
fit right, the customer expects to 
make a good substantial pay- 
ment.” 
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The “Peerless Pitts- 
burghers” 


The Peerless Pittsburghers 
will constitute the Honor Roll of 
the Pittsburgh District. Each 
one of you is eligible to win the 
recognition which this Honor 
Roll provides. Those mentioned 
this week have won their high 
honors by good, consistent, con- 
centrated, hard work. They have 
won because they have worked 
hard... “Can sthey. ‘comes. paca. 
Will they be Peerless Pittsburgh- 
ers: next week? 

H. GC. Storr: 
Manager Pittsburgh District. 


Standing April 20, 1918 


1. K. F. HESSENMUELLER 
2, A. G. HARTGEN 

3. Re SERYONWDMCAEN: 

4. W. B. OFFERLE 

5. J. M. PRIGG 

6. R. D. LEONARD 

7. W. J. BATHS 

8. I. K. JACOBS 

9, HK. STEINHOUSER 

MOK Ale (ei, Ian e S| 


A Plea 


My Country! My Country! 

How I wish I were a man, 

And could shoulder arms and give 
my life, 

I ean! I ean! I ean‘ 

I love thy bounding oceans, 

Thy seas and waters great, 

And all thy towering mountains 

That spread from state to state. 


My Country! O, my Country! 

Wilt thou not answer me? 

I’ve pleaded and I’ve pleaded 

But yet your lips still be, 

Do not you really want me, 

Or is it just your will. 

My Country! O, my Country! 

Please! Please! My wish fulfill. 

Margaret Murray. 

March, 1918. 

Sales Manager L. P. Mur- 

ray’s eleven-year-old daughter, 

Margaret Murray, wrote the pre- 

ceding verses. During the big 

Liberty Loan Drive in Fort 

Wayne she had charge of our 

booth in the lobby of the new 

Bowser office. Her efforts were 

earnest and her sincere patriot- 

ism helped our force ring the 

Liberty Bell in Bowserville. 
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In this issue of THe BoomMER 
we are presenting the first Pace- 
makers of 1918. No small task 
has been theirs—no crown with- 
out glory. They have labored 
carefully, systematically and 
faithfully. 


To Mr. Stamford, Engineer- 
ing Salesman of the Philadelphia 
Office, goes the honor of being 
the first Pacemaker. February 
PatOlG, was the date of the last 
order which gave him this honor. 


He was a Pacemaker in 1915, 
1916 and 1917. 

Although Mr. Stamford was 
the first Pacemaker, he sacrificed 
the title of President of the Club 
because Engineering Salesmen 
are not eligible for office in the 
club. Mr. Stamford was a Tab- 
let Cutter in 1917 and should he 
continue his fine work that honor 
is still open to him in 1918. 


Our New Pacemaker 
President 


C. B. Bremner 


The honor of the Presidency 
of the Pacemaker Club has fallen 
to Mr. C. B. Bremner, who oper- 
ates in Toronto under the sales 
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The First 1918 
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Alberta. 


Mr. Bremner came to the Bow- 
ser organization in February, 
1917, and qualified as a Pace- 
maker the same year. A new 
man in our big family, he has 
upset all traditions and proved 
that years and years of service 
are not necessary to qualify early 
for he has by hard work and 
careful application earned the 
coveted office of President of the 
Pacemaker Club. February 22, 
1918, was the date of Mr. Brem- 
ner’s election. 


The Vice President 
R. Coddington 


ihe Wice-President of “the 
Pacemakers is an old hand at the 
business, for “Dad” Coddington, 
as he is loving dubbed by his 
friends, has been not only a per- 
sistent, but a consistent, Pace- 
maker. He belongs to the “Den- 
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Pacemakers 


ver Daring Doers,” and as a 
member of the Pacemaker Club 
in erOl2welOL3, IOI4¢melO1O. and 
1917, and Director of his district 
in 1915. “Dad” won his office 
March 11th. 


Our Secretary 
“Senator” J. T. Gibbons 


jistby a neckdid = Dad= Gods 
dington cop the Vice-Presidency 
for, right on his coat tails came 
Mr. Gibbons, of the Washington 
Office, scoring the last of the 500 
required points on the 12th of 
March. 


Mr. Gibbons became a Bowser 
salesman in the “dog days” of 
1914 and since his entrance into 
the Bowser organization has been 
a big producer. Much credit for 
the fine equipment to be found in 
our National Capital City is due 
to “Gib.” A gentleman always, 
a hard worker, he has touched 
the chord of success and kept it 
in tune ever since. 


The year following his en- 
trance into the organization he 
became a Pacemaker, as was the 
case in 1916, and in 1917 he was 
Director of the Washington Dis- 
trict, 


Are You On Your Toes, Using the Special Sales 
Ammunition Furnished for the “Spring Drive?” 


CHA 
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Memphis vs. Dallas 
The Race Is On. 


Mr. Prince, Manager of that 
outlaw band better known as the 
Rootin’ Tootin’ Cuttin’ Shootin’ 
Sons of Guns from Dallas, is so 
swelled up with their position of 
first place in the Kerosene con- 
test that he wants to bet a hat 
with me that they will beat us 
in the 1918 Kerosene Contest. 


It happens that our quotas are 
the same, the chances are about 


equal. It is up to the Men. 


Friend Prince doesn’t have any 
more confidence in his men than 
I have in mine and I don’t feel 
that sl ameany=more: entitledsto 
a hat than every man in the 
Memphis organization, and we 
all are going to get a new hat 
sure if we take Prince on, for 
we are going to win! I have, 
therefore decided that we ought 
to make this an organization bet. 
We have twenty-six salesmen, 
and I am willing to bet Prince 
twenty-six hats or a hat for each 
man of the Memphis Sales Or- 
ganization and take him on—as 
a side bet for an extra hat for 
the Manager, with the consent of 
the boys in the field. 


Personally, I think it is pretty 
cheap of Prince trying to get a 
hat for himself and make his men 
win it for him. But before I can 
raise his bet I must know wheth- 
er you fellows want to be in on 
it. Let me know by return mail 
if you want to raise him. 

We have the same percentage 
of quota now. It is an even race. 
I don’t know an easier way of 
getting a new spring hat than to 
call this fellow’s bluff. 

H. W. Brown, 
Memphis Manager. 


mother’s son in the 
Memphis District writes to 
Brown, “Sure! We'll back you 
to the last drop of kerosene.” 


Every 


St. Louis High Men 
Week Ending April 20, 1918 


High Men in Volume of Business 
1, WM. F. MeKILLOP 
2. G. A. SAMTER 
3. J. C. MCKEOWN 

High Men in Number of Lubricating 
Outfits 

l. J. L. JAMES 

2. HK. KE. MAXWELL 

3. T. H. MOSHELEY 

Year to Date 


High Men in Volume of Business 
Ve KCL WER, JAR D USI 
2. WM. F. MecKILLOP 
3. T. H. MOSELEY 
High Men in Number of Lubricating 
Outfits 
i UG, 1a PARE DY 
2. WM. F. McKILLOP 
3. EH. E. MAXWELL 


High Men in Number of Kerosene 


e 


Outfits 
Ji He BHDSER 
2. G. Rk. BAUM 


3. C. H, PRIDEY 


It Isnt Your Fitm--- 
It’s You 


If you want to work for the kind of 
a firm 
Like the kind of a firm you like, 
You needn’t slip your clothes in a 
grip 
And start on a long, long hike. 
You’ll only find what you left be- 
hind, 
For there’s nothing that’s really 
new. 
It’s a knock at yourself when you 
knock your firm; 
It isn’t your firm—it’s you. 


Good firms are not made by men 
afraid 
Lest somebody else gets ahead, 
When everyone works and nobody 


shirks, 

You can raise a firm from the 
dead; 

And if while you make your personal 
stake 


Your neighbor can make one, too, 
Your firm will be what you want to 
see: 
It isn’t your firm—it’s you. 
—Comstock Electrifier. 


Atlanta’s “High Five” 


April 10, 1918 


W. G. CARY 
DENIVER MOORI 
F. W. PATTERSON 
L. W. CROW 

Cc. M. HUNTER 


OTH GO DOH 
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Ft at hn 
| Orange, violet and green | 
| lights when combined, result | 
= in pure whitelight. Ambition, ? 
| courage and daily accomplish- | 
| ment result in success. | 
11911 1 tH 


Our Postmaster 


Mr. George Miller, head of our 
Mailing: Department, came with the 
S. F. Bowser organization, March 
5th, 19038. At that time the Old 
Main Office, now deserted, was 
small; neither of the two wings had 
been added. Our President, Mr. S. F. 
Bowser, had his office in the front 
room of the old office on the north 
side. The factory extended only to 
the first railroad track now known 
as Hurd street. Then Mr. Grosvenor 
was head bookkeeper and Mr. 
Bersch was his assistant. General 
Manager 8. B. Bechtel was the head 
of the Advertising and Mail Order 
Department. 

In those days Mr. Miller felt he 
was overworked whenever he found 
it necessary to use ten dollars’ 
worth of stamps In idle moments 
he filed correspondence and assisted 
with the entering of cash received. 

During Mr. Miller’s fifteen years 
of efficient service he has grown 
with the institution. Today he is 
using the up-to-the-minute Aber- 
nathy Mailing System and handling 
wogan loads of mail. 
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An Indianapolis lawyer — GxIbest3) 
with a friend motored down S 
to Greenfield, Ind, the & 
birthplace of James Whit- & 
comb Riley, the Hoosier 
poet. They had dinner at 


the hotel, and thought they 
would like to see the house 


where Riley lived. So they 
asked the hotel man: 
‘‘Where is the . Riley 


house??? 


**T don’t know any hotel 
by that name,’’ he replied, 
‘though there may be some 
such boarding house here.’’ 


*¢T mean the James Whit- 


The war is costing the United 
States 
month---more than Twenty-five 
Million Dollars a day. Expenses 
will undoubtedly increase before 
the war is over. 


If every man, women and child 


Buy Your Thrift Stamp 
Daily 


One Billion Dollars 


Our Bride Groom 


The other Saturday 
Charles Rogers, of the Tri- 
State Office, made six calls 
and wrote up six orders. 
For a bride groom he cer- 
tainly is a real business 
man. Most young grooms 
spend valuable hours writ- 
ing to their brides. This 
groom spends ’em writing 
orders. Much more satis- 
factory in the long run at 
that, to ~“her,’” that is, pe- 
cuniarily speaking. 


a 


J. J. Mack, of the Pitts- 


comb Riley house,’’ said : : Ee Cn Ene re Vn OF 
the lawyer, thinking his in the United States bought a a ee ieee an ue 

B. : : der for five outfits. e 
oe se nderstood. Thrift Stamp every day, the pro- wonder if on the 30th of 


‘*T don’t know him; you 


may be able to find his 
name in the city direc- 
LON A 


Seimouess) he’s moved,?? 
said the lawyer. 

‘“Probably,’’ the hotel 
keeper commented. ‘‘Some 
of them Irish don’t stay 
long in a place.’’ 


‘ernment. 


ceeds would just about equal daily 
expenditures of the Federal Gov- 
Have you bought your 
Thrift Stamp today? 


---Emerson Monthly. 


the month he will make it 
thirty outfits! 


The ‘‘Swanky’’ One — 
I’m smoking a terrible lot 
of cigars lately. 

The Other (with convie- 
tom) —= Mourne richie at 
that’s one of them!—Tit- 
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Co-operation 


What you see in a comb of honey 
is a pound of perfect sweetness en- 
cased in a wax structure that is a 
triumph of architectural engineer- 
ing. 

You pay twenty-five or thirty 
cents for this, take it home, spread 
it on your bread to tickle your pal- 
ate and help fill your physical fuel 
bin, and— 


What you don’t see in this comb 
of honey is a little army of bees 
working harder than Trojans ever 
worked, sucking the ambrosia from 
clover blossoms. 


Your pound of honey contains 
7,000 grains of sugar. Each clover 
blossom provides about one-eighth 
of a grain, so this pound represents 
the sweet fruitage of 56,000 clover 
heads. 


But the clover head is composed 
of about sixty florets or flower tubes. 
To extract the hidden sweet the bee 
must probe each of these. This 
means some sixty separate opera- 
tions on each flower. 


If one bee contracted to gather a 
pound of honey, that bee would have 


to explore 3,360,000 of these tiny 
tubes to secure the material. Allow- 
ing five seconds for each exploration 
and twelve hours to a day, it would 
take this bee some four hundred 
days to produce a pound. 

And this would represent only the 
gathering of the honey, not the time 
required for building the wax-case 
and storing the sweet stuff. 

But there never yet was a hive 
with just one bee to each comb. 

Nature commands pooled effort. 

Hundreds of bees to each comb 
make a comparatively quick and 
easy operation of what would be an 
impossible task for one bee working 
alone. 

So, what we do not see in the 
comb of honey is the greatest of les- 
sons in the greatest of suecess-ma- 
kers—CO-OPERATION. 

On every side Nature flaunts this 
lesson in man’s face. 

The seed itself is nothing. 

Sun, soil and moisture must co-op- 
erate with the latent germ in order 
to produce plant life. 

The solidest rock is only eco-op- 
erating atoms. 

The strongest man is weak alone. 
Only by working with others or win- 
ning others to work with him ean 
he achieve worth-while results. 

The million men now training to 
ight under our pin Prax ould- 
fight ler our flag in France could 


n’t gain a foot of Teuton territory 
if they went to war one by one. 

Co-operating, they can turn the 
tide in favor of freedom. 

The biggest business is bound for 
failure if its workers do not co-op- 
erate. 

It is like a machine whose parts 
do not work together. It may run 
for a while on its own momentum, 
but it is headed for the dump-heap. 

To co-operate is to join forces and 
something more. It is to join hearts 
as well as hands, and slp a little 
soul in the bargain. 

Not to co-operate is to court lone- 
liness, life-rust and loss. 

The a, b, ¢, of success is this—BEH 
A BEE! 

CO-OPERATE! 

—From the February issue of ‘‘ Re- 
minder,’’ published by the Electric- 
al Supply Jobbers’ Association. 


Fort Wayne “High 


Ten” 
April 16, 1918 


1. W. A. ARMSTRONG.....Michigan 
Dige Wise Cp SUL @IN sae Indiana 
By lo WWW (OVANIRSIERSIOUNG sderecercectsuee Indiana 
4. R. J. GOODMAN........... Michigan 
Bo dio Wo IEE IO, allan Kentucky 
6. J. B. HAGAMAN... Michigan 
Ts CoM WABI WWOXOIDY cre crtececce recone Ohio 
8. PHILIP CARLTON....... Michigan 
9. C. A. MATHISON..... Fort Wayne 
WOs Go Ch MCB EM DIDS nce enerrat Ohio 
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Speak With Authority on Government Issues 


Bowser salesmen should be in 
position to give authoritative in- 
formation on financial matters. 
The most important matters be- 
fore us today are the Liberty 
Loan and W.S.S. campaigns. 
Often a word from a disinterest- 
ed party will turn one from an 
attitude of resentment toward 
the government and its ideals and 
plans to a boosting frame of 
mind. Every salesman should 
be alert on these matters and 
that each may have at his hand 
facts to state, we are publishing 
Derieathwmithe termerc! gies weno. 
Government Bonds and the price 
of W.S. Stamps and the basis 


upon which W.S.S. can be cashed 
if an emergency demands. 

All should be quite clear in 
their minds upon these two live 
issues, for the safety of our boys 
at the front, our families at home 
and the stability of our govern- 
ment all are at stake. Be force- 
ful in your support of all gov- 
ernmental issues. Never allow 
an opportunity to pass which will 
make for a more wide-awake 
America. 


Payment Prior to Maturity 
OW ao a: 

War-savings Certificates may 

be redeemed prior to maturity 


Terms of the U. §. Government Liberty Loan Bonds 


Liberty Loan 


1st Converted 


2d Liberty Loan |3d Liberty Loan 


Description | “31,0 Bonds 4%, Eonds 44, Bonds 41%, Bonds 
Datedes eat A hohaver Ins aN Lye eRe sim MSS. Song, TH, AURA 5 IMEI BIBI 
Duets June 15,1947... .\June 15, 1947. . JINov. 15, 19425. 5 Sept. 15, 1928 
Optional. ... | June 15, 1932.../June 15, 1932.../Nov. 15, 1927... |Not Optional 
Interest : s 

Payment. .| June and Dec. 15) June and Dec. 15,May and Novy. 15|/March and 


TotalIssue. | $2,000,000,000..., 


$50, $100, $500, 
pO ORs name 


Denomina- 
tion Cou- 


pon Eonds, $10,000 


$50, $100, $500, 
$1,000, $5,000, 


Sept. 15 

$3,000,000,000 
plus oversub- 
seription 

$50, $100,$500. 
$1,000, $5,000, 
$10,000 

$50 and up 


$3,808,766,150... 


$50, $100, $500, | 
$1,000, $5,000, 
BPI oman ¢ 


(350 euaKek bys). 5.0.6 


Can be converted at 100 into} 


Denomina- Aya MOLO) chaise ibn aes 6 Shida aw. a. 
tion Regis-| 
tered | 
Bonds.... | 
the next 
Conversion | Can be con- on. 
Privilege. | verted, at 100,)cised within 
into any subse- 


Tax Exemp- | JIfree of all 
tLOn sere | taxes Cexceptly Gb) 
estate or inher- 


quent series of 
Wiis; Gov. Bonds 
|bearing a high- 
ler rate, issued 
|during the war 
| with the Impe- 
lrial German 
|Gov. such con- 
version privi- 
lege to be exer- 
cised within the 
Period™) Of » six 
|} months from 
the date of the 
subsequent  is- 
}sue, into which} 
| conversion is 
desired. 


| itance taxes). 


next issue of U. S. Government | 
bonds bearing a higher rate of 
interest issued during the war 
with the Imperial German Govy., 
at the issue price of bonds of 
series, with adjust- 
ment of accrued interest; such 
conversion privilege to be exer- 
the period of six 
months from the date of the} 
next series, but if not so exer- 
cised within that period, then 
the conversion privilege termi- 
nates. 

Bonds issued upon such con- 
version are to be identical with 
the Bonds of the First and Sec- 
ond Liberty Loans, respective- 
ly, as to date of maturities and 
terms of redemption. 

‘ BS 

Irree of all taxes except Ied- 
eral surtaxes, excess profit and 
war profit taxes and estate or 
inheritance taxes. 

(a) However, the interest on 
an amount of these bonds the 
principal of which does not ex- 
ceed in the aggregate $5,000 is 
exempt from surtaxes, excess} 
profits and war profits taxes. 
NOTE: This also ap- 
plies to the Third Liberty Loan 
44%,% Bonds. 


Non-convertible 

Free of all 
La xXGvSee SCO pit 
Federal surtax- 
es, excess profit 
and war profit 
taxes and estate 
or inheritance 
taxes, 


Bonds to be 
acceptable at 
100 and accrued 
interest in pay- 


jment of Feder- 


al inheritance 
taxes if owned 
continuously for 
Civ, Jeeves tshb< 
month prior to 
death. 
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upon surrender at any money- 
order postoffice ten days after 
such postoffice has received from 
the owner a written demand for 
payment. The redemption value 
of a War-savings Stamp affixed 
to a War-savings Certificate is 
$4.12 during January, 1918. One 
cent is added to this redemption 
value in each succeeding month 
up to December 1, 1922, and on 
January I, 1923, $5 will be pay- 
able for each War-savings Stamp 
affixed to a War-savings Certifi- 
cate. Thrift Stamps as such are 
not directly redeemable in cash, 
but a Thrift Card with 16 Thrift 
Stamps attached may be ex- 
changed at a postoffice or other 
authorized agency on or before 
December 31,1618, 1G7 am vac 
savings Stamp upon making the 
additional payment required of 
from 12 to 23 cents. 


Dallas 100% Quota 
Men 


April 18, 1918 


Salesman Repeat 
(CAIN INE Rice eee slat 
2; aM OR GeA NR ak) 
Be CO HVAT EAI, eee 6 
A BROW NG Liss eee eee 3 
Ds VOCAL ER Wise 10 
GS NICKS SO Kae eee 12 
fio BEINN es 11 
8. BROWN, NOD .. 14 
9. NEWCOMER ... 4 
LOSS IN SVACIa ieee ee 8 
1 LE ROO Ri ee 9 
12. KING (hed) == 9 
20) CIGAR Keine (li eee 4 
OF VWI IEASWE Sa iti eee aaa 9 
LA MOORS eee 4 
IS NV MSO MMO) eANKeyely Bad 5 
Lot) ON Ces Cited) eee eens all 


A colored janitor was pressed to 
tell why he had left the Methodists 
and joined another chureh, says The 
Lamb. ‘‘Well,’’ he replied, ‘‘we is 
moh odehly; we has moh_ style.’’ 
‘“Yes; but what do you do?’’ he was 
asked. ‘‘Well, fo’ one thing, we 
has responsible readin’s.’’ ‘‘ Well, 
what else?’’ ‘‘Well, we has Roman 
candles on de alteh, and then we buhn 
insee’ powdeth.’’ 


AAA 


This model makes them all sit up and take notice—it’s a fine introduction and keeps 


the subject clearly before your prospect’s mind. 


i EWE OF 


A Fine “Policy” for Every 
Salesman to Make His Own. 


Seer BRRING TO -FULL 
Ge sHiewittl ORDER: You 
cannot beat an order of this kind ; 
your commission is increased the 


full amount is immediately cred- 
ited up on shipment to your cur- 
rent account, with no chance for 
any loss. Some sell a large per- 
centage of business on this basis, 
others an average amount and 
some practically none. The rec- 
ords show that the amount of 
this business depends not upon 
the territory or upon the condi- 
tions, but upon the salesman. 
“We fully appreciate that it is 
a matter which must be handled 
diplomatically and requires the 
same kind of salesmanship and 
good business judgment as the 
securing of the order itself. You 
are not going to get full cash 
with order unless you sell your- 
self on the proposition and make 
an effort along that line. 
sibete. are three principal 
things to keep always before you 


in handling the matter of terms 
and cash with order: 


Terms should not be used 
as a sales argument. 

The purchaser is never go- 
ing to offer you a larger 
payment with the order 

than you ask for. 

A frank discussion of terms 
with purchaser never has 
and never will lose an 
order.—D. S. JOHNSON, 

Western Manager. 


I Believe 


I believe in myself because— 

I know I can make my mind 
more active and dependable by 
study and by paying attention to 
my daily work. 

I know I can make my body 
stronger, a better servant for my 
requirements, by taking plenty of 
practical exercise in my room 
and by walking and deep breath- 
ing in the open air. 

I know that I can do what 
other men and women have done. 
Therefore, I believe in my own 
opportunities to succeed. 


Albany’s “Tenacious 
ivens 
Apcile2 Opel o 13 


j— 


W. C. HALSEY 

IN|5 dake IRIUNKE: 

EK. W. ADAMS 

. D. KEEFE 
Dele S 

C. HE. CLARK 

Cc. R. EGGLESTON 
. G. ROBERTS 

Ws Ie Ibe AM SKOMUESOIN 
. DE PLACE 
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We regret to note the death 
Oigiientatner Ofek. (Cand RW. 
Potts, of Cleveland. 

Mr. Potts died on April 13th. 
This is the second death in this 
family, the mother having been 
taken a few months ago. 

We sympathize with our 
Mies. aCe otts and Ke W. 
Potts. 

a BEET 

R. G. Conklin, of our Minneapolis 
Office, writes: ‘‘I really feel more 
or less ashamed to think that we 
haven’t contributed as regularly to 
the Boomer as we should. There are 
lots of perfeetly good reasons for 
this, however, but I can’t think of 
any of them now.’’ 
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Every Bowser Employee in Fort 
Wayne a Third Liberty Loan 
Bond Holder 


Bowser & Company Goes Over the 
Top in the Third Liberty Loan 
campaign. The total subscrip- 
tions of Factory, Office and 
Officials were $230,750. 
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True Gasoline Situation 


The following article appeared in the Elmira, N. Y., 
zette and was forwarded to us by our representative, Mr. 
It is a timely note and will serve as an answer to any who 


O’Brien. 


Star Ga- 


believe the pleasure vehicle business is on the toboggan. 


MOTOR GASOLINE 
NOW ABUNDANT 


Present Indication Is That Use of 
Automobiles to Help Traffic and 
Passenger Conditions Will Be 
Fostered by Government. 


Instead of curtailing the use of 
motor vehicles, as has been neces- 
sary in England and France, 
American car and truck owners will 
be doing their country a service by 
using their machines to the fullest 
extent for the relief of passenger, 
freight and express traffic on the 
railroads in the United States, ac- 
cording to the petroleum war serv- 
ice committee of the Council of Na- 
tional Defense. 


The gasoline situation, which 
threatened last summer to result in 
a shortage, has changed radically. 
Gasoline economy due to the cam- 
paigns recently encouraged by the 
United States Bureau of Mines, the 
drilling of new oil wells, increased 
production of gasoline by the 
‘“eracking process,’’ decreased use 
of automobiles during severe winter 
weather and lack of shipping faeil- 
ities for export to Europe have com- 
bined to cause consumption to fall 
below production. The reserve sup- 
ply accumulating will tax storage 
facilities to the utmost before the 
winter is over. 


Use of Gasoline Desired. 


A statement issued by the petro- 
leum war service committee indicates 
that it is desirable to use gasoline 
for power purposes to insure contin- 
uous and ample production of fuel 
oil for the navy. Gasoline is in the 
nature of a by-product of fuel oil, 
which is used also in merchant ships, 
munitions factories and industrial 
plants. 

As gasoline cannot be stored in 
large quantities because of lack of 
storage facilities and inability to 
build additional storage tanks at 
this time, and as it is impossible to 
ship more gasoline abroad than is 
now being forwarded to Europe, it 
is evident that in the present coal 
shortage and railroad congestion ey- 
ery effort should be made to utilize 
automobiles for hauling merchandise 
and carrying passengers. 

The gasoline situation in this coun- 
try is not to be compared with that 
in Europe. England and France are 
almost entirely dependent upon im- 
ports of petroleum products and the 
ability to import is limited by lack 
of ships. It is for this reason that 
the use of motorcars for private use 
has had to be suspended except for 
the most urgent requirements. Amer- 
ica, on the contrary, is the world’s 
largest oil-producing country and is 
unable to export more than one- 
quarter of its gasoline production. 
To the extent that gasoline, kero- 
sene and fuel oil are used for power 
purposes the supply of coal is con- 
served. 
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Memphis “Big Six 
April 15, 1918 
R. W. MAXEY 
E. E. THOMAS 
1 S. STETZEL 
H. T. EGGLESTON 


I. H. LARR 
HK. P. WALKER 


Yep! 


Messrs. Prince, Dallas & Go., 
you had better watch your step. 
Just-“pipe” the-stui kee 
ford the Minneapolis Manager, 
is injecting into his men. Then, 
too, the Emerald Isle Manager 
of Philadelphia would do well to 
keep his eagle eye skinned, for 
that Minneapolis crowd is mov- 
mg. 


SOR to hor 
sa 


“As far as the Lubricating bus- 
iness is concerned, you did what 
you set out to do: namely, trim- 
med Dallas, but—‘someone is al- 
ways taking the joy out of life’ 
and this time it is Philadelphia. 
We passed Dallas with 123 per 
cent of our quota, but Philadel- 
phia jumped from third to first 
place. 

“Never mind, we might as well 
trim that crowd as any, and we 
will see how the next report 
looks. 

“They may as well get their 
glory now, because when we get 
there we will STAY -THERE, 


and, believe me, we will get there 
soon.’—R. R. SAFFoRD, 


Minneapolis Manager. 


Ever Try to Whistle in a Boiler 
Factory? 


The Rochester (N. Y.) Auto- 
mobile Dealers have been “put- 
ting over” a good line of “busi- 
ness as usual” talk. One thought 
that appealed to us as being un- 
usually terse was “Just keep bus- 
iness goo d—buy wisely, of 
course—but buy.” 
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_ BOWSER. 
“BOOMER — 


PUBLISHED SEMI-MONTHLY BY 


S.F. BOWSER & CO., Inc. 
Fort Wayne, Indiana 


Manufacturers of Oil and Gasoline 
Storage Equipment 


H. J. BRADSHAW, Editor 


THE BOWSER BOOMER 1S THE MAGAZINE 
OF THE BOWSER SALESMEN 
OF THE WORLD 


It is published in their interests and its view- 
point reflects their aims, activities and ideals. 

Every salesman is entitled to a copy. 

News items, photographs, sales arguments 
from all are welcome. 


Vol XVII MAY 1, 1918 No. 9 


Liberty Bond and W. S. 
S. Buying 
Make It a Habit 


Have you invested in Liberty 
-Bonds to your limit? Have you 
Starred ato. save wa the Thrift 
Stamp? “Yes,” you answer, but 
you aren’t done yet! Far from 
oeeevou havewjust begun, for 
you have just really awakened to 
your patriotic duty. Now it’s 
up to you to make an effort to 
arouse every person with whom 
you come in contact to help win 
the war by investing in every me- 
dium the government is provi- 
ding. The moment the hundred 
million people in the United 
States really wake up will be the 
moment Kaiser Bill really starts 
down the toboggan to that Pur- 
gatorial region to which he be- 
longs and it’s up to you and me 
to help stir this body of people 


to a realization of their own 
power. 
No! A thousand times no— 


you have not finished when you 
have bought Liberty Bonds! You 
have only really begun. Keep 
up the good work. 


Mr. Newcomer: 

Of course, you aren't as famil- 
iar with our line as you would 
like to be. But don’t let this fact 


SSS 
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Re 


discourage you or shake your 
confidence. Remember that Rome 
was not built in a day. 


Of course, you don’t know the 
men backing you yet. That is, 
in aman to man way. However, 
know that they—from President 

I’, Bowser, General Manager 

B. Bechtel, Assistant General 
eee VVeeGer7 an tieecenenal 
Sales Manager E. M. Savercool, 
Factory Manager H. J. Grosve- 
nor, to your District Manager— 
are genuinely human and sym- 
pathetic gentlemen. They un- 
derstand exactly what you are 
attempting, and what you are go- 
ing through with. Their years 
of experience with this company 
make them appreciate just what 
your personal problem is. They 
know you are working hard, that 
you get tired, discouraged, dis- 
eruntled. They know you lose 
toach with the Home Plant, that 

Pe Eeesowset a Company, Inc, 
seems little more than a firm 
name, that the personal touch is 
lost in the scuffle for business 
and that you feel pretty much 
alone and up against it every 
once 1n a while. 


Our executives know you 
haven't had a chance to meet the 
good fellows on the road, that 
you don’t know what a Bowser 
Convention is, that you lack the 
companionship which closer as- 
sociation with the institution will 
bring you, and that when your 
own battery of individual enthu- 
siasm goes dry you haven't any 
“home ties,’ as it were, to urge 
VOU tO. Keep /kickia 27 


Now just have a little patience 
and Pate and reason. THE 
BooMER is a sort of life line 
thrown out to you by an earnest, 
hard - working, understanding 
staff. The Editor has been one 
of our road men; he has known 
your trials and tribulations for 
years. The letters you get from 
your Sales Manager are written 
expressly for you to keep your 
battling spirit hot and healthy. 
The correspondence you receive 


SSSR 
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from your General Sales Man- 
ager, EK. M. Savercool, is a ver- 
itable hand clasp and pat on the 
back. So don’t feel down in the 
mouth—alone in your work. This 
company is with you every min- 
ute of the day urging you to 
make the grade and profit by 
your work and experiences. 

This organization is genuine 
in its desire to make men and 
sell Bowser equipment. The 
company wants you personally 
to be a successful fighter for your 
own sake and for the reputation 
of the firm. Nothing gives our 
“Old Man” a grander thrill than 
to meet a salesman who has writ- 
ten up a clean, successful year’s 
business. 

We want men! That’s true! 

And we're with you, Mr. New- 
comer, beginning the moment 
you sign up with us. We’re try- 
ing to help you develop yourself, 
your territory, your life. So, 
when you feel downhearted, 
alone, a stranger, just remember 
we're all with you, watching you, 
counting on you, waiting to see 
you grow, your sales grow, your 
commissions grow, your opti- 
mism grow. We’ re working with 
you and for you. We know what 
the fight for success is—and we 
know you know what it is. 
We're together in that! 

Take a brace And go to it! 


Which Shall It Be? 

Sat-a-day 

Saturday 

The walls of rude minds are 
scrawled all over with facts, 
with thoughts. They shall one 
day bring a lantern and read 
the inscriptions. Every man, 
in the degree in which he has 
wit and eulture, finds his euri- 
osity inflamed concerning the 
modes of lying and thinking 
of other men, and especially of 
those classes whose minds have 
not been subdued by the drill 
of school education—Emerson. 
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The Equipment of S. F. Bowser & Co. 


Awake! For BOWSER in the whirl of commerce 

Has made THE PUMP that puts all waste to flight: 
And lo, our Customers, the wide world over 

Have assurance that this splendid PUMP is right! 


Now the New Year reviving business prospects— 
The Auto Owner his old car at once re-tires 

Where the Red Sentry of S. F. BOWSER stands, 
And gasoline from the ground transpires. 


1917 indeed is gone with last year’s rose 

And some of William Kaiser’s confidence—where—no one knows. 
But still our PUMP her sparkling vintage throws 

And still a good driveway along the river goes. 


And look—a thousand Prospects with the Day 
Exist—a thousand scattered in our Order Books, 
And this fair month of 1918 brings the Biz— 
If we will only get a move on with old Liz. 


So, with a sheaf of arguments beneath your brow 
A shiney model and an Order Book—I trow— 
Business is with you, singing in the wilderness, 
And you will soon be gathering signatures enow. 


WITH APOLOGIES TO YOU KNOW WHO. 


Whoopee! Listen! 


“Get out your old ‘scrapbook’ 
and tune up on those persuasive, 
convincing kerosene and lubrica- 


April 15, 1918 
Yearly Volume 


ting sales talks—order calling 1. BR. W. JEWEL 

lists (if you haven't one) on the 2. R: CODDINGTON 

next county you will work and 3. J. H. WILSON 

work your territory clean from 4, H. U. EARLE 

stem to stern. 5. 'W. V..CRANDALL 
“Gasoline equipment will al- 6. R. E. ERWIN 

ways be sold every week in the 7. R. J. CODDINGTON 


year. Why not kerosene and lu- 
bricating ? 

“The calling list—work your 
territory thoroughly and system- 
atically on the calling list and 
you will sell a// the lines. Spend- 
ing your time looking for ex- 
cuses for not selling kerosene and 
lubricating equipment is very un- 
profitable business for you. Tan- 
gible results only will keep a eubpaipeay oy. 
credit in your current account. Jetg Ne 

“Off with your coats, and dig! Jel VOCHE AT 
Success nuggets are not found W. V. CRANDALL 
scattered on the surface of the C. I. BENFORD 
business gold mine. Work— R. CODDINGTON 
hard, relentless, “pick and shovel’ R. EK, ERWIN 
work—alone will unearth life's F, H. KILVER 
greatest prizes.”—L. E. Porter. R. W. JEWEL 

SteLous District F. W. SWERER 


8. H.W. KID VER 

9. F. W. SWERER 

10. J. F. VONDEREMBSE 
11. C. lL. BENFORD 

12. J: L. COCHRAN 


Monthly Quota Percentages 
R. J. CODDINGTON 
J. H. WILSON 
H. U. EARLE 


Denver Dating Doers 
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William Mann, Albany Manager, 
Says: 

“Tt is of the utmost importance 
that we become imbued with the 
stimulating influence of the spring- 
time sun and grasp the opportunities 
offered on every hand to make a 
beauteous seed time, a bounteous 
harvest-time, as, indeed, the spring- 
time is our harvest-time. 

‘¢ Another short week and the first 
quarter of this eventful year 1918 
will have been whirled off into infi- 
nite space with never a ghost of a 
chance of grasping the opportunities 
it offered which we may have missed. 

‘*No use repining for lost oppor- 
tunities, however. It is up to us to 
create new ones and grab those al- 
ready created and those developing 
from day to day to replenish our ex- 
chequer; to increase our business; to 
retrieve our losses, if need be, and 
prove our statement that the seed- 
time is indeed our harvest-time. 


Technical Talks 


Valuable Information on Air. 
By C. H. YOUNG. 


Question: What is air composed 
of? 

Answer: Air is composed princi- 
pally of the three gases—nitrogen, 
oxygen, and carbonic acid gas. In 
the following proportions: Nitro- 
gen, four parts; oxygen, one part, 
with a slight mixture of carbonic 
acid gas. 

Q@. Which is that most important 
of the gases? 

A. Oxygen is the most important, 
for to its agency are owing the ex- 
istence of animal life, the mainten- 
anee of combustion, etc. 

Q. What is a vacuum? 

A. A space void of air. 

Q. Which is the best conductor of 


‘sound, damp air or dry air? 


A. Damp air is saidp toy bes the 
best conductor of sound. 

Q. Is air a good conductor of heat 
or cold? 

A. We heat or cool a room by the 
circulation of air, but air that is 
confined, or dead air, is a good non- 
conductor of either heat or cold. ~ 

Q. Does water contain any air? 

A. There is about two per cent 
of air in ordinary fresh water; salt 
water contains less. 

@. What is the weight of air? 

A. 138.817 cubic feet of dry air at 
sea level, with a temperature of 60° 
Fahr., weighs just one pound. 

Q. How much does air expand 
with heat? 

A. Air, at a constant pressure, 
expands 1/461 of its volume for 
each (Fahr.) degree of heat com- 
municated above zero. 
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This company has certainly been patriotically exer- 


ceised. 


Company, and individually, as 


humanly possible to boost the Third Liberty Loan, 


The two floats shown are just a sample of our Fort 
J if 


Wayne parade. 


duced belong to Bowser folks and the girls in the 


second float are enthusiastic members of the Company. 


Says the Irishman 


The Irish are a great race. 

Says the despondent Irishman, 
*Oi’ll either commit suicide, or <ie 
in the attempt.’’ 

Says the Irish duelist, ‘‘Oi am 
nearsighted; Oi demand the right to 
stand ten paces nearer to you than 
you stand to me.’’ 

Says another duelist, ‘‘You say 
you are fatter than Oi, and that 
you make a larger mark; admitted. 


Bowser Liberty Loan Floats 


We’ve done in general and particular, as a 


much 


The children in the first float repro- 


as has been 


lee, Se Se ee ee 


But—Oi 
lines on 
Should Oi hit you outside those lines 
it don’t count.’’—Anonymous. 


chalk 
width. 


two vertical 
that is my 


make 
you, 


A banker was in the habit of 
wearing his hat a good deal during 
business hours, as in summer the 
flies used his bald pate for a parade 
ground, and in winter cold breezes 
swept over its polished surface. 

A negro workman on the railroad 
each week presented a check and 
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INSTALLATIONS 
IN TENNESSEE 


drew his wages, and one day, as he 
put his money into a greasy wallet, 
the banker said: ‘‘ Look here, Mose, 
why don’t you let some of that 
money stay in the bank and keep an 
account with us?’’ 

The negro leaned toward him, and, 
with a quizzical look at the derby the 
banker wore, answered  confiden- 
tially: 

‘Boss, 1’s afeared. You look like 
you was always ready to start some- 
wheres. ’’ 
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Art in Everything 


There is art in everything and 
we are all, or we may all become, 
artists. 


The mediums we use may be 
oils or men or words. The art- 
ist sits before his empty canvas 
and plans the composition of his 
masterpiece. He closes his eyes 
and sees the brilliant coloring of 
the sunset or the soft haziness of 
the fields at twilight. He handles 
the brush, a daub here, a daub 
there, a working here, a work- 
ing there, and lo! his master- 
piece. 


The builder of business looks 
out upon his factory buildings ; 
he plans a greater business and 
the years make his masterpiece— 
a great business organization. 


The salesman looks over his 
territory. He sees the possibili- 
ties for his product and he plans 
his masterpiece —— maximum 
sales. 


The artist uses oils, the busi- 
ness builder men, and the sales- 
man words. Too much yellow 
on that canvas gives the sunset 
an artificial look. The wrong 
man as chief is a handicap to the 
whole business organization, and 
—hbut, brother, you’ve got the 
idea—the creating and perfecting 
of your masterpiece—maximum 
sales—requires care in the plan- 
ning and diligence in the execu- 
ting but the results—the results 
are what you make them—your 
masterpiece. 


(With apologies to System ) 
W. M. Mann, Albany District. 


Minneapolis “High 
Five” 
April 16, 1918 
Ne ZA MES SWEAR goiter rere 
2. J. R. O'MALLEY 
ate Lees ye TUNIS Yee eee pers (1) 


4, FB. EOBRAGG (tied) 223 he (6) 
ANGS) CRWIARD (tied ees eee eee (8) 
Sb. he Le he eee eee (2) 
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The preceding photograph was snapped in India. 

truck was shipped there from our Home Plant in Fort Wayne. 
’?em everywhere, boys—ALL THE TIME TO ALL 
Get your hand in! 


sell 
NATIONALITIES. 


The large tank on the 
We 


A Man’s Prayer 


‘Teach me that sixty minutes 
make an hour, sixteen ounces 
one pound, and one hundred 
cents one dollar. 


Help me to live so that I can 
he down at night with a clear 
conscience, without a gun un- 
der my pillow, and unhaunted 
by the faces of those to whom 
I have brought pain. 


Grant, I beseech Thee, that I 
may earn my meal ticket on the 
square, and in doing so may not 
stick the gaff where it does not 
belong. 

Deafen me to the jingle of 
tainted money. 


Blind me to the faults of the 
other fellow, but reveal to me 
my own. 


Guide me so that each night 
when I look across the dinner 
table at my wife, who has been 
a blessing to me, I will have 
nothing to conceal. 

Keep me young enough to 
laugh with my children and to 
lose myself in their play. 


And then when comes the 
smell of flowers and tread of 


soft steps and the crushing of 
the hearse’s wheels in the 
gravel out in front of my place, 
make the ceremony short and 
the epitaph simple: 

HERE LIES A MAN.”’ 


Success! 


Elusive as It °Is, “Clint \ Cat- 


penter Has Given Us a 
Glimpse of It! 


“What makes SUCCESS; is it 
an opportunity or is SUCCESS 
the answer to audacity? 


“Tibelieve SUCCESSeinwoug 
business is attained by success- 
fully weighing a customer’s 
needs and then going ahead and 
supplying them. 

“The salesman that plans next 
week’s work on last week’s plans, 
with no addition, is going back- 
wards. The -one that puts 
thought and study in his work in 
advance, and then goes at it with 
audacity and vigor is the one 
that stands out from the others 
as the greater’ SUCCESS” 


H. C. CARPENTER, 
Manager Atlanta District. 
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Cheering Someone On 


Don’t you mind about the triumphs, 

Don’t you worry after fame: 
Don’t you grieve about succeeding, 

Let the future guard your name. 
All the best in life’s the simplest, 

Love will last when wealth is gone; 
Just be glad that you are living, 

And keep cheering someone on. 
Let your neighbors have the blos- 

soms, \ 

Let your comrades wear the crown 
Never mind the little setbacks 

Nor the blows that knock you 


down. 
You’ll be there when they’re for- 

gotten, 
You’ll be glad with youth and 

dawn, 


If you just forget your troubles 
And keep cheering someone on. 


There’s a lot of sorrow around you, 
Lots of lonesomeness and tears: 
Lots of heartaches and of worry 
Through the shadows of the years, 
And the world needs more than tri- 
umphs; 
More than all the swords we’ve 
drawn, 
It is hungering for the fellow 
Who keeps cheering others on. 


Let the wind around you whistle, 
And the storms around you play: 
You’ll be here with brawn and gris- 
tle 
When the conquerors decay. 
You’ll be here in memories sweet- 
ened 
In the souls you’ve saved from 
pawn, 
If you put aside the victories 
And keep cheering someone on. 


—HExchange. 


New York “High Five” 
April 20, 1918 


1]. FE. H. PEEPLES 
2. 8. W. SILSBEE 
Bo Ce Wiis SClOMNAe 
4, A. CHAPMAN 
5. J. A. GRANNIS 


He’s Right! 
Everybody Is Better Off. 


“In nearly all cases, short 
lerms are the most profitable for 
all concerned—better for you, for 
the customer, and for Bowser & 
Company.’—J. W. Burrows, 


Tri-State Manager. 
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BOWSER 


Undoubtedly proper cleaning ithe 
* store their freahnens and beauty’ 


Gothen that fe beep “made to do’ 
tration roles = and abould feel pro 


is absotutely sale, thorough and successtul. 


--and to remind you 
that before you pack away your 
Bewser aoe 


‘us «al) for them tomorrow earty! 
home — the eoet lwo greater af tho Chalzoetie 


Out-of-town Folk! 


Remember, we prepay parcel post return charges o 
— pot indoding family washing, Prompt attention rive 


NSISSSSLRRRRRRRRUGQX QA 


A Pleased Customer Boosting 
His Bowser System 


_ An Easter of Economy 


Will Make Your Old Clothes Do-- Fe ae 
Make Them Appear Like New!-- .~ aS cal 


i — ad the saly way to re 
ind gion Maar Dov, seess 
(odrewed la harmony wht conser 


Place’ Your Easter (omy for Dry Cleaning Right Away 


Bowser Dry Clearing is a method so pertected by science and experience that it 


germints and hecobeld things, they shoul ts 
— tree salieri 1 dun tnd dirt thet invite mothe — 
De not stlenpt to have ths difficult cleaning done at 


all bu aan amounting to GOe or more 
ir bundle. 
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Plan to Make This 


* 


{ROM time immemorial, Easter has been the 
day when Butterfly Spring emerges from the 
chrysalis of Winter, and one’s clothes must be 
in harmony with the day; fresh, like spring---like 
new! 


Be) reeks tims 


c ithe 
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DRY CLEANING 


ruin! Let 


For Your Convenience--Twa Branch Offices 
Roth centrally localed and modernly equipped to rive 
‘quick and efficient service 
724 Baronne Street 738 Common Street 


¢ always “on di 
distributing Chalmett 


luty” througbout the ei 
i Laundry and Dry Cleaniny 
‘They're ready to call at your home — just phone, 


46 Autos and Wagons 
the city collecting and 
i 


1g 474 y 
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This ad, featuring 
New Orleans News by 
Company as an incentive 


our 


getter because of the 
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“The Five Leading 
Senators” 
Washington, April 22, 191% 


i, (og dh, SPP leds 
Ph, dig Jy Aad Maa NS 
3 Gis Ao SIMOMMs! 

4, J. T. GIBBONS 
5d AL La CORBIN 


Brown’s goat has been found! 
Where? In the Boomer Depart- 
ment,.of course. Weve need of 
a goat, believe us. 


equipment, 
the Chalmette 


to patrons to send their dry 


cleaning orders to their firm. From the ad it is a : 
self-evident fact that our equipment is a business = 


thoroughness with which it can 
be depended upon to handle fine fabrics, 


HOC eee 


was run in the 
Dry Cleaning 


i 


We know we can depend up- 
on the Bowser boys in the 
trenches to do their “bit” and we 
know we can depend upon the 
Bowser boys in the sales forces 
to, do their, bit, too. 


Be the kind of a man who 
knows how to take advantage of 
the opportunities that come your 
way. 


Sometimes we wonder how 
many embryo Captains, Lieuten- 
ants, Generals, Majors and Colo- 
nels are in our sales ranks. 


AULA 
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Near Springfield, Massa- 
chusetts, there is a big 
park-line estate owned by 
a man who has a strong de- 
testation of trespassers. 'To 
prevent the violation of his 
privacy he has posted all 
manner of signs on _ his 
place. 

One evening he encoun- 
tered a strange couple tak- 
ing a “‘lover’s walk’’ on 
the property. 

i Camet you read??? 
growled the owner, as he 
pointed to a sign. 

““We can read all right,’’ 
said the swain. 

‘That sign there??~ de- 
manded the man with an- 
other growl. 


A Fine Garage and a 


a 


ZA Yuille, 


Showing the installation of a Cut 241, 


Cut 102 and Cut 128. 


A Letter by L. E. Porter 
St. Louis Manager. 


ce 


Attention to small details is 
what makes business pleasant.” 

For seven years before I start- 
ed to work for Bowser & Com- 
pany | worked in a furniture of- 
fice under a manager whose fa- 
vorite maxim is quoted above. 
I cannot brag that I absorbed 
this principle to the extent of be- 
ing infallible in small detail mat- 
ters but I did learn how much 
truth there is in the statement. 

No set of men shun detail work 
so habitually and religiously as 
specialty salesmen and yet in no 
line of work is it so necessary 
that the small details of the busi- 
ness be mastered and taken care 
of currently as in this line of bus- 
iness. 

Salesmen frequently get down- 
hearted and make a strenuous 
complaint with regard to occa- 
sional chargebacks on _ their 
statements, or what they think to 
be unnecessary delays in the han- 
dling of their ordres and ship- 
ment by the factory. 

YRISISA Yer RAN ELS Ye ee 
YG) Up SR GACY SUN Oss (Cis ee 
OUT OF 100) LAE GAWSES 
FOR: DELAY ARE SERICT- 
LYeu WOGRELUN: YOUR se WVaN 
CONER@I:. 

As an evidence of the truth of 
the above statement, please note 


Fine Installation 
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‘‘We have read it,’’ re- 
turned the other. ‘‘It says, 
‘Private,’ and that’s just 
why we came down here.’’ 


‘*Rafferty,’’ said Mr. 
Dolan, ‘‘are ye wan 0’ thim 
people that miver know 
when they’re whipped?’’ 

‘Tam not. But litake 
nobody’s wor-r-ed fer it 
ixcept the docthor’s afther 
I come jto.’’ 


J. P. Kelly, who covers 
territory in the Province of 
Quebec, has recently been 
sending in some nice orders. 
You can’t knock the ‘‘L’’ 
out of Kelly! He’s a fight- 
ing Irishman who never 
knows when he’s beaten. 


following the most common 
causes for our inability to han- 
dle an order promptly: 

Definite shipping date given, 
with provision for earlier ship- 
ment if requested; 

Error in sale price; 

Cut number omitted ; 

Exchange basis not clearly un- 
derstood ; 

Pump length not given; 

Salesman sent personal check 
for payment ; 

Advice regarding pump length 
to be supplied by customer ; 

Capacity of tank not clear ; 

Change in equipment to ac- 
commodate two pumps; 

Proper lining not specified ; 

Confirmation not at hand; 

Terms wrong ; 

Item of barrel track not under- 
stood ; 

Slow stock exhausted; 

Post-dated check indorsed ; 

Price wrong; 

Exchange Card not inclosed; 

Did not use Direct Inquiry 
licket: 

Irregular terms. 

These are drawn from our ac- 
tual daily experience in handling 
orders. 

Let’s make an improvement, 
as I know we can by putting 
aside any careless attitude toward 
detail work and taking a real in- 
terest in this business as the ve- 
hicle for our success in life. 


Mr. J. C. McKeown, 
Home Guardsman 


Mr. J. C. McKown, who is do- 
ing excellent work in Kansas 
City, has found time to serve 
America by becoming a member 
of the Home Guards in his city. 
A short time ago Mr. McKown 
was actively employed as a guard 
when strikes and riots were prev- 
alent in Kansas City. 


IWIN LLU TU 
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Standing of Forty High Men Volume of Business 
April 24, 1918 


Salesmen’s Names Office 
Pe Viem CoELalseya Albany 
2. W. B. Stamford.......... Philadelphia 
Sis XC BR, TBS haa Wee eee eee Toroato 
dl, al 1s (Culloloxouevster ee Washington 
Oly Alles (Gre MEAs Gy ofc eeeeree rere Pittsburgh 
(LO ion VL AKC Veen Memphis 
fein Coddington =. 8 Denver 
amen rem sree 7: ©) Wace 2st ceecceancass ces Dallas 
Ora O) se ae MC Keissick es. 2.2 en. Dallas 
i) em Peepless 8a s.ax. New York 
IL, NW. J8l, Wbieewomnmaelee ce oe MENTE! 
ome SemeAtm Git VOT ae oof. ck. Tri-State 
TE, ARG AWS, Ging rane Fe ee eee Denver 
Ean Si ry SPALCLAING oe acenisnss Toronto 
TWAS, TB}: TERG BAS el eXs eee eerene eee ere Dallas 
GameNet St O)sVVD eee ee .. Dallas 
iis. Cro WW SSX Hee eeeee ene ee New York 
HES ME em Vioptel CNW Clcczem se ea cececece Denver 
NG), “le, Ty: SS OeaNed aeons Washington 
DO, lay (Ch, VME a aE ele eee enero Dallas 


District Office 


DIVISION “A” 


1, DALLAS - - - B.L. Prince, Mgr. 
2. MEMPHIS - - H.W. Brown, Mgr. 
3. ST. LOUIS - - L.E. Porter, Mgr. 
4. ATLANTA - H.C. Carpenter, Mgr. 
5. SAN FRANCISCO p.s. Johnson, Mer, 
6. TORONTO - Harry Christie, Mgr. 
7. FT. WAYNE A. W. Dorsch, Mer, 
8. PITTSBURG - - H.C. Storr, Mgr. 
9. ALBANY - - - W.M. Mann, Mgr. 


tow ww WwW ls 


Salesmen’s Names Office 
Ho Woo. Telly TSXGTUER RSL cssnnctcecne Memphis 
Zz. M. ©. Benham Minneapolis 
Bo WPS. tale MOS ONO a orton St. Louis 
thy, Wes Nia PSH UAE I lesen creer Memphis 
>. H. A. Vortigern.........Philadelphia 
Ge Co Wor INNO... cone Bae Dallas 
{ioe (Gio, ABCIMNCNG speccmsnier eros Dallas 
Same Gray Wall er kees weet ee Atlanta 
MW), Wo JB, (Oanemlke Pittsburgh 
Os (Ce dal, WRAGIGHER inc coed eeseenceas St. Louis 
Ik ke, Gin, THUR NPE GREIM cg rssorare Pittsburgh 
Me ely, ANG AMET AMG iis cece tac se ere crete Albany 
Be Wo Li IML @IKGUINO)O areca esse St. Louis 
4 Ma dio COMMU recereeecurat Chicago 
3 (Cy IM Ishtuiniere ss esteem Atlanta 
(a Ai MOR, TOC tek ree Tri-State 
Ther Kis SDs ANON COE ecocrreerten ase nermee Dallas 
me (ie Eline ICI) Oars ee eee ate Toronto 
9. K. F. Hessenmueller..Pittsburgh 
Ds. Bly Go, LWpenive ree a eens Atlanta 


Quota Standing 
Fifteenth Quota Week Ending April 20, 1915 


SS sey Se dN ORS OES) 


DIVISION “B” 


. WASHINGTON E. B. French, Mgr. 
. DENVER - - 
. TRI-STATE J. W. Burrows, 
. MINNEAPOLIS R.R. Safford, 
. CHICAGO - 
. NEW YORK - 
. PHILADELPHIA J. P. O’Neil, 


C. C. Barnet, Mgr. 
Mer. 
Mgr. 
Mer. 
Mer. 
Mer. 


T. D. Kingsley, 
Bj Little; 


District Office Standing in Lubricating Contest 
April 20, 1918 


RI SISS SS... RSS SSS SSSR WM 


Toronto “High Five” 
April 15, 1918 


IS (C2 By BREMNERZ. A= (Western) 
Pape Creal 2AM Sse ee ( Western) 
he AOS, dmb ARCMIN KC esteereatens caemreen (Western) 
4. J. W. FREEMAN. ( Western) 
Darel ce Lapel, ©) Veeremeetee tree (Hastern) 


p34 


be4[bsdibea|bed|bsa|bzdlbed|bsd|bsd|bsd|bs4]bsq|bsd|bsdibsalbed|bsq]bed|beq[bsa|bsd| 


Mann says: 


“*Schuster simulates 


Strout’s succces by slyly 


slipping several solid so- 


Ibsalbz4lb4]bealp=4[bz4]bsqlb=d|bxd]bsq]beq|bsa|bsa|bsqibs4|bsqbz4 


licitations from slippery 
sidesteppers.’’ 


IbEd 


Ea] alba p=4]bz4l bap ps4 bxalbz4lpa|bd|bsd psa] bsa|bd|bsd|bsa[bs4]bsa]bza|bsa|bed]bas 


Bapbzalbzalbs4|bs4l bse 


bEd|beqip=¢ 


bzd|bsd]bzdlbzq|bsa]bzqlbsd]bsd]b=q|bs4)b=4 
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In Mertte England 


Your baggage is ‘‘luggage’’ in Eng- 
land, 
our Wek as yroOule OO,” 
will find, 
You’ll avoid quite a bit of confu- 
sion 
By bearing these changes in mind. 


you 


i, 3! 


Locomotives draw ‘‘coaches’’ in- 
England, 
Not conductor but ‘‘guard’’ is the 
word, 
A train isn’t switched, it is ‘‘shunt- 
ed,’’ 
The streetcars are ‘‘trams,’’ as 


you’ve heard. 

A cop is a ‘‘bobby’’ 

IX Yoehvey ais) hy SO Suiiel sp 
know! 

You must eall it 
pitcher, 
Wonviesayeno. claves asd rinky 4 

“Have a go.”’ 


in England, 
edon-te you 


) 


ey OF Spee TON eh 


1. PHILADELPHIA 6. TRI STATE 11. SAN FRANCISCO 
2. MINNEAPOLIS 7. DENVER ae Se Overshoes are ‘‘goloshes,’’? in Eng- 
3. DALLAS 8. ATLANTA ; ___ jand, 
4. WASHINGTON 9. PITTSBURG ae NORE Not faucet, but ‘‘tap,’’ you must 
‘ : : . Say; 
Saeot. LOUIS 10. MEMPHIS 16. FT. WAYNE If you’re cooking and say, ‘‘Feteh 
a spider,’’ 
i They’ll shrink from you startled 
District Office Standing in Kerosene Contest ree 
; They don’t mail their letters in Hng- 
April 20, 1918 And, 
Bi eeries Ree USNS) x CA 
1. Memphis 5. Atlanta 9. Denver 13. San Francisco But oly ao they post them in 
2: Dallas 6. Chicago 10. Fort Wayne 14. Toronto ee. 2 ds nyt Sr 
3. Washington 7. St. Louis 11. Philadelphia 15. Albany Molasses they speak o as“ noe e, 
4. Tri-State 8. Minneapolis 12. Pittsburg 16. New York And Z isn’t zee, it 1s Zea. 
i 
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America 


My country, ‘tis of thee, 
Sweet land of liberty, 

Of thee sing, 

Land where my fathers died, 
Land of the Pilgriin’s pride, 
I'rom every mountain side 
Let freedom ring. 


Let music swell the breeze, 
And ring from all the trees, 
Sweet Freedom's song; 

Let mortal tongues awake, 
Let all that breathe partake, 
Let rocks their silence break, 
The sound prolong. 

My native country, thee, 
Land of the noble free, 

Thy name I love; 

| love thy rocks and rills, 
Thy woods and templed hills ; 
My heart with rapture thrills 
Like that above. 


S$ GGG KW ov” ni’, evr ni AAA 


A New Hampshire 
Stunt 


He “Thinks” Orders 
Always 


Listen to This Little Story of 
W. G. Chandlet’s 


Ye Editor was associated with 
Mr. Chandler, of the Washing- 
ton District, in the Baltimore Of- 
fice and he knows how W. G. is 
always “‘smellin’ ’em out.” 


Sunday, April 21st. 
“T ran over here. Saturday 
morning, bringing nothing with 
me except my portfolio, not pre- 


Our fathers’ God, to Thee, 
Author of liberty, 

To Thee we sing; 

Long may our land be bright, 
With freedom’s holy light, 
Protect us by Thy might, 
Great God, our King. 


pared to spend the night, and ex- 
pectinge.-te leave on ste sr2:55 
P. M. train. But some people 
here held me up and_ took 
$1,409.50. of orders off me 
against my most vigorious pro- 
tests. The latest was. taken so 
late that I dated it April 22nd. 
It is, however, practically a Sat- 
urday order. Wouldn’t that 
tickle the ‘Old Man,’ whose 
creed is ‘Work Saturdays and 
carry your model.’ The latter I 
didn’t do, this time, but this Sat- 
urday’s business is nearly my 
monthly quota.” 


It took. Fo He Richarasoqgesot 
the Albany Office, to relegate the 
“hoss” to the second floor to 
make way for the buzz cart. 
Here you will note that “Rich” 
has installed the Cut 241 in the 
doorway with an extension to 
reach over the curb on account of 
a local regulation. 


The gentlemen who own this 
pump are harness makers and 
they have placed a “poosh” but- 
ton on the pump to call them 
from their work to dispense 
“auto juice.” 


Tri-State “Quota 


> 20 3 
Getters 
April 22, 1918 
*  Salesmen Repeats 
W. PeSHEPEHER Ds... 7 
Biv A. =DE EUG see 9 
M: EY G:RIG GR eee 6 
GC. G.I AGN ee oe 5) 
A. GAVANA WIG Ries 4 
E.G: “RICH 2. eee 8 


enn 
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a) st owe: ‘Pazitay sewers” 


se Py pa 
eS 4 ees 4 


Let, 
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ys toe 
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Standing of the Forty High Volume of Business 


May 8, 1918 

Salesmen’s Names Office Salesmen’s Names Office 
LT. W. ©. Halsey inn nninccnsinminne Albany 91 W. B. Offerle.........- Pittsburgh 
oO O.4 3. Bremnervseeaieae Toronto O94 ss a Stotze lees Memphis 
3. W. B. Stamford.......Philadelphia 923, M. CG. Benham................. Minneapolis 
Ae ieee Gai DONS aes Washington 94, A. G. Hartgen paca Pittsburgh 
aR IKE Bl Sa ov gy 0 ae Be Pittsburgh ~— 25 G. W. Scottst-2...2ec New York 
6. RK. We Maxey eet Memphis) 26>. ©. W, Morgan... eee Dallas 
i) Ree Codding tones eee Denvers 2/7 th Oe annie re eee ae Dallas 
8. RoW. Jewel_. eee Denver 28. W. F. McKillop... St. Louis 
9... T. .MeKissick 22 Dallas 29) J Me Boy. eee Toronto 
10.) W.. Hr mine ties Atlanta 30. H. A. Vortigern.......... Philadelphia 
ia Be A. Detlersi.25..5%. Tri-State 31. W. W. Seruggsi.....0. Memphis 
12... ¥. Ho Péeepleszes= New York, (82.8 G; Adama. =e Toronto 
V3. (CE rid Gye ee eee St, Louis. 33TH. Moseleye...5.. St. Louis 
14.31) Bro wil era ee Dallass 63405 Gi Walkerwe = eae Atlanta 
Ds = Wise Vin a da eee Denver : Cy Bennet tee eee Dallas 
162 Cobre S pele hte aees Washington Wt Snapp ener ees St. Louis 
My Ae AG ERI D OUI ends Pittsburgh Jacke. Bedsereerst oe St. Louis 
LS) Nod @Browite. = ees Dallas . F. M. Kennedy........ San Franeiseo 
LOM Buds Sa bes eerie hee eeree Dallas ed aA LIG WAG tee ee Dallas 
PW ACG MS TRRVUIE EN ro. reat ne Atlanta Wi ORS TR ROHN, 2 ee: Fort Wayne 

District Office Quota Standing 
17th Quota Week Ending May 4, 1918 
DIVISION “A” DIVISION “B” 

1, DALLAS - - - B.L. Prince, Mgr. . WASHINGTON E. B. French, Mgr. 
2. MEMPHIS - - H.W. Brown, Mgr. 2. DENVER 
3. ATLANTA eeHUC. Carpenter Mat aie mee. Foo Se Gr BA AP 
4. ST. LOUIS - - L.E.Porter,Mgr. 3. TRI-STATE J. W. Burrows, Mgr. 
5. SAN FRANCISCO p.s.Johnson,Mgr. 4 MINNEAPOLIS R.R. Safford, Mgr. 
6. TORONTO - Harry Christie, Mgr. ; 
7. FT. WAYNE A. W. Dorsch, Mgr, atte Pe Pte J. Pe 
8. PITTSBURG - - H.C.Storr,Mgr. © CHICAGO - T. D. Kingsley, Mgr. 
9. ALBANY - - - W.M.Mann,Mgr. 7. PHILADELPHIA J.P. O’Neil, Mgr. 


District Office Standing in Lubricating Contest 


May 4, 1918 
1. MINNEAPOLIS 6. ST. LOUIS 11. NEW YORK 
2. PHILADELPHIA 7. DENVER 12. TORONTO 
3. WASHINGTON _ 8. PITTSBURG We Hani ee 
4, DALLAS 9. ATLANTA 15. CHICAGO 
5. TRI STATE 10. MEMPHIS 16. FT. WAYNE 
Erdal bap pa]be da bxabxdpxa]pea]bxa[beapza]bxalpsdbsa]beala]bxa ETT TLL 


Don't Stop With One W. S. S. 


Keep at it Until You Have 
a Whole Pocket Full 


i <tc e ¥ 


dbz a a 4 pa ba bd baba 


4] 4] bza bz pa ba baz pa baba bapa baba bd baba bead bxa za pa] baba peda] baba bz bxabx dbz pod bx Pz bxa)bxa bx) 
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Lubricating Contest 


Don’t let yourself feel that the - 
Lubricating Contest is unimpor- 
tant. Let us tell you a little in- 
cident which occurred when As- 
sistant General Manager, W. G. 
Zahrt in company with a Dis- 
trict Manager called upon a 
large oil company. The oil com- 
pany executive said, “Why, I’ve 
noticed your Lubricating Contest 
mentioned in your BooMER and 
I’ve been plugging for the local 
office.” -Think of ie in out 
sider sufficiently interested to 
help sell Bowser equipment. 
That’s the way every salesman 


in the Bowser organization 
should feel—interested, keenly 
interested, wide-awake to the 


importance of selling lubricating 
oil equipment. We look over the 
branch office standing and note 


that the leaders are in no better 
territory to sell Lubricating Oil 
Storage than the others. There 
are just as many autos in one lo- 
cality as the other. Just as much 
oil is used one place as another. 
The answer is not a locality. It 
is right down deep in every 
man’s soul. Clear down where 
he thinks—right in the “think 
box.” 

Any man who is sold—really 
honest to goodness clinched on 
the advantages of lubricating 
equipment doesn’t need his man- 
ager ding donging at him to be 
a big producer. He’s right in the 
front ranks gathering in the 
golden shekels and piling up a 
bank account and Pacemaker 
points. 

No use talking folks. It’s the 
right idea that sells lubricating 
oil equipment. They say you 
can't get “blood out of a turnip.” 
Neither can you get “Lub. Sales” 
out of an “idea producer” which 
does not know why “Lub tanks” 
make everyone happy and pros- 
perous. 


TIAA 
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The “Old Man’s Surprise Party 


The girls in our institution put a big surprise over on the ‘‘Old Man’’ Monday, April 15th. They brought him 
a handsome fountain pen and presented it to him. Nearly two hundred girls were at the big meeting held in the 
Convention Hall on the sixth floor of our new office. 


Mr. Bowser expressed his earnest appreciation of the gift and enjoyed the party very much. 
appeared on the scene and snapped the ‘‘Old Man’’ surrounded by his girls. 


Man’’ and the girls alike. 


Working Tertttory 


Do not wait for inquiries, 
building permits, etc. If you 


bank on these you will not make 
the Club and the Chicago Dis- 
trict will lag throughout the year. 
Work for a certain amount each 
week—enough to put you in the 
Club October Ist at the latest, 
eoeoren CLOSE THAT BUSI- 
NESS, just as you would close 
a ten-point order if you needed 
that amount only to be a Pace- 
maker. Treat inquiries as sur- 
plus points. Work your terri- 
tory from “stem to gudgeon,” 
and work all lines assigned to 
you. If you do not work all 
lines you are not doing justice 
to yourself or Bowser & Com- 
pany. T. D. KINGSLEY, 
Chicago Manager. 


Dallas “1oo% Quota 


Salesman 
dig, INIOTEIUSISI OTS cenccore cavern 1} 
Dy INUNUMIDISIINNASY — ccoseestecteotoms ii! 
Oe eS WEl See eee eee 8 
NE NW OUD cisce cerns tetera erase Pare 8 
OES RO WIN ONOD)ieeess il} 
GaSe AR GING ee 8 
ig ARABI, Bee ecreccenaetlile 6 
See TON SHISAUIE Tie eee cnet ar ae 9 
Ora S Wile VAN eects 12 
al OSes CE AV TIE ACMIn ee ee een 7 
11. SMITH if 
12. MOORE 5 
13. GOOLSBY fae!) 
TZ, “IMMOURAE DING epee oor ee rte 14 
15s 5 
16. 8 
ae 12 
18 12 
19. 10 


A camera man 
It was a great day for the ‘‘Old 


Men” 


Zi ptile2 3 el OG 


More or Less 


The wireless telegraph is fine, 
Let all the poets harp it; 
But wouldn’t it be just divine 
To have a beatless carpet? 


—Youngstown Telegram. 


A beatless carpet would be great, 
In fact you’ve made a dandy wish, 
But wouldn’t it be just divine, 
To really find a boneless fish? 


—Geneva Free Press-Times. 


No doubt these blessings would be 
fine, 
And greatly swell the nation’s 
bliss, 
But scientists of late opine 
That what we need’s a germless 
kiss. 


—Birmingham Age-Herald. 


A germless kiss! Sans care or woe. 
We’ll osculate, and not be ill. 

But. ’long about the first I know 
I’d rather have a payless bill. 


—Judge. 
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Leave it to W. G. Zahrt, Our Ass’t General Manager and Treasurer 


to Conserve His “Natural Resources” 


BE SURE. TO 


EAT 
MoRE 


PoTATOES 


What Our Business 
Accomplishes 


Under the roof of the new 
Fort Wayne Office we are over 
four hundred strong. 

Under the roof of the 
Wayne Factory we are 
twelve hundred strong. 

Under. .the - -roofs -of-. our 
Branch Offices in the United 
States and Branch Office and 
Factory at Toronto we are two 
hundred and sixty strong. 

live hundred salesmen com- 
pose our road force. 

Banded together we are near- 
ly twenty-four hundred strong. 

Through our united efforts 
much good has been accomplish- 
ed. By “all joining hands” we 
have built up our big business, 
which in turn maintains hun- 
dreds of families, educates thous- 
ands of children and gives our 
employees steady work. We 
have invented a number of per- 
fect equipments that yearly save 
millions of dollars for our pa- 
trons in conserving oils which 
would otherwise be wasted 
through spillage and by evapora- 
tion. Our Safety Devices save 
millions of dollars worth of prop- 
erty from destruction by oil ex- 
plosions. They also save hun- 
dreds of lives. 

And this matter of “all joining 
hands” does more than solve the 


Fort 
over 


BE CAREFUL 
AND DONT, 
GET ANY DIRT 


EVEN & PIANO 
FACTORY HOS TO BE 
ORGAN—IZED 


problem of earning twenty-four 
hundred livelihoods, more than 
build up a fine business which 
serves the requirements of to- 
day’s public. It makes twenty- 
four hundred of us meet on com- 
mon ground every day because 
we are concerned with helping 
one another live. The men in the 
factory help you by making the 
outfits you sell. Your sales keep 
the factory running, while our 
office clerks figure out your com- 
missions, and our Executives 
plan tremendous business cam- 
paigns. It creates the fellowship 
spirit, gratifying your human 
craving and mine for compan- 
ionship. Our steady employment 
keeps us rational, develops our 
brains and bodies, gives us a part 
in a battle for supremacy. The 
“rough edges,” harmful egotisms 
and weaknesses of character are 
remedied. We become stronger, 
happier, better fighters, more in- 
dependent, more clever and more 
experienced as we take care of 
our daily responsibilities. 


Our business, therefore, makes 
a more capable man of you, of 
your associates in field, office and 
factory, provides for your liveli- 
hood, and for the livelihoods of 
hundreds of your friends and 
their friends, and takes care of 
the lives and property of the 
public. 


Denver Dating Doets 
May 1, 1918 
YEARLY VOLUME 
1.-R. CODDINGTON 

2. R. W. JEWEL 
3. W. V. CRANDALL 
4, J. H. WILSON 
5. H. U. EARLE 
6. F. W. SWERER 
7. J. F. VONDEREMBSE 
8. R. E. ERWIN 
. H. KILVER 
. I. BENFORD 
. J. CODDINGTON 
12. J. L. COCHRAN 
13. H. 8. WORTHINGTON 


MONTHLY QUOTA PERCENTAGE 
C. I. BENFORD 
J. H. WILSON 
R. J. CODDINGTON 
J. F. VONDEREMBSE 
F. W. SWERER 
H. U. EARLE 
R. CODDINGTON 
F. H. KILVER 
W. V. CRANDALL 
R. W. JEWEL 
J. L. COCHRAN 
R. E. ERWIN 
H. S. WORTHINGTON 


To be successful two things are 
essential—dollars and _ sense. 

A promising customer may be all 
right but a paying one is better. 

If you itch for more business it is 
up to you to do some lively seratch- 
ing. 

It is a pity that the man who first 
invented excuses did not patent the 
idea. 

Personality is a good asset only 
when it is coupled with intelligent 
activity. 


Here’s hoping our boys won’t stay 
in France long enough to acquire the 
habit of kissing each other. 
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Rune of the Store of L. F. Price, Macon, Ga. 


The above photographs forwarded to us by F. W. Patterson, of the Atlanta District, are excellent evidence 


of the safety of Bowser underground tanks. 


filter, but the 625 gallons of gasoline in the tank were perfectly safe. 
Mr. Price thought the fire started at his Kerosene can and has since purchased an underground system for 


kerosene, 


Mr. Patterson is shown near his side partner—his ‘‘gas wagon.’’ 


The Oil Age 


We've had our Stone Age, 
Iron Age and Bronze Age. To- 
day we are living in an Oil Age. 
Now, no joking. When you go 
down any city street what do you 
see? Kids peddling along on 
oiled velocipedes, sliding on roll- 
er skates, men on nicely oiled bi- 
cycles, in automobiles. When 
you enter a grocery, what do you 
smell first? Kerosene and gaso- 
line, if the grocer isn't Bowser- 
ized. When you go into a man- 
ufacturing concern, what do you 
see? Lubricated machinery. En- 
ter a drugstore and there you 


have castor oil. Go to any avi- 
ation field and you see aero- 
planes, oil tanks, trucks, ambu- 
lances. 

Without question this is an oil 
age. And S. F. Bowser & Com- 
pany, Incorporated, makes oil 
tanks to preserve and conserve 
oil products. Sell the line! 


The Fighting Phillies 
May 5S, 1918 


VORTIGERN 
STAMFORD 
BOOKER 


co bo ee 


Some men believe in doing others 
they are dunned by. 


The buildings were entirely destroyed, the brass melted off the 


Make every moment count, 
and don’t overlook a single bet. 
Put your business machine in 
high, open up your cut-out and 
blow out everything that is inter- 
fering with your work. Step on 
your throttle, give it juice, and, 
Oh, you Baby! Run! Run!! 
Run!!! Pe Ce STORR, 

Pittsburgh Manager. 


An army officer reports that mar- 
ried men stand shell shock better 
than single ones. They ought to. 
They’re used to being ‘‘gassed’’ 
and ‘‘blown up.’’ 


A good sign for any door—‘‘ Come 
in without knocking; go out the 
same way.’’ 


OANA 
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There’s a Lot of Interest in the Brown, Prince, Dallas, Memphis, ‘‘nouvau chapeau 
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(that’s French for New Hat) Kerosene Race Now Being Staged. In Case of a Tie 


the Hat Goes to the Editor! 
(Go ON PRINCES) (Go IT BRewW)) ie 
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AMBITION 
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Out Men “Over There” 


So many of our men _ have 
gone “over there” in the past 
year from shop, office and field 
that it is apropos today to com- 
ment upon just what their going 
means to us. 

Materially, it means we are 
weaker when it comes to our 
“man power.” Spiritually, it 
means we are stronger when it 
comes to our ‘will power.” 

Our boys in the shop and of- 
fice feel that if their pals are 
brave enough to go across, risk 
life for the cause of democracy, 
they are brave enough to speed 
up at the machines and work 
harder at their desks. You men 
on the road experience this same 
urge; namely, that of making up 
for the lack of “man power” by 
exercising “will power.” 

This taking a firmer grip upon 
the requirements of the hour, 
this going the “extra mile” keeps 
“business as usual,” helps the 
man who left his lathe, the man 
who closed his ledger, or put 
away his grips, to fight calmly 
and courageously for victory. 
This spirit of every man doing 
his bit makes defeat impossible. 

Our men’s going away, there- 
fore, means to you and me that 
we become more efficient in our 
daily endeavors, that we quicken 
our pace, do more work and bet- 


ter work, that we match our cour- 
age with the courage of the boys 
“over there,” that we become as 
fine and heroic as these soldiers 
of ours. 


Extracts from Message 
of Secretary of the 


Treasury McAdoo 


I write to ask you to help your 
country. 

You can do so and also help 
yourself in a very simple manner. 

Many of us cannot fight, but 
every one of us can help by sav- 
ing. Every dollar saved and not 
spent on unnecessary things re- 
leases that amount of labor and 
material to make articles for our 
army and navy. When a dollar 
that is saved is loaned to the Gov- 
ernment it is doubly effective. 

To that end Congress has au- 
thorized the sale of war-savings 
stamps and United States thrift 
stamps in denominations of $5 
and of 25 cents, respectively. 
Each war-savings stamp you buy 
is a loan to the United States 
Government, is a direct help to 
every soldier and sailor who is 
risking his life in the war, and 
is a safe and simple way to invest 
your savings. 

The United States Govern- 
ment pledges its entire resources 
and credit to repay this loan on 


Fair nuf? Sure!! 
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January I, 1923, with 4 per cent 
interest. 


Should you want your money 
back before January I, 1923, any 
money-order postoffice will, after 
ten days’ written demand, refund 
to you the amount you paid for 
war-savings stamps plus an add- 
ed amount for each month you 
have held them after January, 
1918. 


FEGAWeO} 


A letter from J. C. McKeown, 
of the St. Louis office, is an in- 
teresting demonstration of the 
value of F. C. W. O. terms. A 
great many big men appreciate 
it. Here is an actual experience: 


“T sold a wealthy man this 
morning a ten-barrel tank and 
advised him our cash terms. I 
was careful I know, but he got 
“sore.” So I explained more 
carefully about the cost of enter- 
ing accounts, collection expense, 
ACTION on shipment etc. RE- 
SULT—his check. He asked me 
to explain our method to his 
manager so he could put it into 
effect with their salesmen. 


“Yours, McKeown.” 

P. S.:—Subject said, “That is 
certainly an up - to - the - minute 
business suggestion.” 


ANNUUM 
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District Office Standing 


in Kerosene Contest 
May 4, 1918 


MEMPHIS 
~DALLAS 
WASHINGTON 
TRI-STATE 
ATLANTA 
MINNEAPOLIS 
ST. LOUIS 
CHICAGO 
DENVER 

10. FORT WAYNE 
11. PHILADELPHIA 
12. PITTSBURG 

13. SAN FRANCISCO 
14. TORONTO 

15. ALBANY 

16. NEW YORK 


They Never Wear Out 


Mr. H. J. Bradshaw, 

Boomer Editor, 

_ S. F. Bowser & Company. 
My Dear Brap: 

We are enclosing herewith a 
report from our Mr. Eaton, who 
is covering the Duluth territory, 
which will certainly speak for it- 
self. 

Here is an underground Bow- 
ser tank that has been in use since 
1896, and is just as good as new. 

Yours very truly, 
R. G. CoNKLIN, 
Minneapolis District. 


SEUSS SSE CAS poe 


Advertising 


Coming through the Bowser 
Print Shop are some of the nifti- 
est pieces of advertising which 
have ever been produced. Many 
of the pieces are particularly use- 
ful to leave with a_ prospect. 
They carry the Bowser message 
in a very convincing way and 
they leave an impression of qual- 
ity and stability. It is quite as 
important that we leave an un- 
sold prospect in a receptive frame 
of mind as that we approach him 
carefully. When haste in clos- 
ing a customer seems inadvisable 
be sure that the “representative” 
that you leave behind will main- 
tain your standard, be it a state- 
ment of fact or a piece of adver- 


Yi, 


tising matter. You must see to 
it that your spoken word is ex- 
actly in tune with your message. 
The Bowser Company has ar- 
ranged that the advertising mat- 
ter be correct. The combination 
is a big business getter and hard 
to beat. 


GrL. Powell 


We asked C. L. Powell, gov- 
ernment and export salesman 
from the New York office, to 
stand up and smile for us. So 
we snapped him. This is the 
frame of mind evreyone gets into 
when visiting the factory and 
seeing the folks. 


Fort Wayne's “High 
Ten” 
May 8, 1918 


1. J. T. PRIDE, JR., Kentucky: 

2. W. C. SUTTON, Indiana. 

3. W. A. ARMSTRONG, Michigan. 
4, R. J. GOODMAN, Michigan. 

5. J. W. CARLSON, Indiana. 

6. J. B. HAGAMAN, Michigan. 

7. J. C. TIBBLES, Ohio. 

8. H. E. CONN, Indiana. 

9. PHILIP CARLTON, Michigan. 
0 


10. C. B. SUNDERLAND, Indiana. 
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Out Factory 


How many of you boys have 
gone through our factory? That 
is, recently? 


I wish it were possible today 
for every one of you to take an 
hour’s trip from one department 
to another. You would see 
some modern miracles. 


The ingenuity of twelve hun- 
dred men combined with the in- 
genuity of hundreds of machines 
have to do with the intricate cre- 
ation of Bowser equipment. 
Brain, brawn and power unite to 
manufacture our line. Our big 
machine shop is alive with activ- 
ity, mechanical and human. The 
boiler shop rings with the vibra- 
tions of rapid, sure strokes. Our 
welders are drawn up in long 
lines working before _ their 
torches. The thundering of riv- 
et driving stops the ears with 
din. Huge punching machines 
pierce thick steel plates on mov- 
ing platforms. Drills bite into 
sheet iron as smoothly as a silver 
knife carves butter. Flying belts, 
the shuddering air, the heat of 
forges, sweating men, hurrying 
wheels, all bespeak work going 
forward at high pressure—be- 
speak a great business enterprise 
on its toes turning out fine mate- 
rials. 


A trip through the factory is 
an inspiration. It shows what 
can be accomplished by men 
working together in a great shop, 


uniting their thought and 
strength with the force of ma- 
chines. It shows how much 


work can be done, pushed for- 
ward by the requirements of the 
salesmen selling the line in the 
field. , 


In your hands, Mr. Salesman, 
lies part of the success of this 
enterprising institution. The 
throb of accomplishment shaking 
our factory walls and floors beats 
to the pulse of your efforts, of 
your enthusiasm, of your haste, 
of your eagerness to do a big 
business this summer. 


ONAN 
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S. F. Bowser Has Big Doings. Makes Himself Happy by Making Some- 
one Else Smile. Great Stuff! Let’s All Do It! 


THE'OLD Man" OH, THANKS 
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THE ‘OLD MAN’ GIVES EACH OF THE GIRLS Hts Oe ee 
A FINE LINEN HANDKERCHIEF THE GIRLS PRESENT HIPL 


WITH @ FouNTAIN PEN 


The Peerless Pitts- 
burgh Are Admon- 
ished by Their 
Manager 


“Now, let all put our shoulders 
to the wheel and all push togeth- 
er, and when the month is over, 
let it be said that the Pittsburgh 
District not only did its share, 
but then some.” 

Hel, SPoRR. 

You can always count on this 
bunch to boost as well as push. 


The Peerless 
Pittsburghers 

May 4, 1918 

K. F. HESSEN MEULLER 
J. O. MeCRACKEN 

R. D. LEONARD 

E. L. MILLIRON 

A. G. HARTGEN 

6. I. M. CAMDEN 

7 2d, W. LUCKEE 

8. W. F. EICHELBERGER 
9. W. B. OFFERLE 

10. F. H. LOWE 


op woh wa 


Paul H. Lemen, of Philadelphia, is 
after business so hard he has run the 
differential off his jitney. 

Paul says the sand heaps are so 
high and the sweet potatoes so big 
that a differential or two, more or 
less, doesn’t make much difference. 

Anyhow, old top, when you start 
for the Convention in Fort Wayne 
next year, you want to have her 
greased up, for it’s a long way. 


W. F. Etchelberger 


Transportation problems nev- 


er worry W. F. Eichelberger, of 
the Pittsburgh office. When 
trains won't run he just ties a 
trailer on behind his little old joy 
wagon, stretches a tank from the 
back end and takes her home. 
No use talking, Hal Storr has 
them so “pepped up” in the 
mountains of Pennsylvania that 
they will go to any length to put 
it OVEL. 

The way Eichelberger is piling 
up pacemaker points makes us 
believe he'll soon be over the 
line. 

Mr. Eichelberger is a good lo- 
cal advertiser and never over- 
looks an opportunity to get a 
write-up in the papers. A clip- 
ping before us emphasizes the 
fact. Everybody should keep his 
eyes peeled for good, local adver- 
tising. Be a mixer; be well 
known. It’s a wonderfully ef- 
fective sales argument. 


Our Special Sale 


Take greater advantage of this 
opportunity, boys. Make some 
real money! Don’t waste an 
hour! Your time is your capital 
and when you waste any of it you 
are throwing away commissions 
which you should have; you are 
stealing from yourselves. 

There never was and never 
will be a more opportune time 
for such a sale—fine weather, 
fine roads, automobile — traffic 
greater every day. Everything 
in your favor to help warm up 
your prospects. But you have to 
be on the job every minute. 
Prospects are not going to flood 
us with letters saying, “I am in 
the market for a storage system. 
Have your representative come 
to see me as soon as possible.” 
Business is like ore—you have to 
DIG to get it. 

It has been said that while Op- 
portunity knocks at least once at 
every man’s door, the party in- 
side has no right to expect the 
panels to be kicked in, and that 
if the expectant party is a sales- 
man he had better not wait inside 
at all. The only way in which 
he can ever hope to catch a 
elimpse of Opportunity is to get 
outside the door and do a lot of 
active searching for her up and 
down the street. 

J. W. BurrouGHs, 
Tri-State Manager. 
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Press 


Alertness, a National 
Asset 


In the “Guaranty News’ is 
the following item: 

“As we write the war rages 
across the North.Sea. On a clear 
day in the outskirts of London 
one can sometimes hear faint 
rumblings which sound like the 
distant roar of battle guns. Eng- 
land, France and the other Eu- 
ropean Allies have suffered ter- 
ribly. We fear that America, 
separated by three thousand miles 
of water may receive its impres- 
sions diluted by the distance the 
mews travels. This crisis needs 
America’s assistance badly and 
every American can do his or her 
bit toward victory.” 

Never must we forget that we 
are all “under orders.” Because 
we are far from the battle line 
our duty is in no wise altered. 
Rather is it increased, for the 
alertness displayed by each fight- 
er in the rear is a protection to 
those in the trenches. The poi- 
son gas of the trenches can be 
quickly detected and its dangers 
practically neutralized, but the 
Enemy Psychology which is at- 
tempting to “gas” Americans as 
they go about their daily duties 


is sometimes so subtle that it is 
overlooked. 

There are many temptations 
to criticize presented every day 
—possibly plenty of occasion for 
it, but in the degree to which the 
multitude of people are watching 
their thinking, in that degree will 
there permeate public opinion a 
more clarified sense of present- 
day obligations. 

Public opinion is molded by 
bringing to the attention of the 
multitude some statement of fact 
(it is regrettable to say that erro- 
neous thinking is established the 
same way) so often that it is 
finally accepted and acted upon. 

We need have little fear of 
Germany as a physical enemy, 
but we need to be wide awake 
concerning her devilish machin- 
ations as a mental enemy. She 
cannot subdue us by force of 
arms, but a propaganda of sug- 
gestion if successful would lure 
us into a false sense of security 
from which we might awaken 
too late and only to find our- 
selves defeated. 

Let every statement appearing 
in the press, let all conversation 
carrying a suggestion of our 
weakness or of our division as a 
people be instantly denied. Ev- 
ery thought in our own minds of 
waste of time, labor, money or 
material should be instantly de- 


stroyed. “Let us turn to con- 
structive acting, thinking and 
believing. 


New Office 
Building 


The new Office Building ts fin- 
ished! Everything is in Re place 
and. boys! believes me, its a 
beauty! The Old Man is as proud 
of it as the most doting father 
could be over his first-born boy! 
Well, why shouldn't he be? He 
has worked like a beaver to build 
up this fine business, has worked 
early and late, frozen in the win- 
ter and roasted in the summer, 
put up with every sort of incon- 


The 
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venience, faced down bankers 
when they didn’t want to lend 
him money, proved to them that 
he was the best sort of collat- 
eral for his loans and then on top 
of it all, he wanted a fine build- 
ing in which his employes could 
work. He has said many times 
that he didn’t care for a big mon- 
ument in the cemetery to be a re- 
minder that such a person as S. 
I, Bowser lived and earned a 
dickens of a lot of money and 
then passed in his checks. No, 
siree! He wanted a monument 
in the shape of a business, built 
upon the idea of liberality to all 
—a happy institution working 
under conditions which make 
for peace. He said in a speech 
in the shop that he didn’t have 
a single desire to interfere with 
anything anyone wanted to do. 
He wants everyone to live his or 
her life in his or her own way as 
long as each approximates the 
Rules of Right. Surely the new 
office building stands as such a 
monument. 

It is complete in every single 
particular and at an early date it 
is our intention to reproduce in 
Tue BooMer glimpses of its 
many features. 

One thing stands out in the 
writers mind prominently. It 
is the Convention Hall. No more 
will we have to have special 


headquarters in the shop for our 


Pacemaker conventions! Now, 
we ll march into one of the finest 
auditoriums in the city, with ev- 
ery convenience imaginable 
where we can sit and listen to 
the Old Man and his able co- 
horts trying to tell us how to 
wallop the life out of every per- 
son in the country who hasn't 
been converted to ‘Bowserism.”’ 

Well, we could spiel on indefi- 
nitely, but we'll leave it here and 
begin again some day. 


Much depends on a man’s envi- 
ronment. In most states a man with 
two wives is a bigamist. In Utah he 
is a piker, 
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The “Big Chief,”’ S. B. Bechtel has been Having Things 
Stirred Up and a-movin'! 
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S.B.BECHTEL STARTS SPRING 


THE LIBERTY LOAN 
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Ate You Satisfied’ - 


If you are satisfied with your 
present earnings, you have 
reached the place where ambition 
lies dead at your feet; where 
anticipation of a comfortable fu- 
ture goes a-glimmering and 
where the realization of hope 
cherished in years past has van- 
ished. This would be lament- 
able, deplorable, yes, almost trag- 
ic, and I hope none of the recip- 
ients of this letter have arrived 
at that place. 


Only too true are these words 
of the immortal bard, “There is 
a tide in the affairs of men which 
taken at its flood leads on to for- 
tune.” Those who are awake to 
the possibilities of making money 
representing S. F. Bowser & 
Company should swim to the 
crest of that flood now; place a 
value on their time and make 
every hour count. 


Duty is as inflexible as fate. 
If we are to attain the position 
where we can thoroughly enjoy 
the fruits of our efforts, we must 
keep our ideals in the ascendancy 
and the resting place, like the 
‘luring morrow, “Somewhere” in 
the hazy distance’ ahead. To the 
successful go the rewards. 

W. M. Mann, 
Albany Manager. 


Minneapolis “High 


Five” 
May 3, 1918 
SL ET ES RAG Gee 
2 Wi Ae AUT ON eee een 1 
$< ee ONE AU i Woe ee ee: 
Ast J CE WARD oe et eee 8) 
By cd AMES SWeARID 2 ee eS 


Speaking of tenacity, persever- 
ance, stick-to-itiveness, etc., how 
about the men. who have made 
the Honor Roll seven, eight, and 
nine times out of a_ possible 
eleven? 

J. C. Ward leads in number of 
repeats. You will notice, how- 
ever, that he cannot afford to 
lose another week arguing with 
his Chalmers, without putting 
himself in a position where there 
will be plenty of company. 


What do you think of that re- 
cruit, O'Malley? What will hap- 
pen when he has been with us 
long enough to learn the game? 


As ‘for Jim’ Watd, he hacws 
record to be especially proud of, 
and I am going to-tell you all 
about it next week. 


This week’s Honor Roll gives 
me an opportunity to introduce 
Mr. W. A. Eaton of Duluth. Mr. 
Eaton has covered the Duluth 
territory for the past few weeks, 
and while he has just missed the 
High Five two or three times, he 


registered right this time, with a 
lot of fine clean business that 


We 
Eaton. 


took four figures to cover. 
congratulate you, Mr. 
Come again. 
R. R. SAFForp, 
Minneapolis Manager. 


Toronto High Five 


May 4, 1918 


1. C. B. BREMNER 
2. 8. G. ADAMS 

ey 05 dal, IECUINIC, 

4, J. M. ROY 

do. J. W. FREEMAN 


The New Office 


Pals! This new office of ours 
is a humdinger. As soon as the 
war is over and conditions per- 
mit of a riotous spread in the 
way of good eats and entertain- 
ment the firm is going back to 
good old Convention days. And 
then—say, that Convention Fall 
up on the sixth floor of the of- 
fice. will be “some place” for us 
boys to gather. We've had four- 
teen hundred men in the room as 
a test, and it’s “bust proof.” So 
think along toward the days 
when you and the old gang with 
the newcomers all collect in the 
hall. Say! The glass will sure 
blow out of the windows! 


Failure is the line of least per- 
sistence. 
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Chicago High Men 


In Sale of Lubricating Outfits 
April 25, 1918 

MAX HEINTZE 

J. P. SHANNON 

R. H. SHERLOCK 


Do 
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Daily Reports 


If all the details which have 
gone to make it easy for Bowser 
salesmen to produce were stood 
up in a line and given the once 
over, “Mr. Daily Report” sure 
would stand out prominently. In 
fact, he could stick out his chest 
and be mighty proud, for the sys- 
tematizing of our business has 
hinged upon this detail. 


Sure! “Yours truly” knows 
it’s ‘a darned nuisance to write 
daily reports, or rather did think 
that way, until he sat down and 
took a real good “closeup” (as 
the movers will say) of the sit- 
uation. 


The big complaint against 
daily reports is the time! Well, 
it’s not a valid excuse for the 
time we spend looking out of the 
windows, or watching a game of 
cards or a game of pool, would 
be more than sufficient to close 
the transaction. 


There is a cumulative effect of 
having an undone duty on our 
minds that isn’t good for a sales- 
man to cultivate. There must be 
no dark corners in the minds of 
alert salesmen. There must be 
no sense of a duty undone. 
Every thought must be construc- 
tive. 


The collecting of data for and 
from calling lists is the founda- 
tion of the Bowser business. 
Salesmen’s calls are tabulated, 
each visit noted, each promise to 
call entered and on the date men- 
tioned the salesmen advised. 


To salesmen entering new ter- 
ritory or covering the same one 
year after year, this information 
is valuable and indispensable. 


Bowser Shakeographs 


Harry Christie, vUanadian Sales 
Manager, looked all puffed up as he 
strutted into the office building to- 
day. Well, who wouldn’t be with a 
““President Pacemaker’’ in his fam- 
ily? We believe we would be mighty 
proud if Bremner was our man so 
we’re inclined to slip in behind him 
and help root. 


We were delighted to shake the 
hand of H. F. Babbitt, of the New 
York Office, when he slipped over 
the threshold. He looked around 
and said, ‘‘Gee, Brad, some class to 
the new building.’’ Said he thought 
he was in the Woolworth building 
down Broadway. 

Of course we don’t know just why 
he was here, but from the looks on 
the faces of everyone in the confer- 
ence, it sort of looks like he was 
arranging to take a broad jump into 
the leaders. 


J. B. Hagaman, of Detroit, where 
life is worth living, strutted up to 
the Editor’s desk and planked down 
one round semolian for his 1917 
Pacemaker dues and hammered on 
the desk and declared he was on the 
road to Pacemakerville in fourth 
speed, the top down, the windshield 
in the ditch and the accelerator wide 
open. Gosh! He must have absorb- 
ed some of the Third Liberty Loan 
pep that was breezing around Wood- 
ward Avenue. Never mind, Haga- 
man, don’t let ’em yosh you. Keep 
at it. Show ’em up. 


Of course we don’t know just why 
Carver Wood, of Cincinnati, is up to 
bat. The look of determination in 
his eye leads us to believe he is out 
after blood. The first thing we know 
the front steps won’t hold all the 
assembled Pacemakers but we should 
worry! 


It’s getting mighty warm in the 
Dallas, Memphis, Prince, Brown 
Kerosene contest. The Sons of the 
Sunny South have thrown down the 
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gauntlet to the ‘‘R.T.C.8.8. of G’s 
of D.’’ and the whole shootin’ mateh 
is mixed up in the serap. Brown 
says Prince is so seared he’s sicked 
Murray onto ’em and Prince says 
Colwell is standing in a well forti- 
fred position ready with the poisoned 
gas. Well, what we bet is that be- 
fore the scrap is over the whole 
bloomin’ territories will be taught 
how to Hooverize on Kerosene. 


HE. B. French, the Washington 
Manager, dropped in today to look 
the ‘‘Cup’’ over. He gave an order 
for a box in whieh to’ship it to 
Washington in 1919. Funny how a 
man with a dollar necktie and a pol- 
ished cane and patent leather boots 
whl insist on walking down Main 
street and putting on airs! Then to 
top it off, H. B. tried to make definite 
arrangements for a Boomer an- 
nouncement of the contest. Gee! 
the nerve of that fellow! 


The Five Leading 
Senators 
May 1, 1918 
W. G. CHANDLER 
. SICKHL 
. SPEIGHT 
. GIBBONS 
by, . STOVALL 

We are pleased to enter on the 
above list, the name of a new- 
COMEL Ian Cureleierton Nina O°: 
Sickel, who is working territory 
around Greensboro, N. C. He 
has been carrying the “Bowser 
grip” just three weeks, and se- 
cured enough business the third 
week out to “cop” second place 
on the “Five High” list. 

Sit up, you “Old Timers” and 
take notice to this gentleman. 
Good luck to you, Mr. Sickel. 
May we have the pleasure of en- 
tering your name often. 

E. B. FRENCH, 
Washington Manager. 


Maybe Both Are Right 


A eonduetor and a brakeman on a 
Montana railroad differ as to the 
proper pronunciation of the name 
Eurelia. Passengers are often star- 
tled at this station to hear the con- 
ductor yell: 

‘cYou’re a liar! Youw’re a har!?? 

And then from the brakeman at 
the other end of the ear: 

‘¢You really are! You really are! ’’ 


—HLExchange. 
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Question. 
Answer, 
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A. 


HAN 


Q. 


Scientific Talks 
By C. H. Young 


WATER 


Of what is water com- 
posed? 

Water is composed of oxy- 
gen and hydrogen. 

Is water compressible? 

Water is compresssible and is 
perfectly elastic, but the change 
is so minute as to have no prac- 
tical consequence. 

How much does water expand 
in freezing? 

It is said that water in freez- 
ing expands about 1-12 or .083 
of its volume. 

What is the comparative weight 
of water? 

Water is just 13.6 tir}+s lighter 
than mereury and 815 times 
heavier than air at the sea level, 
with a mean temperature (56° 
Fahr.) 

What is the weight of ice and 
snow? 

One eubie foot of ice at 32° 
Fahr. weighs just 57.5 pounds, 
while one eubie foot of snow 
freshly falllen weighs 5.2 pounds 
and has twelve times the bulk 
of water. 

What is the boiling point of 
fresh water? 

Fresh water would boil in a per- 
feet vacuum at a temperature of 
72° Fahr., in the open air at the 
sea level at 212° Fahr., and un- 
der a pressure of 15 pounds per 
square inch at a temperature of 
234° Fahr. 

What is the weight of a eubie 
foot of fresh water at a temper- 
ature of 60° Fahr.? 

Just 62.37 pounds. 

What is the weight of a United 
States Standard gallon of fresh 
water at a temperature of 60° 
Fahr. 

About 8.35 pounds, consequent- 
ly there are about 7% gallons 
per cubic foot of water. 

How many eubie inches does the 
United States Standard gallon 
contain? 

Just 231 ecubie inches, or 
cylindrical inches. 
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What portion of the earth’s sur- 
face does the sea occupy? 
About 3-5 of the earth’s surface. 
What is the amount of ecurva- 
ture of one mile of the ocean’s 
surface? 
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About 2.04 inches. 

What would be the pressure per 
square inch of the water one 
mile below the surface of the 
ocean? 

It is estimated to be about one 
ton to the square inch. 

How far below the surface of 
the ocean does the wave motion 
cease to be felt? 

About 3,500 feet; and a few 
feet below the surface of the 
sea the water is of the same 
temperature all over the world. 
How does the friction of water 
in pipes increase? 

Friction of water in pipes in- 
creases as the square of the 
velocity; thus, if in one pipe the 
water is flowing at the rate of 
two feet per second and in 
another there is water flowing 
at the rate of three feet per 
second, the friction in the latter 
will be more than double than 
in the former, for the square of 
two is four and the square of 
three is nine. 


What is the coldest 
fresh water known? 


Lake Superior is the eoldest as 
well as the largest body of fresh 
water on the globe. 


What velocity in the average 
river would a pitch of three 
inches to the mile give? 


About three miles per hour; and 
a pitch of three feet to the mile 
would produce a torrent. 

What do we know about water? 
Water is a liquid; specifie grav- 
ity, one or unity. It is formed 
by the chemical union of the 
two gases, hydrogen and oxy- 
gen; in the proportion of two 
volumes or hydrogen to one of 
oxygen; or, by weight, or one 
part of hydrogen to eight parts 
of oxygen. It exists in nature, 
in the three states: Solid, as 
ice or snow; liquid, as water; 
gaseous, as fog or vapor. Water 
freezes at 32° Fahr. and boils at 
212° Fahr. at the sea level. Its 
greatest density is at about 39.2° 
Fahr.; from this point it ex- 
pands both ways. It is the only 
single substance known that 
does not always expand with 
heat; in freezing itis estimat- 
ed that it expands from 1-11 to 
1-12 in volume. It is the most 
powerful solvent known as it 
disolves minerals, vegetables and 
gases. On account of its solvent 
power water is never obtained 
pure except when freshly dis- 
tilled. The presence of salt 
raises the temperature of the 
boiling point and lowers that of 
the freezing point. 
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Denver Talks 
FRENCH = “ts 


tail-light burning?” 

C. Ci. “Its in theses: 
behind you!!” 

We gained very substantially 
on “Little George” (Wash.) in 
the District Standing for the 14th 
Quota Week ending April 13th 
—2%, He is still quite a little 
ways ahead of us, but if we can 
put over gains of 2% or more for 
a few weeks we will just natu- 
rally swap places with him. You 
know “Little George” is an old 
“arch enemy” when we copped 
the cup away from him twice 
hand running and I don’t suppose 
his minions ever quite forgave 
us. I am speaking of this now, 
boys, only because with their 
present lead you can just bank 
your last dollar that they are 
going to work all the harder to 
maintain a lead over us to the 
close of the year, and we must 
wake up to this fact and “trim 
our sails’ and draw our belts 
tighter accordingly and go into 
the fight to win the cup. Don’t 
forget that kerosene business will 
help us win. “Little George” is 
ahead of us in the Kerosene and 
Lubricating Contest. Whoop ‘em 
up in all lines! 

C. CA Barner 
Denver Manager. 


Your 


Atlanta’s High Five 
April 25, 1918 


ALL LINES 


M. B. LONG 

C. M. HUNTER 
GRIGGS WALKER 
Z. V. McCLURE 
Ee Wier OCT Tiss 


KER., LUB. & P. O. 


C. M. HUNTER 
LAVERGNE BLUE 
M. A. ASHLEY 

Z. V. MeCLURE 
M. B. LONG 


ge ep 


Don’t worry—we all make mis- 
takes once in a while. That’s why 
they put a little piece of rubber on 
the end of a lead pencil. 
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C. C. Barnet---Muse 


We had no idea Pike’s Peak 
with its snow-capped dome was 
an inspiration to poetry, but in 
these strenuous times most any- 
thing is liable to happen. 


_C. C. Barnet in a May sales 
letter to his “Denver’s Darndest 
Doers” dips into poetry to sup- 
port his point, but closes it in 
real honest - to - goodness wild- 
west style: 


“You have all’ read James 
Whitcomb Riley’s “Knee Deep 
in June— 

‘¢March aint never nothin, new— 

April’s altogether too 

Brash fer me! And May I jes’ 

*Bominate its promises,— 

Little hints o’ sunshine and 

Green around the timber land— 

A few blossoms, and a few 

Chip-birds and a sprout or two— 

Drap asleep, and it turns in 

’Fore daylight, and snows agin!— 

But when June comes—Clear my 
throat 

With wild honey! Reneh my hair 

In the dew! And throw my hat!— 

June wants me, and I’m to spare! 

Spread them shadders everywhere, 

I’ll git down and waller there. 

And obleeged to you at that.’’ 


“Our Hoosier friend knocks 
May a little bit when it comes to 
lazily enjoying life. Well, that 
is all right—what we want is bus- 
iness for May—pile it up good 
and thick as butter on country 
bread. All of those fellows will 
want their garages and places of 
business in shape to take care of 
the people who are out enjoying 
the June as pictured by Riley 
and now is their last chance to 
do it, especially with this Special 
Sale on. 


“There is no reason why, with 
conditions improving every- 
where, this should not be the ban- 
ner month for the Denver Dis- 
trict and enable us to gain that 
much coveted first place (Gee! 
This tramps on somebody’s toes 
—KEditor) which ‘Little George’ 
has been holding entirely too 
long. We rather have the bulge 
on ‘Little George.’ (This is his 


wu, 


for 
French, the “Capital’ Manager), 
as we are inclined to believe be- 
cause of his location he is liable 
to take this month for the month 
of June. 


‘pet’ name ‘Ever-beating 


“There are going to be unu- 
sual activities this month in all 
lines; crop conditions are partic- 
ularly favorable every place ex- 
cept in the extreme southern part 
of the territory. This month is 
starting out as though it is going 
to fulfill its promises. Let’s see 
if we can’t help the powers that 
be along and improve conditions. 
Likewise help show the ‘Old 
Man’ the first million-dollar 
month he ever saw.” (That’s the 
stuff, Charlie.) 


We regret to announce the death 
of Mrs. S. W. Silsbee, wife of 8S. W. 
Silsbee, of the New York District. 
Her death occurred April 24th. 


We extend our deepest sympathy. 


W. W. Ince---Poet 


We are in receipt of a com- 
munication from W. W. Ince, 
Sales Agent in Oklahoma, which 
reads as follows: 

Dear Brad :— 

You will find attached a 
piéce of poetry that 1. offer 
for THe Boomer, that is if 
it will pass the censor. 

In case you should have 
to call in anyone that is an 
authority on poetry, I would 
suggest that you submit 
same to L. P. Murray, who 
I understand has a great 
record in writing poetry and 
if he turns this down, I will 


attend to him his first trip to 
the Oklahoma Office. 


With kindest personal re- 
gards, I am 
Yours very truly, 
W. W. INCE. 
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Lest L. P. be subjected to un- 
necessary embarrassment because 
of any physical chastisement W. 
W. might inflict, we hasten to 
present the poem. Mr. Ince does 
not know the author. 


If with pleasure you are viewing 
any work a man is doing— 

If you like him or you love him, 
tell him now; 

Don’t withhold your approbation 
till the parson makes oration, 

And he lies with wreathes of lilies 
o’er his brow. 

For, no matter how you shout it, he 
won’t really care about it, 

He won’t know how many tear 
drops you have shed, 

If you think some praise is due him 
now’s the time to slip it to 
him— 

For he cannot read his tombstone 
when he’s dead. 


More than fame and more than 
money, is the comment kind 
and sunny, 

And the hearty, warm approval of 
a friend, 

For it gives a life a savor and it 

makes you stronger, braver, 
And it fills your soul with courage 
to the end. 

If he earns your praise, bestow it, 
if you like him™ let™ him 
know it; 

Let the words of free encourage- 
ment be said; 

Do not wait until life is over, and 
he’s underneath ce clover, 

For he cannot read his tombstone 
when he’s dead. 


Down the ways of truth and beauty, 
you can bless the deeds of 
duty, 

If you’ll give a hearty handshake 
when you ean, 

For no matter what’s your station, 
there’s unmeasured inspiration 

In the words of honest praising 
you can give your fellow man. 

If he needs your help, befriend him, 
you ean always love extend 
him; 

You can lift his load a little ere 
the light of life is fled; 

Do not wait till he is sleeping, when 
the broken hearts are weeping, 

For he cannot read his tombstone 
when he’s dead. 


I stole a kiss the other night 
But my conscience hurt, alack! 
I think I’ go again to-night 
And take the darn thing back. 


—Exchange. 
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Bridgeport, Conn. 
May 1, 1918. 
My Dear Mr. Little: 

Will you kindly convey my thanks 
to the Pacemakers for the beautiful 
flowers sent to me here on the day 
my wife passed away? I assure you 
they were fully appreciated and it 
was, indeed, very thoughtful on the 
part of the donors. 

Yours sincerely, ; 
S. W. SILSBEE., 


All signs point to a whopper 
Gm a week next” week,” jloers 
make it a regular humdinger, 
with every one of you fighting 
for high places in the Peerless 
Pittsburghers. 

H.C. STOR; 
Pittsburgh District. 


Mr. L. T. Rand, of the Albany Of- 
fice, has ‘‘jined’’ the Navy and at 
last reports was stationed at the Ex- 
perimental Submarine Station at 
New London, Conn., in the Engineer- 
ing Department. 


Memphis High Men 


May 2, 1918 
dues) JOKE) Rie: 


J. H. SMITHA 
1 2: DOLAN 
H. T. EGGLESTON 
J. G. PINKSTON 
C. J. CANNON 
C. GROVES 
KEROSENE CONTEST 
EK. 8. STETZEL 
J. J. CLINE 
Tied: 
J. L. STEENHUIS 
EUGENE BURCH 


LUBRICATING CONTEST 
th Bee DOMAIN 
2, Tied: 
EUGENE BURCH 
Cc. J. CANNON 
R. W. MAXEY 
3. H. P. WALKER 


GASmsickie 


A New Washington Senator 


Se eon Cr 


Choe 


There’s a story about this Sen- 
ator—but that’s customary in po- 
litical circles—a story about some 
rising power. Mr. Sickle was 
thoroughly Bowserized before he 
joined our field force. He pur- 
chased one of our dry-cleaning 
equipments and became an en- 


thusiast—so much of an enthusi- 
ast he became a Bowser sales- 
man. 


Senator. -S:, Sicklesshas 
proved a good man. He has 
turned in a splendid business. 


Start Something 


I am going to buy a typewriter, 

It is going to be a type- 
writer, because that is the best make 
of typewriter on the market. I am 
satisfied of that. The fellows who 
sell other makes of machines have 
convinced me that it is. 


The other day I went down to 
look them over (typewriters.) I 
went to several places where ma- 
chanies are for sale. 

It is a long time since I last 
bought a machine, and I thought 
that it would be to my advantage 
to start out with an open mind. 


Everywhere I went they started in 
to talk about the machine. 
‘‘Our machine is better than the 
—.,’’ said one. 
“Our machine is as good as the 
—_——_—_——.,’’ said another. 


I had not mentioned the 
machine. In fact, I left it to the 
salesmen to do all the talking every- 
where I went, merely stating that I 
was going to buy a machine. 


When the first fellow started in 
to talk -————, instead of confin- 
ing my attention to the machine he 
had to sell, I thought him a very 
poor salesman. 


But after listening to the same 
line of conversation everywhere I 
went I forgot salesmen and thought 
typewriter. I decided the 
to be the best machine for me to 
buy. The salesman for other makes 
of machines fear it. Certainly it is 
the standard of comparison. The 
standard of comparison is usuallly a 
prettty safe buy. 

Don’t advertise your competitors. 

The above is clipped from the 
Willys-Overland ‘“Starter’—an hon- 
est-to-goodness live-wire publication 


—and was forwarded to us by J. C 
Ward, of Minneapolis. 


A. L. Martinson, of the St. Louis 
Office, is passing the ‘‘La Fumas.’’ 
The stork deposited a fine baby girl 
on the front doorstep. ‘‘Congrats!’’ 
old man. Give our regards to Mrs. 
Martinson, 


We know now why Martinson has 
been doing such a tremendous busi- 
ness in 102’s. Here’s hoping he 
sends in some more high steppin’ 
| br | 
stuff! Oj al & Lal, 
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Albany’s Tenactous 
Ten 
May 4, 1918 


1. C. R. EGGLESTON 
2.. 1, BE. RYDER 
3. G. W. ELLIOTL 
4. W. J. O’BRIEN 
5. F. W. STROUT 
EK. W. ADAMS 
7. D. F. HERNON 
Ss. T. ROBERTS 
9. J. R. SIBLEY: 
10. W. C. HALSEN 


‘*Do you handle your typewriter 
by the touch system?’ 

““No, she won’t let 
change. 


Show Them All! 


Here is a good illustration of 
the importance of carrying the 
model. JI am in the habit of 
taking the model out of the case 
quite often and carrying it on 
the outside when making calls. 
The other day I had a broker 
spring and drove in a garage to 
have it replaced. While they 
were at work I went out to call 
on prospects. When returning 
to the garage (and by the way 
they were, as I thought, full up 
with Bowsers, having a Ior and 
three 63’s, so it never entered 
my mind that they could use an- 
other tank), the proprietor asked 
me what the little thing was that 
I had in my hand. “Only a little 
kerosene model,’ was my reply. 
He remarked that he believed he 
could sell quite a good deal more 
kerosene if he had a better way 
of handling it. Result—an order 
for a 63 with half gallon pump. 

It pays to advertise. 

Respectfully, 
L. W. Crow, Ailanta. 


me, ?’—Ex- 


Successful Man 


If you have ever noticed, you will 
find an inherent something in every 
successful man that singles him out 
and sets him apart. He has ideas of 
his own, and in those ideas he has’ 
faith so ‘supreme that nothing can 
shake it—Kenneth Ballard. 
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A War Savings Stamp 
Bank 


Oklahoma City has a W.S.S. 
Bank, the first bank of its kind 
to be established in the United 
States. It is located in the mid- 
dle of the main street of the city, 
and forms the center of activities 
of the local War Savings Stamp 
campaign, for which it is also a 
capital advertising feature. The 
birth of this original idea is ex- 
plained in the statement that E. 
Richard Carhart, president of 
the Carhart Motor Company, 
which is agent for the Willys- 
Overland automobiles, is chair- 
man of the local W.S.S. com- 
mittee. 


a Se ae 
David Dunkleberg 


The many friends of Mr. C. A. 
Dunkelberg, who was formerly the 
Treasurer of the Bowser Company, 
will be shocked to hear of the death 
of his youngest son, David, which 
occurred at the family home, 2401 


Fairfield Ave., Fort Wayne, Ind., 
May 2nd. 
The little fellow was thirteen 


years of age and was ill but two 
weeks. Spinal meningitis was the 
cause of his death. He was a most 
lovable little chap and we know we 
voice the sentiments of every Bow- 
ser man who knew Mr. and Mrs. 
Dunkelberg and have enjoyed their 
hospitality, when we extend our lov- 
ing sympathy. 


St. Louis High Men 


Three High Men in Volume of Busi- 
ness Received, Week Ending 
May 4, 1918. 


1. Jz H. BEDSER 
Pe WO, Jal, Jel A baa Ne 
3. W. EF. MeKILLOP 


Three High Men in Volume of Busi- 
ness Received Year to Date. 


ire Cat PRED Y 
Zee Wier te vicI LO P. 
3. J. H. BEDSER 


Small Boy: ‘‘Ain’t there going 
to be no cireus today??? 

Cireus Man: ‘‘ Nope, the elephant 
Swallowed the coffee pot and we 

can’t find the grounds.’’ 


Tct-State Quota Getters 
May 6, 1918 


Salesmen 


IVE ee Eni © eee ree hice 
IBY Yale IOSD IDR oe 

W. P. SHEPHERD 
(Coli ELUEUEIVIEAING oe 
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Ray W. Hensel 


Machinist—Salesman—Bridegroom 


Sometimes an injury brings out 
the best that is in a man, or as 
Burns puts it, ‘‘A man’s a man, for 
A TAME 

Ray Hensel, of the Fort Wayne 


District, measures up to this stand- 


ard. Kay was a machinist in the fac- 
tory and lost a finger or two in a 
lathe. Nothing daunted, he and W. 
A. Nichols decided they would ‘‘hit 
the road’’ for Bowser. 

Both went into the wilds of Ken- 
tucky. Both are making good, but 
we believe Ray slipped one over on 
us for he has copped a fair ‘‘maiden 
of the hills’’ for a bride. 

Mr. Hensel deserves eredit for his 
perseverance as a salesman in a (if- 
ficult county where railroads are 
searce and while we do not know 
Mrs. Hensel’s maiden name, he is to 
be congratulated upon having won a 
beautiful bride. We hope that the 
banquet table of the Pacemaker 
Club in 1919 will be graced by their 
presence and we wish them much 
happiness. 
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Gosh! Clear the Way! 


Look out there! You spittin’ 
Pare Rootin | Toéotin’- Cuttin’ 
Shootin’ Sons o’ Guns! We're 
going to “step” on you. And we 
ain't foolin’ about it, neither. 
We mean business. You “pesky 
critters” from the Sunny South 
have a good lead on us now but 
the Good Lord is smiling on us 
now with good weather like you 
have had all the year and if you 
don’t watch out we will show 
you you a few things yet. No 
more of that monkey business 
this year—nosing us out at the 
last minute. 


Ue eCORGER, 
St. Louis Manager. 


San Francisco “High 


Five” 
Month of April 


C. C. COMPTON 
F. M. KENNEDY 
R. B. MeFADDEN 
Goi VERS 

Cc. A. MILLIMAN 


en ws 9 BO 


Don't deliberately kid yourself 
into the belief that there is no 
market for kerosene tanks in 
your particular territory. You 
could not be more wrong in a 
thousand years. 

lal, (ee Sana 
Pittsburgh District. 


Just because Bob Colwell, the 
Hastern Manager, has sold three 
Thrift Stamps in his department, he 
doesn’t need to think he’s a banker. 


We are pleased to note that A. G. 
Hartgen, of the Pittsburg District, 
is on his feet again and falling into 
his ‘‘order a day’? stride. 


‘Come on,’’ said the first flea as 
he hopped from the brown bear’s 
left leg, ‘‘join me at a game of 
axoilie. 27 

““Golf!’’ exclaimed the second 
flea, hastily taking a bite of hyena, 
‘“where in the name of Barnum are 
we going to play golf?’’ 

‘““Why,’’ said the first flea, ‘‘on 
the lynx, of course.’’ 


—National News. 
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A story from F. H. Kilver, a Den- 
ver Daring Doer, has just filtered 
through the censor. It is dated 
March 10th and reads as follows: 

““T am behind time. We got stuck 
on Marshall Pass Friday. Got here 
this A. M., had nothing to eat, hard- 
ly any heat, and out of drinking 
water; went from Friday noon until 
this A. M. Sunday on two _ sand- 
wiches. . Long time to go hungry. 
Sure some storm. Could not go back 
or forward. They had seventeen 
engines up here all told. About 
twelve stuck and the rest tried to 
get us out. Some trip. Yes, I say 
so!’? 

So you see that Barnet has ’em all 
trained to stick to it as long as there 
is any hope. 

Inasmuch as this refers to a snow 
tie-up, why not pin it in your wallet 
and read it over on a good hot day 
in August? 


F. Erwin Walters, of the San Fran- 
cisco District, writes: 

‘“Wnelosed find my check for Pace- 
maker dues. Give my regards to all 
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L. E. Porter, St. Louis Man- 
ager, has issued a letter to all 
St. Louis salesmen on 
Big Business.” 

It carries a message which is 
well worth the consideration of 
every Bowser salesman who real- 
ly desires to appeal to the intel- 
ligence of every prospect and at 
the same time help him to be a 
better business man. 

It is too voluminous to publish 
in THe Boomer, but we are run- 
ning off a small number on a 
mimeograph and will send a copy 


editor and say, “Send me Lou Porter's article.” You'll 
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Just address THE BOOMER 
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the boys and you may take it from 
me I’ll be at the convention next 
year if there is one, which we’ll hope 
and pray for by hoping and praying 
for the victorious end of this ferrible 
war.”’ 

That’s the way. to talk! Make 
your plans now for an early entrance 
into the Club. 

The ‘‘Old Man’’ has admonished 
us many, many times that it is the 
‘‘early start rather than the late 
hurry’’* that puts us through on 
time. 


‘*Bob’’ Colwell is the proud piece 
these days! He ean be seen with 
his left hand stuck between the see- 
ond and third button-of his vest ‘‘a 
la Napoleon.’’ He struts into our 
elevators and insists upon being sa- 
luted by every man, woman and 
child in the building. Why? Oh, 
his reason is perfectly legitimate. 
He deserves all the courtesy shown 
him. His department, the Eastern 
Sales Division, stands highest in this 
organization proportionately, in the 
sale of W.S.S. Now who ean blame 
‘‘Bob’’ for feeling cocky? 
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Don't let the amount of your 
quota limit your efforts for this 
month. Lead your quota. Con- 
sider it the minimum amount you 
should produce in May. 

L. E. Porter, 
St. Louis Manager. 


We are informed that since F. W. 
Strout has taken up his abode in Al- 
bany, he has become a star bowicr 
and a master of the eue. He prac- 
tices Saturday nights under the di- 
rection of Mr. E. 8. Morse, our 
Albany Office Assistant, who is mas- 
ter of the art, after the last prospect 
has retired to a dreamless sleep. 
Then when Clarence Carpenter hap- 
pens to be in Albany, they show each 
other how to play pool, also under 
Morse’s tutorship. 

We would Jike to have Strout’s 
interpretation of measuring. Come 
across for Ye Editor is anxious to 
get some new points on the game. 


“Moses” Breeding 


Moses, the lad who put the 
bull into bullrushes, was once 
moved, aye centuries ago, to 
strike rock with his walking stick 
from whence gushed crystal 
clear water. Here we have a 
photograph of Wesley Breeding, 
who very much resembles a 
“Moses” in the wilderness. Wes- 
ley has one on Moses though. 
He’s been smiting the stony hills 
of Kentucky and getting gold, 
not water. And believe us, if 
Wesley can sell business in the 
region in which he is_ photo- 
graphed, he need not worry 
about his future with this com- 


pany. 
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The N eee Gineeniinee 


Montana 
W. G. Kain, Proprietor 


Here is shown an honest-to-goodness Bowserized ga- 
rage. In the photo are shown two Fig. 41’s, while 
outside appears a Chief Sentry. Besides this equip- 
ment, they have a Fig. 101 and two ‘‘lubs.’’ Vorily 
our apostle of conservation, W. V. Crandall, has met 
up with a willing convert to Bowserism. 

While we have no definite information concerning 
this garage, it looks to us to be as big as a city block, 
and has all the earmarks of up-to-the-minute, twentieth 
century progressiveness. We wonder if Crandall 
‘*nooshes’’ his diminutive jitney shown in the garage 
or if he carries it in his model case for emergencies. 
No use talking, Crandall is a resourceful cuss! 
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St. Louis High Men 
Week Ending May 18, 1918 


Volume of Business Received 

aC. ee 2 REDEY 
2. T. H. MOSELEY 
3. W. F. MeKILLOP 

High Men, Year to Date 
iA OR 1B, {PARAMOS 
2. W. F. McKILLOP 
3. T. H. MOSELEY 


When You Get the 
Order---T hen What? 


See that it is made out prop- 
erly., ‘See ‘that’ thes price sien 
accordance with your price book. 
If it is a cellar outfit for kero- 
sene, be sure that the cellar depth 
is given. Be sure the terms are 
properly noted. Have the exact 
amount of the first payment. In 


case the customer is buying on 
long terms, enter the name of 
the local bank through which the 
account is to be paid, and affix 
the proper amount of revenue 
stamps. Give accurate inform- 
ation upon which credits can be 
passed. 

After you have lined up a cus- 
tomer for a fine equipment, it is 
too bad to cause delay or lose 
the order through a misunder- 
standing in overlooking some de- 
tail on the order blank. 

We believe the most of the 
mistakes occur because there is 
a feeling in the back of a sales- 
man’s mind that after the pros- 
pect has become a customer by 
saying “yes,” that it is “all over” 
and then he fails to use the same 
care in executing the order which 
he used in stating his case. 


A whale of a reason why 
Kerosene is profitable. 
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Figure 19 
Kerosene Outfit 


After the customer has said 
“ves” should be the time that all 
sorts of care should be exercised. 
Don’t get in a mad rush to go 
somewhere. Sit tight on the job 
until every little thing is taken 
care of. 


Albany’s “T enactous 


Ten’ 


Week Ending May 18, 1918 


(6m Wiis ADALIbIKO}IE 

WwW. C. HALSEY 

F, TAYLOR 

H. RICHARDSON 
F. HERNON 

A. DUSAULT 

W. STROUT 

C. SCHUSTER 
A. KELLER 

L. THOMPSON 
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Words of Wisdom from 
Memphis 


“Constant 
field of endeavor scattering seeds 
of success in fertile soil—then 
continued effort generates life, 


activity in your 


develops growth and enables you 
to reap the harvest. 

| Yourcant hope to enjoy the 
harvest without first laboring in 
the field and you cannot pluck 
the fruits of your true and native 
ability without constant and care- 
ful cultivation. 

“In sowing the seed of success 
there is no preferred season— 
the present is the accepted time 
—the wind and weather are al- 
ways on the side of the diligent, 
steady worker.” 

There is no better formula for 
success—no shorter route to be- 
come a Pacemaker or to get your 
Quota. Constant activity in the 
sale of Kerosene Outfits and Lu- 
bricating Outfits is what will win 
iieecontest. There is no better 


season. THE TIME IS NOW! 


Let the boys in the trenches 
have wheat—potatoes for us. 
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Quotas are Minimums! 
They set the pace, as it 
were. Lengthen your stride 
and overtake your quota! 
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Behold the Treasurer of the 
Pacemaker Club! 


Mr. L. L. Brown, of Dallas—Elected the 
8th of April 
Note the look of concern on his face as he 
stands guard over the funds of the Pacemaker 
Club. 


This year all the traditions of the Pacemaker 
Club are being upset. The “youngsters” of the 
organization are stepping on the old fellows. 


Miraebremner, the, resident, operating in Western Canada 
under W. H. Deming’s sales agency, started things moving and 
here comes L. L. Brown as Treasurer of the Club to help blaze the 
trail. 


L. L. Brown took up a Bowser grip when the June Bugs began 
to fly in 1916 in Dallas (we suppose their June Bugs come in June), 
and he buckled right down to work and started to produce. 


He isn’t inclined to blow his own horn very much, and is never 
heard to complain PS 
about any regula- 
tions of the Com- 
pany. He follows 
orders, and, to be 
brief, just works. 
lnelon janes became 
a Pacemaker. 

We are delight- 
ed to welcome Mr. 
3rown into our of- 
ficial family, and 
when Bremner as 
President lays out 
a financial policy 
and Gibbons as 
Secretary promul- 
gates it, well ex- 
pect Brown to pro- 
tect the golden she- 
kels that roll in. 


“TL. BROWN 
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T. H. Moseley, of the St. 
Louis office, ran into a 
brand-new one. He dropped 
into a famous restaurant in 
St. Louis while visiting his 
manager, Lou Porter. He 
asked the funetionary 10 
the swallow-tail coat for ‘‘a 
nice steak and mushrooms. ’’ 
The waiter registered ‘‘ig- 


norance.’’ He  couldn’t 
speak English. Nothing 
daunted, ‘‘Mose’’ whipped 


out a pencil and drew a pic- 
ture of a cow and a luscious 
erowth of mushrooms. Sur- 
pris 
supper. 

No use talking! The 
wilds of ‘‘Missury’’ sure 
are producing some wonder- 


ful material. 


W. A. Armstrong, of De- 
troit, is certainly closing a 
fine business and at the rate 
he is going, 1918 will be the 
banner year for’ him. 
‘¢Wallie’’ expects to qual- 
ify as a Pacemaker in the 
near future. All right, 
‘¢Wallie,’’ here’s hoping. 


New York’s High Five 
2 Weeks Ending May 7, 1918 


1H et BAB Bim 
2. S. W. SILSBEE 
3.) Ga Wea scOLT 
4. A. SCOTT 

5. H. DALGAARD 


Honesty the Foun- 
dation 


To have qualified as a Pace- 
maker is theoretically a badge of 
success 


seen living 
this theory, 
men who made 500 points and 
were not successful—hecause of 
their failure to recognize and 
realize that HONESTY was the 


base, 


contradictions of 


and the only foundation 
upon which a successful business 
career could be erected. 


You will note we have not 
made HONESTY one of the 
character steps in our upward 
climb to success. It is the VERY 
FOUNDATION from which we 
must start, on which everything 
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DUNLOP TYRES. 


QWSERI5, 
x PETROL? 


CARS FOR RHIRE. 
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In order to emphasize the sale of ‘‘petrol’’ this enter- 
prising firm has painted a Cut 103 on the wall. 
‘*Rawther’’ a clever idea, we opine. 


to be permanent and good must 
be built. The foundation on 
which your Organization, the 
Pacemakers Club, your Company 
and YOU must stand. Honesty 
needs no definition. We need 
but to apply the golden rule to 
follow that instant signal from 
within to know whether or not a 
thought, intention or act is right 
and square. 

If for no other reason, be hon- 
est because it pays. Be honest 
with yourself, with your firm and 
with your customer. You may 
sometimes lose an order, but it 
will pay. To be dishonest—it 
may be either expressed or im- 
plied—and get the order is a fail- 
ure, a loss financially and loss 
morally. Ninety per cent of all 
chargebacks come from _ this 
source and your record has been 
soiled. : 

It is not our purpose to moral- 
ize, or endeavor reform, our mo- 
tive is purely commercial to help 
you to study your work and your- 
self, and in so doing to eliminate 
the bad and to keep the good, for 
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What Is Home, 
Sweet Home 
Without 
W.S.S. and 
Liberty Bonds? 


ATAU 


Mr. J. T. Pride is leading 
Fort Wayne salesmen in 
points, but ms A. Arm- 
strong and W. C. Sutton are 
pushing him hard for first 
place and directorship. Mr. 
Pride has done a splendid 


business this year in his 
Kentucky territory, and 
from the way he’s sending 
in business, it will make 
the boys step some to beat 
him to the directorship. 


this way only can a bigger, and 
better, business be obtained, or 
the plane of success reached. 


H. W. Brown, 
Memphis Manager. 


Dallas 100% Quota 


Men 
Week of May 4, 1918 


Salesman Repeat 
> DEIN EAM Se eres Zi 
2,0G OOS B Yau ah 
3. WILLIAMS (R. T. 11 
4 MECKISSL CI eee 14 
©) on Oy IRINIIN ee eect ee 10 
6. BROWN (NOD) .. alt 
7. WILLIAMS (S. O. 6 
8. AWE EINES eee eee 9 
OF CEVA Ri Kee 1} 
10. LEWIS ..... 10 
11. MORGAN 16 
127 KINGS oe 5 
13; NEWCOME Res 6 
14. CUE MGRN eee 9 
LS ce) OY GUE ee ee 14 
16: (CHUANECA Mi eee see ee 8 
DAS GINS DATE ie ee 11 
18. BATES tie tee 11 
LO5 BROWNS Gina): oe 4. 
20) ORIN bY ae Spe. 
2127 BENING 14 
22, SARGH Nee eee 10 
23. SULLIVAN =e eee 14 
24. MATTHEWS 3 
255) DA NINE Ree eee 13 
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. BOWSER . 
BOOMER 


PUBLISHED SEMI-MONTHLY BY 
S.F. BOWSER & CO., Inc. 
Fort Wayne, Indiana 


Manufacturers of Oil and Gasoline 
Storage Equipment 


H. J. BRADSHAW, Editor 


THE BOWSER BOOMER IS THE MAGAZINE 
OF THE BOWSER SALESMEN 
OF THE WORLD 


It is published in their interests and its view- 
point reflects their aims, activities and ideals. 

Every salesman is entitled to a copy. 

News items, photographs, sales arguments 
from all are welcome. 
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ie 
Announcement 

Sitad ice ivone sirom [HE 


Booster and Boomer Editorial 
Department. His “scribbling 
jacket” hangs over the back of 
his “interviewing chair’ forgot- 
ten. His pens are growing rusty. 
His red and black inks are dry. 

Where is he? Why has he 
gone? 

(ies management meeded 
3rad’s services in Washington, 
D. C., on governmental work, 
He was given his assignment on 
Thursday, May 16th. On the 
following Monday he left Fort 
Wayne. 

since .November, 1917, Mr. 
Bradshaw has been Editor of 
THe Bowser’ Boomer and 
Booster. Under his direction 
both papers have been well edit- 
ed, and have been filled with in- 
teresting and constructive read- 
ing matter. His happy person- 
ality, breezy, humorous style as 
a writer, his sympathetic interest 
in the road, factory and office 
forces made it possible for him 
to instill into our magazines the 
human quality so necessary to 
make work of this kind success- 
ful. 

““Brad’’? wanted to make people 
happy. He had an earnest desire to 
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aid the boys on the road. Their 
problems had been his for years— 
‘““Brad’’ was a salesman before the 
management gave him the Editorial 
Quill to wield—so he knew consid- 
erable concerning the life of our 
men selling Bowser equipment. He 
understood the boys. On the Boost- 
er Mr. Bradshaw put forth every 
effort to learn what sort of a paper 
would please the factory and office 
folks. He argued that we all ought 
to laugh as much and as often as 
possible. Whenever he was seized 
with a funny inspiration, he cher- 
ished it in secret most tenderly and 
when the Booster went to press, he 
‘sprang it) on the gang.’’ He. bez 
lieved the world was serious enough 
these war days, that all the men in 
the factory and all the men and 
women in the office were working 
harder and more thoughtfully than 
they had ever had reason to work 
before, and that once a month it 
was good for them to laugh when 
they read their Boosters. 

Now that Mr. Bradshaw is gone 
our best wishes follow him. His 
success in his new field is our sin- 
cere wish. 

About the two papers: They are 
to be taken care of jointly. Mr. 
Claude Davies, recently returned 
from our New York Ortice, today 
manager of the Company’s Adver- 
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tising and Publicity Department, 
has in addition to his other respon- 
sibilities been given the Editorship 
of the Boomer. Mr. Davies was 
formerly Editor of this magazine in 
1910 and 1911. His fine work in 
the past opened this position for 
him a second time. Mr. Davies is 
the only editor in our organization 
who has had the honor of being on 
this semi-monthly twice during his 
career with the firm. The editor- 
ship of the Booster is to be given 
to Miss Ruth Martin, who has been 
connected with the Booster ever 
since it has been in existence. She 
will have unrestricted jurisdiction 
on this paper beginning with this 
issue. 

It is unnecessary to comment on 
Miss Martin’s adaptability for this 
position as her previous work in 
connection with the paper is the 
best evidence of her fitness for the 
responsibility. Her familiarity with 
the operation of practically every 
department in the organization will 
enable her to give the utmost at- 
tention to the many side duties and 
responsibilities which go with the 
editorial chair. 

You have the co-operation and 
good wishes, Miss Martin, of every 
one in the big works and may the 
fullest measure of success be yours. 

THE MANAGEMENT. 
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A LAOFFICIAL POSITIONS IN THE 
* PACEMAKERS CLUB 


W. A. Trammell 


Mr. Trammell is an Engineer- 
ing Salesman of exceptional tal- 
ent. He is the first Pacemaker 
in the Atlanta District. Because 
he sold the engineering line he 
was disqualified for the office of 
Pacemaker. However, he is the 
first man in Atlanta to sell five 
hundred points of business. In 
1916 and 1917 he made the Club. 

Mr. Tramell has been a mem- 
ber of this Company for three 
years. He has been numbered 
among our most ambitious and 
most successful men. We are 
proud of his progress and glad 
to have him with us. 


W. 


Savings 
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S.—The Nation’s Best 
Bank. 
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Be thrifty by buying Thrift 
Stamps. 
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W.H-TRAMMELL ARRIVES FIRST ,BUT HES 


NOT A DIRECTOR BECAUSE THE ENGINEER- 
ING SALES FORCE IS NOT ELIGIBLE ‘ae 


. 


Director R. W. Jewel 


Here*is*oureR:- We sjewel aur 
Denver in the limelight, as usual. 
Mr. Jewel has consistently won 
laurels every year since he joined 
our organization. In 1914 and 
1915 Mr. Jewel was a Pacema- 
ker. In 1916 he stepped up to 
the Treasurership of the Club. 
In 1917 he was a director. This 
year we have the honor again 
introducing him as the director 
ofthe. Denver sbistrict segrie 
earned this position in April by 
hard, persistent, swift effort. 


We are delighted to note that 
Charles J. Rogers, of the Tri-State 
office, is out and at—’em again. 
Charlie has been on the sick list for 
a few weeks. No use talking! You 
can’t keep ’em down. 

Charlie, did you sell ths doctor a 
““P, G.’’ outfit while he was calling 
on you? Mustn’t overlook these lit- 
tle matters. 
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FIRST You — 
Dont SUCCEE 


Director B. A. Deffler 


Here is one of our record ma- 


kers and record breakers. Mr. 
B. A. Deffler has been with us 
since 1913. He achieved a Pace- 
maker membership in 1914 and 
1916. Last year he was director 
forthe, Tri-State Distner= sain 
this issue of THE BooMER he-is 
again announced as director for 
his district. 

Nothing succeeds like success. 
Mr. Deffler has the success hab- 
it. And we believe from a study 
of his work and excellent meth- 
ods, he will never lose this habit. 
Best wishes for next year, Mr. 
Deffler. 


Thrive by: thrifty “W.. Sia) as 


the medium. 


Eat all you need, but don’t eat 
wheat. 
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Director C. L. Speight 


ssemator. eC.’ LaSpeight, of 
the Washington District, has 
won his Directorship. 

Wien ewes tininl of Mr. 
Speight’s selling ability we be- 
lieve his hearty laugh, and ear- 
nest arguments concerning the 
value and purposes of Bowser 
equipment, made his accomplish- 


ment possible. The achieving of 
a directorship is no small task, 
and Mr. Speight has our admir- 
ation and sincere congratula- 
tions. 


Toronto’s “High Five” 
May 17, 1918 


1. C. B. BREMNER 
2. S. G. ADAMS 
3 


5 


3. J. M. ROY 
4, C. H. KING 
5. J. W. FREEMAN 


Director C. H. Pridey 


ie Cal ob tidey ot Stallouis. 
has been with us one year and 
three He joined our 
organization in February of 
1917. Last year he made the 
Club. This year he has outdis- 
tanced his last year’s record. He 
is a director. 


A comparatively new man, Mr. 
Pridey deserves to be highly 
commended upon his progress. 
He has devoted himself to Bow- 
ser sales work and his ambitions 
are rapidly being gratified. 


Memphis “ Big Six” 
Week of May 10, 1918 


1. R. W. MAXEY 

2, H. 8S. STHTZEL 
3. H. P. WALKER 
4, H. AL DUDLEY 
5. C. GROVES 

EK. THOMAS 


months. 


6. E. 
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Director 


O. T. McKissick 


A new man, Mr. McKissick, 
acquainted himself with our line 
last year and found time enough 
to become a Pacemaker, too. 
This April he carried off the Dal- 
las Directorship. 

Considerable praise is due Mr. 
McKissick. He persevered and 
sold Bowser tanks with a group 
of salesmen who hold records 
that are the envy of the organ- 
ization in the North, the East 
and the West. In other words, 
Mr. McKissick “had to go some” 
to win his office with the Dallas 
too Per Cent Quota Men hard on 
his heels. 
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The Bowser Spirit 
A good example of the way 
folks do good Bowser work, 


Standing of the Forty High Men 
Volume of Business May 24, 1918 


Salesman’s Name Office Salesmen’s Names Office keep their eyes open, and there- 
1. CO. By-Brémnene... Toronto. 21. GoM. Bunter... Atlanta by advance, is exemplified in the 
2. W. Gi rHaleoyenee eo Albany 22, N. BroWtweucwunnmintanDallag experience of H. C. Schiele, of 
3. W. B. Stamford........Philadelphia 23. H. A. Vortigern.........Philadelphia the New York office. 

4; Rui Coddington-. =e Denver . 24. M. C. Benham................ Minneapolis Mr. Schiele has been doing in- 
5. W. A. Armstrong......Fort Wayne 25. W. F. McKillop.............. St. Louis stallation work, and decided that 


6, J. TS Gibbonss ..Washington 26, T. H. Moseley St. Louis he could lure orders from their 


i; BR. WoJewel= === Denver) 927 4s Osa amin creer Dallas hiding places, so. EF. Tee put him 
SR Wiel Miaacey eer Memphis 228.) Ga Wie Scout ee New York at it on the 2d of May. He had 
0” Je Ge Bhp psa Pittspurohe 329" CoV ae Mono ieee ceen Dallas been out only twenty-four hours 
10) (C2. Prid eyaereennte Db WOU 0 pe Ha Sues tet Ze lamer Memphis when he landed a jim dandy! 
11. B. AnDettlenseeee Dyi-Stater = #3 sb Ea Bra pone Minneapolis le are o > this suc- 
12. W. H. Trammell Atlanta’ 32. (W.-B. Offerles 2a. Pittsburgh i yaar eS We eee. 
3.. O. i Me issiek se ener Dallas 33. RB. L. Matthews... Dallas more intimately we become ac- 
14, FH. Peoples as New York ~ 34. (0, ‘Bennetts2..a eee. Dallas quainted with Bowser equip- 
15.0 We Ve Crandall eee Denver a0< J. EY. Jefferys. Washington ment, the easier we can sell it. 
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Z ; n : pert; Mr. Hensel, of Kentucky, 
District Office Quota Standing was a machinist in the factory; 
21st Quota Week Ending June 1, 1918 Nee | Whe of Kentucky, held . 
sponsible position in the Collec 
DIVISION “A” DIVISION “B” tion Department; and so we can 
1 DALLAS - - - B.L. Prince, Mgr. . WASHINGTON E. B. French, Mgr. go On, naming one successful 
2, MEMPHIS - - H.W, Brown,Mgr. 4 Donvpr i---CG Beans salesman after another whose 
3. ST. LOUIS - - L.E. Porter, Mgr. ; real success was laid in his own 
4. ATLANTA - H.C.Carpenter,Mgr. 3. TRISTATE J. W. Burrows, Mgr. mind by coming into intimate 
5. SAN FRANCISCO p.s.jJohnson,Mgr, 4. MINNEAPOLIS R.R. Safford, Mgr. contact with Bowser materiai 
6. TORONTO - Harry Christie, Mgr. ew yoRK - E. J. Little, Mer. and Bowser business methods. 
7. FT. WAYNE A. W. Dorsch, Mgr. , 
my PVG MRSSOINeE = = ire Storr, Mgt: 6. CHICAGO - T.D. Kingsley, Mer. Ta Ts P 1 Pi 
9. ALBANY - - - W.M.Mann,Mer. 7. PHILADELPHIA J. P.O’Neil, Mgr e Feerless itts- 


burghers 
Week of May 11, 1918 


J. M. PRIGG 
A. G. HARTGEN 
EK. L. MILLIRON 


Distcict Office Standing tn Lubricating Contest 


June 1, 1918 


SiS 


Oo 


4. M. B. PEIFFER 
1. PHILADELPHIA 6. DENVER a PEARS 5 BR. D. LEONARD 
3. WASHINGTON 8. ATLANTA 14. CHICAGO 7. K. F. HESSENMUELLER 
4. DALLAS 9. PITTSBURG 15. SAN FRANCISCO . a y whe 

3 i 16. FORT WAYNE v7. UW +f. 

Sy ANE Sy 10. MEMPHIS 10. G. N. ROOS 
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es Es When you consider how many 
bed 
Bs] Ww W. & of our salesmen have left the 
ed Don‘ t Stop ith One S. S. & road to take up demonstrating 
be & American Courage before the 
Pe Keep at it Until You Have By Huns, doesn’t it make you want 
be W | to bone in and make up for the 
x is] Pp 
iS a hole Pocket Full break those brave lads have left 
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Denver “Dating Doers” 


Week of May 13, 1918 


Yearly Volume 


R. CODDINGTON 

R. W. JEWEL 

W. V. CRANDALL 

J. H. WILSON 

F. W. SWERER 

H. U. EARLE 

1 Jely ARGO AYA 

R. E. HRWIN 

R. J. CODDINGTON 
10. J. F. VONDEREMBSE 
il. G I: BENFORD 

eee eee COC TITAN, 

13. H. 8S. WORTHINGTON 


Monthly Quota Percentage 


CODDINGTON 

. W. SWERER 

. H. KILVER 

_ J. CODDINGTON 
. W. JEWEL 

H. WILSON 

_ E. ERWIN 

. I. BENFORD 

F. VONDEREMBSE 
. V. CRANDALL 
U. EARLE 

L. COCHRAN 

. 8. WORTHINGTON 
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We've been after some of our 
“staff artists’ to send us some 
real drawings. We just said, 
“Send us a good military pic- 
ture.” Then we looked over our 
list and found a-certain W. C. 
Smith, of San Francisco, and 
behind his name we found (on 
our records, of course) Director 
1912, Pacemaker 1913-14-15-16- 
17. These are the years he grad- 
uated in his various courses (?) 
of salesmanship into the Pace- 
maker class. 

Well, this is the drawing he 
sent. He explained that he was 
a little late and couldn’t see the 
fellow!!! Ye gods!! and his dog 
almost got away, too! 


Y 


Cuicaeo, Inu., May 15, 1918. 
Mr. H. J. Bradshaw, 

c-o S. F. Bowser & Co., 
Fort Wayne, Ind. 
My dear Mr. Bradshaw: 

I wish to thank you and the 
Pacemakers Club for your kind 
expression of sympathy, which I 
fully appreciate. 

Yours very truly, 
Henry J. Bouny. 


Deaths 


Mrs) Bouny, mother of H. J. 
Bouny, of the Chicago office, 
passed away at her home in New 
Orleans about May Ist. 

We extend our sympathy to 
the members of the family into 
whose home sorrow has entered. 


al al ale 
' sk te 


ItHaca, NaY:, May to, 1018. 
To the Pacemakers Club: 

The family of the late Michael 
Connelly desire to express their 
gratitude for the kindness shown 
during their recent bereavement. 


- : i 

Chicago's High Five 
Week of May 11, 1918 

B. FE. MARTIN 

EK. W. MILES 

MAX HEINTZE 

J. P. SHANNON 

W. J: MAGRANE 

Three High in Lubricating Sales 


Three High in Lubricating 


Sales 


1. MAX HEINTZE 
2. J. P. SHANNON 
3. RK. H. SHERLOCK 


SA! RO 


Rain Can't Stop ‘Em 

S. C. Price, or the St. Louis 
Office, became a Bowser sales- 
man in December of 1917. He 
has imbibed the spirit of work- 
ing all the time. A recent Sat- 
urday exploit which netted him 
a fine business is interesting. We 
will let you read his own words: 

“When I awoke Saturday 
morning in Hannibal it was rain- 
ing ‘pitch forks.’ I thought, ‘Old 
boy, you are surely up against it 
today — raining and Saturday, 
too. If only the sun were shining 
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you could surely turn a’ trick.’ 
Again I thought, ‘It is selfish in 
me to want sunshine all the time. 
The farmers are needing rain to 
bring out their wheat and oats 
and to get their ground in shape 
to plant corn, so what is good 
for them is good for me.’ At 
this I picked up my grip and 
started out with the above re- 
sults. 

“Give me a rainy Saturday, 
even if I do get my feet wet and 
have to change my socks twice.” 


“The Five Leading 
Senaiors”’ 


Week of May 13, 1918 
1. J. T. GIBBONS 
2. A. L. CORBIN 
On SP GET 


£ W. A. BILLINGS 
Gas STOVALT 


We were ‘‘delicious’’ to see ‘Bg 
gie’’ drop into our editorial depart- 
ment. He slipped into one of our 
big comfortable leather chairs in our 
office and sighed. ‘‘Gee! I didn’t 
know they made such fine office 
buildings as thts.’’ He said he had 
climbed through the ventilating sys- 
tem (it’s almost big enough) and 
had explored every corner, examined 
all the interesting features and was 
about all tuckered out. (He hadn’t 
thought to use the elevators.) Yes, 
C. R. Eggleston, of Albany, was 100 
per cent satisfied with our new quar- 
ters. 

He looked around the factory and 
was delighted to see that our stock 
was full up, ready to take care of all 
orders, 

Of course, he said Bremner had 
sort of put it over on him beeause 
he would have a fine building to hold 
his convention in. Never mind, He- 
gie. Maybe there won’t be a con- 
vention this year. 


Tri-State “Quota 


a+ 
Getters 

Week of May 13, 1918 

Salesman Repeats 
| oMish gly 10) 1p eee 12 
Wie (Coa dhs ARK (CH ete et ea ee 6 
ey Ng LEY ISLES TORRID) pe ee 10 
Ab AN (OG WW PNINIOAG UNH RP oe 5 
is (Gy Abie TEAMOM END NINE Se 8 
Orme © eet DC ee bene 11 
To Wo IPs TRISININM RADI 4 
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The “Old Man” 


From time to time we publish 
a cartoon of Mr. Bowser, or tell 
of something he has pulled off, 
or carry out a drive based upon 
giving a whale of a business as a 
testimonial to him, but we do not 
often get a close-up view of him. 

Well, fellows, he’s there!! The 
“Old Man” “sits in” all the coun- 
cils of the Company and there is 
laid on his desk every day a com- 
plete report of what is going on. 

He knows all about our busi- 
ness from the front pavement to 
the back fence and from the At- 
lantic coast of North America 
clear around the globe and back 
to the starting point. The best 
thing of it all is that he is the 
biggest plugger we have! He’s 
for every one. He wants every- 
body to make good, whether that 
person is the youngest messenger 
boy or girl, the newest “Bowser 
Grip Carrier” or the oldest “old- 
timer’ in the organization. 

And he knows everyone. Just 
you try coming into the factory. 
You will find the “Old Man” 
“tea-kettled” to death to see you. 
And say! If you're a fisherman, 
just save up your yarns and drop 
into the choicest chair in the 
“Old Man’s” private office and 
you will be there for a long time. 
He’s. “nuts” on fishing eet 
course, we don’t mind confiding 
to you that he doesn’t always 
come home with a mess, but if 
fish are out looking around, he'll 
bring home those whose curios- 
ity outweighs their judgment in 
concluding that because a fly 
looks like a worm, it’s really the 
proper thing to jump at. 

Yes, sir! Mr. Bowser is right 
there. He started this big enter- 
prise when everyone laughed at 
him, but he stuck to it like a pup 
to a root and as a result he now 
has a great institution to do him 
credit. 


Minneapolis “High 
Five’ 
Week of May 14, 1918 


1. WM. LICHTENBERGER (1) 
2, M. C. BENHAM (9) 
3, J. R. O’MALLEY (9) 
4. F. E. BRAGG (9) 
5. JAMES WARD (9) 


Do You Know aChance 
When You See It? 


Many a man in looking for the 
big chance overlooks the neces- 
sary little chances that make the 
“big chance” possible. It’s the 
old story, over. and over. “Watch 
the pennies—the dollars will 
take care of themselves.” Do 
the small daily duties well and 
tomorrow’s big duties will be 
taken care of automatically. 

H. W. Brown, manager of 
Memphis District, has incorpor- 
ated some mighty sensible talk 
in his sales letter. He says: 


Many a man has said that he could 
do better, if he had a chance, yet that 
same man doesn’t recognize the 
chance when it comes because he has 
gotten into a rut. Because he hasn’t 
studied his work he doesn’t recog- 
nize the chance when he meets it 
face to face. There are some men to- 
day who believe and will tell you that 
they do not have a chance to sell 
lubricating or kerosene outfits. There 
isn’t a territory that doesn’t afford 
ample chance for each salesman to 
sell at least one kerosene and one 
lubricating outfit per week. 


Some salesmen are doing it, and ap- 
parently doing it easily, while their 
brother salesman in the territory ad- 
joining sells neither kerosene nor lu- 
bricating. Is it that one man has 
more chance? NO. The chances are 
equal, one man recognizes the oppor- 
tunity, studies his work, while the 
other man is satisfied with a fair 
volume of gasoline business, makes 
no special effort on behalf of the 
kerosene or lubricating lines, maybe 
offers these outfits for sale, and if 
the prospect is not interested, feels 
that he has done his duty and that 
the chance is not there. 


We use salesmanship in selling 
gasoline equipment, we study our 
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arguments, we study the customer 
and his needs, and we put the best 
we have into it. When it comes to 
kerosene and lubricating outfits, we 
attempt to TAKE AN ORDER. We 
have not the sales arguments for the 
lubricating outfits—we don’t study 
the customer and his requirements, 
we don’t inform ourselves concern- 
ing the kind, character and price of 
the oils that he stores or handles and 
when he tells us that the methods he 
has are good enough, that he can 
afford to waste all the oil he is wast- 
ing and then be ahead of the game, 
in not buying a Bowser Lubricating 
Outfit, we are apparently helpless— 
we don’t take his order, and we 
can’t sell him, because we have not 
sold ourselves. Be an expert in all 
lines. 


Pep vs. Speed 


Work earnestly and carefuliy 
—interview every possible pros- 
pect. Speed! Speed! Well-di- 
rected speed will bring the vc!- 
ume of business hoped for. Speed 
with two ends to it—a start and 
a finish. Accuracy is essential, 
of course, but determined actiun 
is vital. Don’t for one monient 
lose sight of your complete line 
of Lubricating, Kerosene, and 
Paint Oil Equipment. 

E. B. FRENCH, 


Washington Manager. 


Atlanta’s High Five 
Week of May 11, 1918 


LP aa We OLR ETS 

2. C. M. HUNTER 
3. J. D. McHWEN 

4. DENIVER MOORE 
5. E. W. MOORE 


H. U. Earle—1914-15-16-17, and 
you can bet he’ll be a 1918 Paece- 
maker of the Denver District—writes 
us from some place up some 3,000 
feet in the sky that he hopes The 
Boomer and Club will both prosper. 

Whatcha mean, Harry? Are you 
kidding us? Or are you preparing 
for a big slide into the Club? Come 
along!! Boy, come along!! We’re 
watchin’ for you!!! 


AYUMI LH 
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LD ON @ Minute! 
[ANT TO SELL 
uA BOWSER 
LUIPMENT 


1F YOU HAD HAD 
A BOWSER EQUIPMENT 
= | THIS NEVER WoULD HAVE 


THE BowSER 
'S THE BEST 
PUMP MaDpE 


Agricultural Prospects 
in Canada 


Being a Survey of Our Need for 
Wakefulness upon War 
Activities 


There is before us an esti- 
mate of the crop possibilities of 
the Dominion of Canada for 
1640... lhe report says: 

Already preliminary reports state 
that there will be an addition of at 
least 4,000,000 acres under crop in 


Canada this year, as compared with 
1917, 


What this increase of 10 per cent 
in area means will be appreciated 
when reference is made to the re- 
turns of the 1917 crop, which was 
only a fair one from the point of 
yield, although in point of value it 
was unprecedentedly high, the total 
value being $1,144,636,000. 

There is hope this year of a bump- 
er yield, for seeding has become gen- 
eral throughout western Canada at 
an earlier date than ever before. 


With these favorable weather con- 
ditions, vastly increased acreage, a 
sure market and a fixed price, the 
Canadian farmer envisages such un- 
bounded prosperity as he has never 
been blessed with before. 

This report is encouraging 
from two standpoints: First, it 
means more food for our fight- 
ing forces. Second, it means a 
stabilizing of our economic re- 
sources which will make for good 
business. 

Handicapped, as we are by the 
lack of men, the necessity of 
larger production must be met. 


Not a grain of seed must be lost ; 
not a mouthful of food wasted; 


not a minute of time must be 
misspent; every second of time, 
every ounce of effort, every mor- 
sel of food, every grain of seed 
properly utilized in this supreme 
effort will assist in clothing and 
feeding a fighting army and that 
they will be helped to an early 
and decisive victory. 


We must not overlook our op- 
portunity to carry a message of 
constructive activity to a waiting 
world. By our thoughts and 
deeds we must be examples of 
progressive effort. We must do 
our duty in arousing apathetic 
people to the paramount neces- 
sity of ceaseless alertness—alert- 
ness alike to the suggestion 
which makes for failure and that 
apathy which would lure us to 
an inaction which would permit 
an ever alert enemy to dominate 
us. 

Truly food is as necessary to 
success as bullets, but food can- 
not be grown, fields cannot be 
thoroughly tilled, guns cannot be 
quickly produced nor shells made 
unless we can do our duty. We 
will produce in the exact ratio of 
our mental alertness, and our 
mental determination to eliminate 
from our thought every sugges- 
tion of carelessness, thoughtless- 
ness and wastefulness. 


Make every thought subserv- 


ient to success. 


Let every action 
be in harmony with such a men- 
tal determination. 


Every Wide-awake Man 
Must Read This! 


“What More Could He 
Do?” 

By D. M. BARRETT 
Editor of “‘Salesmanship’’ 
Magazine 
It’s one of the most interest- 
ing wide-awake articles that has 
Ever come to our eyes. He is 
wide awake and he tells you and 
me how to keep awake in the 
world stress. We only have a 
few copies. Many will want them, 
so we advise you to send your 
order quickly. Just say, “Send 

me Barrett’s article.” 
You'll be sorry if you miss it!! 


His Own Birthday Gift 

C. P. Law, of the Pittsburgh 
District, doesn’t let a little thing 
like a birthday interfere with 
business. On the 3d of May, 
when he became 21 Geet); he 
sent in an order for a flock of 
64’s. Strikes ‘us that this is a 
rather substantial birthday gift. 


Think how many W. S. S. it 
would buy! 


AO 
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A Long Wait in Some 
Latitudes 


‘“Patience and perseverance will 
accomplish all things,’’ was the fav- 
orite saying of an old farmer. 

He had just made this remark in a 
train one day on the way to market, 
when a pompous individual in the 
next seat turned to him and said: 

““Nonsense, sir! I ean tell you 
many things which neither patience 
nor perseverance can accomplish.’’ 

‘*Perhaps you said the 
farmer, ‘‘but I have never’ yet come 


2, ”) 
can, 


across one thing.’’ 

‘¢ Well, I’ll_ tell 
Will patience and perseverance ever 
enable you to water in a 
sieve??? 

“*Certainly.’’ 

**T would like to know how.’’ 

‘*Simply by waiting patiently for 
the water to freeze.’’ 

—Topeka State Journal. 


then, you one. 


carry 


Our old war horse, J. E. Homsher, 
is at present digging up a few orders 
in Kentucky. Joe started work in 
Kentucky territory May 9th, and up 
to May 18th—just nine days—mailed 
orders for the following outfits: 
63’s for Lub. 


Figure 


By 

vo 

1 Figure 154 for Lub. 

1 Figure 172 for Lub. 

2 Figure 305 for Ker. 

2 Figure 19’s for Ker. 

5 Figure 301’s for Ker. 

Te 1omree Os ator icer 

5 Figure 241’s, 5-barrel 

1 Figure 125, 2-barrel 

2 Figure 41’s, 5-barrel 
These were all separate orders 


taken in old Kentucky in nine days. 
That’s going some, Joe! Congrat- 
ulations. 


Gus Dorsch, the Fort Wayne Dis- 
trict Manager, is giving his salesmen 
a little treat by bringing them—one 
a week—into the factory for a day’s 
visit. 

We had a nice little chat with 
Philip Carlton, of Detroit, a modest 
fellow who said he wasn’t beautiful 
enough to have his physiognomy 
publicly presented through the col- 
umns of The Boomer. 

Whatcha think this is, 
beauty paper ?!!!!1** 


Phil? A 


If Brown and Prince were plotting 
to win a skunk skin coat instead of 
a Stetson hat, there wouldn’t be 
much of a contest on in the South 
today. 


EXTRA! 


We Sold Over One Million 
Dollars in May—Shipments 


Exceeded Sales. 


The “Old 


Man” thanks you heartily. 


D. G. MILLIGAN 


Service Department Manager, D. 
G. Milligan, left the employ of this 
company Friday, May 18th, to en- 
ter the service of the United States 
Government in the Gas Defense 
Plant, New York. His new respon- 
sibilities concern the inventory sys- 
tem used in this Plant. 

For two years past Mr. Milligan 
has been head of the Service De- 


This important information was 
received after going to press. 
Details will appear in next issue, 


partment. He has brought the de- 
partment to a high standard of ef- 
ficiency. When his’ co-workers 
heard of his preparations to leave 
the firm they conspired together in 
a sincere effort to show Mr. Milli- 
gan how much they appreciated his 
management and friendship. They 
purchased a beautiful Ever Sharp 
Gold Pencil and presented it to Mr. 
Milligan just before he left for the 
east. 


And the Boy Got It 


‘*Bennie’’ Milliron put his head 
out of a car window as his train 
pulled up at a small station, and 
said to a boy: 

‘Here, boy, take this dime and 
get me a sandwich, will you? And, 
by the way, here’s another dime. 
Get a sandwich for yourself, too.’’ 

‘The boy darted away and return- 
ed, munching a sandwich, just as the 
train was starting off. He ran to 
the traveler, handed him a dime, and 
said: 

‘‘Here’s your dime back, boss. 
They only had one sandwich left.’? 


If you have some work that’s wait- 
ing, 
Now’s the time. 
Do not stand there hesitating; 
Now’s the time. 


If you wait and be so slow, 
While the golden minutes go, 

You’ll not have results to show; 
Now’s the time. 
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@ SAN FRANCISCO 


LOS ANGELES 


Service and economy are our OO aes only 
considerations. 

Individual responsibility goes hand in hand 
with your firm and your nation. 

As the largest manufacturer in our field, it is 
our duty to supply the world with Bowser equip- 
ment of unfailing reliability and extreme economy 
and utility wherever oil and gasoline is used. 

Bowser Systems are more than making good in 
this world crisis. 


Bowser Sales and Service Stations 


The centers of the world’s activities in the 
prevention of loss of life through the 
careless handling and storage 
of volatile oils. 


Watr-time Responsibility 
---Yours and Outs 


National necessity has put a new responsibility ‘ 
on every Bowser employe. 

Utmost service is demanded—the highest use- 
fulness of yourself for your country. 


"MONTREAL 


8 oLE09 : 


They are developing a public consciousness of 
responsibility in lessening the fire hazard—estab- 
lishing new standards of service and effecting 
greater economy in oil and gasoline handling. 

There is a Bowser System to meet every need 
and condition. 

Do your utmost for your country in the produc- 
tion and distribution of this device for the con- 
servation of oils and gasoline, and the protection 
of life and property. 


NUMBER 12 
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Standing of Forty High Men 


Volume of Business June 24, 1918 


BLS ING UBIO Wiles ss ee Dallas 
22. C, Bennett... Dallas 
Zoe" LE SeMOS ele yer mere St. Louis 
24, H. A. Vortigern.......Philadelphia 
PA ND BW EMO IL co Pittsburgh 
26). Le Brownh eae Dallas 
27 He Brace ee Minneapolis 
285, GOW). e MOP oa nie nee Dallas 
29, Hs Saastetzel ..Memphis 
30.6 Wie mOiterlezeaea Pittsburgh 
Sl. C.. Benhameee: Minneapolis 
Sui Gre mle UO alll eee Washington 
Doe. Wises SMe Phen (isan Tri-State 
34.°G.. Walker eee Atlanta 
D0. Le G. Vamnerce joe eee Dallas 
SO. Wa Nivel hi 0 0 peen eee erect Dallas 
Sie Wi Ware SCLUSOS 2a emetee Memphis 
30. Re day (Matthew see meee Dallas 
ET) NAG MNSIINEY 0) 0c teeta ta St. Louis 
AL). Wie eV cK OT) eee St. Louis 


District Office Quota Standing 
21st Quota Week Ending June 22, 1918 


Ll. We Be stamtondes 2 Philadelphia 
2. Rew Coddinetone: === 2 Sew envien 
3.°Cr Ba Brennere = == Toronto 
4. W. C. Halsey2e essere ee Albany 
SS IG Mey allo ovo ase Washington 
6. W. A. Armstrong........Fort Wayne 
i. KR. We Jew. Denver 
8) RoW. Maxeyntseereer= Memphis 
97 J.) Ge Phipps aaa Pittsburgh 
10. Cs A aPrideya= ee St. Louis 
112". BeeA, eDeihl erases sate Tri-State 
12.2 GG. EWee Colts ee New York 
Penh lel Abie cll Sie Atlanta 
4 Cares peo hit eee Washington 
IRS vals LCi, ale eeyesah cee Pittsburgh 
GSW ee Visre Cream Cet | eens Denver 
ale SOF, “AN. I Gol nscale, ae es Dallas 
1.8 EE eee ee ple sneer New York 
19.» COSM.SEUait reece eens Atlanta 
20. BB a Batess wee eee eee Dallas 
DIVISION “A” 
1, DALLAS - - - B.L. Prince, Mgr. 
2. MEMPHIS - - H.W. Brown, Mer. 
3. ATLANTA - H.C. Carpenter, Mgr. 
4. ST. LOUIS - - L.E. Porter, Mgr. 
5. SAN FRANCISCO p.s. Johnson, Mer. 
6. TORONTO - Harry Christie, Mgr- 
7. FT. WAYNE A. W. Dorsch, Mgr. 
8. PITTSBURG - - H.C. Storr, Mgr- 
9. ALBANY - - - W.M. Mann, Mgr. 


(OV) U1 Rn 0S 


DIVISION “B” 


. WASHINGTON E. B. French, Mer. 
. DENVER - 
. TRI-STATE J. W. Burrows, 
. MINNEAPOLIS R.R. Safford, 
. NEW YORK - 
. CHICAGO - 
. PHILADELPHIA J. P. O’Neil, 


- C.C. Barnet, Mgr. 
Mer. 
Mer. 
Mer. 
Mer. 
Mer. 


E. J. Little, 
T. D. Kingsley, 


District Office Standing in Lubricating Contest 


June 1, 1918 


1. PHILADELPHIA 6. DENVER 11. TORONTO 

2. MINNEAPOLIS 7. ATLANTA ei Ee a 

3. WASHINGTON 8. PITTSBURG 14. ALBANY 

4, DALLAS 9. TRI STATE 15. CHICAGO 

5. MEMPHIS 10. ST. LOUIS 16. FORT WAYNE 
District Office Standing in Kerosene Contest 

April 20, 1918 

1. Memphis 5. Tri-State 9. Fort Wayne 13. Philadelphia 

2. Dallas 6. Minneapolis 10. Chicago 14. Toronto 

3. Washington 7. Denver 11. Pittsburg 15. Albany 

4. Atlanta 8. St. Louis 12. San Francisco 16. New York 


SS GGG, Ye oV°vto:vrvdd910100y°r>vv*BWvnrnri’ [| WQ®°t"® 


M.C. Benham 


Director Pacemaker Club, 
Minneapolis District, 1918 


Bowser Military Club, present 
arms! A distinguished Bowser 
Ambassador from the Northwest 
approaches! Ex-President M. C. 
Benham has entered the Pace- 
maker Club as Director from the 


Minneapolis District. 


We, indeed, welcome you, 
“Cash,” and are glad to record 
your continued success. Long 


may you be with us. 


Watch Your Habits 


Action repeated becomes hab- 
it. Habit long continued be- 
comes second nature. We are 
today what we were accustomed 
to do yesterday and the day be- 
fore. What habits are you form- 
ing? Are you beginning to be 
what you would like to be al- 
ways ?. 
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One of Mr. Bowser’s “Get-together Meetings’ 


Give all these boys the 


our Home Plant. 


BOnccsovcr™. 
energetic machinist, pattern maker, lay-out man, apprentice, fitter or erector of Bowser 


you sell the business in your territory. 
We have nearly twelve hundred men in our factory at Ft. Wayne and these men are doing their 


level best every hour to meet the big requirements of your various fields. 
holder and a donator to Red Cross War lund—roo per cent Americans. 
speed you up in your road work. 


with the Factory Force 


Every Tom, Dick and Harry in the crowd is an enthusiastic, 


equipment in 


Realize the power back of you, producing the goods and filling orders as rapidly as 


Every man a Liberty Bond 
A look at them ought to 


His Opinion 


I believe after I get through 
with the army, I will be in much 
better shape, both physically and 
mentally, to combat with the 
problems of life. In connection 
with this I want to say that my 
Bowser training has done me a 
world of good for the necessary 
requisites for conducting an 
army are the same as those of 
any business —hard, conscien- 
HOUSMWOLK tact, Mmitiative, etc. 
—all of which have been a won- 
derful help to me in performing 
my duties. 

I am pleased to know that 
business is keeping up in good 
shape, and am especially glad 
that the “Denver Daring Doers”’ 


and “Corn Huskers” are Cup 
Contenders. Tell the boys that 
imetacesrot the facurthay these 
counties over here have been at 
war for over four years, busi- 
ness is good, so it should be 
much better over there, 1 have 
had the pleasure of making sev- 
eral calls at the Paris office and 
I want to say to you, Mr. Mur- 
ray, that the boys over here de- 
serve a lot of credit for what 
they have done. I am pleased 
to say that we have a five-gallon 
pump in our camp and I had 
the pleasure of supervising the 
installation. Seems like home. 
(Gl ae Vive eA ee 
Quartermaster Corps, 
Vim ewe COCK Aw mae t te 
NOG Sigg ee, LOR ING, ioe? 
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B. B. Bates 


Membezc Pacemaker Club, 
Dallas District, 1918 


Welcome, Mr. Bates. Al- 
though you will not have com- 
pleted your year’s service with 
the firm until August you have 
distinguished yourself this early 
by joining the Pacemakers’ Club. 
Your initials are indeed “Busy 
s’s” and are synonymous with 
Bowser Business Building. 

More success to you. 
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Albany’s Tenactous 
Ten 


Week Ending June 22, 1918 
S. F. TAYLOR 

W. C. HALSEY 

M. D. KEEFE 

. R. EGGLESTON 

C. H. EASTMAN 


> Oe wh He 
Q 


6. F. C. SCHUSTER 
7. A. DE PLACE 

8. E. W. ADAMS 
OD ie 

10. F. A. KELLER 


He Was Here 


J. L. Rhoads, of our Albany 


Warehouse, wrote us that Fred 


Paulsen, his assistant, was com- 


ing to It. Wayne and would 
call at the office. Mr. Rhoads 
also hinted that Mr. Paulsen 


wouldn’t come alone. And he 
was right. For Fred was ac- 
companied by his bride. 

Mr. and Mrs. Paulsen 
in the best of spirits when they 
visited the Boomer editor. They 
seemed to be enjoying their hon- 
eymoon very much. [red took 
a great deal of pleasure in intro- 
ducing his wife to his many 
friends here. 


were 


Mr. Paulsen is a most amiable 
gentleman. One of our patri- 
ots, he expects to be called in 
the next draft, as he has already 
passed his examination most 
successfully. 


Albany News Spatks 


A number of Albany salesmen 


have made big: strides this week. 

G. W. Elliott landed an order this 
week amounting to upwards of two 
thousand dollars for factory storage. 
Some speed in the Pacemaker race. 

W. C. Halsey closed some fine 
factory business recently, one order 
specifyi ing large capacity storage for 
Benzol, including Power Pumps, Pipe 
Line Measures, ‘ete. a complete in- 
stallation. In. addition to this he 
sold several other small orders for 
standard equipment, including a Cut 
44, 

F. H. Richardson secured his quota 
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this week and more, order for 
large storage equipment amounting’ 
to upwards of a thousand dollars, 
and others specifying a 500 gallon 
41 outfit, f.c.w.o. and a private gar- 
age outfit. 


one 


S. F. Taylor sold no less than five 
pipe line registering measures and 
another order for an 800-gallon Cut 
44 outfit, placing him well up with 
the leaders—a fine contribution to- 
ward that million. 


F. A. Keller, our new Wayne 
county salesman, is rapidly develop- 
ing’ and bids f ‘air to become a veri- 
table Bowser ‘‘World Beater’’ as 
evidenced by orders received this 
week, including a Red Sentry outfit, 
three kerosene outfits, two Cut 172’s 
and-an order for accessories. Mr. 
Keller reports twelve calls on Thurs- 
day and five sales. Can you beat it? 

D. F. Hernon seored with orders 
for a thousand gallon Cut 102 outfit 
and a ten-bbl. 241 with hght com- 
plete. Fine work! 

J. C. Mattison, our 
New York salesman, 
der for a 10-barrel 
Good work, Mr. M., 
repeat often. 

Rk. A. Dusault turned in some fine 
business, including orders for a bat- 
tery of 64’s complete with all the 
trimmings; two Cut 154 outfits Lae 
half gallon pumps; five Cut 63’s; a 
Cut 52-B and a 172. 

KE. L. Thompson has orders to his 
credit this week for two Cut 41’s, 
a Cut 19B, a Cut 128 and accessor- 
ies. Surely good news from Maine. 

F. C. Schuster put one over for a 
Cut, 241 “f.csw.o., “Gut, LOIS i and 
two Cut 63’s with a portable barrel 
drainer Cut 134. A fine bunch of 
Pacemaker points, to be sure. 


W. J. O’Brien sold a kerosene out- 
fit, Cut 1-B and a Cut 172; Bearse 
sold a Chief Sentry and Ross came 
across with an order for a 5-barrel 
41 outfit, also a Cut 172. 


EK. W. Adams placed a Cut 101 
this week. Another order just re- 
ceived as we go to press specifies no 
less than four large capacity Cut 
63’s, with barrel drainer and other 
accessories. Nuff-sed! 

M. D. Keefe placed a private gar- 
age outfit; Lyons an order for a Cut 
63; Strout ame across with an or- 
der for a 600-gallon Armeo Cut 103 
complete; also another. for Dry 
Cleaning equipment, 


A. G. Locke equipped a Fire Sta- 
tion with a Cut 41 Outfit and se- 
cured another order for gasoline 
storage equipment. ‘‘Eggie’’ is on 
deck with orders for a Cut 41 and 
for kerosene equipment. 


new Western 
landed an or- 
Red Sentry. 
and may you 
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Atlanta’s High Five 


Week Ending June 15th 
ALL LINES 
5. M. HUNTER 
M. E. BAILEY 
E. W. MOORE 
W. G. CARY 
LAVERGNE BLUE 


Mr.and Mcs. S. B. Bech- 
tel Vistt Our Atlanta 
Office 


Reproduced below is a letter 
received from H. C. Carpenter 
commenting upon a visit the At- 
lanta Office enjoyed from our 
“Big Chief” and his wife. 

“The Atlanta Office was hon- 
ored this last week with a visit 
from the General Manager and 
his wife. They spent three days 
in our midst, and, as you well 
know, we not only enjoyed it in 
a social way, but the good that 
we derived from the “Big 
Chief's” visit in a business way 
was a wonderful help and stimu- 
lant to us all. The only regret 
was that he could not remain 
longer. 

“We took this opportunity of 
showing them a little of the 
“New York” of dhexnSO Uae 
This, of course, we were only 
able to do to a limited extent, 
owing to their short stay, but, 
nevertheless, we trust that they 
enjoyed it as much as we, and 
only hope that they will noi 
wait as long as they did this time 
before visiting us again. 

“They left here to spend a 
short time with our mutual 
friends and long time salesman 
—Chas. E. Saunders and wife, 
at Orlando, Fla. We all wish 
them not only a safe, but a very 
pleasant voyage, and we shall all 
look forward to a time when 
they can find time to visit us 
again.” 

Village Pedagogue: Darwin says 
we’re descended from monkeys. 

Well, what of it? My = grand- 
father may have been a gorilla, but 
it doesn’t worry me, 

Voice from the back room: Per- 


haps not, but it must’a worried your 
er andmother. 
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The May Sales Campaign Successful. 
Congratulations! 


On the last day of April we 
had one of our sales Committee 
meetings at the home office—one 
of those conferences where we 
discuss matters pertaining to 
sales work. 

Business had been good and 
we satisfactorily settled a num- 
ber. of matters of importance; 
everyone was feeling cheerful 
and free to tackle anything when 
out of a clear sky came the sug- 
gestion, “Let’s put over a million 
dollar sales campaign in May.” 
Everyone seemed to be of the 
same mind on this question and 
the query was, “Can we do it?” 
“Sure thing, with the co-opera- 


tion of the boys.” (In our Sales 
Meetings “boys” includes every- 
one connected with the sales or- 
ganization. ) 


It was immediately decided to 
telegraph all the District Man- 
agers. That same night the tele- 
grams were out and they called 
for a Million Dollars in May, a 
larger amount than we ever sold 
in any one month. The next day 
the word had been passed to ev- 
ery salesman on the continent. 
It was May tst and the campaign 
was on, without any previous 


preparation for special drive for 
business. 

The boys in the field and the 
captains at the district offices, as 
well as the managers and their 
assistants at the home office, were 
working together like one man. 
Then the business commenced to 
rollin. As the days went by, the 


volume grew and_ everything 
pointed to success. 
Mr. Bowser inquired, “Can 


the boys make it?”, to which we 
replied, “Wait until the 31st of 
the month—the returns will then 
be in.’ You see we wanted to 
surprise him, if possible. By the 
way you have to go some to sur- 
prise the old man. He’s wise. 


As the days passed letters went 
out and letters came back to us 
from the salesmen and managers, 
all pledging more than the quota 
which had been assigned to them. 
Orders came in so fast that the 
Order, Statistical and Sales De- 
partments here at Fort Wayne 
were working nights so that the 
business could be handied 
promptly. 

Approaching the end of the 
month, we issued an order to 
close the records on May 31st— 
no camouflage on this contest— 
win or lose, give us a straight re- 
port. The next day at noon, the 
Statistical Department called over 
the ’phone, ’’We made it—a mil- 
lion and eighteen thousand be- 
sides for:goodjmeasure’” Then 
they called again, “By the way, 
we shipped over a million in 
May.” To be conservative, we 
were more than pleased—every- 
one was happy over the results. 
Mr. Bowser smiled as he received 
the special reports from the sales- 
men who had again demonstrated 
their ability to come across with 
the goods whenever called upon 
LOmdOnsO: 

In one month, we had _ sold 
more goods than ever before. 
During the month of May our 
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sales equaled our total year’s 
sales in 1906. Many of you re- 
member our 1906 slogan—‘A 
Million in a Year’”—and the ex- 
citement when we made it. We 
Feccived m= imOLe, Orders ih, Fone 
week in May than we sold during 
the year of 1900. 

As the months and years roll 
by, million dollar months will be 
commonplace—ten million dollars 
a year will be the record instead 
of a million as in 1906. Not- 
withstanding this, and taking ev- 
erything into consideration, it is 
a fine record from a sales stand- 
point, and the very best thing is 
we have again demonstrated the 
fact that our sales organization 
is composed of men, both sales- 
men and managers, who are loy- 
al and enthusiastic and who work 
in harmony and _ co-operation 
with their company and _ with 
each other. To prove this is of 
greater value than anything else. 


We are now well into the work 
and making a big record for 
June. We extend to each sales- 
man, also to those who direct the 
sales work and to their assist- 
ants, our hearty congratulations 
and sincere thanks for their most 
excellent work during all the 
year which has culminated in the 
best half year’s business in the 
history of S. F. Bowser & Com- 
pany. E. M. SAVERCOOL, 

General Sales Manager. 


Monday, May 13th, Mr. Don- 
ard I. Petts lost his son, Robert, 
aged twenty-one. All the boys 
on the road and all of Mr. Petts’ 
friends; in’ the office extend to 
him their loving sympathy. 


Card of Thanks 


Please «accept the «deep grati- 
tude,ot Mr: and Mrs. Petts for 
your very kind expression of 
sympathy in their recent  be- 
reavement. 


‘“The greatest success is to beat 
your own record.’’ 
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Introducing Mr. C. H. Davies 


Just a little word of introduc- 
tion seems fitting at this time for 
the information of salesmen who 
are not familiar with the part Mr. 
Davies has played in our institu- 
tion. 

Mr. Davies entered the em- 
ploy of this Company in 1904. 
His experiences have been many 
and various in our organization. 

To begin with Mr. Davies was 
closely connected with the Mail 
Order Department several years 
ago. When our St. Louis office 
was opened he assisted in the 
organization there. He also has 
had considerable to do with ac- 
tual road work and for that rea- 
son will, of course, be in posi- 
tion to understand the problems 
of the day in connection with 
selling Bowser equipment. In 
1911 Mr. Davies very success- 
fully edited The Boomer. He 
designs lay-outs, writes our ad- 
vertisements, sees to the buying 
of space in the proper maga- 
zines, and directs the activities 
of a number of men and women 
working in his department. Our 
office house organ, the Booster, 
is also under his general man- 
agement. 


The fact that Mr. Davies had 


charge of our New York office 
for nearly two years makes it 
possible for him to know a great 
deal about the district office 
work. We believe this knowl- 
edge will be of considerable ad- 
vantage to him in editing our 
sales paper. 

Mr. Davies comes back to the 
Boomer with many pleasant rec- 
ollections of his past connection 
with the paper. He is most ea- 
ger and anxious to do every- 
thing in his power to make the 
paper interesting and_ helpful. 
We know he will have the co- 
operation of every grip-carrier 


on the road—and we know 
every branch manager will be 


glad to send in material from 
his office and thus help him suc- 
ceed in making the Boomer a 
success. 

THE MANAGEMENT. 


J. C. McKeown 


J. C. McKeown writes us 
from Kansas City that a woman 
called at our office there the 
other day and inquired, “Is this 
the Bowser Filling Station? My 
chauffeur just telephoned me 
and said he was at the Bowser 
Filling Station with no money 
to buy gasoline.” 

One of our bright friends in 
the office deduced that the coon 


had seen an imprint on our 
pump, “Bowser,” and he told 
madam that she would have to 
hunt through the entire city, lo- 
cating every Bowser equipment 
(some two hundred in number) 
to find her coon, as they were 
unable to know from which 
pump he was purchasing his gas. 
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C. W. Morgan 
Member Pacemaker Club, 
Dallas District, 1918 


Mr. Morgan has earned for 
himself the distinction of secur- 
ing membership in the Pacema- 
kers’. Club in léss= tianeper 
months. This is, indeed, an ac- 
complishment. Congratulations ! 

The organization greets you, 
Mr. Morgan, as a Pacemaker, 
Plus, and we hope that your 
sales record for the next six 
months may be an occasion for 
further mention of your prowess 
as a Bowser salesman. 
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TIT. H. Moseley 
Member Pacemaker Club, 


St. Louis District, 1918 


Mr. Moseley came with us on 
June 22d, 1017." He-entereramme 
Pacemakers’ Club May 25th, 
1918. We would class a salesman 
of this type as a Pacemaker, plus. 

We congratulate you, Mr. 
Moseley on this good work and 
hope you continue to distinguish 
yourself in our organization sales 
records. 


HINT 
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The Bowser Army 


Have you ever realized that 
the term, Bowser Army, was 
never more descriptive than it is 
today. 

In the daily conduct of our 
business we are performing our 
patriotic duty in the Great Cause; 
we are helping to win the war as 
effectively as though we were 
digging trenches or making 
shells. We are helping to con- 
serve the gasoline, oils and fuel 
supply of the nation. We are 
providing a system that saves la- 
bor and releases man-power for 
war work. We provide equip- 
ment that lessens wear and tear 
on machinery, lessens fuel con- 
sumption and, most important of 
all, lessens fire hazard. 


With these thoughts in mnid, 
it is our duty to our country to 
prosecute our work most vigor- 
ously. We should not be con- 
tent with an ordinary effort, but 
we should do our utmost in the 
distribution of Bowser equip- 
ment to make these savings and 
protections effective for our gov- 
ernment. Bowser. systems are 
made for the protection of life 
and property and, therefore, aid 
in the defense of Liberty and 


pu yuh, 
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Justice. In this connection it is 
the duty of every property own- 
er to secure Bowser protection 
where needed. Users of gaso- 
line, lubricants and other oils are 
under moral obligations to their 
fellow citizens and the humanity 
of the world to use Bowser Oil-, 
Time-, and Labor-Saving Sys- 
tems in these times of stress and 
need. 

iere never: was in etine of 
peace any excuse for the public 
to fail to provide efficiency in oil 
handling and safety in storage. 
To fail to do so now means noth- 
ing less than aid to our enemies. 

It is the duty of every member 
in the Bowser Army to put forth 
his best efforts in his respective 
work towards equipping the 
world with Bowser equipment 
wherever it is needed. 


Don’t be a slacker ! 


Bowser’s Atds the Gov- 
ernment in Reducing 


the Fire Danger 


[tsisstertiblestosthink of the 
set-back to the wonderful war 
work progressing, when a fire 
breaks out and destroys property, 
machinery, plans and often life, 
that are all important in war 
preparation. 

Definite progress has been 
made towards greater care in the 
handling of oils and gasoline 
throughout the country. In the 
rush of war work, let not the 
impression arise that, due to 
haste, care in the storage of oils 
may be overlooked. Great loss 
has come from the result of seri- 
ous fires in various localities. 
Natural conditions alone present 
sufficient fire danger, without 
considering the added menace of 
incendiarism. 

Speed need not be sacrificed in 
securing modern storage equip- 
ment for the handling of oils. On 
the other hand, Bowser equip- 
ment not only provides safety, 
but adds cleanliness, economy, 


speed and ease in the storage and 
distribution. We cannot, as pri- 
vate individuals or as a nation, 
afford to be careless, as it means 
a waste and a possible fire de- 
struction. 


Government Railways 
Need Bowser Systems 


The exigencies of war and the 
consequent burden placed upon 
the mechanical department men 
has made it necessary to install 
time- and labor-saving devices 
that have been postponed from 
time to time. 

The time is now here when 
further delay may mean disaster. 


New conditions have to be met, 
Bowser Systems will help to meet 
them. Shops are being taxed for 
capacity to do the tremendous 
amount of work necessary to re- 
pair cars and _ locomotives 
promptly. 

Labor-saving devices must be 
installed; small shop units are 
being built to help the main 
shops. Methods are _ being 
changed almost over night to 
meet this emergency. 

Bowser Products will do their 
share in the saving of time, labor, 
materials and machinery. With 
the increasing burdens being 
placed on the railroads it is vital 
that prompt action should be 
taken to bring the existing mo- 
tive power to its highest effi- 
ciency. Bowser Systems will as- 
sist in this work. 


Conservation 


Two ladies were talking about 
fans. One said her fan had been in 
the family forty years. The other 
said the fan she used had been in 
her family two hundred years. 

“¢And you still use it?’’ asked the 
first lady. 

= Obs yes,” 
‘¢ All my ancestors were thrifty peo- 
ple. Instead of waving the fan in 
fanning and thus wearing it out, 
they simply held it under their chins 
and waved their faces.’’ 


’ exclaimed the second. 
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F. H. Peeples 


Director New York District 
Pacemakers’ Club 1918 


It is with pleasure we announce 
the election of-Mr. Peeples as 
Director of the Pacemakers’ 
Club of New York District. Mr. 
Peeples has been with the com- 
pany nine years, having covered 
practically the same territory all 
of this time while in New York 
City. 
every year for the past five years 


He has been a Pacemaker 


and this time especially distin- 
guishes himself by securing Di- 
rectorship. He is a man of va- 
ried accomplishments and has a 
wonderful ability for prize taking 
in sales contests. We congratu- 
late you, Mr. Peeples, and our 
wishes are with you for contin- 
ued success. 


Mithi yh, 
Yo es 


A. G. Hartgen 


Director Pittsburgh District 
Pacemakers’ Club 1918 


We are very glad indeed to 
make the announcement of Mr. 
Hartgen’s election to the Direct- 
orship of the Pacemakers’ Club 
of Pittsburgh District. Mr. Hart- 
gen secured this high honor dur- 
ing the first year of the club and 
repeated it in 1915 and 1916. He 
has never failed to be a member 
of the club since its organization 
and is considered one of our old 
reliables in business getting and 
Pacemaker membership. His 
success has been earned by hard 
work and systematic effort. We 
are indeed glad to again greet 
you, Mr. Hartgen as Director 
from Pittsburgh. 


There’s a big difference between 
spending money right and spending 
it right and left, 


H. A. Vortigern 


Director Philadelphia 
District 
Pacemakers’ Club 1918 


Congratulations, Mr. Vorti- 
gern, on again securing Direct- 
orship of your district. This hon- 
or you already had in 1914, 1915 
and 1917. This will make the 
fifth year Mr. Vortigern quali- 
fied for the club and has to his 
credit an unusual record for con- 
sistent business building. You 
have our respect and admiration 
for this splendid record. Here’s 
wishing you continued success. 


C. M. Hunter 


Director Atlanta District 
Pacemakers’ Club 1918 


We are indeed pleased to wel- 
come Mr. Hunter to the Direct- 
orship of the Pacemakers’ Club 
from Atlanta. This honor has 
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fallen to him May 16. Mr. Hunt- 
er came with us the middle of 
1915 and has each year qualified 
aseae Pacemaker. As Director 
for 1918, Mr. Hunter, we salute 
you with appropriate manifest- 
ation of good will. We wish you 
many happy returns to this high 
honor. 


George Davey in 
Chicago 

George Davey, formerly one 
Pisoutep ot, louis jsalesmen, is 
now working in the city of Chi- 
cago under the management of 
ibe Da Kingsley: 

Wesrexpect | Mr. Davey. to 
make a success of his new terri- 
tory as he is one of our good 
men, well versed in all the laws 
of up-to-date selling. 

Leading in the sale of lubri- 
cating outfits for the year to 
date are J. P. Shannon, Max 
Heintze and Ralph Sherlock. 

We think the work these three 


men have accomplished is de- 
serving of commendatory notice. 
Congratulations, boys; hold that 
record through the remainder of 
the year. 


Dalias “Big Brother” 


Kerosene Boosters 
June 7th, 1918 
BROWN (NOD) 
CHATHAM. 
HORNSBY 


LAGRANGE 

TANNER 

TUNSTALL 

WRIGHT (NOW MAN) 


Robbed Him 


Reproduced below is a letter 
received from 5S. J.. Lewis, of 
our Dallas office. In it Mr. Lew- 
is tells how a Bowser pump was 
literally taken away from him. 

“T was passing along a coun- 
try road today when I came to 
a creek over which stretched a 
bridge that was being repaired. 
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An old “rube” was superintend- 
ing the work. He came up to 
my Ford and began to question 
me as to where I was going. Fi- 
nally he asked if I was a patent 
medicine “agent.” I told him my 
business. He said, “Wall, we 
need one of them pumps over in 
our settlement.” 

Siccaids wWesieancd took his-or- 
der for a 5-barrel 41, with all 
necessary accessories for a filling 
station. 

“IT have sold many Bowser 
pumps, but this is the first one | 
have had taken away from me.” 


C. E. Joyce, of Dallas, 
Starring 

Mr. C. E. Joyce’s business for 
last) month totaled 71 per cent. 
cash with order. This is an en- 
viable record. 

It might also be added that 
Mr. Joyce sold his largest 
month’s business, so far in his 
career, during May. 
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Griggs Walker 
Member Pacemaker Club, 
Atlanta District, 1918 


Mr. Walker evidently does not 
intend to let anything interfere 
with his consecutive membership 
in the Club, as he entered this 
year again May 25th. Mr. Walk- 
er was also a member in 10915, 
1916 and 1917. This is what we 
call consistent work. 

May success 
you, Mr. Walker. 


continue with 


Denver Dating Doets 


June 8th, 1918 


YEARLY VOLUME 


R. CODDINGTON 

R. W. JEWEL 

W. V. CRANDALL 
J. H. WILSQN 

Cc. I. BENFORD 

EF. H. KILVER 

g. J. CODDINGTON 
. E. ERWIN 

J. F. VONDEREMBSE 
10. H. U. EARLE 

11. J. L. COCHRAN 

12. GLEN C. WADE 

3. L. L. JOHNSON 


MONTHLY QUOTA PERCENTAGE 


PF. H. KILVER 

Rk. W. JEWEL 

R. E. ERWIN 

Cc. I. BENFORD 
GLEN C. WADE 

W. V. CRANDALL 
J. L. COCHRAN 

L. L. JOHNSON 

R. J. CODDINGTON 
R. CODDINGTON 
H. U. EARLE 

J. H. WILSON 

J. F. VONDEREMBSE 
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While Mr. L. P. Murray, Central 
Manager, and B. L. Prince, Dallas 
District Manager, were in Oklaho- 
ma City, Messrs. Harry Gunn and 
S. O. Williams showed them how 
much speed they had selling Bow- 
ser equipment. Mr. Gunn and Mr. 


Williams piled into a Cadillac road- 
ster and drove forty-two miles out 
into the country. In less than two 
hours time they returned with an 
order for a five-barrel Cut 241. 

* * * 

Mr. L. C. Tanner, of the Dallas 
District, has been quite ill. Latest 
reports received in the Boomer of- 
fice make us hopeful that Mr. Tan- 
ner will soon be working ambitious- 
ly toward Pacemaker membership 
down in west Texas. 

; * * 

When Mr. L. P. Murray was in 
south Texas a few weeks ago a gov- 
ernment agent boarded his train and 
firmly insisted that Mr. Murray tell 
the story of his past life, as he was 
under the very great suspicion of 
being a German propagandist. L. 
P.’s Scotch and L. P.’s Irish boiled 
over at the first inquiry. It is im- 
possible to give a visualization of 
Mr. Murray’s various facial expres- 
sions during the interview. His ora- 
torical ability, however, finally con- 
vineed the government agent that 
L. P. was an American, first in war 
and first in peace. 


96 A SAND STORM=¢ ominc 


Texas Tertitorial 


Conditions 


E. E. Springer writes us from 
Denver that the photograph ac- 
companying this article very ac- 
curately describes conditions in 


Texas Ea claiticoiiiic sicaea 
picture of a sand storm. From 
the waves of dust sweeping 


down on the little city shown in 
the picture, we suppose the 
boys, in order not to be choked 
with dust, sell Bowser equip- 
ment by means of a deaf and 
dumb code. At least we know 
that they sell equipment down 
there and we certainly believe 
congratulations are in order. 
Salesman John L.: Cochran 
was in this sand storm, driving 


a jitney from Pecos, Texas, to 
Grand Falls. 
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Some Salesman 


A business man advertised for a 
boy the other night. When he ar- 
rived at his office the next morning 
there were some fifty boys already 
in line. He opened his desk and was 
just about to begin examinating the 
applicants when his stenographer 
handed him a ecard on which was 
serawled: ‘‘Don’t do anything un- 
til you see me. I’m the last kid in 
line—but I’m telling you—I’m there 
with the goods.’’ 


You can tell a salesman by the 
way he sells his services. 


C. Frank Cocktille, Jt. 


This snapshot was taken in 
front of the White House in 
Washington, D. C. Mr. Cock- 
rille, the young gentleman in the 
foreground, has been Boomer 
correspondent for nearly two 
years. May 22nd found the Ed- 
itorial Department out a corre- 
spondent, in an American sol- 
dier, for Frank left on that day 
for Fort Oglethorpe, Ga. He has 
our best wishes for a most suc- 
cessful military career. 


One of our Dallas salesmen sold 
six kerosene equipments during the 
month of May. The gentleman in 
question was Mr. W. N. Throop. 
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C. Bennett 
Member Pacemaker Club, 
Dallas District, 1918 


Mr. Bennett secured member- 
ship in the Pacemakers’ Club on 
May 27th. This will be Mr. 
Bennett’s third year as a member 
of this Star Sales Organization. 

It gives us pleasure, Mr. Ben- 
nett, to record your continued 
success. 


Fort Wayne's High Ten 


June 13, 1918 
1. W. A. ARMSTRONG 
2 Ve Mv, Jets Ube, 
3. W. C. SUTTON 
. KR. J. GOODMAN 
W. R. VANN 
a dal, 13, COININ 
J. B. HAGAMAN 
A. R. TWEEDY 
PHILLIP CARLTON 
CARVER WOOD 
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N. Brown 
Member Pacemaker Club, 
Dallas District, 1918 


We are, indeed, pleased to an- 
nounce the election of Mr. 
Brown to the Pacemaker Club 
this year, as it completes his 
“third straight” to the Club. Mr. 
Brown has only been with us 
three years. The first time he 
heard of the Club he decided he 
would join, and has been with 
the Club each year since. 

Again, Mr. Brown, we con- 
gratulate you on your splendid 
record of success. 


New Yotrk’s High Five 
June Sth, 1918 


S. W. SILSBEE 
H. DALGAARD 
G. W. SCOTT 
IP, Ay TUM IEHD Ne 
W. H. LADD 


Colonel “Bob” Safford is here- 
by entreated to send Ye Boomer 
Editor some of his snappy sales 
notices concerning his men in 
the field. Keep us supplied, old 
top, and have your standings 
mailed in to this office in time for 
publication in the next Boomer. 

We thank you. 


EB. Creer 


Member Pacemaker Club, 
Washington District, 1918 


When a Government aviator 
has a record of five he is classed 
astatieuece aay Mra stovall com: 
pletes his fifth year in the Pace- 
makers’ Club. This Washington 
“Ace” has also held some “alti- 
tide srecords in@sales. » Ele was 
Director for the Washington Dis- 
irictins 1614. 1015 andsro1o-and 
has always been among the lead- 
ers in the Washington District. 

Our congratulations are yours, 
Mr. Stovall, as we again wel- 
come you into the Club. 


B. L. Prince wants us to know 
that J. W. Weems, L. L. Brown, J. 
C. White, M. H. Clark, R. HE. Clem- 
ent, L. F. Greer, B. C. Sargent and 
Rk. T. Williams sold considerable un- 
derground equipment during the 
first of June. We do not blame you 
for bragging, B. L., you got a pret- 
ty big line-up of pretty good men 
on the job. 
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Everyday Wisdom 


By DON HERALD. 


Gasoline. Gasoline is a liquid 
which may be put snugly under 
thes irOnteseata Onecd motor cat 
with the aid of a funnel and a 
five-dollar bill, and which will 
animate the motor car several 
feet without further replenish- 
ing, everything else being fa- 
vorable. At one time it was 
sold by grocers and was used 
mainly for cleaning white gloves 
and encouraging aviation among 
kitchen stoves; today it is sold 
to the nouveau-poor by multi- 
millionaires at little red foun- 
tains along the roadside —at 
rates that make champagne look 
as cheap as rain. 

Gasoline will lift a man out 
of the deep, dusty channels that 
wind among skyscrapers and 
place him bodily among green 
fields and clean brooks. This is 
meant to sound poetic, but it 
can be interpreted literally by 
those who like their laugh bet- 
ter thanitheir sob, i. ¢., many a 
man has trifled with gasoline 
and found himself a few sec- 
onds later, sitting in the middle 
of a wet brook several miles 
away, after the fashion of col- 
ored Sunday Supplements. 

Editor's Note. Evidently the 
“Red Fountains along the road- 
side” were Red Sentrys from 
which the  multi-millionaires 
made their money by buying 
and using “Bowser Pumps.” 


Memphis Big Six 
June 15, 1918 

R. W. MAXEY 

5 dlp dal, SHMOMMSEA 

C. GROVES 

T. L. PORTER, Jr. 
EK. P. DOLAN 
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I am counting on each sales- 
Mane Oupiimon, a siull) head of 
steam to break all records for 
June, to stay on the job to the 
end of the month, and to make 
big money. —H. W. Brown. 


HNAUILUUUUINALALLLLUUUAA LU 


179 


RUA 9 FE 'zEwnnny 0g, ll vyviw ww wkd fC Ga 


On the Bounding Main 


See the breeze blow this boy’s 
hair? Here the hiss of the waves 
as the prow cuts the cool, green 
water? Feel the throb of the 
big engine and appreciate as 
nearly as you can exactly how 
much George C. Hexamer, ex- 
factory salesman, enjoys his 
work as a sailor in our United 
States Navy. 

Mr. Hexamer gave up his 
sales work some time ago to en- 
ter into the war activities. His 
noticed very much in 
Philadelphia, where he worked 
tinder [APO New 

We are proud of Mr. Hexa- 
mer’s patriotism and trust that 
when he has helped see the war 
through, he will return to our 
organization. 


Kees is 


His Way of Putting It 


W. S. Camden, of our Pitts- 
burgh sales force, has a unique 
way of announcing one of the 
most important events that can 
occur in a life time. He says: 
~Dear Mr Storr: 

“Called to my home last even- 
ing and found I had a new baby 
eirl.” : 


Congratulations, W. S.! 
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The Peerless Pitts- 
burghers 


Week Ending June 21st 


W. B. OFFERLE 

J Ge ELE S 

A. G. HARTGEN 

R. D. LEONARD 

W. A. REESE 

J. M. PRIGG 

W. T. LAIRD 

W. S. CAMDEN 

9. K. F. HESSENMUELLER 
10. KE. L. MILLIRON 
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George Roos 
A great many of you boys 
know George N. Roos as one of 
our ambitious Bowser salesmen. 
Few of you know, however, that 
in 1904 he landed at Ellis Is- 


land, a stranger in a strange 
land. He knew nothing what- 
ever about America; our lan- 
guage was a garbled flow of 
sounds; New York. City was 
only a good place in which to 
get lost. Nothing daunted, Mr. 
Roos set himself to the stupen- 
dous task of making an Ameri- 
can out of a Hollander. He has 
been a salesman, as you will.see 
by the accompanying photo- 
graph, ever since he landed, for 
this picture was taken of him on 
his first job selling Heinz pick- 
les. 
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The Present 


These are times when the 
most learned prophet does not 
take a chance on foretelling the 
future. We do not know what 
may develop. However, there is 
only one thing for us to worry 
about, and that is 

TAKING GOOD CARE 

PRESENT. 


OF THE 


To him who takes full advan- 
tage of the present, the future 
need be no worry. But to him 
who fails to make good use of 
the present unprecedented op- 
portunities for getitng business, 
the future may well have dismal 
forebodings. 


Bowser business is just as 
certain in the future as any busi- 
ness, but get this—No business 
is founded on absolute certainty 
m war times when we cannot 
foretell our Government’s future 
needs. 


The great fact for us to build 
on is the certainty of the pres- 
ent. We know that everybody 
is prosperous —there is plenty 
of money—big business is easi- 
er to get than ever before. In 
justice to yourself, CAN YOU 
AFFORD “TOR LOSEe ahi 
TIME? . Is tt good business to 
pass up the certainty of the pres- 
ent for the uncertainty of the 
future? 


1ics snot 


Any man in any business who 
curtails his productive capacity 
by taking more than two weeks’ 
vacation this summer ts wipatri- 
otic, as he reduces his ability to 
subscribe to the next Liberty 
Loan. Uncle Sam will need 
Eleven Billion to cover expenses 
the last half of 1918. This is 
more than the total of the first 
three loans, which means that 
YOU as a loyal American must 
lay your plans NOW to loan 
Uncle Sam this fall more of 
your money than the total of 
your loans heretofore. 


You can make that resolution 
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and meet this financial require- 
ment i cash from the balance 
to your credit, if you begin now 
to make every day count for 
business and are reasonably con- 
servative in your expenditures. 
An excellent start on this resolu- 
tion is to get your and our quota 
for June. Let's say it all together 
Veeco Wael ely 1s! 
[Ey ik, Porrrr, 
st. Louis District Manager. 


St. Loats High Men 
Week Ending June 22, 1918 


Volume of Business Received 


1. J. S. BRONSON 
Ze Go Ee PRD Y 


3. G. KR. BAUM 
Number of Sales of Lubricating 
Outfits 


I, Gos Tits JESU 
Bs Ge Il, IPODS 
Beas CO. DIHININY 
Volume of Business Received Year 
to June 22d. 
ie. Gs Ja, IPIRIUDINAY 
eee MOS BY 
Be dia 18s IIDID SE OIe, 
Number of Sales of Lubricating Out- 
fits Year to June 22d. 
i, Ge JEL, IPARIEDIONe 
2.) WIL) EY MeKi nie 
3. J. C. MeKEOWN 
Number of Sales of Kerosene Outfits 
Year to June 22d. 
Is dlp 1BL, IBISID SMT, 
2, (5 Jel, IB RDIIAY 
3. GR BAUM 


Mc. and Mts. Howard 
Oren Chilton 


Wes, thats tieht Mr. and 
Mrs. Howard Oren Chilton. 


Our old pal has visited the al- 
tar of the god Hymen. 

We never thought Howard 
would do it, because he was al- 
ways stich a shy, modest, retir- 
ing youth. At least where the 
ladies were concerned he was. 
However, since leaving Fort 
Wayne Mr. Chilton has over- 
come his reticence and “put one 
over” on his Bowser friends. 

A long and prosperous life, 
H. O. You know you have out 
best wishes and that your wife 
has them, too. 


UZ 
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Cider ridey has’ been 
kicking up a lot of success for 
himself in this territory. We 
can't tell you the total of his bus- 
iness just now, as our records 
are not complete. The business 
sold during April and May 
shows some very remarkable 
salesmanship and Mr. Pridey is 
to be heartily congratulated. 


W. N. Daniels 


WIN. | Waniels has: gone to 
war. Our Washington office for- 
warded us this information a 
few days ago. We are proud to 
think that a man of Mr. Dan- 
iels’ calibre has joined the army 
and we are proud to be able to 
say that “Dan” did not wait fo1 
the draft, but was anxious to be 
one of the first of our Bowser 
men to get a crack at the Kaiser. 

Mr. Daniels sailed from New 
York City some time during the 
latter part of May. 


Tom H. Moseley is a “com- 
er, ilis biisimess stor May 
showed a whopping lot of speed, 
good judgment and clean work. 
Tom is one of the boys to whom 
we are all looking to as a grow- 
ing sticcess. Watch him speed 
up now that half of the year of 
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1918 is passed. We predict that 


at the close of the Pacemaker 
race T. H. will be a grand stand 
success. 


Ten---San Fran- 


cisco. Drastrict 
June 5, 1918 


High 


1. F. M. KENNEDY 

2. H. F. ENGLISH 

3. E. R. BIRD 

4, R. B. M’FADDEN 

5. J.C. HARDING, JR 
6. L. D. BAKER 

7. ©. A. MILLIMAN 
8) J). ARNOLD 

9, H. E. MORGAN 

10, WiC 


SMITH 


S-TARNTON G\PBORKS 


J. IT. Gibbons--Famous 


The cartoon accompanying 
this article was sketched in the 
Washington Post the oth of 
June by a staff-artist on that pa- 
pets j= 1. asp been: so active 
selling Cut tol pumps that the 
above mentioned newspaper 
found him a most worthy sub- 
ject for publicity. | 

We all know that “Gib” ‘ts 
secretary of the Pacemakers’ 
Club and now that the press has 
found him a subject of interest 
we are more than proud of him. 
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W. V. Crandall 
Member Pacemaker Club, 
Denver District, 1918 


We all feel at home in the 
Pacemaker Club now. Crandall 
is in. He has never failed to be 
with us since the Club was first 
organized and in fact elected 
himself President the opening 
year to give it the proper send- 
off. He repeated this in 19106. 
In 1913 and 1914 he was elected 
Vice-President, in 1915 Treas- 
urér, and in 1017 Secretary, His 
ambition was to “go through to 
the chairs,” so this year he en- 
tered as a member. 

We all give you a most hearty 
welcome, W. V., and will meet 
you at the station with the Pace- 
maker Band. Congratulations. 


Minneapolis High Five 
June 15, 1918 

W. A. EATON 

E. C. BUNDAY 

F. E. BRAGG 

k. C. GUENTHER 
JAMES WARD 


oe WS De 
Sra oan. et U6 


What’s doing up your way, 
EO es 

We “hunch it” that you and 
your hustling sales force are 
very busy right now and that 
there is much we might write 
about New York if we had the 
data. 

Margaret Blank is official 
Boomer Correspondent and_ if 
she will take a Saturday after- 
noon off now and then we’re 
sure she can fire our hearts with 
enthusiastic notes concerning 
the accomplishments of the New 
York District, Tip Sher. offate 
this arrangement and see what 


she says. Also remind her that 
standings are to be forthcoming 
under the new editorship just as 
they were under Mr. Bradshaw's 
direction. 

Wishing you the best of suc- 
cess and with kindest regards to 
the office and sales force, I am 

Cordially, 
C. H. DAvIes. 


Trt-State Quota Getters 
June 24, 1918 


B. A. DEFFLER 
C. J. ROGERS 
M. F. GRIGG 
L. F. GREGORY 
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E. S. Stetzel 
Member Pacemaker Club, 
Memphis District, 1918 


Mr. Stetzel has not yet been 
with us a year, but has already 
proven his qualifications for rec- 
ognition in our sales organiza- 
tion by securing a membership to 
the Pacemakers’ Club on May 
22d. This is the kind of talent 
that has made the Bowser Pace- 
maker Club admired throughout 
the entire country. 

We are, indeed, pleased to 
have you with us, Mr. Stetzel, 
and congratulate you on your 
success. 


Five Leading Washing- 
ton Senators 
June 18, 1918 


1. J. T. GIBBONS 
2 CLS EEG rE 
3. C. W. HORNER 
4. EK. W. CLINE 

5. D. W. DARDEN 


Member Pacemaker Club, 
Minneapolis District, 1918 

Another score for Mr. Bragg. 
He secured membership in the 
Pacemaker Club June 4th, his 
fourth consecutive membership. 
Any outsider can plainly see this 
Club membership is something to 
be desired by the way these sales 
experts are particular about join- 
ing’ every year. 

Our best wishes are with you, 
Mr. Bragg, and we hope you en- 
joy the Club as much as the Club 
enjoys your membership. 


Toronto High Five 
June 6, 1918 


C. B. BREMNER 
Ss. G. ADAMS 

J. M. ROY 

CAE SUNG 

J. W. FREEMAN 


Edmonton, Alberta, 
May 15, 1918. 
Eprror Bowser BooMeEr. 
Dearesir: 

Permit me through the col- 
umns of your worthy paper to 
thank my many fellow workers 
for the very nice letters of con- 
gratulations that I have received 
on my election to the Presidency 
of the Pacemaker Club. I feel 
deeply honored by the responsi- 
bility that has been thrust upon 
me. I hope there is no work at- 
tached to it, as work and I fell 
out some time ago. One notable 
feature that I have discovered 
since my connections with S. F. 
Bowser & Company, and I have 
had varied experiences with 
other concerns, is that the Bow- 
ser line is self selling, as can be 
plainly seen by my election as 
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President, | Miss Lizzie Ford 
and I have grown to be great 
friends in our many rambles 
over the prairie. Lizzie has one 
peculiarity; she has developed a 
great thirst for “gas’’ and she 
absolutely refuses to pass a 
“Bowser Tavern” without tank- 
ing’ up. 

I wish to extend my heartiest 
congratulations to Mr. R. Cod- 
dington on his elevation to Vice- 
President and to Mr. J. T. Gib- 
bons on his attaining the office 
of Secretary. I see no reason, 
judging from the appearances of 
the two gentlemen on the front 
page of the Boomer, why they 
should not be in front of me, but 
here’s hoping better luck next 
year. 

I have a feeling that the ut- 
most harmony will prevail dur- 
ing our term of office. Owing 
to the great distance we are 
apart, I crave the indulgence of 
my colleagues, as letter writing 
is not in my line and my first act 
is to hereby censor and suppress 
any criticisms regarding my ef- 
forts, and using Sats expression, 
I invoke God’s blessing on the 
P-e-acemakers. 

Yours sincerely, 
C. B. BREMNER. 


J. H. Bedser 


Member Pacemaker Club, 
St. Louts District, 1918 


Congratulations, Mr. Bedser, 
on beating your last year’s rec- 
ord. While you were a Pacema- 
ker in 1917 you have entered the 
Club earlier this year. This is 
progressive work and you have 
the congratulations of the entire 
organization in your success. 


‘ 
W. W. Scruggs 


Member Pacemaker Club, 
Memphis District, 1918 


Mr. Scruggs secured member- 
shipsin the Club: june ed." Fle is 
a repeater, having been a mem- 
Ber onthe Glubviast years -Eleus 
another “star” from Memphis 
who is doing good work for him- 
self, his district and his company. 

More power to you, Mr. 
Scruges. 


““Conductor,’’ inquired the green 
young salesman, taking his first trip 
for the firm, ‘‘which end of the car 
Gomer etiy Of 17 

SSH thermend wast auerepliedus thie 
econduetor, politely, ‘‘both ends stop.’’ 


A New Dodge, Boys 
Deffler, Tri- 


State District, is an ingenious 

Note the leather “Bow- 
fap  onetne 
speedex 1920 model. 


“Ben” Of - Our 


chap. 
cia side of his 
Ben gets 
business because he believes in 
advertising. When he _ glides 
into a new town he arouses the 
curiosity of every native in the 
berg by his sign, “BOWSER.” 
Who is Bowser? Well, Ben tells 


?em and shows ’em where ‘to 
sign up. 
Pris. iheslady with Ben-is 


his wife. 


Hacry Christie in the West 


had 
Toronto. 
couver, Canada, Stanley Park. 
Mr. S. G. Adams, on the right, 
has been with us since October 


Quite a big tree, don’t you 
think? And Harry 
Christie and S. G. Adams to be 
big men in our organization you 
will appreciate that they picked 
out a suitable background against 
which to pose. 

Mr. Harry Christie, Toronto 
Sales Manager, the gentleman 
on the left, has just returned 
from a business trip in the West. 
This is one of the pictures he 


knowing 


while away from 
The locality is Van- 


taken 


of last year. Since starting Mr. 
Adams’ business has been good. 
His orders call for high-grade 
outfits and short terms. From 
all reports received from our 
Toronto office it is very likely 
that Mr. Adams will be elected 
to the Pacemakers’ Club soon. 
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Telling Her 


Here's a ‘kodak shot of“ lL. 


Hufiman; »TrizStaters sirrend 
wite ‘and*son* Mark. “Gy Isa 
explaining to Mrs. Huffman just 
how he landed a recent order— 
a big ‘un’ totaling twenty-nine 
points. From the appreciative 
smile on Mrs. Huffman’s face, 
we reckon she is going to share 
C. L.’s commissions. 

This snapshot was taken on 
the shore of Lake Michigan. 


A. L. Corbin--Corraled 


Read the following, boys: 


Mrs. Jennie Satterfield 
announces the marriage of her 
daughter 
Olive Reba 
to 
Mr. Arthur Lee Corbin 
on Tuesday, June the fourth, 
nineteen hundred and eighteen, 
Danville, Virginia 


Looks like the real thing, 
doesn’t it? -Well it is the real 
thing. Mr, E. B. French, of the 
Washington office, writes and 
assures us that Mr. A. L. Corbin 
is no longer a bachelor. We all 
knew his charming personality 
would win him a place in some 
feminine heart sooner or later. 
In this case it seems to be sooner. 

Congratulations,’ A. L., we 
hope you sell every prospect you 
talk Bowser to from now on for 
the sake of your new bride. 


E. E. Springer Ill 
Mr. E. E. Springer, assistant 
to Mr. Co-C.Barnet,, has shad 
the misfortune of experiencing 
a very severe case of scarlet fe- 
ver the first part of this month. 


Mr. Barnet, manager of the 
Denver Office, was called to 


Denver Monday, June 3rd, to 
take care of the work there, as 
Mr. Springer was unable to be 


at’ his. desk” Mr Barnet had 
been out studying territorial 
conditions. 


A great many of you boys 
know Mr. Springer well and we 
feel sure that you unite with us 
in the hope that he will soon be 
able to take up his responsibili- 
ties in Denver. 


G. W. Scott 


Member Pacemaker Club, 
New York District, 1918 


Hold the crossing traffic offi- 
cer and let that Oldsmobile Eight 
go by! That snG.” Wes scott ain 
his car on his way to the Club. 
Yes, the PacemakessClub, «No; 
he doesn’t need a Blue Book for 
the directions. In fact, he was 


Diréctoneins 191s lol Ions, 
IOL0, ands 191 7, 

Congratulations, G. W., on 
your continued success, 
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Get One 
Every Day 


ISSUED BY THE _- 


_ UNITED STATES 
GOVERNMENT 


It's a Fine Habit 


E lM 
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W. N. I-hroop 


Member Pacemaker Club, 
Dallas District, 1918 


Mr. Throop is maintaining his 
record for salesmanship and con- 
sistency of effort by again join- 
ing the ‘Club’ He ‘entered “his 
membership May 27th. This is 


the third consecutive year for 
Mr. Throop. We are as proud of 
your progress, Mr. Throop, as 
you no doubt are gratified in your 
success. May you continue this 
splendid record each year. 


W. A. Armstrong 


Member Pacemaker Club 
Fort Wayne District 1918 


Mr. W. A. Armstrong, who to 
date has been a Pacemaker for 
four years, made the Club the 
18th of June. He is numbered, 
therefore, as one of the men in 
the first line to go under the 
wire. 

Mr. Armstrong’s work has al- 
ways been exceptionally clean. 
He is a consistent producer—one 
of the valuable salesmen in our 
organization. We always depend 
upon Mr. Armstrong each year, 
and he always proves to us that 
our confidence is not misplaced. 

He has the congratulations of 
all his friends in the organization. 
Wallie, we know you will make 
the Club again next year. 
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Standing of Forty High Men 
Volume of Business July 24, 1918 


PANG dle LI 


Peeples...... ...............New York 


22. H. A. Vortigern......Philadelphia 
23.) O2 Dee MicKassickee = Dallas 
24. (Cy Bennet the ses aceee Dallas 
25. F. E. Bragg................ Minneapolis 
26. W. B-Otterles ees" Pittsburgh 
PAC AD ABS GUN bnROT ee Pittsburgh 
28.-- Na BLOWN seen eee Dallas 
29), BA Be Bates rege see eee) aera: 
300 ws Browne ee Dailies 
31. W. W. Scruges.................. Memphis 
32. C0. W. Morgan... —is... Dallas 
$3.) 4.6. JSGOnaT cece Pittsburgh 
b4. G. P. Stovall... :...Washington 
3D suelo. ~ Com am meT eer ees Dallas 
362 (Ge ASS Smt haere: _.... Washington 
Bl. Le Elem MLOSel ewer eeemee St. Louis 
38. R. Ei. Matthews... Dallas 
39. OF BE, J0y Cenc oes hae SO alla 
AnH Soe Stet zel secu wee Memphis 


District Office Quota Standing 
27th Quota Week Ending July 13, 1918 


L. -W. B. Stamtordes:. = =-5bamny, 
De Re Cod dine tone Denver 
So Joule) Gibbons Washington 
4. OW. ©. Halseyeret cease Albany 
5. W. A. Armstrong... It. Wayne 
6. (Gs) Be Bremner see eee Toronto 
1. BOs Re ylOP eases ... Albany 
S. de J. Connellyeeeseeeee Chicago 
Oy Je) Ga Phipps eb cshi ct 
LO. RW.) welzenre eee Denver 
1] RS Wee Maxey. cs lem p his 
12. Carver Wood) 2a. =-- Ft. Wayne 
135) Gee We SCObtimecenn ears New York 
lt Gy Hee brideyes St. Louis 
De BAse Vet flera=easaree Chicago 
Mo AG Wal Abie nami NM ee Atlanta 
L7 ALaG ee Dlareo ener es Pittsburgh 
18. CU. L. Speight............. Washington 
19. W. V. Crandall Denver 
205 CoS MES Eun tere ae ee GLa bet 
DIVISION “A” 

1 DALLAS - - - B.L. Prince, Mgr. 
2. MEMPHIS - - H.W. Brown, Mer. 
3. ATLANTA - H.C. Carpenter, Mgr. 
4. ST. LOUIS - - L.E. Porter, Mgr. 
5. SAN FRANCISCO p-s. Johnson, Mgr 
6. TORONTO - Harry Christie, Mgr. 
7. FT. WAYNE A. W. Dorsch, Mgr. 
8. ALBANY - - - W.M. Mann, Mgr. 
9. PITTSBURG - - H.C. Storr, Mgr. 


Cy) Ov TAD Got Noi 


DIVISION “B” 


. WASHINGTON E. B. French, Mgr. 
. DENVER - 
. MINNEAPOLIS R.R. Safford, Mgr. 
. CHICAGO - 
. NEW YORK - 
. PHILADELPHIA J. P. O’Neil, Mgr. 


- C.C. Barnet, Mgr. 


T. D. Kingsley, Mgr. 
E. J. Little, Mgr. 


District Office Standing in Lubricating Contest 
July 13, 1918 


1. PHILADELPHIA 6. MEMPHIS 11. SAN FRANCISCO 

2. MINNEAPOLIS 7. PITTSBURG 12. ALBANY 

3. WASHINGTON 8. ATLANTA 13. NEW YORK 

4. DALLAS 9. ST. LOUIS 14. TORONTO 

5. DENVER 10. CHICAGO 15. FORT WAYNE 
District Office Standing in Kerosene Contest 

July 13, 1918 

1. Memphis 5. Denver 9. Fort Wayne 13. Albany 

2. Dallas 6. Minneapolis 10. Pittsburg 14. Toronto 

3. Washington 7. Chicago 11. San Francisco 15. New York 

4. Atlanta 8. St. Louis 12. Philadelphia 
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The Peerless Pitts- 
burghers 


Week Ending July 12th 


1. R. D. LEONARD 

2. W. 8S. CAMDEN 

3. J. J. MACK 

4. E. STEINHAUSER 

5. A. G. HARTGEN 

6. K. F. HESSENMUELLER 
7. I. K. JACOBS 

5 


8. M. B. PEIFFER 
9. W. F. EICHELBERGER 
EK. L. MILLIRON 


An Old Acquaintance 


Yes, look again. You are 
right. This is a picture of Geary 
Lewis, who, four years ago, was 
mighty well known about the 
home plant. Geary has been on 
the road as some of you ‘know, 
selling Bowser equipment. He 
has also been out of our employ 
but is now returned and has a 
position with the Company in 
the Washington office. 

Welcome home, Mr. Lewis. 
We are glad to have you with 
us once more. 


Natural Mistake 

Customer: ‘‘By mistake I left 
my Chinese laundry check in here 
this morning.’ 

Prescription Clerk in Drug Store: 
‘*That explains it.’’ 

Customer: ‘‘ Explains what?’’ 

Clerk: ‘‘I’ve been trying to fill 
that confounded thing all morn- 
ing.’ ’—Judge. 


ANMMNILOUUNAATUUUUL 


186 


- % 


1. 


‘J 
J. J. CONNELLY, A SURE-NUP~BAD-HAN 
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&. Jd. J. CONNELLY, GHUPLY ENDEAVORING TO PERSUADE 


Se 


Geo. W. Allen, of the Minne- 
apolis District, recently took a 
vacation and very kindly invited 
Mr. Savercool and Mr. Murray 
a2 ewellvas some ot the other 
gentlemen in the organization 
to come up to northern Wiscon- 
sin and help him fish trout that 
are in the Peshtigo River in 
Northern Wisconsin. It so hap- 
pened that neither Mr. Saver- 
cool nor Mr. Murray could at- 
tend, but a report of the affair 
indicates it was a lucky miss for 
them. 

The overland trip necessary 
in Allen’s Ford went to Kings- 
ley’s stomach and head and he 
became very dizzy and was laid 
out the second day. 

When they became thirsty 


TEE TROUT IN THE RAPIDS OF THE PESHTICO RIVER 
G. W. ALLEN'S SONS, THE I 


Ate E 


LIPTLs 


LEFT 10 RIGHT: 
SAPFORD 

D, ELNGSLEY 

W. ALTAW 

J, CONNELLY 


Re 


Ge 


Je 


6, PROM LEP? TO RIGHT: 
R. R. SAPFORD 
("RHE cow PUNCHE R") 

Je J. CORNBLLY 
THE LANDLORD 
t. De KINGSLEY 

® HE GUIDE 

4 ven PIsH 


Some Fishermen 


Safford volunteered to milk a 
cow to which he had not been 
previously introduced. After 
beginning the operations Mrs. 
Cow objected to Safford’s paper 
collar and kicked him over and 
spilled the milk all over him. He 
was so mussed up that the boys 
decided to throw him in the 
creek in order to clean off the 
first layers of dirt. 

This crowd went 
out bush fishing for the next ex- 
citement occurred when Saf- 
ford’s hook caught in a bush 
and in endeavoring to loosen it 
he lost his balance and fell over 
a log, breaking his pole, sprain- 
ing his ankle, fracturing his tem- 
per as well as other damages. 

What makes Connelly look so 


evidently 


tough are the humps he has all 
over him, giving him the ap- 
pearance of a horned toad, which 
appearance he secured after the 
second day’s fight with the mos- 
quitoes. 


We understand that Connelly 
invested close unto a thousand 
dollars for fishing parapherna- 
lia. We believe the equipment 
was all right and we are sure 
there were fish in the stream, as 
Allen’s little three-year-old son 
is holding a line of them he and 
his two brothers caught before 
breakfast one day. 

This crowd of would-be fish- 
ermen never secured enough 
fish to permit the very finest 
kind of a camera to show any 
evidence. Some fishermen, we 
say. They would have had bet- 
ter luck if they had gone deer 
catching with Allen’s Ford. 
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J. J. Connelley 


Member Pacemaker Club 
Chicago District, 1918 


On June 15th the Pacemaker 
Club announced the election of 
Mr. J. J. Connelley to its exclu- 
sive membership, this being his 
fourth annual entry to this hon- 
or.© J", has beensar closest 
dent of our line and has worked 
from time to time on some of 
our biggest Bowser installations 
and secured some of our most 
prominent jobs. 

We are glad you are in the 
Club again, J. J., and we all con- 
gratulate you. 


Office Changes 


It will no doubt interest a 
great many of you to learn that 
Mr. E. D. Eggiman who has 
been assisting Mr. Zahrt, has be- 
come our Home Office Manag- 
er. R. L. Heaton relinquishes 
the position of office manager to 
devote his time as assistant to 
Mr7o. becker: 

Mr. J. R. Matlack, whom you 
all knew when he was formerly 
connected with this company, 


has returned and is again at 
work with us. The securing, 
handling and disposition of pri- 


been conducting our employ- 
ment department for the past 
year or more, has been advanced 
to a responsible position in the 
Sales Department. 


Minneapolis “High 
Five” 
Week Ending July 13 


1, M. L. NOLAN ( 5) 
2, H. A. STETZEL (5) 
3. 8.8. HAW ( 7) 
4, J. R. O'MALLEY — (14) 
5. R. L. DUNCAN (G2) 
Here they are again, repre- 


senting some good business and 
hard work. 

Nolan leads! North Dakota 
is getting a crop, and Nolan is 
getting the business. 

Minnesota is especially well 
represented, and Mr. Duncan is 
getting used to Wisconsin again. 

South Dakota was “snowed 
under” last week, but don’t wor- 
ry, they are accustomed to ex- 
tremes, and buck the weather 
continuously. 


W. B. Offerle 


Member Pacemaker Club, 
Pittsburgh District, 1918 


On June 17th the election of 
Mr. Offerle in the Pacemaker 
Club was reported. Mr. Offerle 
is one of the old timers in the 
Pittsburgh organization, having 
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Walter Snapp 


Member Pacemaker Club, 
St. Louis District, 1918 


Mr. Snapp joined the St. 
Louis district in the spring of 
1917. When he heard about the 
Club he decided to join. He was 


so pleased with the experience 
that he duplicated the action 
again this year and was elected 
June 25th. 


We are very glad, indeed, to 
record your success, Mr. Snapp, 
and hope you will continue this 
splendid record. 


Dallas 100% Quota 
Men 


27th Week Ending July 13, 
1918 
SARGEANT 
JOYCE 
MORGAN 
BOW DON 
MATHEWS 
GOOLSBY 
BENNETT 
CHATHAM 
BROWN, NOD 
BATES 
LAGRANGE 


Se ke een SBS oe 


= 


Broader Business Builders 


KEROSENE 
BOW DON 22ers tee i eer 
GREER ........ 


wets = eee in that idrick, CRN 
orities ; increased demands upon COvered territory in that district ORGAN 
the Pricing Division and many ‘S!mce June Ist, 1912. SARGENT 2.20... =e 
other executive matters are de- He has always been one of TUNSTALL 5323 eee 
manding much time and these Our dependable stand-bys and it LUBRICATING 
responsibilities have been hand- 18 indeed a pleasure to again AM- BATHS oi ccceeeseneinnnnnnnsnnmennsnann 
ed over to Mr. Matlack. In ad- mounce his Pacemaker member- CHATHAM 
dition to this he will handle all ship, which is another evidence LAGRANGE .. 

ions f his splendid work OR ae 

recommendations for the Me- 9° I : MATHEWS 
chanical Committee and handle SMITH »:255. beater 
special work assigned to him by Mary had a fountain pen, TANNER 2 
Mr. Zal 1 M Beenie From which the ink did flow, 

r. Zahrt anc r. Bechtel. And everywhere her Sammy went, PAINT OIL 

Mr. R. R. Dooley; who has A note was sure to go.’’ CLEMENT 2 eee 
SOUT 
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aG@ banner 
Member Pacemaker Club, 
Dallas District, 1918 


Mr. Tanner joined the organ- 
ization in the fall of 1915 and 
has joined the Club each suc- 
ceeding year. He was elected 
this year June 26th, beating pre- 
vious records. 

This is good work, Mr. Tan- 
ner, and you are to be congrat- 
ulated on your fine record. This 
is the kind of work that makes 
you a “Bowser Business Build- 
ern 


Atlanta’s High Five 


Week Ending July 13th 
EK. W. MOORE 
H. W. OATTIS 
L. W. CROW 


Cc. M. HUNTER 
Brea SLO) 


LaVergne Blue and E. W. 
Moore both state that securing 
business on a Saturday has be- 
come a fixed habit with them. 

Atlanta’s genial stenographer, 
Mrss |. A. Brinson; spent her 
vacation in the hospital where 
she was compelled to undergo 
an operation. The Boomer read- 
ers all join in wishing you a 
speedy recovery, Mrs. Brinson, 
and trust that your next year’s 
vacation may prove a more 
pleasant one for you. 

M. A. ~Ashley is busily en- 
gaged in fishing—for Pacemak- 
er points, and suffice to say that 
he is using the right kind of 
my baits 

Griggs Walker recently spent 
a few days tarpon fishing, and 
advises that the aggressiveness 
of these fish compelled him to 
hide behind a stump while bait- 
ing his hook. 


Now Is the Time to 
Dig In 

Make every hour of the day 
count. Thirty minutes lost each 
day means two weeks a year. 
Hardly seems possible, does it? 
But it is so and no one can af- 
ford to take such a vacation. 
The only way to avoid loss of 
time is to plan your work and 
route for each day. Such a sys- 
tem will enable you to be on 
your territory bright and early 
—PREPARED. 


PD KINGSLEY, 
Chicago District Manager. 


H. E. Dobson 


Permit us to introduce you to 
Mr. H. E. Dobson, our govern- 
ment representative. 

Mr. Dobson is as genial as his 
picture leads you to believe. He 
does not smile only when the 
photographer tells him to “look 
at the birdie.” Smiling is an 
every-day habit with Harry. 


Cud-’e-do-more? 
Our representative, Mr. J. W. 
Freeman, who works under the 
jurisdiction of Mr. Cuddie, in 
Saskatchewan, has been success- 
(ulin, eselline “agsPremier™ Dry 
Cleaning System, the total 
amount of the order being $1,055. 
Very good for a new salesman’s 
maiden effort. 
Are there still any of our 
salesmen afraid to tackle a D. C. 
job? 


ee 


W. P. Shepherd 


Member Pacemaker Club, 
Tri-State District, 1918 


Every year that Mr. Shep- 
herd has been with us, since the 
Club was organized, he has nev- 
er failed to register and this 
year is no exception. Mr. Shep- 
herd claimed the honors this 
year, June 14th. 


Mr. Shepherd does very con- 
structive work and is, indeed, a 
Bowser Business Builder. 


A $1,500 Hat 


Mr. John M. Roy, of Montre- 
al Office, has just received $1,500 
as a recompense for personal 
injuries, including an old straw 
hat which he had broken in a rail- 
way accident some time ago. He 
also complained that his hearing 
had been affected by the shock. 


Mr. Roy’s injuries evidently 
touched a sympathetic strain in 
most of his prospects, as during 
his convalescence he closed an 
order tor over’ $5,000, Fy) Ca Ww: 
O. This happened about 250 
miles away from the scene of 
the accident. Sympathy is far- 
reaching in Quebec. 


Mr. Roy is not of military age 
or it would be a terrible strain 
on the Government coffers, were 
he to be wounded in action very 
often. 


Mr. O. M. Poland, formerly 
of the Chicago Board of Trade, 
is a new Denver Daring Doer. 
He is lining up the kerosene 
business in his territory in excel- 
lent shape and promises to be- 
come one of Barnet’s best pro- 
ducers. 
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Pa@akice 


Member Pacemaker Club, 
Tri-State District, 1918 


Mr. Rice has been with us two 
years and has been in the Club 
ach year. He entered his mem- 
bership this year, July 8th. We 
believe Mr. Rice will prove him- 
self a Pacemaker plus before 
the close of the season and we 


wish him every success in his 
splendid efforts. 
Congratulations, Mr. Rice. 


We like your style. 


Are. You Looking for 
Sales or Alibis? 


The world is full of “Alibis.” 
Any way you turn you may find 
an alibi full grown — ready to 
hand—waiting to be pulled for 
any fall-down, or to bolster up 
an excuse for poor results. 

Earthquakes, floods, __ fires, 
famines, disasters, wars, adver- 
sities and calamities seem always 
hanging about waiting to be 
conjured up by the “alibi art- 
ist.” But such things do not 
bother real red-blooded men— 
rather they develop them. 

Elbert Hubbard said, “Blessed 
is the man who has found his 
work.” If aman has found his 
work it is not work any longer— 
it is life itself. 

To this man the hours put in 
are as nothing at all. He only 
regrets that there are but twen- 
ty-four hours to a day. And he 
begrudges the few that must be 
spent in eating and sleeping. 

If you are that man you are 
happy, successful, and your 
name is always in the produc- 
er’s column. You wouldn’t 


know an alibi if you met one 
face to face. 

As a salesman in the field you 
go out and at it each morning— 
joy and enthusiasm in your 


heart—on your toes from dawn 
till dark. 


You would rather sell than 
eat—rather make a customer 
than sleep. For truly the great- 
est thing on earth to you is a 
new name on a permanent con- 


tract. 

Alibis are not hard to find, but 
there's no money in em. 
—G. E. Dewey, in Nelsonews. 


E. F. Klotz 


Mr.o BS Bo Klotz. happened 
into Fort Wayne a little while 
ago. He found a cozy spot in 
the sun and was photographed 
there by our staff camera man. 


E. F. really deserved to have 
his picture taken as he came all 
the way from San -Francisco to 
see us. Mr. Klotz has been a 
Pacemaker for the past six 
years. 


““My mind is made up.’’ 
‘“Heavens! Is that 
too!’ 


artificial, 
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GigAaS mith 


Member Pacemaker Club, 
Washington District, 1918 


We are pleased, indeed, to 
announce the election of Mr. 
Smith to the Pacemaker Club, 
which honor he secured June 
2tst. Mr. Smith was a member 
of the Club last year also, and 
consequently knows the rules. 
He has been repeating on this 
proposition and we hope that 
Mr. Smith maintains his record 
until he secures the $250.00 
prize. Here’s more power to 
you, Smith. 


U.S. Could Fight Eight 
Years 


When Germany’s new war 
loan is floated the empire’s total 
indebtedness will be $31,009,- 
000,000, which means that each 
one of her 68,009,000 inhabi- 
tants, men, women, and _ chil- 
dren, will be in debt $456. Here 
in America, with a population of 
110,000,000, our total indebted- 
ness is only about $6,009,090,- 
000, or a per capita indebted- 
ness of only one-eighth that of 
the German citizen a matter of 
$57 each. We can run our Lib- 
erty Bond flotations up to $50,- 
000,000,000 before each one of 
us owes as much as each Ger- 
man across the Rhine. 


In other words, we can run 
this war at our present rate of 
expenditure for eight years be- 
fore we are as bad off as the 
Germans are today. Don’t be 
frightened at the money we are 
spending. We are not “break- 
ing” ourselves. We are spend- 
ing very little of our national 
wealth. . 
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Long before Uncle Sam was 
in the war we realized that Bow- 
ser Systems were among the es- 
sentials. 


Among the early requirements 
of the allies were safe gasoline 
storage depots and filling sta- 
tions, equipment that was fire- 
proof and bomb-proof. It is said 
that the British, through the use 
of motor trucks, turned the tide 
in the Battle of the Marne. It 
might be also said that Bowser 
Tanks played their part in sup- 
plying the fuel which, if lacking, 
would have made the truck use- 
less. Add. to this service the 
emergency needs of gasoline for 
Red Cross ambulances, aviation 
camps, cantonments and navy 
requirements with their gasoline 
submarine chasers and you will 
understand Bowser Service in 
the war. 

It may be added that Bowser 
Systems in war industries are a 
very important service in in- 
creasing efficiency and_ protec- 


tion of life and property from 
fire and explosion. 

Underlying these war activi- 
ties is the Service of Bowser in 
world conservation of gasoline 
and oils, so important and nec- 
essary in the prosecution of the 
war. 

Bowser Service is surely in 
the front line on War Service. 


Will to Win!! 


The fundamental factor in 
winning any war is will-power. 
The spirit and will-power of a 
nation is as valuable as its arma- 
ment. The spirit of a nation is 
its armament. Once the spirit 


of a nation is undermined the 
nation is done. 


Let us consecrate ourselves to 
the task of making the will of 
America, supreme. Ii we set 
ourselves to this task we can 
now do two necessary things at 
once—we can have the will to 
win and the will to work. We 
can put every ounce of effort to 
work to win the war. 


The government wants thrift, 
and thrift it must have. Thrift 
means being busy, and keeping 
busy, making every effort count 
double in our preparation and 
every ounce of material counts 
in our resources. 


Will to effect Oil Economy by 
the Sale of Bowser Systems. 


Without oil there could be no 
guns, no battleships, no troop- 
ships, no railways, no uniforms 
—no barb wire, no aeroplanes, 
no war’s essentials. 


The demands have been urg- 
ent—unparalleled—but the in- 
dustry has responded nobly. Not 
content with working with pres- 
ent facilities day and night, the 
industry has built additions, 
branch plants, developed new 
organizations, and in short has 
expanded to an unprecedented 
degree. 


Oil Economy is essential to 


make increased production effec- 
tive. 

DO YOURLCEL?! 

It is up ‘to every red-blooded 
American business man to Save 
in Time, Labor and Materials 
and conserve and build up the 
productive strength of the Na- 
tion. The true patriotism of pro- 
ducers can be measured by self- 
denial—but one great essential 
is to keep business better than 
just good. 

The incomparable service ren- 
dered by Bowser Systems to the 
commercial life of the nation 
during these times is an absolute- 
ly essential service. Transporta- 
tion by rail in America is over- 
taxed and motor vehicles must 
be utilized to relieve the rail- 
roads. It is imperative and es- 
sential to maintain, as efficiently 
as possible, all motor vehicles— 
keep them running and keep 
them working. 


Every Bowser employee who 
does his level best to keep the 
wheels of progress moving and 
to supply Bowser Systems essen- 
tial and necessary to maintain in- 
dustries in good working order, 
with less fire hazard, and to the 
point of high efficiency in saving 
oil, time and labor, is serving the 
community and his country. - 

Tell your Bowser-Oil,-Time- 
and-Labor-Saving story  effec- 
tively. 


H. E. Newell, of the Engi- 
neering Department, has been 
in New York City in the past 
week on company business. Mr. 
Newell formerly operated under 
the New York office and no 
doubt his trip there was a pleas- 
ure to himself as well as a profit 
to the Company. 


Ni Creve 


In western Georgia a jury recent- 
ly met to inquire into a case of sui- 
cide. After sitting through the evi- 
dence, the twelve men retired, and 
after deliberating returned with 
the following verdict: 

‘“‘The jury are all of one mind— 
temporarily insane!’’?— Case and 
Comment. 
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C. I. Benford 


Member Pacemaker Club, 
Denver District, 1918 


These Denver boys seem to 
want things in keeping with the 
Denver altitude and nothing 
less than ‘“‘mile-high-sales” rec- 
ords are satisfactory. Mr. Ben- 
ford is another proof of this in 
his insisting on Pacemaker mem- 
bership, which he secured June 
26th. Mr. Benford was a Pace- 
maker in 1916 and 1917 also. 
We trust that each year sees him 
again enlisted in this success 
Club. 


Congratulations, sir. 


Deaths 


J. Luther Myers, who has 
been traveling under the Pitts- 
burgh office, with territory in 
Harrisburg, died at his home at 
York, Pa., June 2nd. Mr. My- 
ers had been indisposed for some 
time and has been confined to 
his home for the past ninety 
days. 

We greatly feel his loss and 
our sincere sympathy is with his 
family in their bereavement. 


The organization will regret 
to learn that sorrow has fallen 
on the home of Mr. M. H. Clark, 
of San Antonio, Texas. His 
son, Fred, fifteen years of age, 
passed away after a severe ill- 
ness. 

The sincere sympathy of the 
entire organization is with Mr. 
Clark and his family in his sad 
bereavement. 


We learned with sorrow, July 
5th, of the death of Mr. B. A. 


Deffler’s father. Mr. Deffler 
has been in our employ for many 
years and our sincere sympathy 
goes out to him in his bereave- 
ment. 


To the Pacemaker Club, 

Fort Wayne, Ind. 
My Dear Friends: 

Permit me for myself and my 
family to express our grateful 
appreciation for the flowers sent 
at the burial of my father. 

When the shadows fall on 
your own heart, may the conso- 
lation that you have given to 
others be fully recompensed to 
you. 

Respectfully 
yours, 

BENJAMIN: A. DEFFLER. 


and sincerely 


We regret to report the death 
of Mrs. N. B. Steele, who died 
Sunday, July 21st, at Judsonia, 
Kansas. Mrs. Steele had been 
ill for some time and was in the 
west endeavoring to recuperate 
when the sad news was wired to 
Mr. Steele at his home in Rich- 
mond, Virginia. The many 
friends of Mr. Steele in the 
Washington District where he 
worked, as well as the entire or- 
ganization, sympathize with him 
in his sad bereavement. 
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Jd Mack 
Member Pacemaker Club, 
Pittsburgh District, 1918 


Mr. Mack joined our organ- 
ization in March last year and 
has proved his worth by regis- 
tering in the Pacemaker Club 
this year. It is, indeed, a pleas- 
ure to welcome you, Mr. Mack, 
to the privileges of the Pace- 
maker Club. You are now count- 
ed among the “live ones.” 

We congratulate you and 
hope your success ever contin- 
ues. 


J. F. Jeffreys 


Member Pacemaker Club, 
Washington District, 1918 


It was on Sept. 28th that Mr. 


Jeffreys decided to join the 
Bowser organization. It was on 


June 29th that Mr. Jeffreys de- 
cided to register in the Club this 
year. He joined the Washing- 
ton sales force in 1916 and has 
been prominent in their sales 
records ever since. He was in 
the Club last year also and we 
hope he will be with us again 


next year. We welcome you, 
Sine. 
His Idea 
By E. 8. Stetzel of Memphis. 


He either fears his fate too 
much, 
Or his deserts are small, 
Who fails to take the chance, 


To gain or lose it all. 


Conditions confronting sales- 
men were never, never, more 
puzzling and changeable. Suc- 
cess can come only by increased 
steam, and adapting ourselves 
to all the varied conditions aris- 
ing. 


Otherwise Affllicted 


When soldiers are sent to the base 
hospital for treatment, they are 
taken first to the receiving ward, 
where they turn in their clothing 
and valuables and receive pajamas 
and a bathrobe for hospital wear. 


A negro soldier was brought in, 
and while a record was being made 
of his clothing and personal ef- 
fects, an orderly asked him if he 
had pajamas. The darky grinned 
painfully and said: 


““No, sah, it’s mumps! ’’—Judge. 
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C. J. Rogers 


Member Pacemaker Club, 
Tri-State District, 1918 


At the close of 1914 Mr. Rog- 
ers decided that he would come 
with a first-class company, so he 
entered the Bowser Sales Force. 
He was extended a membership 
in the Pacemakers’ Club and has 
responded every year since, en- 
tering this year on July Ist. 

It is this sort of constant sales 
work that we admire and we 
hope that C. J. lands the $250.00 
prize next year. 


10 High Men in Lub 


and Kero Sales Record 


Chicago Salesmen, Week Ending 
July 5, 1918 


LUBRICATING OUTFITS 
B. A. DEFFLER (Tie) 
J. P. SHANNON (Tie) 
J. J. CONNELLY 
MAX HEINTZE 

C. J. ROGERS 

mC. RICH 

B. F. MARTIN 

W. P. SHEPHERD 
M. F. GRIGG (Tie) 

C. L. HUFFMAN (Tie) 
R. H. 
E. 


Rae SAI SBE OM ro ee Re 


SHERLOCK 
W. MILES (Tie) 
10. N. WETZEL (Tie) 


KEROSENE OUTFITS 


1. J. J. CONNELLY 

2, F, C. RICE (Tie) 

2. M. F. GRIGG (Tie) 

3. C. J. ROGERS 

4, H. J. BOUNY 

5. B. A. DEFFLER (Tie) 
5. C. L. HUFFMAN (Tie) 
6 P. SHEPHERD (Tie) 
6 A. GREENE (Tie) 

7 C. VANAUKER 

8 J. BEVERLIN 

9. J. P. SHANNON 

0 H 


10. _ SHERLOCK 
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Get Acquainted 


Your success in the territory 
depends largely on your ability 
to know where to go to get new 
prospects for Bowser . goods. 
Has it ever occurred to you that 
possibly the fire chief in each 
city could be a mighty big help 
to you in your work? 

These men are in very close 
touch with city conditions and 
know better than any one else, 
perhaps, where oil storage out- 
fits are needed. Make it a point 
to talk to the fire chief in every 
town in your territory—get ac- 
quainted with 
will be apparent. 

A. W. DorscH, 

Manager Fort Wayne Dist. 


R. L. Matthews 


Member Pacemaker Club, 
Dallas District, 1918 


Helio, | Uncle, Bobs. We are 
NOt COIs wMOmrciveNeyOu any 
“preachment” because every- 


body knows you. The organiz- 
ation remembers you as Presi- 
dent in 1915, Director in I917 
and in the Club the other years. 
We will make mention of the 
fact, however, that you were 
elected this year June 28th. 
Gome <rightiinsmoldgitimer,” 
and shake hands with the rest 


of the boys. We are all glad 
you are with us again. Wel- 
come home! That’s what the 
Club is to you. 


The world gives its admiration 
not to the man who does what no- 
body else attempts, but to those 
who do best what multitudes do 
well.—Maceauley. 
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R. D. Leonard 


Member Pacemaker Club, 
Pittsburgh District, 1918 


If you will take up the history 
of the Pacemakers’ Club you 
will find on every page of it 
some record or interesting facts 
on R. D. Leonard and his work. 
He has been identified with the 
Club every year since it has been 
organized. Mr. Leonard has 
some sales curves that have al- 
ways puzzled his many friends, 
but these tactics never fail to 
lanidehing inethe, Clubs. We are 
indeed delighted to have him in 
the Club again this year. 


Congratulations, R. D. 
your success ever continue. 


May 


Arthur G. Locke 


Mr. Locke’s many friends will 
be interested in learning that he 
is now in France as a Y. M. C. 
A. Secretary.’ Mrs. Locke and 
three little daughters are natur- 
ally sorry to have Daddy away 
but Mrs. Locke is a true Daugh- 
ter of the Revolution and is giv- 
ing inspiration to her husband in 
his present work, as she did in 
his Pacemaker’s Record. 

We hope his connection with 
the Bowser Sales Force has not 
been severed permanently and 
that the events in Europe will 
soon enable him to be back with 
us again. 
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HELP WIN 


Nattonal Conservation of 


Petroleum is one of the most important factors in winning | 
the war. The most indispensable products of petroleum are : 


KEROSENE and LUBRICATING OIL and GASOLINE. 


Government Director Requa says supply for general pur-— 
poses depends on public economy. 


Are you doing your share toward conserving the national 
resources of oil and gasoline? 


Every drop wasted adds burden to the nation. Besides the 
economic loss it increases traffic troubles. Every drop saved 
helps Uncle Sam. 


S. F. Bowser % Company’s Equipment is particularly de-- 
signed to conserve the supply of Gasoline and Oil to the ut- 
most by 

(1) Preventing waste from evaporation, leaking and spilling; 

(2) Eliminating the hazard from Fire and Explosion, thus 

conserving property and life. 

(3) Preventing contamination—maintaining Gasoline and Oil 

Supply in original condition. 


The promotion of Thrift, Cleanliness and Efficiency and 
the Conservation of time and labor are accomplished by the 
use of this Equipment. 


The Products of this Company are: 


Oil Storing and Distributing Systems; 

Self Measuring Pumps—Hand and Power; 

Iron and Steel Tanks; 

Oil Filtering and Circulating Systems for Steam Engines, 
Turbines and other machinery; 

Oil Reclaiming Systems for Cutting Oil; 

Oil Meters; 

Dry Cleaners’ Naphtha Storing and Distributing Systems. 


This Equipment is used by: 
The Government and its Allies, Factories and Mills, Power 
Plants, Railroads, Mines, States, Cities and Towns, Fire Depart- 


ments, Dry Cleaners, Stores, Garages, Individuals. 
The Government is a large user of Bowser Equipment of all Types 


ap 


din many Departments, viz., Army and Navy, Cantonments, Forts, 
senals, etc. Bowser Oil Meters are installed in the fuel oil lines of 
| Torpedo Boat Destroyers and on some other U. S. Vessels. Our 
mdon and Paris Offices have sold large numbers of outfits to our 
jes for use at the Front. 


|The Company‘s Engineering Department are trained engineers in 
design, construction and installation of Oil Storing and Distributing 
stems and are constantly engaged in the solution and a 

iv methods and the de 


S. F. Bowser & Company, Inc., has during a period of 33 years 
It up an extensive organization representing a large investment, not 
y in real estate, buildings and equipment, but in its human organ- 
sion the dispersion of which would constitute a serious economic loss. 
e Company employs at this time from 2,300 to 2,400 people. Con- 
ratively from 8,000 to 10,000 people are directly dependent upon 
; Company for their living. 

_The Company’s product is useful and necessary in the Conservation 
Dil and Gasoline and for safety to life and property through removal 
hazard from fire and explosion in handling these and similar dan- 
pus liquids. 

It is the earnest desire of this Company, its officers, executives and 
sloyees to co-operate with the Government in every way. 

‘Help your country, your company and yourself by giving your 


Oil lights the world, heats the world, lets the ships run, makes our 
hing. In every influence of destiny oil is a factor. Without oil 
hinery could not turn the great guns of modern warfare, nor could 
little rapid-fire weapons pour their deadly streams of lead. 

INo oil but petroleum oil can make possible the great speed or carry 
weight of modern mogul engines. 

Without oil all our forces would stand still and dead. Without oil 
im and electricity die. Oil is used in ten thousand ways. 
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A Suggestion from 
Denver 


Sometimes you will receive a 
suggestion of delay from some 
man who wants to talk the mat- 
ter over with his wife. That is 
your opportunity to invite your- 
self to give the same demonstra- 
tion to her that you gave to the 
husband, in justice to him and to 
your proposition, as he cannot 
possibly represent the matter to 
her as well as you can; and, fur- 
thermore, there are some thing's 
that you can say on the subject 
to which she would listen on a 
business investment basis from 


an investment emissary, carry- 


ing weight back of him of a 
well-known House, but would 
not listen to the same proposi- 
tion laid before her by friend 
possibly because of 
past experience, or otherwise. 

Occasionally, you will find the 
wife just as strong for invest- 
ment as the husband, and some- 
times more so, but generally it is 
the other way round, largely due 
to the lack of knowledge, and it 
is up to our men in the field that 
friend husband and friend wife 
get a proper understanding of 
our proposition jointly, just as it 
is imperative that both partners 
have equal opportunity to get a 
proper understanding, for where 
the proposition is put up to all 
concerned in the same uniform 
manner it is the greatest oppor- 
tunity for proper understanding 
all around. I will venture the 
assertion that without your re- 
vealing what you want to know, 
it will not take you long to 
learn what is holding a man 
back when he pleads for delay, 
and when you know the cause, 
you can concentrate your efforts 
accordingly. 

I remember one case where 
friend husband stated that while 
he might like to make the invest- 


husband, 


ment, he knew his wife would 
object. I ventured the statement 
that I did not see how she could, 
if she understood what it meant 
to him in his business, and asked 
permission to see friend wife. 
He still objected. Huis voice was 
on the soft pedal, mine was pur- 
posely not. Just about that time 
Mrs. Storekeeper stuck her head 
through the back room door, and 
asked why she was under discus- 
sion. Friend husband wilted. I 
explained to her that we needed 
her help in settling a proposition 
and we hoped (mark the “wwe’’) 
she would solve the problem. I 
then gave her a short, quick out- 
line of the deplorable condition 
of friend husband’s oil room, 
pointing out what a threat it was 
to his entire store investment, 
etc., etc., to say nothing of his oil 
department. 

When I finished she turned to 
Hubby and said: “If you don’t 
get that tank system, as this man 
calls it, in here, I will leave you. 
Remember we live under the 
same roof, back of the store.” 

Needless to tell you what 
friend husband did before she 
had time to go back to her house- 
work, and the biggest point of 
this whole case that I have just 
cited you, is that Mr. Storekeep- 
er had been feeding himself false 
fears as to what his wife might 
or might not think of doing, 
probably due to a shaky, lop- 
sided, fearsome method he had 
adopted in explaining to her the 
business propositions that had 
been put up to him in the past; 
just so possibly sometimes one 
partner to another. “Nuf sed.” 

Cy G.ABARNET,; 


District Manager. 


Mr. Bernard Pratte, a new 
Denver Daring Doer, supplied 
himself with a “tin Lizzie” and 
he has had the pleasure of work- 
ing a sandy section of Nebraska 
for a starter. 
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ADAM S- DIRE 
Tore 


Director S. G. Adams 
Pacemaker Club, 
Toronto, 1918 


On Oct. Ist, 1917, Mr. Chris- 
tie enrolled in his sales force 
one whom he presumed was a 
prize winner. The man was S. 
G. Adams. The evidence of this 
fact is that Mr. Adams has been 
elected Director of the Toronto 
District, which honor he secured 
June 6th. The Toronto sales 
force has a fine representation 
of aggressive, progressive sales- 
men and Mr. Adams may well 
consider himself honored in se- 
curing this office in competition 
with the keen bunch of old tim- 
ers. 

We congratulate you, Mr. 
Adams, and we hope you are 
with us many years and occupy 
similar positions of honor in 
sales contests from time to time. 


Knock-kneed 


Passing a hand over his forehead, 
the worried drill-sergeant paused 
for breath as he surveyed the 
knock-kneed recruit. Then he point- 
ed a scornful finger. 


““No,’’? he declared, ‘‘you’re 
hopeless. You’ll never make a sol- 
dier. Look at you now. The top 


’alf of your legs is standing at at- 
tention, an’ the bottom ’alf is 
standin’ at ease!’’—Exchange. 
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Denver District High 
Men 


The following is the standing 
of Denver District salesmen in 
VOLUME OF BUSINESS for 
the year and for the MONTHLY 
DUBRICGATING UNIT CON- 
TEST up to and including July 
13th: 

YEARLY VOLUME 


R. CODDINGTON 
R. W. JEWEL 

W. V. CRANDALL 
J. H. WILSON 

Cc. I. BENFORD 

F. H. KILVER 

H. U. EARLE 

Rk. J. CODDINGTON 
R. E. ERWIN 

J. L. COCHRAN 

. O. M. POLAND 

. L. L. JOHNSON 

2 By PRAT IE 


MONTHLY LUBRICATING UNITS 


O. M. POLAND 

R. CODDINGTON 
W. V. CRANDALL 
PRATTE 

L. JOHNSON 

. U. HARLE 

H. WILSON 

H. KILVER 

. W. JEWEL 

. EH. ERWIN 

I, BENFORD 
L. COCHRAN 

. J. CODDINGTON 


renews Kicumond. in the 
field in the person of Mr. O. M. 
Poland. It is not enough for 
him to take the lead on Monthly 
Percentage of Quota, but he has 
a handsome margin in number 
of Lubricating Units as well. 
Hats off to this man, boys, and 
watch his smoke, but keep busy 
in the meantime yourselves or 
you won't have a look-in. 

Another interesting exhibi- 
tion for the last several weeks 
has been the seasaw, rough and 
tumble, leap-frog fight between 
Big Ben and Jack Wilson on 
Yearly Volume. Jack has tak- 
en fourth place again and Ben 
vows vengeance. How about 
that vow, Jack? 

Yours for capturing the lead, 


Ca. GC. BARNET. 
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W. C. Halsey 


Member Pacemaker Club, 
Albany District, 1918 


There is so much to tell about 
this versatile engineer’s interest- 
ine work that we are planning a 
special edition of the Boomer for 
it. Mr. Halsey came with us 
in 1914, during which time he 
has taken many honors. He is a 
constant student of chemical as 
well as engineering problems as 
they pertain to oil storage, and 
we believe his steady application 
has much to do with his splendid 
success. 


Be Continually on the 
Job 


Salesmanship is nothing more 
or less than getting what is in 
your brain into the brain of the 
other fellow. It is like writing 
a story or painting a picture. If 
you haven’t your ideas straight 
yourself you can’t hope to make 
them clear to the purchaser. 

Don't forget the fact that 
your time is worth money—so is 
the time of the man you are 
talkines .tOen (iienitericn ty ou 
shouldn’t waste any time talk- 
ing to him). Get your facts to- 
gether, present them in sequence 
—it will save both yourself and 
your purchaser time. 

The fact that you have sold 
some people is evidence there is 
a demand for your goods. If the 


man you are trying to sell doesn’t 
want them, don’t waste any time 
on him, somebody else wants 
them—find that somebody, he’s 


BINS SG 6; ° ep Yr” ’?r® w'ow’7nn WC  — Tb” 


not coming to you; you've got to 
find him, and there’s no set rule 
for finding him. The one you 
least expect to sell often is the 
first to buy; try them all. Lots 
of salesmen run by customers 
trying to get to see people who 
are not interested. If everybody 
wanted what you are selling 
there wouldn’t be any salesmen. 
The purchaser would write a 
letter to the home office. 

You have to hunt the man 
that needs the goods and then 
Sell hin Gets statted, | Dont 
stand around waiting for pros- 
pects to turn up. You can’t ex- 
pect orders to hunt you. Keep 
digging after them. You are 
bound to get your share if you 
HUSTLE, HURRY, HUMP: 

J. W. Runyan, 
Philadelphia. 


Our Service Department. of- 
ten gets letters that are amusing 
to those of us who are Bowser- 
wise! Mr. Murry just handed 
us the following: 


5 JOH, dimme Jl, WSN 
S. F. Bowser & Co., 
Fort Wayne, Ind. 


Dear Sirs: 


Iam sending you by P. P. 
coupling for hose on gas 
pump for which please put 
on gas hose and return same 
to me by parcel post C. O. 
D. if you care to. I pre- 
sume that the hose is all 
the same length but if not 
make this one nine feet. 

Thanking you in advance 
for promptness, I remain 

Yours truly, 
(Oo 1s fe 


Somewhat like asking a tailor 
to sew a coat on a button hole. 


jie Come Libplesweom sthesnb Ort 
Wayne District, who covers ter- 
ritory in Ohio, is certainly “mak- 
ing hay while the sun shines.” 
He came into the office Saturday 
with a ninety-five point order, 
covering 102’s, IOI’s, and two 
Als. 

It is barely possible that the 
director for the district will be 
“Tibble without a quibble.” 
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Keep Your Liberty Bond 


1) 
By 
ey 


S 
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=q)HE man who subscribes for a Govern- 
ment bond, and is advertised as a patriot 
kG for doing so, is not a patriot if he imme- 


diately sells that bond on the market 


when he does not imperatively need the money. 
It is not mere subscription to a bond that helps 
the Government; it is by actually lending money 
to the Government and not merely promising it 
and shifting the load to someone else that the cit- 
izen really helps in this great time. 


Lieut. J. A.S. Meyer Writes of Experiences Abroad 


Our Lieutenant J. A. S. Meyer, recently a prize-winning sales- 
man in Memphis, now a member of Company K, 60th United States 


Infantry, writes: 


‘“‘Our voyage across the water 
was more or less uneventful; the 
sea was calm most of the way and 
not very much sickness aboard. We 
were unfortunate enough to lose 
three men overboard while playing 
with a medicine ball. Two of them 


were picked up, but the third was 
lost sight of when we turned around 
and we never saw him again, Al- 
though we were in waters more or 
less dangerous, we cruised around a 
circle several hours endeavoring to 
locate him. I’ll bet my bottom dol- 
lar it’s more than the Huns would 
do for one of their sailors. 


Rest at Port. 


‘‘We landed at a very pretty 
port and rested there for a few 
days, when we were hustled aboard 
a train and brought here. If I may 
digress for a moment, I will at- 
tempt to describe the train. At the 
head of the procession was the din- 
kiest little engine I ever saw; no 
bell and the squeakiest whistle in 
the world. Next came a few box 
ears which would just about hold 
one chief sentry. Next passenger 
coaches with five compartments 
running across from one side to the 
other, each holding eight men. 
These were locked when the train 
was in motion, and following them 


was another bunch of freight cars. 
I was surprised to note quite a few 
ears without air brakes. 


“‘This Barnum & Bailey affair 
took nearly three days to cross a 
portion of France which our trains 
would cover in eight hours. I slept 
on the floor, using a seat cushion for 
a mattress, and at that I was more 
fortunate than the men who were 
too crowded. I saw some troops 
come in on eattle cars, and the dev- 
ils joking about it, too. 

““We were dumped out one morn- 
ing and put in a field to rest. At 
10 in the morning we started for 
our billets, which were located some 
18 miles from the station. The hills 
were the longest ever created, and 
every man carried equipment weigh- 
ing 60 pounds, with the day as hot 
as blazes. Not having been able to 
take their shoes off for three days, 
the men’s feet were not in the best 
condition, so they suffered a great 
deal, but they were game to the 
core and not a single- man in my 
platoon fell out. 


Praises Soldiers. 


“‘T was earrying an extra pack 
when the march ended. I cannot 
say too much in praise of the men. 
They have the stuff which will make 
the Kaiser rue the day he forced us 
into this war. 
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“To continue, we got here about 
6 in the evening and it was about 7 


o’clock when the last man got into 
his billet. When I got to mine I 
found a fairly nice-looking place, 
with the best bed in the world. The 
French use leather beds about three 
feet thick. I turned in and my 
right leg never knew when the left 
one had gone to bed. The following 
night I did not rest well, and after 
the following one I was covered 
with red welts. I thought some- 
thing was the matter with me, but 
I was mistaken, for the fault was 
with the bed, so I swore off French 
beds and found my cot, with much 
more restful results. The men are 
billeted in unoccupied houses, hay 
lofts, barns, ete., which are not so 
bad when you think of the trenches. 


‘‘Our village lies on the side of a 
hill, the country is rolling and you 
have a view for miles around of the 
beautiful fields and vineyards all in- 
tensely cultivated. The French are 
wonderful farmers—they make ours 
look lke amateurs—but the inhab- 
itants have very poor living accom- 
modations, living in barns and oth- 
er buildings which are a combina- 
tion of chicken houses, cow sheds, 
sheep folds, rabbits’ warrens, sta- 
bles and pig pens, and the living 
quarters of all the animals are on 
terms of intimacy with the people. 


Adverse to Baths. 


““T wonder when they bathe, for 
they have no conveniences what- 
ever, and when we confiscated a 
spring house for bathing purposes 
they all thought we would catch 
our death of cold. I have a foot 
tub (which is nothing else) and 
scrub six inches at a time. 


‘“‘TMhe day after our arrival the 
heavens began to weep, and did it 
copiously for the next ten days, un- 
til we began to wonder whether the 
sun had taken a vacation. The rain, 
together with the lack of fires, 
made us very miserable so that for 
the first time in years I was home- 
sick. When the sun did start every- 
thing began to smile, so we were 
all right once more. 


‘Our drill grounds are located a 
mile from the village, on top of a 
high hill. When we first went up it 
was a day’s work in itself, but it 
gets shorter every day. We rise at 
5:15 and go to it all day long. Un- 
cle Sam started in to do a good job 
and is overlooking no bet to see 
that his soldiers are well trained 
before he puts them into the line. 
You need not worry; they will give 
a good account of themselves, if 
only because Bill is responsible for 
their being over here. 
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““We had a regimental review 
last Saturday, and I was amazed at 
the improvement of the men. One 
would never recognize them for the 
same soldiers who left Camp Green 
six weeks ago. Without doubt I 
have the best platoon in the regi- 
ment, and after they have been un- 
der fire once I will put them up 
against the best of the Huns. They 
never complain and they have lit- 
tle cause. It is almost past belief 
that our government should have 
accomplished so much over here. 
The average civilian has no con- 
ception of the vast needs of the 
army, and their complex nature. All 
we want you people at home to do 
is to give Wilson a free hand and 
tell him to go ahead. Do that and 
you need never worry about the re- 
sult of the war. 

**T am located less than 100 miles 
from Paris, yet so strict are the 
rules with reference to training that 
I have never been to see my folks 
there, and if they came to see me I 
wouldn’t find time to be with them 
a single minute except on Sunday, 
which is the only. day we have any 
leisure whatever. 

““Let me hear from you. Letters 
from home are more precious than 
anything else in the world. Money 
is no good; it is in the way, and I 
have no way of getting rid of it. 
Send me a paper now and then and 
everybody write.’’ 


Intensive Cultivation 
By H. W. Brown. 

Cultivation calls to our minds 
rmnuinewen DELS. 15° EXACI- 
eV e Wit MEAN: The 
old-fashioned farmer thought 
that the more acres he planted, 
the bigger crop he would get, 
never taking into consideration 
that the abundance of the crop 
depended more on cultivation 
than anything else. This same 
farmer also was of the opinion 
that time was wasted and that 
he would greatly damage his 
crop if he cultivated the land 
during extremely dry weather. 
Therefore, when the land be- 
Comessary, Mr. Harmer quit 
work and lay in the shade and 
grumbled because his prospect 


for a crop became poorer and 
poorer each day. 

The application of modern 
science has exploded this theory 
on the parteot- the old farmer, 
and the successful man of the 
farm now cultivates his crop ex- 
tensively and thoroughly,  re- 
gardless of the dry condition of 
the soil. 


How well and profitably this 
method of work can be adapted 
to the salesman, and particularly 
to the specialty salesman. If a 
salesman allows himself to be- 
lieve that his territory does not 
need working because he con- 
sidered it too dry, he is exercis- 
ing the same poor judgment as 
the old-fashioned farmer, and 
he is allowing his prospects to 
wither away from lack of inter- 
est. He will allow the work of 
previous months to be lost be- 
cause of lack of continuous ap- 
plication and the territory short- 
ly becomes filled with weeds of 
competition which requires an 
enormous amount of labor and 
time to eliminate. 


There is no letting up season 
for a specialty salesman. The 
more unfavorable the conditions 
may appear, the greater the ne- 
cessity for intensive cultivation. 
The harder the task appears, 
the greater the need for optim- 
ism. The man who loses hope 
loses. “all, and HOW ‘can. we 
HOPE for success, if we don’t 
constantly work for it? We ex- 
pect each man to cultivate his 
territory extensively and thor- 
oughly. We expect to make our 
quota every month and we ex- 
pect each man to make his. Not 
only does your present income 
stop when you lay in the shade 
—when you quit work—but 
your future income also is im- 
paired. 


E. B. French Says: 


“These war times demand ex- 
traordinary activity and accom- 
plichiment).. ~Wnocle sam’ vsays 
work or fight. It is up to us, in- 


SNL NG GG{_[| GQ. . "7, "' =F *:q—\;q_}_, KX Ce 


dividually, to apply ourselves 
more now than ever before. Our 
business is to sell Bowser equip- 
ment to the best of our ability.” 


A Line from Memphis 


Do you remember the diffi- 
culty that was experienced all 
over the United States last win- 
ter on account of the coal short- 
ager While it was true this 
shortage was largely due to traf- 
fic conditions, yet the result was 
the same—many people were 
without coal in their homes, 
many factories and schools were 
obliged to close for the want of 
coal. It might be that this com- 
ing winter will not be as severe, 
we never can tell. It is advis- 
able though that we prepare dur- 
ing the summer heat for what 
may be expected next winter. 


Many factories and institu- 
tions, as well as homes that I 
know of personally have already 
made arrangements to use kero- 
sene for heating fuel whether 
there is a shortage of coal or not. 
We cannot expect traffic condi- 
tions for Home Needs to be im- 
proved this coming winter. We 
will have a million more men in 
France next winter than we had 
last. This means that more traf- 
fic must cross the continent to 
the ports than did last winter. 
There will therefore be greater 
demand on all railroads and com- 
mon carriers. We will have to 
look out for ourselves. 

We have had many letters of 
praise and appreciation from the 
salesmen on the Figure 245 Curb 
Lubricating Outfit. These two 
new outfitt—Figures 243 and 
245—ought to increase your bus- 
iness—the proper storage of lub- 
ricating oil is becoming more and 
more important each day and 
there are many opportunities in 
each man’s territory for the sale 
of all of our lubricating outfits 
and our kerosene outfits. Don’t 
believe you haven’t a chance if 
you don’t sell a gasoline outfit 
every day—get your quota from 
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these lines. One salesman wrote 
me this week that he would 
make his quota for July all right, 
but he would have to make it 
from the sale of lubricating and 
kerosene outfits. Each salesman 
can do the same. Remember 
that these outfits count faster for 
Pacemaker points than any oth- 
ers. We expect you to make a 
specialty of these lines through- 
out the balance of the year, and 
particularly the rest of July and 
August. 


E. S. Stetzel has the honor of 
selling the first Figure 245 in 
the Memphis organization. Who 
will win the distinction of being 
the man to sell the first Figure 
243? Thes six Hieh=Menvlast 
week (ending July 19) were: 

J. H. SMITH 

W. W. SCRUGGS 
J. G. PINKSTON 
E. G. GRANTHAM 
E. 8S. STETZEL 

C. J. CANNON 


H. W. Brown, 
District Manager. 


O OURO bo 


“Need You Tell Me 
shat. 


I want to tell the story of an 
actual occurrence and also make 
it in the form of a preachment. 


Lhevtextvis* = Needevourtel 
me that,’ spoken by a man who 
is the president of several: of 
our largest and most vital war- 
time industries, to the assistant 
general manager of one of these 
corporations. 

The lesson is: A salesman 
must live up to and not endan- 
ger the reputation of the com- 
pany he works for. 


I had convinced this general 
manager that he should build 
an oil house and put in modern 
methods of storing and distrib- 
uting oils. He finally told me 
to go ahead and lay out the oil 
house and its equipment and 
submit a proposal. 


This I did and just before the 


time limit in the proposal ex- 
pired I was sent for and told 


that the president of the com- 
pany would be there that morn- 
ing and it would be necessary to 
convince him of the need of my 
equipment in order to get an 
appropriation for it. I met this 
president, who all his life has 
been a builder of industries, and 
had ten minutes to present my 
proposition. He asked a few 
pertinent questions, the first of 
which was “How much will this 
save us?” and at the end of the 
ten minutes said, “I believe it’s 
all right.” I packed my port- 
folio, went to the outer office, 
and when I was gone he told 
the manager to go ahead, at 
which the manager remarked, “I 
have not asked for prices from 
other companies than Bowser, 
but I believe it will be cheapest 
in the long run to buy of a com- 
pany of their reputation,’ to 
which the president replied, 
“Need you tell me that?” 


Now I want to bring home to 
every Bowser salesman the les- 
son that he must live up to and 
help to maintain the reputation 
that S. F. Bowser & Co. has and 
gives to him when he enters 
their employ. Does the sales- 


gathered largely from thrift. 
stored-up resources, for a nation lives from hand to mouth. 
We must save out of the present products of labor. 


Install a Bowser and save oil, time and labor. 
with the saving buy Thrift Stamps. 


WHICH IS CHEAPER? | 
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A big fire and water loss, suspension of business, loss 
of profits during suspension, and injury to good will—or, 
the purchase of a Bowser System that will save oil, time 
and labor as well as prevent the above losses. 


WASTE 


“Extravagance costs blood, the blood of heroes,” says 


War savers are life savers. The sinews of war are 
The war cannot be won by 


Then 


man who “pulls something” just 
to get a signature on the dotted 


line ever stop to think of the in- 
estimable harm he does to his 
company’s reputation and_ to 
other salesmen? I have in mind 
such cases as—the selling of 
kerosene equipment to handle 
paint oil—indoor pumps with 
hose draining attachment to go 
on city curbs—not going near a 
customer after his equipment 
arives and some little thing goes 
wrong — promising terms he 
knows will not be granted—in 
fact, not doing a clean business 
but “just getting by’’—perhaps. 

I secured a signed order last 
week for a special two-compart- 
ment wheel tank, on which the 
price was left blank because I 
did not have it. Would this have 
happened if S. F. Bowser & Co. 
did not have the reputation they 
do or if some of these “get by” 
salesmen had been calling on 
this company in the past to in- 
jure Bowser’s reputation? “Get 
By” business costs the company 
and the salesman more than its 
worth in the long run, in cancel- 
lations, poor collections, and fu- 
ture orders lost to all salesmen 
in years to come. 

By CARVER Woop. 
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This is our display at the Binghamton (N. Y.) Sealers of Weights and 


Measures Convention. 


The two gentlemen standing giving the demonstra- 
tion from left to right are Mr. HE. J. Fay and C. M. Carpenter. 


Mr. Fay was 


formerly connected with our Albany Office and gained sufficient informa- 
tion regarding our equipment not only to sell them but to demonstrate them 


to the satisfaction of the Sealers of Weights and Measures. 


Mr. C. M. Car- 


penter, the gentleman pointing to the dial, is our demonstrator of national 
reputation, who was in charge of the exhibit and who, from all reports, did 
himself and our Company justice at this Convention. 


C. E. Joyce 
Member Pacemaker Club, 
Dallas District, 1918 


‘Mr. Joyce’s order Number 
290, dated June 24th, elected him 
to the Pacemaker Club. He only 
came with us last year, but lost 
no time in qualifying for the 
Club, this making his second 
election. 

We are very glad to have you 
with us, Mr. Joyce, and congrat- 
ulate you on your success. 


We ean not refrain from mention- 
ing at this time the splendid order 


J. J. Connelly recently received 
from one of the large industrial 
plants in his territory. The order 


amounted to a little over $26,000. 
When this order is shipped and in- 
stalled, we plan on giving full de- 
tails of it in the columns of the 
Boomer. It will be interesting 
reading. 


SNA 


For five years, when making 
calls in , and in the year 
I have had ——— County, ——, 


I have been looking at the big” 


smoke stacks of the above con- 
cern, along with others, from my 
room at Hotel 


») y) 
Some time ago I visit- 


ed this plant twice, two different 
times; each time I was turned 
down when business was stated 
(this by office help), they stat- 
ing the mill only runs- three 
months of the year, they would 
not invest in anything in the way 
of oil storage. 

I took it for granted they 
knew and dropped them entire- 
ly, until you came out and asked 


me for report. Wanting this re- 
port final, I decided to get to the 
head of the concern. Took a day 
off for that very thing; went to 
the office; was told boss was 
very busy, to come again later. 
I said I would wait and sat down 
in entrance and began reading 
paper. After about two and 
one-half hours my man came 
out and said, “Well, what is it?” 
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SISSIES 


“T am with the S. F. Bowser & 
Company, Manufacturers of Oil 
Storage JE @uipiment, Fort 
Wayne, s.lndiana, ete. and 
would like the privilege to visit 
your plant, making suggestions 
as to your needs in our oil sav- 
ing equipment.” He stood a 
minutes them shes says, ..Yes, 
have heard of your company, 
but this is the first time I have 
had a call from them.” (An- 
other pause.) He begins again, 
saying, “You come early tomor- 
row morning and I will give you 
a pass to the Factory Superin- 
tendent’s office and you may 
measure up our oil room and 
survey our plant and see what is 
needed,” 


Was 1 there early the next 
morning! Leave it to a Bowser 
salesman. The outcome of my 
efforts was an order amounting 
to six hundred eighty-seven dol- 
lars and 40-l00—seven  sixty- 
fours fully equipped in two bat- 
teiics Lutee imyone wlour in the 
Other anc one 7H 1 filter 


I wonder if others have simi- 
lar factories or mills in their ter- 
ritory whose managers are wait- 
ing with open arms to receive a 
call from S. F. Bowser & Com- 
pany. 


I will say this: I am not go- 
ing to stop with two calls here- 
after—I am going to push in the 
door. 

Geo. W. ALLEN. 


Mr. Henry Luhmann, who was re- 
cently connected with the Tri-State 
District, is now on the road working 
the factory line between Chicago 
and Milwaukee. The first day he 
was out he sold a Lubricating Wheel 
Tank and last week he brought in 
a Dry Cleaning order for $814.00. 

Henry is now exercising the splen- 
did experience he has accumulated 
from his work in the various depart- 
ments in the Home Office, as well 
as in Chicago. Here’s wishing you 
continued success, Henry! 


Max Heintze is very active these 
days. Last week he brought in a 
dry cleaning order amounting to 
$1,600.00. Max is one of our old 
stand-bys and is a very consistent 
producer. 


HUQ 


J. M. Prigg 


Member Pacemaker Club, 
Pittsburgh District, 1918 


indeed, to 
again record J. M. Prigg as one 


It is a pleasure, 


of our winning salesmen. He 
entered the Club July t2th, with 
Mr. 


Prige has been in the organiza- 


507 points to his credit. 


tion for some time and has al- 
ways distinguished himself by a 
nice bunch of clean, paying, 
sticking, staying business. 

We welcome you back again, 
J- VE 


In mentioning I. C. Rice’s elee- 
tion to the Club we are sorry that 
we can not show a full view of him 
so that you might see his new sum- 
mer clothes. He is one of the ‘‘ Beau 
Brummels’’ of the organization. 


The Absconder 


An Englishman and an Irishman 
went to the captain of a ship bound 
for America and asked permission 
to work their passage over. The 
captain consented, but asked the 
Irishman for references and let the 
Englishman go on without them. 
This made the Irishman angry, and 
he planned to get even. 

One day when they were washing 
off the deck the Englishman leaned 
far over the rail, dropped the buck- 
et, and was just about to haul it up 
when a huge wave came and pulled 
him overboard. 

The Irishman stopped serubbing, 
went over to the rail, and, seeing 
the Englishman had disappeared, 
went to the captain and said: ‘‘ Per- 
haps yez remimber whin I shipped 
aboard this vessel ye asked me for 
riferences and let the Englishman 
come on widout thim??’’ 


The captain said: ‘‘Yes, I re- 
member, ’? 
““Well, ye’ve been decaved,’’ 


said the Irishman. 
wid yer pail!’’ 


‘*He’s gone off 
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Bowser Durability 


We are constantly receiving letters from our customers who 
purchased tanks twenty-five or thirty years ago. These letters are 
all records of the extraordinary service our equipment gives. 


Bowser Tank Company, 

Fort Wayne, Ind. 
Gentlemen: 

We have in use one of your self-measuring tanks 
with wood jacket with No. 86973 on end of tank. 
Have used it for about twenty odd years. This tank 
was sold to Marion Collard of Norris City, Ill., and 
has been in constant use ever since, and measures ac- 
eurately. Now would like to know is the capacity 
110 gallon? V. ROBB, 

Norris City, Ill. 

P. 8 We are using this tank every day, and it 

works fine. 


A satisfied owner is the most valuable advertising medium of 
any product. To retain this good will indefinitely, “Service” is ab- 
solutely necessary. 

Service does not mean the maintenance of a customet’s equip- 
ment without cost and everything free after the sale. Nor does the 
public generally expect that any longer. But service does signify a 
continuing interest in the owner after he has bought the equipment, 
prompt attention to his needs and real helpfulness in case of trou- 
ble. It includes an honest guarantee against a defective product 
and the speedy adjustment of all claims on their merit. 

Service of this kind in thousands of places at smaller or great- 
er distances from the factory is beyond the capacity of any general 
service manager. Accordingly, a widespread organization has been 
created for the sale of and the service on Bowser Systems. Terri- 
tories are allotted for attention and the factory watches that its 
policy is being followed by each of them. 

Pumps given constant usage are subject to wear and tear, and 
the chances for abuse are numerous. In the majority of cases trou- 
ble is the result of carelessness and lack of attention. The operator 
does not always bestow that care and attention upon his equipment 
and especially to oiling which is of vital importance to smooth and 
satisfactory performance. 

The following is another sample of Bowser satisfaction : 


S. F. Bowser & Co., 
Fort Wayne, Ind. 
Dear sirs: 
About twenty-five years ago I bought a 60-gallon 


I got a pump with it to 
Will you 


kerosene oil tank from you. 
pump oil trom the barrel into the tank. 
please senl me by express e¢. o. d. to 
a new valve for the pump or a new pump? 
——— Yours truly, 
W. R. MANEY. 


You will note his pump and tank are still giving good service. 
All he asks for is a valve for his transfer pump that he got with his 
outfit. By the way—do you also sell a T. F. Pump or Siphon to 
your customers that have barrel deliveries ? 
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“Captain” Babbitt 


This patriotic “pistol puller” 
in times of peace is New York’s 


expert Engineering Salesman. 
In these days he is giving his 
spare time to help perfect the 
East Orange rifles. The organ- 
ization is known as the “Spy 
Hounds” in the New York of- 
fice. Be that as it may, woe un- 
to the unscrupulous individual 
who may make a disparaging re- 
mark about Old Glory within 
Captain Babbitt’s hearing. 
When not in uniform, and fol- 
lowing his usual advocation, Mr. 
Babbitt has a large badge which 
he wears on his  suspender, 


which gives him authority at all 
times to take any action neces- 
sary to protect his country. 


Half of the Oil Pur- 
chased Is Wasted 


In our demonstrations to the 
factory managers some of us 
often make claims in regard to 
they loss the factory” sustains 
through the improper handling 
of lubricating oil. Just note the 
article below reproduced from 
the Texas company’s magazine: 


LUBRICATION 


Published by The Texas Co. 
17 Battery Pl., New York City 
Copyright, 1918, by 
The Texas Company 


Nol Ve March, 1918 No. 5 


We believe that we are con- 
servative in saying that in nor- 
mal times fifty per cent. of the 
lubricating oil purchased is 
wasted. With the rapid ex- 
pansion of manufacturing 

_ plants and the great urgency 

..for largely increased produc- 

_ tion wastes of lubricating oil 
are undoubtedly even greater 
than in normal times. 


This is a frank statement by 
the oil company for the purpose 
of aiding the Government in 
conservation. They well know. 
Their experience in the business 
and their contact with oil con- 
sumers everywhere have proven 
this fact to them. 

A statement of this sort from 
the oil salesmen could not be ex- 
aggerated, because his interest 
would be to sell the consumer 
as much oil as possible, not car- 
ing what became of it. It is 
reasonable therefore that this is 
conservative and it should per- 
suade every factory manager to 
investigate his oil department. 

Mr. Kingsley tells us that a 
large steel company in the Cal- 
umet district, near Chicago, who 
now are handling oil the old- 
fashioned way, but will soon be 
equipped with “Bowsers,” re- 
ceived a shipment sixty days 
ago of 25 barrels of turbine oil. 
This arrived in wooden barrels. 
Oil companies are not allowed 
to make all shipments in steel 
drums at this time. Within thir- 
ty days there was a loss of 4 
barrels of oil on account of leak- 
age alone. This information 
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was given to us by the engineer 
and is indisputable. This is a 
larger loss than the average, 
but small leaks count, too. If 
you were ever in a “sugar bush” 
you have noticed that sap from 
the maple tree flows drip by 
drip and yet it takes only a short 


time to fill a 13-quart bucket. 

Now, boys, we have talked at dif- 
ferent times about working the fac- 
tory business—we have worked it 
this year more than ever—but we 
are not putting the proper effort 
into this line to secure the results 
that are possible, especially now 
when factories are working full 
blast. 

Will you kindly go after this with 
both feet and help your country and 
your company and yourself. 


The Gas Detail 


There came to me in the mail today, 
A photo of seven young men, and say 


Without any camouflage, here’s a 
hunch, 

I feel it’s an honor to meet the bunch, 

For tho’ they may smeil of gasoline, 

Ill bet they’re as fine as ever were 
seen. 

I'rom various states I see they come 

To do their bit ‘gainst Bosche and 
Hun, 

And if they go to Old IYrance a while 

I hope they’ll come back and _ still 
wear a smile. 

The first and last are Rockwell's I see 

And both of them surely look good to 
me. 

There’s Hopkins, I see, who thinks it 
no sin 

To wear on his face a very broad grin. 

Then Sergeant Mayfield, ain’t that a 
fine name? 

Like all Nebraskans Ill bet he is 
game. 

Edsan of So. Carolina sits prim, 

I’m thinking the girls will be after 
him, 

Waldschlager came 
you know, 

If you think you can beat him, you’ll 
have to show 


from Missouri, 


From Massachusetts, John Cullen’s 
the boy 

Whose face clearly shows he’s brim- 
ful of joy. 


Their job is now pumping gasoline, 

But they’re part of the great U.S. 
war machine 

Which now is fighting and never will 
cease 

Until they have won for us 
world peace. 


whole 
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the war is over. 


but--- 


ability. 


FE. L. Milliron 


Member Pacemaker Club, 
Pittsburgh District, 1918 


This introduces you to one of 
our old charter members of the 
Pacemaker Club. Mr. Milliron 
has belonged to this organiza- 
tion since the Club was first cre- 
ated and Director of his 
District in 1913. He has a repu- 
tation for consistent sales work 


Was 


and has often been a prize win- 
ner in both general and district 
sales contests. 

Continued good luck to you, 
ana tee 


Stop But-ing 4} 


The other day Sergeant Flentje was court-mar- 
tialed and sentenced to thirty years at hard labor 
for disloyal utterances and saying unkind things 
about President Wilson. 


Now Congress should devise a fitting punish- 
ment for anyone heard to use a “‘but”’ until after 
President Wilson is a wonderful 
man, but---Secretary Daniels seems to be doing 
things, but---Secretary Baker’s program is fine 


It can be demonstrated that a violin string struck con- 
tinuously and often enough will shatter a glass, so in like 
manner you can shatter a reputation with your “‘buts.”’ 
Get into the game and carry on—carry on so fast you will 
have only time to do your own part to the top of your best 


One of World’s Greatest 
Buildings Will House 
U. S. Workers in 
Washington 


What when completed will be 
the largest office building of the 
kind in the world is being erect- 
ed by the government in Wash- 
ington. It is to house Navy and 
War department divisions and 
is to be completed by October 
Ist. The new building is of 
“temporary” construction though 
of reinforced concrete and will 
cost $5,750,000. It is to house 
15,000 officials and employes 
and is a model of light and sani- 
tation. Three stories in height, 
it has a floor space of 42 acres, 
larger than the average farm. It 
has eight acres of window glass, 
enough to roof from six to 
twelve of the average truck 
farms which cluster the edges 
of the California cities. Its out- 
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side walls are four miles in 
length. Construction will re- 
quire 107,299 barrels of cement, 
38,100 tons of sand, 81,507 tons 
of gravel and 4,507 tons of steel. 

The building is divided into 
two units for war and navy by 
an aisle 100 feet wide, and each 
unit resembles a huge comb with 
wings projecting to the rear as 
teeth. The navy has a “head 
house” 860 feet long and 60 feet 
wide with nine wings, each 600 
feet long by 60 feet wide; while 
the war “head house” is 784 feet 
by 60 feet with eight wings of 
the same dimensions as the navy 
wings. 

A regiment of 2,700 men are 
engaged on the job and of these 
1,200 are housed and fed on the 
work. Barracks have been built 
for them and the commissary is 
operated by the government 
without profit, the men getting 
their rations at cost. 


T. L. Smith 
Member Pacemaker Club, 
Dallas District, 1918 


It was, indeed, worth while 
for Mr. Smith to register in the 
Club this year as it is his fourth 
consecutive membership. Quite 
an unusual coincidence, Mr. 
Smith, that you should have been 
elected on July 11 with 504 
points, since your election last 
year was on July 11, and the 
number of points the same, 504. 


C. A. Greene, who covers Wiscon- 
sin territory under the Chicago of- 
fice, is getting his bearings for a 
sprint to the Club. Mr. Greene mar- 
ried Bertha Steuer, who formerly 
worked in the Chicago office. She 
can possibly post him on anything 
about our line he might forget. He 
is sure to make good. 
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the New Office Building 


MR. S. F. BOWSER, President 


Sometimes miracles unfold so 
gradually that to the unobserving 
they lose the element of the spec- 
tacular to which we have become 
accustomed in this day of mar- 
velous commercial achievements. 
We stand speechless when we are 
told about the development of 
[log Island, which less than a 
year ago was a hopeless swamp, 
but which today embraces by far 
the largest single shipbuilding 
yard in the entire world. It is 
not less marvelous, however, but 
only less spectacular that today 
there stands where thirty-odd 
years ago there was a humble 
cowbarn (the birthplace of Bow- 
ser Pumps and Tanks) one of 
the finest and perhaps  best- 
equipped office buildings in this 
country. 

The visitor has heard some- 
thing about the growth and ac- 
complishment of S. F. Bowser & 
Co., Inc., and is naturally curious 
to inspect this wonderful strue- 
ture which houses the people who 
carry on the business at the 
Ilome Office of this Company. 


Surrounded by ample space 
devoted to lawn, flowers, parks 
and court-ways, the building is 
located on. Creighton avenue, 
midway between Bowser and 
Holton avenues. In deliberate 
effort to avoid a crowded appear- 


ance, ten feet of the Company’s 
property along the street was do- 
nated to the city for the purpose 
of widening Creighton avenue, 
permitting the parking of auto- 
mobiles in front of the building. 
As the building is appro oached, 
the visitor gains the impression 
from the plain exterior of buff 
brick walls and Bedford stone 
foundation that here is a build- 
ing of not unusual design but of 


simple and plain elegance. Lfcis 
six stories in height and is of 


steel and brick construction, be- 
ing strictly fireproof throughout. 


The entrance, in the middle of 
the building, massive and well 
proportioned, is covered by a 
marquise of special design and 
attractiveness, supported from 
the wall by heavy chains, 
specially forged. 


The main lobby is entered 
through a marbled and tiled ves- 
tibule and at once it is appreci- 
ated that the elegance of the ex- 
terior is not the only revelation 
which is in store for the visitor. 
Rich mahogany paneling encir- 
cles the lobby; and the walls, 
plainly but exquisitely decorated, 
are shown to their best advantage 
in the soft, deflected rays of in- 
visible electric lights. Period 
furniture, quaint, graceful and 
comfortable, gives evidence of 
the care and completeness with 
which all details were planned 
and executed. Opposite the en- 
trance a marble stairway in broad 
expanse rises with easy tread. 
On both sides of the lobby are 
workrooms where are located 
the Purchasing, Traffic, Office 
Manager’s, Cost and Inventory 
Departments. The first impres- 
sion in these rooms is that each 
worker is given liberal space and 
that there is no crowding or con- 
fusion. This impression is not 
lost at any point throughout the 
building. On this floor also is a 


modern Mailing Department 
equipped with automatic letter- 
opening and postage-afhixing ma- 

chines and a complete Abernathy 
Distributing System for incom- 
ing and outgoing mail. 


For greater ease in inspecting 
the building, the visitor is carried 
to the sixth floor by a spacious 
Otis Passenger Elevator (of 
which there are two), and the 
balance of this interesting excur- 
sion is conducted from the top 
floor down. On this floor is lo- 
cated the Assembly Hall, meas- 
uring 150 feet in length by 50 
feet in breadth, with two inter- 
connected rooms on one side for 
use by caterer. lifteen hundred 
persons may be seated comfort- 
ably in the hall with an unob- 
structed view of the platform, as 
there is not a post throughout the 
length and breadth of the room. 
Here also is the girls’ lounge 
with its easy furniture, maga- 
zines and piano. 


An impression is here gained 
of the foresight of the builders 
Electric connections are installed 
under the floor of this hall so 
that if the future demands the 
use of this floor for general office 
purposes, telephone and power 
lines are conveniently available 
as in the balance of the building. 


On the fifth floor are the Exec- 
utive Offices. In the four cor- 
ners of this floor are the magnifi- 
cent offices of President S. F. 
Bowser, Vice-President Allen A. 
3owser, General Manager S. B. 
Bechtel and Assistant General 
Manager and Treasurer W. G. 
Zahrt, each with connecting of- 
fices for their respective assist- 
ants. These four offices are fin- 
ished and furnished in exquisite 
mahogany. All other exectitive 
offices are finished and furnished 
in a special grey—unique, pleas- 
ing and serviceable. On this floor 
also are spacious quarters for ex- 
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ecutive clerks and two conference 
rooms where committees meet 
around the table under conditions 
which conduce to the best inter- 
ests of the business. The furnish- 
mre tie Otice Of, President. S. 
I, Bowser merit special mention. 
The artist has harmonized mural 
decorations, draperies, rug and 
furniture and the blending of col- 
ors is a revelation and a delight. 


The broad sweep of floor space 
on the fourth floor is broken by 
but four private offices, which are 
finished in fumed oak and which 
are occupied by Sales Managers. 
The balance of the floor is occu- 
pied by the Eastern Sales, Cen- 
ttalesales, Port Wayne Sales, 
Export, Service and Publication 
Departments and the General [ile 
and Index. 

The third floor is simply an 
unusually large workroom—150 
by 50 feet—tfree from obstruc- 
tions, and is occupied by the 
Order, Statistical, Engineering, 
Government and Raiiroad Sales 
Wepariments.» llere 160 is) cOn- 
nected the Rest Room for ladies, 
where comfortable cots are pro- 
vided and where First Aid is ad- 
ministered. On this floor also is 
located the Automatic Telephone 
switchboard, as well as the long 
distance telephone switchboard, 
and private telegraph sending 
and receiving station. 

The second floor, which, like 
the third, is a large open room 
free from obstructions, is occu- 
pied by the Accounting, Collec- 
tion and ‘Treasurer's Depart- 
ments, including Cashier and 
Payroll Divisions. 

In the basement are Fan and 
Pump Rooms and concourse with 
storage racks for bicycles. ‘The 
concourse is reached by a double 
ramp leading from the ground 
level at.the rear. 

In his hurried inspection the 
visitor has been confronted time 
and again with special and ex- 
traordinary equipment which has 
aroused his wonderment to the 


point of a more detailed investi- 
gation. Some of these features 
may be mentioned briefly. 

Lighting: Many large closely 
spaced windows give an abun- 
dance of daylight in all rooms. 
Artificial lighting is by electric- 
ity. The indirect system (deflect- 
ed light) is used exclusively 
throughout the building and so 
well was it planned that all shad- 
ows are practically eliminated. 
iherems ne) desks lamp ° in’ the 
entire office. Not only are the 
results completely satisfactory, 
but also the beauty of the sys- 
tem is a subject of universally 
favorable comment. 

Ventilation : Extraordinary 
thought and study have been ap- 
pled to the ventilating plant. 
Two fans 140 and 120 inches in 
diameter (with an extra fan in 
reserve for use on special occa- 
sions) are installed, capable of 
drawing into the building and 
forcing through the ducts over 
70,000 cubic feet of fresh air per 
minute. Other fans are installed 
which expel the impure air from 
the building. A complete change 
of air is effected through the 
building every fifteen minutes. 


And every, cubicii00t Of aif 1s 
washed. The fans draw the air 
through myriad sprays of fresh 
water with purifying effect. This 
process naturally cools the air in 
summer with the result that the 
temperature inside the building 
is, on warm days, approximately 
15 degrees lower than outside 
temperature, On account ot the 
efficiency of this ventilating and 
cooling system there is nowhere 
in the building an electric fan. 

Telephones: Throughout the 
building automatic telephones are 
in use. By means of a dial on 
each telephone the user is directly 
connected to the telephone of the 
individual with whom business is 
to be transacted. These auto- 
matic connections are made 
through a marvelous automatic 
switchboard on the third floor. 
Prompt and efficient service is 
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the result without involving tie 
manual labor of switchboard op- 
erators. 

Office Furniture: In the 
main all desks, tables and files 
throughout the building are steel, 
being finished in dark green 
enamel with brass trimmings. 
The desks vary in style accord- 
ing to the nature of the work 
transacted by the individual. 

Electric Floor 
Under each floor are laid thou- 
sands of feet of conduit, with 
outlets every five feet. Wher- 
ever a desk may be located in all 
time top come, its) Certain that 
electric connections will be avail- 
able—connections for telephones, 
call wires, and power for elec- 
tric- driven office equipment. 
Nearly three thousand outlets 
are thus provided in the building. 


Electrically Controlled Clocks: 
The building is equipped with an 
electric clock system. A clock in 
each department is controtled by 
the master clock on the main 
floor which is regulated by Gov- 
ernment time. The master clock 
is set with a gong system which 
automatically signals special pe- 
riods of the day. 


Inter-Floor Mail Chute: 
automatic mail carrier system 
serves all floors. This system 
permits the attendant on any floor 
by pressing a button to call the 
elevator to that floor. When the 
mail has been placed in the prop- 
er division on the elevator, the 
attendant may again, by pressing 
the button, send the elevator au- 
tomatically to any floor desired. 
The rapid delivery of inter-de- 
partmental mail results, without 
the sending of messengers from 
one floor to another. 

Lavatories: Each floor has a 
thoroughly modern lavatory fin- 
ished in beautiful marble and tile 
floors. The fixtures are the lat- 
est in design and of the very best 
quality. 


Connections : 


An 


Drinking Water: From a 
deep, driven well, pure cold 


HUMILIATE 


207 


GGG GG QQ, °'0otvr. rr} ny WW, >” wr U.N. F 


drinking water is forced to all 
floors, where it bubbles from sant- 
tary white enameled pedestal 
fountains. 

It is but a natural question for 
the visitor to ask while in the 
midst of these simple, yet beau- 
tiful, modern surroundings: 
Whose directing hand and mind 
are responsible for all of these 
achievements? It is likewise nat- 
ural for the visitor to conclude in 
partial answer to his own ques- 
tion that there are incorporated 
in the building many of the ideas 
of Mr. S. F. Bowser and the 
Management in general. But if 
the visitor by chance should put 
his question to Mr. Bowser, he 
would answer something to this 
effect: ‘Oh, the larger part of 
the credit attached to this build- 
ine belongs to our Vice-Presi- 
dent, Mr. Allen A. Bowser, who 
is the inventor and architectural 
genius of this concern.” 

But in Mr. Bowser’s heart 
there exists a still deeper, broad- 
er and more far-reaching appre- 
ciation of the help and sustain- 
ing power beyond the hand of 
man, for the visitor upon depart- 
ing from the building pauses to 
read what had at first escaped his 
attention a plaque above the 
door on which in letters of ever- 
lasting bronze there is inscribed 
the following sentiment: 

I ACKNOWLEDGE GOD’S 
Gr It ESA Te Ee Pe oe 
THINGS OF WHICH TRIS 
SPLENDID OFRICEWIS#0O NE 


—ONE WHICH ALL OUR 
OFFICE EMPLOVEES#@Gay 
ENJOY. GOD HEUER Ws 


BE GRATEPUL, 
Se ie OWS 
NOVEMBER, 1017. 

It is fitting that such an ex- 
pression of appreciation have a 
conspicuous place in this notable 
structure, for the thought here 


expressed has throughout life 
predominated every act and deed 
of him whose name is_ thereto 
subscribed. 


Director E. R. Bird 


Pacemaker Club, 
San Francisco District 1918 


Here is Mr. E. R. Bird figur- 
ing as a director again. Last year 
Mr. Bird won this same honor 
for himself. Prior to that time 
in 1912, 1915 and 1916, he held 
the office of Pacemaker. 


Mr. Bird has been with the 
company ten years. In all that 
time he was a consistent produc- 
er, one of our closest students. 
He made it a point to study Bow- 
ser sales methods and Bowser 
equipment. As a consequence he 
is today one of our finest pro- 
ducers. 


We congratulate you, Mr. 
Bird, upon the success you have 
made selling our line. 


W. A. Reese has been appointed a 
First Lieutenant in the Loeomotive 
Engineering Corps for service in 
France. Mr. Reese is still in the 
employ of this company, awaiting his 
call for service. 
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Dallas 100% Quota 
Men 


Salesmen Repeat 
1. Bueckeridiget sss eterna 2 
Be Clare (0c srotarate otto acy ree eee ee 19 
32, Williams, Git. tern rae reer il 
4, GYCer. as. Uae eee ee armel 
De Bates <sersss spay cree eae ee 20 
G2 Weems cence). eee ne 18 
7. ELOLDSD YS icjaneon hileieleue eee ene 1] 
8)  McKissick./3.).). 1s eee 20 
95 *Dunstall <.0...2 <rhscskets teen 20 
T0.3 Brown, i, ie. tt eee 21 
17, Williams; Reser 17 
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Selling Large Tanks 


Ask your customer to put in 
sufficient storage to enable him 
to buy his gasoline in THE 
ORIGINAL PACKAGE, 

A tank wagon or truck holds 
400 to 500 gallons. A 550 ora 
1,000-gallon tank will enable the 
filling station owner to buy a full 
tank load (the original package ) 
at one time. 

Don’t fail to use the sem 
“original package.” It will catch 
his fancy at once. It zs the orig- 
inal package because the tank 
wagon is filled and gauged by the 
responsible party at the yard and 
it goes in unbroken bulk to the 
filling station tank, where it is 
emptied through a pipe. The 
buyer gets it all. Instead of 
checking the contents of 100 5- 
gallon buckets, he has only to as- 
sure himself that the tank wagon 
is full as he knows that a repu- 
table oil company would not bill 
him other than the amount they 
put into the tank. Thus he is 
assured of accurate measure. 
Also, if there is any expansion 
of the gasoline due to the advanc- 
ing heat of the day, the purchaser 
gets it. 

Where there is a long haul the 
oil companies in some sections al- 
low Ic rebate for a delivery in 
unbroken bulk. 

Show these advantages to 
your customer and 


SELL AIR GES AN es 


Le EXPOR DER 
St. Louis District Manager. 
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E. S. Stetzel 
Member Pacemaker Club, 
Memphis District, 1918 


Take a look at him, men. Mr. 
Stetzel is a new Memphis sales- 
man this year and this is his first 


Pacemakership. His photo- 
graph was delayed, so it was 1m- 
possible for us to run his picture 
last month along with his Pace- 
maker announcement. He’s here 
now, though. Better late than 
never, you know. 


Mr. Stetzel became a Pace- 
maker May 22, 1918. Isn’t that 
a splendid record for a new 
man? 


Denver Daring Doers 
1b Tied s sea Rs 


YEARLY VOLUME 


R. CODDINGTON 
WwW. V. CRANDALL 
R. W. JEWEL 
eam VLE ON, 
>. KILVER 
}. I. BENFORD 
H. U. EARLE 
R. HE. ERWIN 
J. L. COCHRAN 
10. O. M. POLAND 
B. PRATTH 
12. L. lL. JOHNSON 


MONTHLY QUOTA PERCENTAGE 


O. M. POLAND 
B. PRATT 

W. V. CRANDALL 
F. H. KILVER 

J. H. WILSON 

R. CODDINGTON 
L. L. JOHNSON 
}. I. BENFORD 
Ho US BARLE 

J. L. COCHRAN 
R. HE. ERWIN 

EK. KE. ERWIN 
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Charles Law has been doing some 
very nice work in the Pittsburgh Dis- 
trict recently. Orders are the things 
that count, you know, and Charlie 
has been sending in quite frequently. 


Toronto High Five 
Aug. 3, 1918 


C. B. BREMNER 
Ss. G. ADAMS 

J. M. ROY 

5 Asi, ISGUNIG; 

E. B. WIGLE 


Cl to bo 


O. P. Harrison in 
Uniform 


This is the way our O. P. Har- 
rison looks in military regalia. 
He was one of our Pacemakers 
last year. This year finds him 
a U.S. soldier learning literally 
how to be a Pacemaker. Hep! 
Hep! ? 


Plows docsait 0-5 ©) sity er 
Real Pacemaking, we mean. 


W. J. Runyan, superintendent of 
salesmen in the east, has been doing 
some very nice work according to 
his reports. W. J. always was a good 
Bowser booster and we are not sur- 
prised to hear he is still right on 
the job. 


Ross Leonard, W. J. Bates and W. 
S. Camden are marching along to- 
ward fame and fortune this month. 
These three boys are consistent pro- 
ducers. It is a pleasure to study 
their records and prophesy what 
their accomplishments will be in the 
near future. 
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S: EF, ‘Waylor 


Member Pacemaker Club, 
Albany District 1918 


Mr. Taylor has been with us 
for nine years. Evidently he 
knows a good company when he 
finds it. Just wait till we tell 
you what he has accomplished. 
Our book of records shows that 
Mr. Taylor was a Pacemaker in 
LOZ Ol OIG Ole anid enow 
we announce his election to the 
1918 Club. July 27th was the 
date. 


You have made many friends, 
Mr. Taylor, in your years with 
our company and we all extend 
you our congratulations. 


An Unweicome 
Vacation 


There are lots of people who 
would welcome a three week’s lay- 
off—not the particular sort La- 
Vergne Blue has to take—but some 
sort of a respite from work. Mr. 
Blue is the sort of man, however, 
who objects to any variety of a vaca- 
tion. He is an exceptionally ener- 
getic salesman. His ambition for 
last month was to complete his Pace- 
maker Membership, when Fate in 


the guise of a Ford crank back- 
kicked and broke his arm at the 


wrist. 

Mr. Blue has our sympathy and 
earnest wish for a quick recovery. 
We know that he will make the Club 
just as soon as he is able to return 
to his territory. 


I. H. Lowe is expecting to be 
called for service before the end of 
the year. For this reason he has 
been making a tremendous effort to 
make the Club. Real spirit, old man! 
You are to be congratulated. Best 
wishes for that membership. We 
know you’ll make Pittsburgh proud 
of you at home and ‘‘over there’’ 
when the call comes. 
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J. M. Roy 


Member Pacemaker Club, 
Toronto District 1918 


salesmen are 
right up on their toes after busi- 


Our Toronto 
ness. Here we present Mr. J. 
M. Roy, a Pacemaker from To- 
ronto. Mr. Roy joined the ranks 
the 3lst of August this year. 
This is the third consecutive 
year he has made the Club. 


We are proud of your good 
work, Mr. Roy. 


Psychology of Getting 
Business 

Psychology pertains to brain. 
A salesman has both a brain and 
a mind. The mind controls the 
brain. If you allow your brain to 
become filled with the cobwebs 
of pessimism that are floating on 
almost every breeze that blows 
these days, you are not going to 
sell goods. 

But if you exercise your mind 
(in other words, your thinking 
capacity), and use, in a logical 
manner, the facts which you have 
in your brain, you can arrive at 
only one conclusion, and that is 
that THE GENERAL CONDI- 
TelO NSE RE Vea ane 
THROUGHOUT THE UNI- 
TED STATES To DR yar 
RIGHT HORA Bites Git 
NESS 

We hear rumors about a tax on 
gasoline—about curtailment in 
the production of gasoline— 
about the elimination of pleas- 
ure cars, and about almost ev- 
ery other subject that Ger- 
man .propaganda or  weak- 
kneed business men who are 
not strong enough to stand 


wu, 
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the gaff in war times can invent 
as a reason why business should 
not be good. There is no such 
If we place the facts be- 
fore the rumors and build our 


reason. 


hopes on the facts, we are as- 
sured of a big business. 

the curtailment in 
the manufacture of motor cars, 


a) = 7 * 
Regarding 


this does not mean that fewer 
cars will be run this year than 
last year, as the 25% production 
which is allowed will greatly in- 
crease the number of cars in use 
and you can bet there will be no 
discarding of old-style cars as 
there is already a shortage of 
automobiles to supply the demand 
on the market. This guarantees 
great prosperity in the automo- 
bile repair business, and in fact 
it 1s already in evidence. 

Iuel oil is needed in greater 
quantities now than under nor- 
mal conditions and to produce it 
economically gasoline and kero- 
sene figure the gasoline and kero- 
sene produced must be distribu- 
ted and sold in order that it may 
carry its share of the refining 
cost. As I see it, and as you 
mst see it;-if you take all facts 
into consideration, there will be 
no lack of a market for gasoline 
or kerosene or lubricating oil, 
and when there is no lack of 


market for oil THERE MUST 


BE VAVMARKE DOE Rate 
HANDLING? “EOUIPMENT: 


We are, therefore, assured of a 
big business if we are bigger 
than the pessimists and if we use 
our minds to keep our brains 
clear and draw from our brains 
the things which we must use to 
convince weak business men, who 
are afraid to act during the war, 
that business eonditens will con- 
tinue good. ae ai 

KEEP THE COBWEBS OF 
PESSIMISM OUTVORSy Our 
BRAIN. 

(CE OO Rta. 
St. Louis District Manager. 
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C, Groves 


Member Pacemaker Club, 
Memphis District 1918 


Here’s a salesman from the 


south. Yes, more than a sales- 
man—a Pacemaker is: Mr. C. 
Groves, of Memphis. This is the 
second time we have had the 
pleasure of listing Mr. Groves 
among the winners as he was a 
Pacemaker last year, also. 

Accept our felicitations, Mr. 
Groves ! 

A 44 2 eee 
Chicago “High Six 
Aug. 20, 1918 
1. H. W. LUHMANN 
22 Bee eA aN 

3. A. Z. CARON 

4, A. J. BEVERLIN 

DE Ee BRAGG 

6. MAX HEINTZE 
‘*‘SUPER-SIX’’ 


Year to Date 
1 Jee CONN Hininys 


2. B. A. DEFFLER 
3. F. E. BRAGG 
4, M. C. BENHAM 
5. 5 ef ROGERS 
6. . RICE 


HORE LEADERS 
Year to Date 

JAMES WARD 

F. E. BRAGG 

M. C. BENHAM 

J. BR. O-MALLEY 

J. P. CHANNON 

C. J. ROGERS 


He Knew 


“You're looking miserable, Subbubs. 
Why don’t you ask a doctor what ails 
you?” 

“T know what ails me—quick con- 
sumption.” 

“You don’t mean it?” 

“T do. I have to bolt my breakfast 
in two gulps to catch the train and 
my lunch in two more to get back to 
the office.’—Boston Transcript. 


Sue os bo 


“No money in Petrol,” 

heard him say, 

“Only a gallon or two a day.” 

“THEY” put in a Bowser across the 
way, 

“THEY” do a rush trade, 
day, 

ARE YOU up-to-date, like up-to-date 
ois Bl Wi spare 


“nyyy” 


night and 


ards. 


NA 
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W. B. Goolsby 


Member Pacemaker Club, 
Dallas District 1918 


Another score for Dallas in 
the form of Mr. \W. B. Goolsby’s 
election to the Pacemaker Club! 
Mr. Goolsby came to this com- 
pany March 6, 1916, and surely 
made a good record for himself 
for he was a Pacemaker that 
year and every year since then. 
He entered the Club the 16th of 
July this year. 

Congratulations, Mr. Goolsby ! 


The Private Garage Line 
and Its Possibilities 


There was a time when the 
Private Garage Line was an im- 
portant factor with every sales- 
man. The opportunities for Pri- 
vate Garage business are now 
better than ever before. 


The recent action closing all 
Service and Filling Stations 
each evening and on Sundays 
will revive the interest in Pri- 
vate Garage equipment. 1 do 
not mean to imply that every 
owner of a car who has a garage 
at his home can be sold a gaso- 
line equipment, but there are 
many individuals in every town 
and city who have splendid 
homes, .good Private Garages 
and who have been accustomed 
to getting all their oil and gaso- 
line from public filling stations 
or service stations. They can be 
interested and will be glad to put 
in gasoline and _ lubricating 
equipment for their individual 
use. It isn’t always convenient 
to get one’s car filled Saturday 
and these people do the majority 
of their driving on Sunday. 


They will very quickly find out 
the inconvenience of not having 
gasoline and oil in their own 
garages, and will be in position 
to appreciate your proposition. 

Make a special campaign on 
the Private Garage Business in 
every City, Village and Town in 
your territory as you come to 
them. Each salesman can sell 
between now and the end of the 
year, fifteen or twenty GOOD 
Private Garage [Equipments in 
his territory. Figure for your- 
self how much business twenty 
(20) of these orders would rep- 
resent! They are yours—if you 
20 atter them. 

H. W. BROWN, 


Memphis District Manager. 


W. M. Booker 


Member Pacemaker Club, 
Philadelphia District 1918 


Welcome to the ranks, Mr. 
Booker. Yours is not one of the 
largest districts but just the 
same it brings its returns. 

Mr. Booker became a member 
of the Philadelphia Office five 
years ago and has been a Pace- 
maker for the last four years. 
Isn’t that a good record? 


Albany’s Tenacious 


Ten 


AUG ero US 
1, CG. H. EASTMAN 
Pe ID On CMAN OSM ales 
3. C. R. EGGLESTON 
A WR, Ny JDIUIRSVNUN OMe 
5 (05 INE, CUNIRIE DIN GU DAR, 
6. ES We sLRous 
i, Tes Ve, IBIDUNI RRS 
SoS. A COMMIS 
9. D. EF. HERNON 
LOS Je Ave OP BRDEIN 


R. E. Clement 


Member Pacemaker Club, 
Dallas District 1918 


Every salesman a Pacemaker 
is the goal set by the Dallas Of- 
fice, and do you notice the strides 
they are making in attaining 
their desire? 

Mir wien Clement ais anew 
man but he has done his share in 
making the Dallas record a per- 
fects Oney elie became ay Pace 
maker som |uly | 22nd, 1918; 
Good work, Mr. Clement! 


The Peerless Pitts- 
burghers 
Aug. 16, 1918 


1. K. F. HESSENMUELLER 
25 Il, IK. duaCOlss) 

3. W. S. CAMDEN 

40) (OC. Pe IAW 

5. W. F. EICHELBERGER 
6. H. L. MILLIRON 

7. A. G. HARTGEN 

8. R. D. LEONARD 

9. J. J. MACK 
10. E. STEINHAUSER 


What a Salesman 
Really Is 


This definition of a salesman won 
a prize recently: ‘‘One who sells, 
satisfies both employer and customer, 
justly serving the interests of both, 
using initiative and originality con- 
stantly to increase sales without mis- 
representation or losing customers by 
selling something not wanted. A 
good salesman will study to acquire 
knowledge concerning the goods and 
their merits. Also, to cultivate a 
pleasing, magnetic, dependable per- 
sonality that will inspire and hold 
confidence.’’—The Canadian Metal 
Company. 


A man is relieved and gay when he 
puts his heart into his work and does 
his best; but what he has said or 
done otherwise shall give him no 
peace.—Hmerson. 
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Conservation 
The country has adopted 


“conservation” as a watchword. 
In the beginning it was largely a 
watchword that the individual 
felt should be lived up to by the 
other fellow, but not by himself. 
But repeated hammering and the 
drift of events have brought 
home to the American people the 
idea that conservation is a neces- 
sity and by “typical American 
methods” we have accomplished 
that which a few years ago would 
have been deemed impossible. 
The organized conservation of 
food—of natural resources and of 
all of those fundamentals which 
are necessary to the maintenance 
of the people—has_ progressed 
along sound lines, but conserv- 
ation cannot and will not under 
the circumstances stop at funda- 
mentals. Conservation must be 
carried on and applied to all of 
the ramifications into which all 
products of all kinds enter. Nat- 
urally conservation of the petro- 
leum resources of the country 
touches Bowser Business. 
Bowser Systems are of so 
much importance in this crisis, 
their value for saving oil, time 
and labor is so great that we can- 


not conceive of any condition 
which would warrant depriving 
the industries of this country of 
a proper supply of Bowser Sys- 
tems.. They are very necessary 
for perfect protection of petro- 
leum products — gasoline, ben- 
zine, naphtha, varnishes, lacquers 
and paint oils in general. These 
liquids are used more or less in 
all essential industries. Our fire- 
proof outfits in addition to con- 
serving, afford protection from 
fire. Bowser Systems are, there- 
fore, a protection to the funda- 
mentals of war necessities. 


The Power of Sug- 


gestion 


No more powerful agent gov- 
erns the weal or woe of human 
destiny than the power of sug- 
gestion. 

A hundred times a day you 
are influenced by this or that sug- 
gestion received from friends or 
acquaintances, from the public 
press, or from pulpit and street 
corner. 

In these days of war are you 
permitting the constantly reitera- 
ted; Thesewarenterribles tinecs 
suggestion to depress and devi- 
talize you? If you are, it is apro- 
pos to bestir yourself mentally 
and think for yourseif. 


lor instance, what good can 
you do harrowing your own feel- 
ings, and the emotions of others, 
by orally brooding on the savage 
aspects of the war? Isn't it bet- 
ter that you reject the morbidity 
being given out on all sides—and 
become helpfully constructive ? 
Isn’t it better to build up in your 
own and in other minds an en- 
during courage, a belief in the 
tremendous forces at work in this 
country to stamp out forever the 
damnable policies of the Hun? 


If the Kaiser could see our 
crops, our training camps, our 
great business and manufactur- 
ing concerns, if he could count up 
our contributions in the form of 
Liberty Bonds, W. S. S. and 
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Thrift Stamps, Red Cross bene- 
fits, K. of C. contributions, Y. M. 
C. A. subscriptions, if he could 
see the American heart large with 
patriotic fervor, he would feel 
the chill of realized defeat. 

So don’t accept pessimistic 
clack. Don’t let suggestions of 
“terrible times” corrode your san- 
ity. Don’t be influenced by what 
the other fellow says. Be your 
own guide. Think for yourself. 
Take your part in the daily busi- 


ness of life and sell Bowser 
goods. This country must con- 
serve oil. Help win the war. 


The fellow who wins is the one 
who can come right back after 
every blow—the man who can 
stand the punishment and come 
up smiling every time—the one 
who increases his determination 
as the resistance to his purpose 
increases and holds on to his in- 
vincible faith in himself and the 
ultimate success of his efforts. 

The power of will and even 
temperament which are exercised 
under the most trying conditions 
often measure the differences be- 
tween success and failure. 

When you are fighting the bat- 
tles of life and business, it is not 
alone the natural opposition you 
are strugeling with—but SELF, 
the one individual you must be 
able to conquer and dictate to at 
all times. 

“Men are made strong in the 
act of attainment, not after they 
have attamed.” 


It Has Come to Pass 


“When pictures look alive, with move- 
ments free; 

When ships, like fishes, 
neath the sea; 
When men, outstripping birds, can 

soar the sky; 
Then half the world, deep drenched 
in blood, shall die.” 
Mother Shipton’s Prophecy, Writ- 
ten in 1710. 


swim be- 


As a man thinks, so he lives—and 
so is his character. 

We may misjudge or misunderstand 
each other in the ordinary course of 
events through an impulsive act or a 
rash remark—but true character is 
always revealed when the. crucial 
test of loyalty, faith and trust is laid 
bare. 

“Don’t brood—plan; dont worry— 
think; don’t put off—act.” 
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F. H. Kilver 


Member Pacemaker Club, 
Denver District 1918 


wemother “Denver Daring 
Doer” with a perfect record of 
prize-winning behind him! Mr. 
Kilver was a Pacemaker in 1915, 
1916, 1917, and now we an- 
nounce him for 1918. July 20th 
was the day. 

Do it again next year, Mr. 
Kilver, and everyone will be 
happy. 


The House of Bowser 


Co-operation is the foundation 
upon which rests all the immense in- 
dustries of our present day. 


It is the driving force which 
builds and sustains the world’s 


greatest monuments of foresight— 
capitol and service. 

Modern life is built on co-opera- 
tion. 

Without it man would be forced to 
spend his time in producing for him- 
self the real necessities of of life 
food, clothing and shelter. 

His meagre existence would be de- 
rived wholly from his own labors, 
and entirely divorced from the com- 
mercial and social life of the pres- 
ent day. 

The spirit of co-operation has 
changed this for us. 

Co-operation is the key-stone of 
any well-grounded, sanely-financed, 
carefully-managed project. 

Since the introduction of this new, 
co-operative element into business, it 
has greatly helped in building, 
strengthening, and weaving together 
the fabric of modern industry. 

Men get together, plan together, 
co-operate one with the other, each 
as a unit striving for the advance- 
ment of the whole. Thus creating a 
smooth, easy running machine cap- 
able of unlimited output at a mini- 
mum amount of effort—this is co- 
operation. 

If we study this word and under- 
stand it fully we find it contains 
great truth and wisdom, It is a big 


7 
ib 
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word, and its results are equally big. 
We co-operate to attain success. 
Success is the carefully worked 


out and earnestly applied spirit of 
co-operation, 


Director J. T, Pride 


Pacemaker Club, 
Fort Wayne District 


etesiiestce nen. me Mire |e be 
Pride, Director of the Fort 
Waynes istrict, Lats, off!) He 
has been with us only since last 
November, so he deserves your 
heartiest commendation. When 
a man can make himself into a 
director in eight months, he de- 
serves a great deal of praise. 

Mr. Pride became Director of 
the Fort Wayne District July 
19th with a total of 507 points. 


Fort Wayne High Five 


AUG st Owego 


1. W. A. ARMSTRONG 
2. W. C. SUTTON 
3. C. B. SUNDERLAND 
4. CARVER WOOD 
5, A. R. TWHEDY 


Rebuked 
First Salesman—‘ What are you, a 
pro-German, or a pro-Ally?’’ 
Second Ditto—‘‘ Nix on the 
Talked s LoMmeae producer. 


war 
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Carver Wood 
Member Pacemaker Club, 
Fort Wayne District, 1918 


Our Fort Wayne District ran 
their specialty salesman, Carver 
Wood, under the Pacemaker 
wire July 25th. Mr. Wood is 
one of the firm’s reliables. He 
came with the S. F. Bowser 
Company in 1915. A thorough 
study of our standard outfits 
fitted Mr. Wood for his road 
work. He started his first dem- 
onstrations in a territory where 
this equipment had not as yet 
taken hold. He sold the line. 
From that time to the present, 
he has made a success of the 
road. Carver Wood knows as 
much about the building and op- 
eration of our outfits as our 
trained mechanics know. He 
has sold himself on the intrinsic 
worth of our equipment. Nat- 
urally, he sells the public on its 


value. 
Confidence 


Confidence in the future will in- 
sure the right mental attitude. 

Forget fear and worry. Banish 
anxiety. Devote all the power of 
your intelligence to resultful plan- 
ning and capaigning. 

If you spend half your days in 
anxious hesitation and the other half 
in unimportant details, HOW CAN 
YOU EXPECT a big success? 

First build your PLAN. Be sure 
it is right. Construct it on the pat- 
tern of men who have won. All 
about you are hints on HOW to do 
this. 

THEN—work to that plan, steadi- 
ly, persistently, hopefully. And 
there can be only ONE result—SUC- 
CESS! 


Heavy Stuft 
“Are you the same young man to 
whom I gave some war bread lI 


baked at the Charity Iair?” 


“No, and what’s more, the doctor 
Says ID never will be.”’—Cornell 
Widow. 
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J. F. Renick 


Member Pacemaker Club, 
St. Louis District 1918 


J. F. Renick signed up with 
this firm May 22, 1917. August 
Oth of this year was the date up- 
on which he won Pacemaker 
membership. Mr. Renick is one 
of our able salesmen. His hav- 
ing won the office of Pacemaker 
during his beginning experiences 
with our company is most com- 
mendable. The Home Office ex- 
tends him sincere congratula- 
tions. 


July Lubricating Con- 
test of Philadelphia 


During the month of July a 
Lubricating Contest was held at 
Philadelphia. 

It is needless to say that every 
man was on the job every min- 
ute of the time and there were 
traces of keen rivalry on every 
hand. 

At the end of the month there 
was shown to be one hundred 
twenty-four (124) lubricating 
outfits sold. 

Right up to the last day it 
looked as though Mr. Vortigern 
would be high man, as he had 
twenty (20) lubricating outfits to 
his credit. The next highest man 
was Booker who had at that time 
sixteen (16) outfits to his credit. 

Mr. Booker proved, however, 
that he was game to the finish 
and at five o’clock, the last day, 
came into the office with seven 
different orders amounting to 
fourteen (14) lubricating rede 


This was a wonderful day’s 
work for anyone and neediess to 
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Wiis, with, 


say Philadelphia i is proud of her 
showing in this contest, and par- 
ticularly proud of Mr. W. M. 
Booker. Fourteen oufits in one 
day is enough to make anybody 
sit up and take notice. 

Tepe ONT 

District Manager. 


W. A. Billings 


Member Pacemaker Club, 
Washington District 1918 


Here is a new man making 
good with the Bowser line. Mr. 
Billings came with us in Feb., 
1917. On July 18th of this year 
he was elected to the Pacemaker 
Club. W. A.. has devoted his 
best interest to securing his 
membership. We are proud of 
him and he should be proud of 
himself. Prize-winning sales- 
man selling our line are deserv- 
ing of considerable commenda- 
tion, for Bowser equipment can 
not be handled by other than ex- 
perienced, efficient men. 


The unsuspected has happened. 
Please note the following news clip- 
ping which appeared in the Society 
Columns of the leading Norfolk 
paper: 

DARDEN-FENTRESS 

Mr. and Mrs. W. H. Fentress an- 
nounce the engagement and approach- 
ing marriage of their daughter, Miss 
Bessie May Fentress, to Mr. David 
Walter Darden, of this city. The wed- 
ding will take place some time during 
the early autumn. 

We do not see why Darden has not 
the right to starve a woman to death 
as well as some of his other friends. 
We should all, therefore, sympathize 
with Mrs. Darden because we are sure 
she will need all the rel she 
can get. 

From another viewpoint, however, 
we look upon our friend Darden as 
one of the choicest of our unmarried 
eligibles. His estimable qualities 
would make any home happy and we 
wish for both a life of unalloyed con- 
tentment and prosperity. 
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W. C. Sutton 


Member Pacemaker Club, 
Fort Wayne District 1918 


Here’s our old Bill Sutton 
who was a director in 1917. 
Aug 6, 1918, brought “Bill” up 


smiling as a Pacemaker. 


W. C. Sutton is onévoteour 
thinkers. In other words, he 
uses his head in getting business 
for the company. Naturally he 
succeeds in accomplishing his 
purpose. Mr. Sutton is one of 
the men in our employ who 
sends in orders for large 
amounts. When he makes a kill, 
he makes a big one. The boys 
in the Fort Wayne Sales De- 
partment think “Bill” is one of 
their marvels. They said before 
this write-up was published, that 
the Boomer could not say any- 
thing too good about “Bill.” 
Congratulations seem to be 
doubly in order. 


Washington’s Five 


Leading Senators 


Aug. 12, 1918 


G. By STOVAIE 
Cla SPE GEE 

J. T. GIBBONS 

J. F. JEFFREYS 
R. R. FAIRCLOTH 


Or # Co bo 


Little Mary on the Job 


Little Mary had been sent to the 
store to get some flypaper. She was 
a long time in returning and her 
mother began to feel a pit anxious. 


Going to the door ,she spied the lit- 
tle girl coming up the street, and 
said: “Mary, have you got the fly- 
paper?” 

No mother,” -cried Mary, “it’s got 
me, but we’re both coming together.” 
—Tid-Bits. 


A good character is worth more 
than a good bank account. Character 
ean make a bank account but a bank 
account cannot make character. 
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F. M. Kennedy 


Member Pacemaker Club, 
San Francisco District 1918 


F. M. Kennedy, of San Fran- 
cisco, again makes his bow to 
the public. Mr. Kennedy’s clever 
work in 1915 and 1916 won for 
him the distinction of being di- 
rector both years. In 1917 this 
prepossessing salesman was 
elected Pacemaker. The pres- 
ent announcement has to do with 
his second Pacemakership. 

Mr. Kennedy, like a number 
of other men selling our line, 
seems to have acquired the habit 
of being constantly successful. 
He is to be highly complimented 
on the work he has done to date. 


A Word from A. W. 
Dorsch 


(Fort Wayne District Manager) 

This is the time of the year for 
your kerosene and lubricating 
business, and this is the time to 
get busy. Unless you do, you are 
not going to succeed. Push the 
factory and store trade for lubri- 
cating and kerosene business. 
You have hundreds of merchants 
in your territory upon whom you 
have not been calling. Sell this 
trade and sell the outfits such as 
they need—kerosene, lubricating 
and paint oil outfits. 

I also want to call your atten- 
tion to the private garage busi- 
ness. Take an inventory and note 
the number of calls you have 
made on this class of trade and 
the number of outfits you have 
sold this year. There never was 
a better time for you to interest 
your private garage trade than 
now. You will note that in all 


large cities the accessory stores 
and public garages have signed 
an agreement that all their places 
of business will close promptly at 
six o'clock. No gasoline, lubri- 
cating oil or accessories will be 
sold after that time. Also that 
all public garages and accessory 
stores will be closed Sundays and 
all holidays. A great many of 
the private garage owners will 
no doubt install outfits now on 
account of not getting gasoline 
on Saturday and Sunday from 
the public garage. 


Proto 
Not 
RECEIVED IN 
TIME FOR 
REPRODUCTION 


M. H. Clark 


Member Pacemaker Club, 
Dallas District 1918 


Aren’t these Dallas men the 
most persistent workers ever! 
Here’s another whose knock was 
heard on the Pacemaker door on 
Valve: ZotheelLOtsa “Rhisswas Me. 
Clark’s first year with us. 

We shall be glad to hear your 
knock again, Mr. Clark. 


St. Louis High Men 


Aug: 19, 1918 
1. H. EH. MAXWELL 
2. H. M. BROWN 
Bo (Oe daly TaD Na Ne 
Year to Date 
Cy Hy BLD IY 
J. S. BRONSON 
T. H. MOSELEY 


OS DOR 


A wire has been received from J. 
W. Hagerty, of Canada, which reads 
as follows: 

‘““We have a new daughter. Moth- 
er and baby doing fine.’’ 

We are glad to receive this good 
news. Congratulations. Maybe Mr. 
Hagerty will be in the Club even 
sooner than we had thought, because 
he’ll be needing more commissions. 


The finest fibre in a man’s breast is 
represented by his true character. 


Paper nolish 


Member Pacemaker Club, 
San Francisco District 1918 


FE. F. English entered our em- 
ploy May 1, 1914. In 1915, hav- 
ing learned our policies and our 
lines as well as our sales meth- 
ods, Mr. E. F. English qualified 
as a Pacemaker. In 1916 he was 
again elected to this position on 
the merit of his work. In 1917 
he proved himself a three-time 
Pacemaker. This year he has 
made the Club again. 

Every road man appreciates 
exactly how good Mr. English 
has been in his line to be enabled 
to earn a membership four con- 
secutive years. Without any 
doubt Mr. English will make the 
Clubmitext’ year. WVWVeralso féel 
higher offices will be his some 
day for the taking. 


Mr. Griggs Walker 


Griggs Walker has resigned 
from the organization. Like so 
many other gocd men on our 
sales force, he has joined the Of- 
ficers’ Training Camp at Louis- 
View yo) Mal Ioesttiendss in) the 
Home Plant are thinking of him 
today. They are proud to know 
that he, like other true Ameri- 
cans, has taken his place beneath 
the shadow of the country’s flag. 

May you be successful 1n your 
new life, Mr. Walker! 


We hear two of our San Fran- 
cisco boys are now helping 
Uncle Sam. R. B. McFadden is 
at Camp Lewis, Washington, 
and OnaG. Bruns at the Spruce 
Cut-up Plant, Vancouver, Wash- 
ington. 
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PH: Lemen 


Member Pacemaker Club, 
Philadelphia District 1918 


Mr. P. H. Lemen, of Philadel- 
phia, was a Pacemaker last year. 
On Aug. 2nd Mr. Lemen made 
the Club a second time. We 
know that business conditions 
were a bit different this year, 
due to the exigencies of the war, 
and we know that real sales- 
manship was often necessary to 
bring before prospective Bowser 
users the conservation values of 
our equipment. Mr. Lemen is, 
therefore, to be congratulated 
upon his sales methods. We are 
glad to learn that he has made 
the Club and is enjoying that 
success known to all other prize- 
winning salesmen in the organi- 
zation. 


The difference between a 
Prophet and a plain ordinary 
fellow is that the prophet can 
see what must be done today to 
make tomorrow worth while. 
Nevertheless, I am _ persuaded 
that it does not take more than 
an ordinary fellow to forecast 
the fact that we must continue 
our oil company co-operation 
now, when the oil companies are 
not buying anything to speak 
of, if we wish to do business 
with them when they begin 
again. 

In emphasizing the necessity 
of oil company co-operation, we 
do so because it offers a con- 
crete industry, but we really 
mean co-operation with every- 
body—firms, individuals, offic- 
ials, etc. Just to the extent that 
you are co-operating you are 


getting results commensurate 
with the possibilities. 

While this is true, it still re- 
mains necessary to specialize 
with the oil companies, and we 
sarnestly ask that you keep this 
before your salesmen so_ that 
when the oil companies again 
enter the market they will logi- 
cally think of us. 

Reo COLWELE, 


’ Eastern Manager. 


PHoto 
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RECEIVED IN 
TIME FOR 
REPRODUCTION 


R. T. Williams 


Dallas District 1918 
Member Pacemaker Club, 


Mr. Williams is a one-year 
Bowserite. He joined our sales 
force last December. On Aug- 
ust 5th the Statistical Depart- 
ment discovered he had_ sold 
enough business to elect him to 
his first Pacemaker membership. 

Mr. Williams is a Dallas sales- 
man. He possesses the spirit of 
his district and has won his per- 
sonal success with all the old 
timers in the south. 

Congratulations, Mr. Wil- 
liams. You have done yourself 
proud! And remember we’re de- 
pending upon you to repeat in 


LO1e, 


A Perplexed Caller 


Mrs. Milligan—‘Do ze _ feel 
this morning, Mrs. O’Toole?” 

Mrs. O’Toole—‘"I do, an’ then again 
i dont: 

Mrs. Mulligan—‘‘Thot’s bad, fur 
it’s harrud to know whether to say 
oim sorry or glad.”—Harper’s Ba- 
zaar. > 


better 


Foreign Lady in 
want some powder.” 
“Mennen’s??” 
“No, vimmen’s.” 
“Scented?” 
“No, I will 
Punch Bowl. 


a Pharmacy—“I 


take it mit me.’’—Pa. 


C. H. King 


Member Pacemaker Club, 
Toronto District 1918 


C. H. King has been with us 
two years. During the first year 
he succeeded in educating him- 
self along the Bowser line and 
succeeded in winning a Pace- 
maker membership for himself 
as well. This year elected him 
to the Club once more. 

Mr. King is one of our am- 
bitious road men. He is a hard 
worker, a keen business man, a 
good mixer—in other words, a 
genuine Bowser salesman. Con- 
gratulations, Mr. King! 


W. B. Goolsby with the 
Nation’s Aerial 
Squadron 


We are sorry to lose Mr. 
Goolsby’s service from the Com- 
pany’s sales force, but what is 
our loss is the nation’s gain. Any- 
way, we are all trying to help the 
nation in every way possible, and 
we feel that we are helping con- 
siderably in releasing Mr. Gools- 
by to the Nation, as we know he 
will serve with honor and dis- 
tinction. 

In a letter to Mr. Murray, 
Goolsby writes as follows: 

‘Sure hated to give up my good 
old grip and will sure be glad to get 
this ‘‘Bloody War’’ over and get 
back to putting the tanks to them. 
Am assigned in line for flying in- 
structions at field here. There are 
about a dozen of the Bowser Boys 
in this Camp—Bryer, Kaiser and 
some others. Was mighty glad to 


get in the Club before I had to re- 
Ports” 


We are sure that when Berlin 
and Kaiser confront “Bill,” it 
add considerable to his already 
great confusion. 
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B. C. Sargent 


Member Pacemaker Club, 
Dallas District 1918 


Here’s another new face—an- 
other new Pacemaker from Dal- 
lacaeite b>. CAoatgent has been 
a Kowser salesman since last 
September and was admitted to 
pie Pacemaker Club August 
Win ot this year. 

We offer our best wishes, Mr. 
Sargent. 


Getting “Em on_ the 


Dotted Line 


This salesmanship matter is a 
more or less serious business 
and getting the prospective pur 
chaser’s signature on that “dot- 
fed line” is our main object in 
lite tor at Yeast six days in the 
week and for no less than fifty 
mweeksmin tne year. [he more 
signatures we succeed in getting 
on that line, the greater will be 
our profits and the better will be 
the showing made by the Albany 
District in competition with the 
various other Bowser Districts ; 
consequently, the importance of 
the thing. 


Salesmanship could and ought 
to be a science—science, we are 
told being classified knowledge, 
and right in that word “knowl- 
edge,” men, lies the whole secret 
or. Getting “Em On the Dotted 
Line. Knowledge of the sci- 
ence of Salesthanship is of im- 
portance but in the selling of 
Bowser products, a thorough 
knowledge of the Bowser equip- 
ment which we are permitted by 
our contracts to sell, is the all- 
important thing. 
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who is en- 
eine One thie 


salesman 
gaged in Getting 
Dotted Line for Bowser should 
know our goods so thoroughly 


Every 


that a customer couldn’t stick 
him, no matter what question 
the customer might ask con- 
cerning Oil Storage Equipment. 
Know your bulletins from A to 
Z; know just what the equip- 
ment will do; know why it is the 
best equipment of its type in the 
world; in fact, have a convinc- 
ing answer ready to pop out in 
reply to any question or argu- 
ment that the prospect may 
spring on you, and then “Getting 
’Em on the Dotted Line” will be 
comparatively easy and your 
success will be comparatively 
great. 

It is our aim, as before stated, 
to get more of ’em and bigger 
ones on the dotted line this 
month than for any month this 
year to date; especially the sig- 
natures of more merchants 
handling kerosene, lube, and 
paint oils than ever before, and 
we will look for a big influx of 
these orders from all sections of 
the District from now until the 
3lst. Are you with us? 


W. M. MANN, 
Albany District Manager. 


W.R. Vann 


Member Pacemaker Ciub, 
Fort Wayne District 1918 


The second day of this year 
found Mr. W. R. Vann starting 
out for the first time to sell the 
Bowser line. Since that time he 
has become a very efficient sales- 
man as his records show. On 
August 17th he became a Pace- 
maker. 

Welcome, Mr. 
success follow you. 


Vann. 


May 
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E. R. Handley 


Member Pacemaker Club, 
Washington District 1918 


Mr. Handley has been with us 
since March 2, 1916. A genuine 
salesman, he made the Club the 
first year of his stay with us. 
Then he started out to make a 
record for himself, In 1917 he 
was again elected Pacemaker in 
his district and this year reports 
prove he has again made the 
Ciab: 

Mr. Handley’s many friends 
congratulate him upon his good 
work. The Boomer extends to 
him congratulations and the sin- 
cere wish that when announce- 
ments are again published in 
1919, Mr. Handley may be num- 
bered among the list of Bowser 
prize-winning salesmen. 


Trucks 


The truck is a vital factor in the 
world war. 

This country depends upon the 
truck to help out the traffie situa- 
tion in connection with congested 
railroad conditions. Abroad the 
truck carries provender and ammuni- 
tion to allied towns and trenches. 

The truck is indispensable. 

Now steel is at a premium. The 
government restricts its use almost 
everywhere. Truck manufacturing 
concerns urge purchasers to conserve 
their vehicles. Overloading is for- 
bidden. Careless driving is ruled 
out. Why? ‘To save wear on steel 
parts, to lengthen the life of the 
truck. 

Bowser equipment furnishes 
smooth oil that will help preserve the 
steel working parts of a truck. Dirty, 
badly stored oil destroys these parts. 

It is your business, therefore, Mr. 
Salesman, to urge your next truck 
owning prospect to purchase a Bows- 
er pump and tank. Our equipment 
filters all grit from lubricants, keeps 
the oil smooth and preserves its 
quality. 
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J. H. Wilson 


Member Pacemaker Club, 


Denver District 1918 

A “Denver Daring Doer,’ 
this man! He has been a Pace- 
maker for the past three years. 
His business is clean and he 
keeps hitting the ball. Mana- 
ger C. C. Barnet is very happy 
to present him in this issue of 
the paper with the other success- 
ful salesmen from the west. 


Memphis Big Six 
Aug. 15, 1918 


Without objections there 
could be no salesmanship. Sales- 
manship is the power to per- 


suade people. Without objec- 
tions there could be no use for 
this power, and salesmanship 
would resolve itself into mere 
automatic order-taking. 

There are two kinds of objec- 
tions—valid reasons for not buy- 
ing, and mere excuses) Aaa 
rule the prospective purchaser 
seldom differentiates. 

The prospect is usually cour- 
teous and wants to let the sales- 
man down easy—so he puts up 
excuses in the form of reason- 
able objections. 

My theory is that an objection 
is not an objection if you can 
beat the other fellow to it. In 
other words, the proper way to 
deliver a selling talk is to antici- 
pate every conceivable objection, 
be it reasonable or unreasonable, 
on the part of the prospective 
purchaser, and indirectly cover 
every loophole through which 
the mind can get away from the 
proposed pr oposition. 

Confidence is the basis of all 
business. Without confidence 


SSSA 


the salesman can never hope to 
close business. 
A salesman to be successful 


must sell himself upon his own 
proposition. He must then sell 
himself to the prospective buyer. 
Then, when the prospective pat- 
ron believes in the salesman, and 
the salesman believes in the 
merits of his goods, it is, as a 
rule, an easy matter to get him 
to purchase, and there will be no 
opportunity for the expression 
of doubt in the form of an ob- 
jection. 

Objection Removers for the 
past week were: 

1, J.J. CLINE 


2. R. L. LOVING 

3. E. E. LOWE 

4, kh. P. WALKER 

5. E. P. DOLAN 

6. E. G. GRANTHAM 
H. W. BROWN, 


Memphis District Manager. 


E. E. Maxwell! 


Member Pacemaker Club, 
St. Louis District 1918 


Lou-Porterstelissussthat Eo: 
Maxwell is one of his shining 
lights this years Boi registered 
as a Pacemaker on Aug. 10th. 
He was also a Pacemaker last 
year. 

Mr. Maxwell has been doing a 
very good business this year. 
His Pacemaker election helps 
boost St. Louis. E. E. is one of 
the boys who is out for the cup 
for his district. Keep plugging, 
IX. E., and St. Louis may possess 
the urn before long. 


“No, Willie, dear,’ said Mama, ‘“‘no 
more cakes tonight. Don’t you know 
you cannot sleep on a full stomach?” 

“Well,” replied Willie, “I can sleep 
on my back.’’—Exchange. 
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J. W. Weems 


Member Pacemaker Club, 
Dallas District 1918 


Determination to win is 
stamped all over this salesman’s 
face. J. W.’s Pacemaker record 
proves that faces don’t lie. In 
1916 he won his first Pacemak- 
ership. In 1917 he won his sec- 
ond Pacemakership and on the 
7th of August this year Mr. 
Weems won his third Pacemak- 
ership. Without a break for the 
past three years, this young 
salesman has climbed another 
rung in the ladder of success. 


Congratulations, J. W., you 
are a true Dallas man! 


London Salesmen Enter 
Service 


Our European organization 
has contributed no small number 
of men to the Allied cause during 
the four years of war which have 
passed. Word comes from the 
London office that Messrs. C. H. 
3arron and R. A. Harris, sales- 
men in the London territory, 
have recently entered the service 
of their country. 


Mr. Harris has entered the 
Royal Flying Corps and Mr. 
Barron is in munitions work. 

We wish to congratulate the 
London office on its thoroughly 
patriotic organization and these 
two men in particular, who are 
giving their service to the Allied 
cause. We shall miss their names 
on London order reports. 

—kxvport Department Item. 


Your character is what you build 
into your life through the principles 
for which you stand in your every 
day work or play. 
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Pres. S. F. Bowser Cele- 
brates His Birthday 


Quietly 
Our President has passed an- 
other milestone in life’s journey. 
He spent the day quietly in his 
office, attending to business as 
usual. 
The organization desires 
to pay its respect to you Mr. 
Bowser, on this happy oc- 
casion. We congratulate you 
upon the constructive work 
you have accomplished dur- 
ing your long and useful 
career. It must have been 
with gratification that you 
have watched the successful 
progress of activities over 
which you have exercised 
your initiative or have aided 
by your effective support. 
We hope you may for many 
years longer retain your 
vigor and direct efforts in a 
work which owes so much to 
your valuable service. 


This reminds one that the com- 
pany’s birthday is almost here, 
too) On Sept. sth , the frm will 
be thirty-three years old. 

It is good for us all to stop a 
moment and think of the splen- 
didesrecord our company has 
made. It inspires one to think 
of what has been accomplished, 
and of the possibilities the future 
holds forth. 


The principles on which the 
business was founded and is con- 
ducted grips one in such confi- 
dence that it gives renewed am- 
bition and energy for. the work 
of the future. 


The Spirit Back of Bowser 
Equipment 


The 5th day of September, 
1885, was the day that Mr. Bow- 
ser commenced the tank and 
pump business. Like most other 
big institutions, S. F. Bowser & 
Company’s beginning was a very 
small one. 

In the corner of a barn, work- 
ing all day and by lamplight at 
night, thirty-three years ago, Mr. 
Bowser designed and constructed 


the first pump. The first outfit 
was built by Mr. Bowser and sold 
by him. 


In reflecting on the wonderful 
onward march of this institution, 
one cannot help but marvel at the 
bigness of it all. The constant 
growth of the business is due to 
the inventive ability, integrity, 
honesty and industry of the men 
at the head of the Company and 
the loyalty and co-operation 
which inspires the entire Bow- 
ser Organization. To enjoy the 
very best reputation for honesty 
and square dealing for thirty- 
three years alone indicates the 
character of the company. From 
the very outset, the spirit of serv- 
ice which led Mr. Bowser’s little 
band of determined workers thir- 
ty-three years ago still actuates 
Bowser folks in the performance 
of their work today. 


Albany News 


Fred C. Schuster may be said to 
have secured the most creditable 
business this week with orders speci- 
fying three 63s with portable drain- 
er, a 64 and a 2 bbl. 110, a 10 bbl. 241 
with lighting attachment and a fine 
private garage order specifying an 
800 gallon 12 ga. 103 outfit, winning 
a leading place with the Tenacious 
Tenners—Typical of Fred’s ability. 


C. H. Eastman secured the finest 
single order calling for no less than 
nine Fig. 115 outfits with all the 
trimmings amounting to about 
$1,600.00; the result of creditable ac- 
tivity on Saturday. Who said it 
didn’t pay to work Saturdays? 


C. M. Carpenter, working on his 
own hook in open territory, landed a 
nice one specifying a 10-bbl. ‘‘ Chief 
Sentry’’ and a lube out-fit, Fig. 172. 
C. M. is no ordinary ‘‘ wood butch- 
er’’—it takes a real cabinet maker 
to build ’em that way. 


I. W. Strout came across with 
some fine business including orders 
for a 52-B outfit; three No. 63s, a 
Fig. 110 for denatured alcohol and a 


10 bbl. 14 gauge tank—pretty 
smooth. 
R. A. Dusault secured some fine 


business including orders for a large 
capacity Fig. 109 outfit, two No. 64s, 
and a Fig. 7-F-4 filter, once more 
demonstrating his prowess as a high 
grade salesman. 


D. F. Hernon scored with his 
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weekly order for a ‘‘Red Sentry’? 
outfit with lighting attachment—it’s 
a slim week indeed when D. F. don’t 
dig up a ‘*Red Sentry’’ order. 

J. A. O’Brien, our young Boston 
salesman, came across again this 
week with an order specifying three 
No. 63s—looks like a winner. 

W. C. Halsey closed a big one 
specifying a couple of thousand dol- 
lars worth of standard outfits which 
only needs a few finishing touches 
before going on record. Walter 
doesn’t say much but his business 
talks in big figures. He also sold a 
filteration outfit on the side. 

8. A. Collins sold a nice little priv- 
ate garage order as well as a large 
pipe line measure and accessories 
some noise from Buffalo most every 
week. 

Adams sold a 64 outfit completely 
equipped; Elliott a pair of 638s; 
“‘Hegie’’ a 19B outfit for kerosene 
and several accessories orders; 
Bearse a 1000 gal. 41 outfit and ae- 
cessories, while Richardson and 
Lyons both scored with lube orders— 
some hot week. 


“*Hivery salesman should make a 
practice of finding out just why it is 
that a customer does not buy. Learn 
the real reason and you will improve 
your selling. A man may tell you 
that the price is too high, that the 
time is not right, or that he has a 
big stock investment, or any other 
reason to get rid of you. This is not 
always the real reason. Ask him to 
tell you what his real reason is. 

“¢T used to say to a man, ‘If you 
will tell me the real reason why you 
did not buy, I will promise never to 
come near you again.’ And the real 
reasons that they told me certainly 
opened my eyes. Try it out your- 
self, and it will open your eyes. You 
will thus learn a lot more than any- 
one can tell you about selling and 
about sales success.’’ 


Her System 


Blondine—‘‘Is Gert Giddigad ail- 
ing?” 

Brunetta—‘“‘She told me the other 
day she never felt better in her life.” 

Blondine—‘Then I can’t understand 
why she goes to the doctor’s office so 
much. 

Brunetta—‘IT know.” 

Blondine—‘Why ?” 

Brunetta—‘She told me confidenti- 
ally, the other day, that she is going 
onee a month to read a continued 
story in a magazine in the waiting 


room.’’—Youngstown Telegram. 
The difference between a _ wise 


man and a fool is, the fool’s mistakes 
never teach him anything, 


He who thinks only of himself, 
hasn’t anything too much to think 
about. 
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D. W. Darden 


Member Pacemaker Club, 
Washington District 1918 

Again Mr. D. W. Darden, of 
Washington, brings down hon- 
ors upon himself! Just listen, 
boys, while we give you his rec- 


ord. Entered Feb. 22, 1911; 
Pacemaker 1912. +1913.) 1914, 
"1915, 1916, 1917, 1918. We are 


wondering if the fact that he 
entered the Bowser organization 
on Washington’s birthday has 
anything to do with his success. 
We are very proud of Mr. Dar- 
den and hope to add many more 
years to his successful record. 

Mr, Darden entered the Club 
July 18th this year. 


St. Louis High Men 


Aug WoO, 1016 


1. BoB. MAXWELG 

2. W. HE. GROOMS 

3. J. C. MVKEOWN 
Year to Date 

ie MG sky TeARIMD GAY 

2. J. S. BRONSON 

3. TT. H. MOSELEY 


Fie wil 


I cannot impress upon you too 
strongly the necessity of getting 
“Full Cash” whenever possible. 
There is plenty of money all 
over the country so that the 
5 per cent Cash Discount should 
be a big inducement to a Bowser 
Customer. 

In addition to this, there is the 
added advantage that entire 
commission on full cash sales are 
credited to your account when 
the order is passed. This helps. 

If you cannot secure full cash 
with the order, write it on the 
2% basis or thirty days net. In 


py, yh, 


cases where a little longer time 
is necessary, utilize the 90 days 
terms—one-fourth down, balance 
in three monthly payments — 
thirty, sixty and ninety days— 
with no interest. 

The big idea is to stay away 
from the long terms. There is 
entirely too big a percentage of 
our business written on this 
basis. Make a special effort to 
forget these terms and revert to 
them only when absolutely nec- 
essary. 


AW DORCCEH. 


K. F. Hessenmueller 


Member Pacemaker Club, 
Pittsburgh District 1918 


Mr. Hessenmueller and_ sev- 
eral other men of our company 
should be placed upon an honor 
list for long continued and con- 
sistent service. Mr. Hessenmuel- 
ler joined the Bowser Company 
the first day of 1910 and was a 
Pacemaker in 1913, 1914, 1915, 
1916, and Vice President of the 
Club in 1917. “This year) he as 
again a Pacemaker. July 21st 
was the date of his entrance. 

Please accept the congratula- 
tions of your friends extended to 
you through the Boomer, Mr. 
Hessenmueller, and know that 
we are, indeed, glad to have you 
as a member of our firm. 


Mr. E. Steinhauser’s business has 
been coming through our Statistical 
Department very regularly.  Pitts- 
burg can’t be any prouder of this Al 
salesman than the home plant is 
proud of him. 


Joe Prigg is another Pittsburgh 
boy who finds inspiration in the 
smoke of the Iron City. Joe has 
been showing his district manager, 
and the home office as well, just 
what real sales work is. 
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J. R. O'Malley 


Member Pacemaker Club, 
Minneapolis District 1918 


Mr. J. R. O’Malley, of Minne- 
apolis, took up the Bowser grip 
for the first time last December 
just in time to get a good start 
for this year’s business.  Evi- 
dently it was a good start, for 
he entered the Pacemaker Club 
on July 25th this year. 


May we have the pleasure of 
announcing you many more 
times, Mr. O’Malley. 


Consistency and Logic 


We all like to be consistent, 
not because someone once said 
“Consistency, thou art a jewel,” 
but rather because it is a mighty 
good, profitable trait. Consis- 
tency is a twin brother of logic; 
and logic is a magically potent 
power or force in sweeping 
away would-be objections ad- 
vanced by those who ought to 
have Bowser equipment and 
don’t know it. Therefore, be 
logical in your presentation of 
your consistent arguments. A 
strong array of facts not logical- 
ly presented can have little more 
proper effect upon the prospect 
than a weak argument. You 
might have a lot of consistent 
arguments, considered individu- 
ally, but unless they are logically 
arranged your prospect is likely 
to remain only a prospect—or 
less. 

GC. Cr BARNES 
Denver District Manager. 


Mr. F. O. Sallee must be well ac- 
quainted with St. Louis by now. Best 
wishes for a pleasant sojourn in your 
new locality, F. O. 
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Bab: Bator 


Member Pacemaker Club, 
San Francisco District 1918 
Iey D2 Baker, of San Francisco, 


is one of our hard working men. 
He has been a Pacemaker now 


two consecutive times. Last 
year saw him a member of the 
Club and this year sees him 
again a prize-winner. San Fran- 
cisco is a long ways away but we 
feel sure that the warmth of our 
congratulatory write-up will 
carry to him through the mail. 


Best wishes, Mr. Baker, for 
another repeat in 1919. 


Minneapolis and Chi- 
cago Offices 


Effective Thursday, August 
Ist, the Minneapolis Office was 
amalgamated with and became a 
part of the Chicago Office Dis- 
trict. 

The Minneapolis and Chicago 
quotas have been combined. All 
orders from former Minneapolis 
salesmen have been credited to 
the Chicago District. All sales- 
men and employees under the 
Minneapolis District now report 
to the Chicago Office. 

Referring to Directors from 
the Minneapolis, Tri-State and 
Chicago Districts, these three 
Districts now being combined 
and amalgamated in the Chicago 
District : 

MiaVienees Benham has been 
elected as Director from the 
Minneapolis District, and will 
remain as Director from that 
District during the present year. 

ieee etiers has been 
elected Director for the Tri- 
State District, and will remain 
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Director for that District for 
the balance of the year. 


The Chicago Office Director 
will be elected from the sales- 
men working under the original 
Chicago District. 

A combination of the above 
named Districts has been made 
for good business reasons and_is 
strictly a war-time measure. In 
taking this action we are pro- 
ceeding along the lines of other 
large companies, railroads and 
other corporations in general. 


Referring to the Minneapolis 


Office: The Minneapolis Man- 
agement, salesmen and em- 
ployees have made good. The 


business is in splendid condition 
—the District has been efficiently 
managed and has a_ highly 
trained organization which will 
give a good account of itself 
under the new arrangement. 


Mr. R. R. Safford, who was 
Minneapolis District Manager, 
has been transferred to Chicago 
ands re Pe) Kingsley’s As- 
sistant at that point. 

Mr. R. G. Conklin, of Minne- 
apolis, has been transferred to 
Chicago and is assisting Messrs. 
Kingsley and Safford in the de- 
velopment of the factory busi- 
ness. 

Until further advised, we will 
maintain a sub-office at Minne- 
apolis; all business, however, 
will be transacted from Chicago. 

Ee Mes AV ERCOOL, 


General Sales Manager. 


San Francisco High Men 
Aug. 13, 1918 


1. E.R. BIRD 

2. F. M. KENNEDY 
3.°H. FE. ENGLISH 
4, L. D. BAKER 

5. C. A. MILLIMAN 


The Close of a Pertect Day 

First Stenog.—‘Goodness me! 
Just listen to the Manager in there. 
How awfully shocking! What can he 
be doing?’’ 

Second Stenog.—‘‘Oh the boys 
didn’t bring in enough business to- 
day, and he’s just making a cursory 
report.’ 


J. S. Lewis 
Member Pacemaker Club, 
Dallas District 1918 


Mr. J. S. Lewis came with us 
in 1916. He brought Dallas the 
honor of his Pacemaker mem- 
bership tiie 191/2 = Hem became 
known as one of the famous pro- 
ducers the first year of his so- 
jour am the district, True to 
his reputation, this year he 
madethe-Cluba|uly 20th Bale 
Prince has had a lot of honor 
and glory in his time. His men 
are famous throughout the Bow- 
ser organization for their excep- 
tional sales work. J. S. Lewis 
seems to be right with the gang. 

Congrats. }j5.! 
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Jerry Pasquerello, a Son of 
One of the Philadelphia 
District Service Men, 
Killed 


It is with regret that we note 
the loss of Mr. Pasquerello’s son 
in a recent German attack. The 
sympathy of the entire organiza- 
tion goes to Mr. Pasquerello. We 
are proud, however, of Mr. Pas- 
querello’s splendid record of ser- 
vice, not only his record of ser- 
vice in the interests of S. I. Bow- 
ser & Company, but his service 
to this greatest of all causes to 
which he has just given his son. 
May this thought comfort him in 
his present hour of sorrow. 

Mr. E. E. Lowe and the par- 
ents of Mrs. Lowe wish to thank 
you for your kind expression of 
sympathy. 


Dear Editor: 
Please let me thank you and 
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the members of the Bowser Or- 
ganization for your sympathy in 
our sorrow. You were lovely to 
think of us and Mr. Clark and I 
appreciate your goodness more 
than I can tell you. 
Sincerely, 
NEVILLE: GGLiENS GLA 


and His 


Mr. Street 


English Ally 


Here is C. EK. Street, former Boom- 
er Correspondent, with his English 
Bull Pup. Mr. Street now 
France. We would like to hear from 
him. A one time Boomer reporter, 
possibly we can sign him up on war 
data for this monthly. 


is in 


New Bowser Salesman 
We have 
employ, J. J. Cline, Jr. 


a new salesman in our 
Mr. Cline 
weighs six and one-half pounds. He 
has been a Bowser man sinee August 
15th. 

Congratulations, J. J. Senior! 


Not to Be Sneezed At 


Hokus—I*lubdub 
from hay fever. 

Pokus—Yes, he can’t even meet a 
grass widow without sneezing.—N. Y. 
Times. 


suffers terribly 


Say S&S. 05 7 iv v "y\\ 51° "1 "e°E°D»lm» 


Standing of Forty High Men 
August 24, 1918 


i, W. Be Stamtord:.) Philadelphia, )2 10) Cae Mee i tinie ene Atlanta 
2, W. A. Armstrong....Ft. Wayne 22. H. A. Vortigern....Philadelphia 
Dre tele Gibb Ons aan eee Washineton® 23. JE Leia in: ones Pittsburgh 
Aim Wis Gleb alse Veweae cet ie Albany 24) 0. Wl SVEGIGSSiGk emir Dallas 
Dy aba om Leny LOT anette Albany: 25. ha). Geonard epee Pittsburgh 
ore aie AC cove Gn aWeH ONAL. ee ay ae oe Denver” 207 We B:Olfferlemaeme sr Pittsburgh - 
foo Carvers WoO. eisai Ft..Wayne 27. B; 1B. Batesie eer Dallas 
ob, Bla Ale, Monae 3 yg sb -Chicavo,” 28. (Us. Bennettva: anne eee Dallas 
Nie Neg Oboes Es so: Denver 292 0L0 In 4S Brower esi Dallas 
0; OC. Bs Bremmer ser nese Toronto: “305. GasPer sco walll aye Washington 
I iS dal Avenel & oa 5 oc Atlanta 31] We. Wes cluo os seinen Memphis 
12. G, Pipes eee Pittsburgh, — 32. CW? Morgan? 2. eee Dallas 
SC elLloee ii deve ane eee St. Louis, 337s Brace Chicago 
RSS Wie NV aaxis yi iene eee Memphis 34) N: GBrown=e as. sees Dallas 
Dae kvey Wie te) CWC lenaenenens cars Denver (so. RR. Eh. Clement..se ee Dallas 
16. GG. WalScottere erent New York 36. F. M. Kennedy...San Francisco 
let cane Gram Cel bo. e tre eee Pittsburgh 37. K. F. Hessenmueller. Pittsburgh 
1322-3. Aco D) ctiler meme Chicago. 9 3Sa Gs Ae Smit heen Washington 
19. F. H. Peeplesi.......New York 295 Di Wa Darden. ee Washington 
TAU AOR al RST EAP ros oc Washington 40; JieJ-) Macks: eens Pittsburgh 

District Office Quota Standing 

27th Quota Week Ending Aug. 24, 1918 

DIVISION “A” DIVISION “B” 

1, DALLAS - - - B.L.Prince,Mgr. 1. WASHINGTON E.B. French, Mgr. 
a pias ; ati eat: sats 2. DENVER - - C.C. Barnet, Mgr. 
: - - H.W. Brown, Mgr. : 
4. FT. WAYNE A. W. Dorsch, ae 3. CHICAGO orgs ieee anace 
5. ST. LOUIS - - L.E. Porter, Mer. 4. PHILADELPHIA J. P. O’Neil, Mgr. 
6. SAN FRANCISCO p.s.Johnson,Mgr, 5: NEW YORK - E, J. Little, Mgr. 
7. TORONTO - Harry Christie, Mgr. 
8. ALBANY - - - W.M. Mann, Mer. 
9. PITTSBURG - - H.C. Storr, Mer. 


District Office Standing in Lubricating Contest 
Aug. 24, 1918 


1. PHILADELPHIA 7. DENVER 12. SAN FRANCISCO 
3. WASHINGTON 8. CHICAGO 13. FORT WAYNE 
4. DALLAS 9. ST. LOUIS 14. TORONTO 
5. MEMPHIS 10. ATLANTA 15. NEW YORK 
6. PITTSBURG ll. ALBANY 

District Office Standing in Kerosene Contest 

Aug. 24, 1918 

1. Memphis 5. Denver 9. Pittsburg 12. Albany 
2. Dallas 6. St. Louis 10. Philadelphia 13. Toronto 
3. Washington 7. Chicago 11. San Francisco 14. New York 
4. Atlanta 8. Fort Wayne 
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Buy bonds, buy thrift stamps, buy war savings stamps! 


Every dollar you turn over to the government is saved 
money. Whenever you lay money away and don’t spend 
it for pleasure or unnecessary clothing or edibles, your future 
is made just that much safer. This is true in or out of 
war time. 


Statistics prove that only one man in a thousand is financially able 
to take care of himself after he is sixty-five years old. Don’t be de- 
pendent upon charity in your old age. Invest in bonds during the next 
drive. Buy war savings stamps whenever you can. 


“Charlie” J. Rogers and 
His Wife 

“Charlie,” as you know, has 
been our representative in Sioux 
City territory for several years. 
His volume of business has in- 
creased each year and Manager 
Slackee Duirews up in out, I f1- 
State District swears “Charlie” 
is going to make this year his 
banner year. 

iliemOnue mt acl Smee CGhariie ads 
wearing in the picture, where he 
is playing with his chicks, are 
camouflage—Mrs. Rogers takes 
Care Oi théss tara” 


We feel that J. J. Mack, of Pitts- 
burgh, is deserving a special com- 
mendation. He is a Pacemaker in 
his territory, as you all know, and 
he is the first man to become a Pace- 
maker in his particular territory. 
This means that J. J. has been work- 
ing systematically and consistently 
and he has the making of a big sales- 
man and both his district office and 
the home office are proud of him. 


NSS... 


I Will 

To the man who says ‘‘I WILL’’ 
there is no obstacle which is insur- 
mountable; there are no difficulties 
which cannot be overcome; there are 
no discouragements which can dis- 
hearten. 

Back of every achievement, under- 
lying every success, actuating every 
activity of mankind is the will of 
man to do and be. Deep within the 
heart of every man who aspires to 
do and be must be that dynamic will 
power which drives him ahead in the 
pathway of success. Hverywhere 
around us we can see exemplification 
of what has been accomplished by 
sheer force of man’s will power. 

No purpose can come into being 
until it be first conceived in the will. 
All success in every line of endeavor 
is but the expression of the will pow- 
er of some man who has willed in the 
silence of his heart that the thing 
must be accomplished, and, perforce, 
that very thing becomes a pulsating 
reality. It is this unquenchable de- 
termination and will power which 
brings us the things we desire, spells 
achievement and success. 

“‘T WILL”? earries us onward, ‘‘I 
WILL’? will not be denied the object 
of its quest—knows no defeat—re- 
fuses to go backward—drives ahead 
resistlessly. Success is dependent 
wholly on our ability to say ‘‘I 
WILL’? and holding ourselves in- 
flexibly to the accomplishment of 
that one pur pose. 

The measure of our success is the 
measure of will power we pour into 
accomplishment. When once the ‘I 
WILL’? dynamo starts, things begin 
to happen—it furnished that potent 
manly power which inevitably gets 
results. 


G. A. Smith 


G. A. Smith, who has been one of 
our Pacemakers for several years, 
and who works territory in Western 
Maryland and the Shenandoah Val- 
ley of Virginia, has been taken to a 
Staunton hospital where he is being 
treated for typhoid fever. 

Mr. Smith is extended our most 
sincere sympathy. We hope he will 
soon be carrying his model case 
back into his territory. 


Remember the Specialist 

Johns: Doctor, you are a general 
practitioner. What is the differ- 
ence between that and a specialist? 

Doctor: A general practitioner, 
sir, iS a man to whom vou pay a fee 
for telling you to what specialist 
you should go—Typographie Mes- 
senger. 
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The S. F. Bowser Method of Appreciating Efficient Service 


On July 11th this firm paid to all Bowser Office and [Factory employees awards for service ren- 
dered. The amount of the award in each instance was governed by the number of years an employee 
had spent with the Company. In round figures $75,000 were distributed by our President, Mr. S. F. 
Bowser. 

Men and women who had been members of the organization ten years received $122.45; those 
who had been here nine years received a proportionately less amount and so on through the years 
to a period of six months’ service. 
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TEN-YEAR AWARD WINNERS 


A big mass meeting was held by Mr. Bowser late Thursday afternoon in the shop. Our Pres- 
ident spoke to his “family” as he called his old friends who had been with him for years, 4.Eleses- 
pressed his deep appreciation of their co-operation and loyalty. Hle said he had always tried to keep 
a good shop for his good men. As time passed he observed he had been able to add many improve- 
ments and keep up the high standard of the organization. He referred to his latest work, the com- 
pletion of the new office, and spoke of his great desire to build a new factory. For the information 
of the boys in the shop and office he said he had purchased benches for them to rest upon near the 
grounds where they pitch horseshoes and near the park on Creighton avenue. He said he and the 
firm were working on a plan whereby W.S.S. bonds and valuable papers of all varieties could be 
kept by the Company without incurring any expense to the employees. He expressed his delight with 
the vacation schedule that the factory was enjoying. Lastly he came to the subject of the awards. 
He remarked that the present war crisis should make careful expenditure of the awards a matter of 
grave consideration. Then he dismissed the crowd telling them to run away and get their money. 


FIVE-TO-NINE-YEAK AWARD WINNERS 
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VOLUME XVII 


THE WORKS 


Where the 
Famous Bowser 
Products are 


Made 


We recently published a view 
of our new office building. The 
accompanying birds-eye illustra- 
tion shows how it looks in con- 
nection with the Home plant. 


Note the several new addi- 
tions to the plant. 


GENERAL VIEW OF HOME PLANT 
PORTWAY NE IND, UASa Ac 


The plant covers about twenty acres. The combined floor space of the buildings 


VIEW OF CANADIAN PLANT 
TORONTO, CANADA 


This plant is of heavy construction and commodious, with a large storage yard 
in the rear having splendid railway facilities, and is amply equipped 
in all respects for taking care of the Canadian business. 


is fourteen acres. 2,500 People are Employed. 


S. F. Bowser & Co., Inc., dates 
its foundation back to 1885. In that 
year Mr. S. F. Bowser founded the 
business. He was bookkeeper, 
salesman and president. He is still 
president and as active today as 
ever. Each year has seen some 
progress made, some addition to 
the plant, some increase in the 
volume of business, until S. F. 
Bowser & Co., are today the recog- 
nized leaders of their line in the 


world. 
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Standing of Forty High Men 
Sept. 24, 1918 


iW. Bs Stamford aes Ehilaciel pia pee ct ls e Wae ermine Teme Pittsburgh 
2: W. A. Armstrong. Hort Way iene 22 hae cleme ee ne semen: New York 
Syl Gibbons eee Washington 23. H. A. Vortigern.... Philadelphia 
4, W..< OC Halseyowe meee Albany” 24° 3B. Av Dettlermenns eee Chicago 
eto oe MMW Ae tad. noes Albany: 720.) Olan Me Kassie Kemer tei: Dallas 
6. Re Codd toncereesern Denver... 26, .R, D,beonard: 47.2). Pittsburgh 
fa CO. Oe Drederic spate fe: Railroad | 27: .We D,Oferieyern. =. Pittsburgh 
8: Carver Woodie... ioe Nivehaaies PA (Eh, TPs SianvPilllls ys aa Washington 
Or Jia Jin CONT ell yer were LTCC NULy) AZ be, Ib, IRON Gos o uno oe Dallas 
10. Gs WeaSCObt srr cue: New York. “30.-W, We Scruggs oie. ar Memphis 
LS Wi View Crandall aeeeeen meee IWemmyerm ab, (Ch We IMI, So ob Sans Dallas 
12. Cs BY Bremner pense: Monona) I, dl. Sh, JEON, 2 go g aoa: St. Louis 
BB Nithsdale Aim. = 563 ae PMaeNMiEn | is lesley, IBC! 5 noua Suto yoo Dallas 
14 Rie Wer Mae Vianna: IVI! errnn po Sears tare ©, yt eee ese Dallas 
WCE IM EIR, ooo odWa od Atlanta, «30.8 Go Benmeiioe nearer aie ee Dallas 
GE 465, 1B SVEN so as Washington 36. K. F. Hessenmueller. . Pittsburgh 
Ite, AL Gh dlanie ene ae Jenhensloneedn Silo IN AUS IBN oo 64 ae oo ws Chicago 
Tek dla, (Cra AEM OS Soe ao oe leAnaBoueeli ise dy Ala WIBVOlS Sg anc ,-- Pittsburgh 
19% Co SHER ride yawn sere aiee poli, Joon SA DY, COUNTING cs oo eos ond Dallas 
207 RS Wie die well eerereteme-meactts IDyevmaver 9 AYO IER Ss SWAG, ae bed xo Sc Memphis 
District Office Quota Standing 
37th Quota Week Ending Sept. 21, 1918 
DIVISION “A” DIVISION “B” 

1, DALLAS - - - B.L.Prince,Mgr. 1. WASHINGTON E.B. French, Mer. 
2. ATLANTA - H.C. Carpenter,Mgr. » pRENVER - - CC. Barnet, Mer. 
3. FT. WAYNE A. W. Dorsch, Mer. , 

4. MEMPHIS - - H.W. Brown, ve 3. CHICAGO -. TT. D. Kingsley, Mgr. 
5. ST. LOUIS - - L.E.Porter,Mer. * PHILADELPHIA J. P. O’Neil, Mgr. 
6. SAN FRANCISCO p.s.Johnson,Mgr. 5: NEW YORK - E. J. Little, Mgr. 
7. TORONTO - Harry Christie, Mgr. 

8. ALBANY - - - W.M. Mann, Mgr. 

9. PITTSBURG - - H.C. Storr, Mgr. 


District Office Standing in Lubricating Contest 
Sept. 21, 1918 


1. PHILADELPHIA 6. DENVER 11. SAN FRANCISCO 
2. WASHINGTON fo sole LOUIS 12. FORT WAYNE 
3. MEMPHIS 8. CHICAGO 13. TORONTO 
4, DALLAS 9. ATLANTA 14. NEW YORK 
5. PITTSBURG 10. ALBANY 
District Office Standing in Kerosene Contest 
Sept. 21, 1918 
1. Memphis 5. Denver 9. Philadelphia 12. San Francisco 
2. Dallas 6. St. Louis 10. Pittsburg 13. Albany 
3. Washington 7. Chicago 11. Toronto 14. New York 
4. Atlanta 8. Fort Wayne 
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A. dePlace 


Director Albany District, 
Pacemaker Club, 1918 


The honor for the hard-fought 
position of director in the Albany 
District was won by Mr. dePlace 
on the date of July 25th. The 
contest was so strenuous and 
close that returns were not all in 
until too late for our announce- 
ment in the September Boomer. 
Mr. dePlace is to be especially 
conertaulated in his success be- 
cause winning against the keen 
competition among such splendid, 
capable men as are in the Albany 
force. The winning is a far bet- 
ter representation of the honor 
than any words wc might add. 
Mr. dePlace, your attainment of 
director in the Albany District is 
well worth the effort and strug- 
gle it may have cost you. 

Congratulations ! 


San Francisco Salesman, Mr. HE. F. 
English was married on August 5th 
to Miss Ruth Ferrell, of Boise, Idaho. 

Mr. English had formerly been 
covering Southern Idaho territory for 
us, but was transferred in July to 
territory in Western Washington, 
with Tacoma as headquarters, and 
is now making his home at Tacoma. 
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You Can’t Expect 
To Get Lower 6 

When the eo 
BETS a 


Dallas Standing 
36th Week, Ending Sept. 14, 


1918 
Lub. Kero. 
Salesman Outfits Outfits 
Pe GIG CoG kare ene 70 10 
2. Brown, L. L. 2G 28 
SS ALOSE estes 16 18 
Awe T Os wily Nis es ceo 26 10 
Dre ene i ese sa a 3 12 
6. Clement 3 3 
7. Throop = 4D 9 
Sewn Glaser te Sa. 42 
9. Weems oll 


8 

+ 
10. Joyce 20 14. 
11. Matthews a. 384 3 
El epee GUT O ee oer a 2 ol 3 
Go. (Shean lily nse eee eee 4] 7 
is \Waillllieworty Tiiy AG eee 33 27 
HUD SE MAST OY elec cece sree 27 12 
Ws, “TEC a ats see eee 19 18 
Is \Walllhemimng, tS5 ©, sess. 31 1 
iNet, (COW aM iipgon ieee ae eee 2 2 
noes Mosh 0 ee 23 19 
2) RECT ae 20 9 
21. LaGrange =... = US 12 
Pate, = NeUOSeUNS| ON ere Sar ae) 3 
Aeies clecitrafags Vion 2 ae @ 3 2 
24. Buckeridge*® .......:.- ay ee 
Zi) em NEE TO IG sien Wicks teen 4 5 
Bo One. eee a 2 
27. Williams, Jeft* 6 2 
Poke LI BXONNMORSTO  aedtece terre there 3 4 


“Less than full-year men. 


This statement shows that 
(full year) Dallas salesmen have 
averaged 30 “Lub” and 10 “Ker- 
osene” outfits to date. The high 
record on “Lub” outfits is Mc- 
Kissick’s with:/0 to date, L. L. 
Brown holds the honors on 
“Kerosene” sales, with 28 to his 
credit to date. 

How does YOUR record compare 
with these two high records—and 
with the average? If you are above 
the average you are doing well, but 
why not get to the top? If you’re 
below the average, are you satisfied 
to remain there? 

B. L. PRINCE, 
Dallas Mer. 


Book Your Reserva- 
tion In Advance 


ALBANY OFFICE NOTES 


J. C. Mattison sold a lube outfit, 
Fig. 172, this week, also securing an 
order for paint oil equipment, Fig. 
109, including barrel hoist. 

S. A. Collins landed a nice order 
for kerosene storage equipment; an- 
other one specifying three Fig. 63s 
and one for a Red Sentry. Fine 
work! 

P. F. Bearse also sold a kerosene 
outfit this week. 

D. F. Hernon placed a battery of 
three Fig. 64’s, ineluding barrel 
track, ete., also supplying a garage 
with a lube outfit, Fig. 63, with ac- 
cessories. 

R. A. Dusault paid us a welcome 
visit on Monday, bringing in a fine 
order for a battery of 64s, fully 
equipped with all the trimmings, as 
his passport. 

Aage dePlace forwarded an order 
this week for a Red Sentry. 

C. M. Carpenter put one over for 
a Fig. 41, including meter and fill 
box, equipping a commercial garage; 
also another 41, equipped with filter 
and including lube outfit, Fig. 63, for 
a private garage. 

C. H. Eastman sold a one-half gal- 
lon, 1-barrel 63, and another for gas- 
oline storage tank. 

W. C. Halsey is credited with the 
sale of a Fig. 709 power pump with 
accessories, for the week. 

C. F. Comstock, of Detroit, who 
has enjoyed a wide experience in the 
sale of Bowser equipment, has re- 
cently joined our Albany Sales Force, 
working out of Boston. He secured 
his maiden order in the Albany Dis- 
trict this week, specifying three Fig. 
63s. Mr. Comstock is a most agree- 
agle gentleman as well as a salesman 
of ability, and we are most pleased 
to extend to him a hearty welcome 
and wish him a continuance of suc- 
cess as an Albany District salesman. 

G. W. Elliott has an order for a 
Pipe Line Measure, Fig. 750, to his 
credit as a result of his week’s work. 

Don I. Petts placed a 5-gallon Fig. 
101 in a public garage in his territory 
this week; also securing a couple of 
good accessories orders. 
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St. Louis Standing of 


High Salesmen 


Septe2ia1g15 
CoH ERED: 
T. H. MOSELEY 
J. H. BEDSER 
W. SNAPP 
J. F. RENICK 
EH. E. MAXWELL 
J. C. MecKEOWN 
J. A. CONRAD 
Three High Men Week Ending 
Sept. 21, 1918. 
1. W. H. BEEMAN 
Me fer tO, JARI CIs 
3. W. D. SMITH 
Three High Men Lub. Week Ending 
Sept. 21, 1918. 
Th BX, VBL UDINE ENING steree consirrceere 5 
5 Gan do SUNINANON e 2 
De Weg: So NGAL D2 Rae ie eee 2 


Three High Men Lub. Year to Date. 


GONG OF DOr 


He (Gs dele, PPNSAIB ONS pee ee 58 
(EH. E. MAXWELL .. 58 
Pi (Gs ka FSV RS coscccnes 56 
5 do (Gh IMIGISOMVIN, 50 
Three High Men Kero. Year to Date 
Mey Sig TELS. TEM BAD ISU DAR» ci cecreccr se ceeen PAL 
Bis Ns JéXe INDUS) costes 20 
3%, (Os del, JPIRIMDUBY we 17 


Sadness in the Home of 


J. M. Roy 


We were very sorry to learn 
tiatavitey |eviekov. one. Of Olt 
French Canadian salesmen, has 
sorrow in his home through the 
death of his son. The young 
man had been ill for some time, 
although his recovery was ex- 
pected. 

The Boomer extends the sin- 
cere sympathy of the Bowser or- 
ganization to Mr. Roy and his 
family. 


Washington’s 
“Five Leading Senators” 


Business for Weeks Ending— 
SEPTEMBER 14, 1918 


iC. L SPHIGHt 

2. H. R. HANDLEY 
3. A. li. CORBIN 

4. G. P. STOVALL 

5. C. W. HORNER 
SEPTEMBER 21, 1918 


C. Ib, jseigi(ensmh 
J. T. GIBBONS 
S. M. CHILTON 
C. 8. SICKEL 
W. A. BILLINGS 
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Bowser Systems Are 
Business Builders 


Our salesmen often tell pros- 
pective purchasers that Bowser 
Systems will increase trade. 

As the prospect has had no 
experience with store fixtures 
that can give tangible evidence 
of earning power, he. often 
thinks that the “earning” is 
largely imagination on the part 
of the salesman. After he has 
installed a “Bowser,” of course, 
he knows different. 

A good example of what he 
may expect in the way of “earn- 
ings ~. "from? his" =s Bowsers 
through increased trade, is indi- 
cated in the following letter just 
received: 

H. H. CANFIELD. 
Druggist—Light Groceries—Paints, 
Oils—Gloves—Confectionery 
Stationery, Ete. 


North Woodburg, Conn. 
Sept. 13, 1918. 
S. F. Bowser & Company, 
Fort Wayne, Indiana. 
Gentlemen: 


I want to tell you what that little 
Oil Tank and Pump that I bought 
from you early last year has done 
for me. Before I bought the Outfit, 
I sold one barrel of Auto Oil per 
year, last year I sold Fifteen (15) 
barrels and this year I have a con- 
tract for 25 barrels and we are going 
to sell every barrel. I think that is 
doing pretty well to say nothing 
about convenience. Your outfit owes 
me nothing, and I could not be with- 
out it. Yours truly, 

(Signed ) H. H. CANFIELD. 


Almost the identical story, 
with more or less profit along 
the same lines, could be heard 
from coast to coast by “Bowser” 
users. 

Our representatives on the 
road can report these facts with 
the utmost assurance and convic- 
tion. All the business reasons 
for “Bowser” installations are 


¢ 


Time is valuable only 


on account of what may 
be done with it 


founded on the same solid foun- 
dation of reality and truth. 


Corp. J. L. McMorris 


Weare jlustcin receipt) of a 
communication from Corporal J. 
L. McMorris, who is stationed in 
Newport News, Va. He is very 
anxious to get across the water 
and has made a special request 
to get into the fighting. He has 
had nine months of training and 
he feels absolutely capable of do- 
ing his bit. 

He evidently knows something 
about gas by what he says in his 
letter, which is as follows: 

“T suppose that your business 
is good, as usual. I would like 
to be back for a while and step 
into some merchant’s store and 
pull out my little model and be- 
gin on him. Ill bet he would 
wonder where all the gas came 
from.” 


An Old - Fashioned 
Paint Oil Order 


George McCurdy, who covers 
a part of Michigan under the 
Fort Wayne District, recently 
sent in one of those “old-time” 
Paint Oil Department orders 
that take us back to the days 
when all the salesmen worked 
this line. 

The order called for sixteen 
(16) Figure 115’s, which com- 
pletely equipped the paint de- 
partment in one of the largest 
hardware stores in his territory. 

The order totaled 135 points, 
and when the equipment is in- 
stalled we are going to show you 
a picture of it and give you fur- 
ther facts. 

You are certainly to be con- 
gratulated, George, on _ this 
splendid business. 
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Peerless Pittsburghers 
Week Ending Sept. 20, 1918 


. P. LAW 

Gas 

. O. McCRACKEN 

J. MACK 

. L. MILLIRON 

G. HARTGEN 

. F. HESSENMU ELLER 
H. LOWE 

. M. PRIGG 

. D, LEONARD 
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It required a fair amount of 
business this week to gain a 
place on the high ten, but we 
know we have salesmen whom 
we can depend upon to get there 
no matter what may be the 
amount required. The more dif- 
ficult the achievement, the great- 
er the honor to those who suc- 
ceed. 

We recognize that it repre- 
sents hard work to secure a place 
on the high ten but we also rec- 
ognize that it requires harder 
work to be a constant Repeater, 
and yet our Repeaters tell us 
that it is the easiest thing they 
do. Our Repeaters are not wor- 
ried or disconcerted over busi- 
ness conditions as they find them 
so good there is nothing to wor- 
ry about. In fact they are too 
busy to take the time to worry. 

There is plenty of business 
but you must go and get it. 
There is no one who is going to 
send it to you. 


REPEATERS—TEN TIMES AND 


OVER 
Times 
A. -Gs. SEAR TG EING eee eee ae 
Ret Dw DEON AR Dae eee We 
K. F. HESSENMUELLER......... 16 
Boke MIG LIRO Nia eee 16 
WB. ORME hia. 16 
Daria WEA © ee ieee 15 
eK AC Os Sa eee 14 
ESSE AO WillGs a eee 12 
Bi? SEUNG AGUS Eien 12 
Weds BALE Sees ish 
Clk MES MERRARENES oo. ile 
W.S. CAMDEN 10 
Jin O2MeCRACGKING as 10 


A German wife received the fol- 
lowing letter from her husband at 
the front: 

*“T haven’t been home in four 
years, but at the rate I am now 
traveling I may beat this letter in.’’ 
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22O0LBS. 245LBS. 


These Mellin’s Food babies killed the old ‘‘Dog Day Excuse’’ of ‘‘too hot,’’ last August. 
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Gus Dorsch’s Big Four 


F.C.MORRIS 
ASOLBS. 


Some days the 


temperature ranged from 97 to 110 in their territory, yet each of them produced better than an average business 


for the entire month. 


From this we take it that a fair portion of their avoirdupois is above their eye-brows. 


A fair sample of the kind of orders these fellows send in is illustrated by ‘‘Bill’’ Sutton’s sale to the Lafayette 


Auto Company. This sale covered— 


Not a bad order for a little public garage! 
Every one of these fellows is a hustler. 


just lately been on. 


The following letter from Mr. 
Speight proves that a sale de- 
pends largely upon a salesman’s 
state of mind. If he goes after 
an order with a certainty that he 
will secure it, it’s a “ten to one 
shot” that he will land it. 


Last Sunday night I dreamed that 
I sold E. P. Hyman & Co., Wilson, 
N. C., a Fig. 241 with five-barrel 
tank. I had never called on these 
people before I had this dream and 
I decided to go in to see them, and I 
sold them the same outfit I dreamed 
that I sold them, and they gave me 
their check in full as I dreamed it. 


After I had made the sale, and got 
their check, I told them about my 
dream and they said that they had 
heard a lot of bull, but that I had 


3—9)00-gallon 102s 
2—121s 
1—154 


6—52 Lubricating Cabinets. 


handed them the best line they had 
heard in some time. 
I truly hope I will have another 
good dream soon. 
Yours very truly, 
(Signed) Cine > Exp Gries 


Mr. Speight dreamed that he 
was going to secure an order in 
this instance and immediately 
followed up his dream to a con- 
clusion-« alts -cives salle ote: ts 
“dreamers ane opject, lesson. 
Make your dreams come true. 
Action will do it, backed by en- 
thusiasm and determination. 


Mr. Speight came with the 
Organization last August and in 
five months made the ‘“Pace- 
maker” Club. He made the club 


““Bill’? is also equally good on factory work, which line he has 


iNest lemons Apri Z9tn «tour 
months), and from all indi- 
cations, will secure at least 1000 
Pacemaker points this year. He 
is a real “Bowser” salesman. 


I wish to take this opportun- 
ity to thank you for the flowers 
which you kindly sent to Mrs. 
Steele at her funeral. 

Your thoughtfulness and 
kindness was certainly appreci- 
ated. 

Sincerely yours, 


IND Boa Le LE: 
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W. C. Smith 


Member Pacemaker Club, 
San Francisco District 1918 


It is a pleasure, indeed, to re- 
cord the election of W. C. Smith 
to the Pacemaker Club again this 
year. Mr. Smith came with the 
company in the nineties and has 
a splendid record of continued 
success all through these years to 
the present writing. He first cov- 
ered territory in the East, but 
later joined the pioneers to 
“blaze the western trail’ where 
he worked before the San Fran- 
cisco office was opened, after 
which he took territory in Seattle 
and vicinity, which territory he 
has covered continuously. He is 
a thinker and his sales work is of 
the constructive type. He is dip- 
lomatic in his work and his argu- 
ments carry conviction. One of 
the secrets of his success is his 
thoroughness in satisfying his 
cutomers. This enables him to 
do a splendid exchange business. 
When the 241’s came out his 
trade was glad to take his advice 
and replace them with 241’s. 
Later on he again exchanged 
them for No. 1o1’s and 102’s. He 
is a Bowser specialist of the 
highest type and we are, indeed, 
glad to again record him as a 
member of the Club. 


ATLANTA NOTES 


B3y N. L. Roberts. 


F. F. Walston, who took up the 
line two months ago, is too modest 
and unassuming to advise us just 
what object he has in view, but judg- 
ing from the regularity with which 
he is sending in orders, one can eas- 
ily guess. A July starter and a No- 


vember Pacemaker is an enviable 
TOCOTC ma Hi hue 
* * * 


H. F. Labbitt, since purchasing a 
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car, has become acquainted with the 
county police from one end of his 
territory to the other. Strange, ‘‘H. 
F.,’’ how one can make acquaint- 
ances, without going out of his way 
to do so. 

* % a 

Now that the days are growing 
shorter and the nights longer, do not 
overlook the opportunity of selling 
the KEROSENE LINE; also the 
shortage of FUEL this winter is 
going to increase the use of Oil 
Stoves, and in this way the demand 
for KEROSENE equipment is go- 
ing to be greater than ever before— 
so let’s talk this line from now on 
with a little more ‘‘pep.’’ 

* oo * 

Near Pacemaker Blue recently had 
the misfortune of breaking his arm 
while cranking an_ obstreperous 
““Fode’’. Even this failed to stop 
him from writing orders, as he imme- 
diately brought into play his South 


paw. Here’s hoping, Blue, that you 
will soon be writing orders ith both 
hands. 


RAS Dusault 


Member Pacemaker Club, 
Albany District, 1918 


It is a pleasure, indeed, to an- 
nounce the election of Mr. Dus- 
ault to membership in the Pace- 
maker -Club. He secured this 
honor August 12th. Mr. Dus- 
ault is one of our most versatile 
salesmen showing ability in the 
sale of practically all of our vari- 
ous lines. His speciality, how- 
ever, is with the factory trade 
and he has some splendid sales 
of this kind to his credit. His 
work is exceptionally thorough 
and systematic and his argu- 
ments are based _on_ scientific 
reasoning and cold facts which 
he tells to his prospects in such a 
convincing manner that an order 
is invaribly the result. Mr. Dus- 
ault was a Pacemaker last year 
and we are glad: to again wel- 
come him into this office. 
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J. A. Conrad 


Member Pacemaker Club, 
St. Louis District, 1918 


Mr. Conrad is a new comer in 
the organization having entered 
our service October 3, 1917. This 
doesn’t interfere, however, with 
his qualifying for the Club this 
year, which honor he secured 
August 20th. Without a doubt 
Mr. Conrad is in his right ele- 
ment and we feel sure that his 
name will always appear promin- 
ently among prize winners in our 
sales organization. 


H. C. Carpenter, our genial Man- 
ager, requests all those who desire 
to separate themselves from life to 
take a ride with him while learning 
to drive his new ‘‘Olds-8’’. To all 
such he guarantees immediate relief. 

+ ews 

J. W. Sealey, who has been doing 
special work in Northeast Georgia, 
accompanied by Mrs. Sealey spent a 
few hours at the Atlanta Office on 
his way to Florida territory. Mrs. 
Sealey is a stanch Bowser Booster 
and declares she will not rest content 
until she gazes upon ‘‘J. W.’s’’ smil- 
ing countenance reproduced in The 
Boomer announcing his entry into the 
Pacemakers’ Club. 


* * * 


Our readers will be pleased to 
learn that our old prize-winning 
salesman, J. W. Merickel, is again 
swinging the Bowser Model Case this 
time in Florida territory. 

From the frozen shores of Green- 
land to the sun-kissed skies of Flo- 
rida is some jump, but the selling of 
Bowser product is a fixed habit with 
J. W., regardless of clime. 

* * * 


The following dialogue recently 
took place between W. H. Trammell 
and his son: 

W. H.: ‘‘Are you anxious to see 
school commence ?’’ 

Son: ‘‘Is the Kaiser anxious to 
see the Stars and Stripes enter Ber- 
lin?’? 
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George A. McCurdy 


Member Pacemaker Club, 
Ft. Wayne District, 1918 


On August 15th we flew the 
Pacemaker penant from our flag 
staff on the Boomer building in 
honor of George’s election to the 
Pacemaker Club. In addition to 
the honor of again being a Pace- 
maker, he also has the record of 
having sold the largest paint oil 
order for the year. He is willing 
to challenge the entire force for 
the next year in securing the 
largest paint oil sales in 19109. 
George’s performance this year 
would persuade us to heavily 
back him and we might give 
odds. We ask any takers to this 
proposition to get in touch with 
Gus Dorsch who is holding 
stakes. 


J. F. Arnold, who travels in 
Nevada under the San Francisco 
Office, says that the only place 
to get a square meal these days 
is the “Army.” 

The following is a copy of the 
menu he picked up in one of the 
small Chinese restaurants locat- 
ed in some of the Desert Coun- 
try he traveled: 


INTOENUSMY WING 6 sco OCS 

(otieat Vere liga: 6 Gusetror een er Ne 

Macronia soop/ 

veal stew suta/ 

hamhok beans/ 

pickle pig feat cold / 
rost beat / 

stew turneps / 

steamed poatoes / 


apple pie //blackberry pie. 
THA COFFEE... ICE TEA .% 


ieisea Chinese puzzle, Kvery 
tharacter has a significance. 
Send in your answers for our 
November Boomer. 


y 


7, 
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Arnold thinks that eating on 
the road these days is about the 
same as what Sherman said 
about war. 


C. A. Milliman 
Member Pacemaker Club, 


San Francisco District 1918 

Mr. Milliman’s order Number 
439, dated August 2Ist, gave 
him a total of 504 points, which 
elected him to the Club. _ This ts 
not Mr. Milliman’s first entrance 
as he has been in the Club before. 
We are very glad, indeed, Mr. 
Milliman, to again announce your 
election and we hope this honor 
falls to you every year you are 
with us. 


F. W. Patterson 


Member Pacemaker Club, 
Atlanta District, 1918 


Although Mr. Patterson was a 
Pacemaker last year he has beat- 


en his previous record. It takes 
constructive and effective effort 
to secure membership but even 
more so in beating previous rec- 
ords. In addition to the honor 
of this to yourself, Mr. Patter- 
son, it is an inspiration to your 
fellow workers. ‘The organiza- 
tion is glad to number you among 
the Club’s members. 

The Germans, long famed for the 
Goosestep, and who acquired the side 
step some few months ago, are now 


becoming most proficient in the Foch- 
trot. 
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J. C. Long 


Member Pacemaker Club, 
Atlanta District, 1918 


We take pleasure in again an- 
nouncingathes elections of Jie. C. 
Long to the Pacemaker Club on 
August 13th. This is the third 
election of Mr. Long, he having 
been a Pacemaker every year he 
has been with us. The Atlanta 
District is making records on ef- 
forts of salesmen such as Mr. 
Long. 

We congratulate you, J. C., on 
the good work you have contrib- 
uted towards Atlanta’s success 
and the opportunity you have 
taken in placing your name 
among the leaders of the organ- 
ization. 


The following is a clipping 
from a newspaper received from 
Meck: NeMeIntoshour-Halitax 
representative, advising that his 
brother has been wounded in 
France. 

Mr. K. N. MacIntosh, represent- 
ative of the S. F. Bowser Co. (Ince.), 
of Toronto, received official word 
from Ottawa yesterday that his 
brother, D. A. MeIntosh, of Port 
Hastings, had been admitted to hos- 
pital on August 19th, suffering from 
gunshot wounds in the chest. 

Mr. MclIntosh’s brother is 
serving overseas with the Ca- 
nadian Expeditionary Forces. 


Mr. H. B. Wigle is fast getting for 
himself a reputation as a first-class 
Bowser Dry Cleaning System sales- 
man. One of his recent orders was 
for about thirty-five points. It was 
sold to a dye works in Saskatchewan. 
Here’s wishing you continued suc- 
cess, Mr. Wigle! 


“Lawyers and barbers may be 
forced to ‘work or fight,’ says a head- 


line. Anybody got the heart to fur- 
nish a headline for _ that. Yep. 
TRIMMERS. 
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S. W. Silsbee 


Member Pacemaker Club, 
New York District, 1918 


It was, indeed, a pleasure to 
record Mr. Silsbee’s membership 
in the Pacemaker Club, an honor 
he secured August> 21st. Mr. 
Silsbee covers Fairfield County, 
Connecticut. This territory has 
been continually traveled by 
Bowser salesmen for the past 
twenty-five years. It is a splen- 
did example of what thorough 
and intensive sales work will ac- 
complish in one county when ef- 
ficiently worked. 

Before coming with us, Mr. 
Silsbee was sales manager in a 
store fixture specialty. When he 
took up our line he did the kind 
of - work that he had often 
preached to his salesmen to do. 
It brought him splendid success. 
He was a Pacemaker last year 
and we know he will be in the 
Club every year he is with us for 
he is made of that kind of stuff. 
He never was a trailer, and will 
surely not play ‘“‘caboose” in the 
Bowser game. 

Congratulations, S. W.! Your 
many friends in the organization 
are proud of your splendid 
record. 


Atlanta salesmen with one accord 
acclaim the fact that they intend 
securing and retaining first position 
for THEIR OFFICE. 

That Dixie bunch is some organ- 
ization, means just what it says, and 
we doubt not its assertion. 

C. H. (Dock) Du Rant has already 
worn out one car this year in his 
mad chase after Pacemaker points, 
but he has purchased a new one and 
swears that he will demolish another 
rather than miss the making of the 
Club by October Ist. Do not disap- 
point us, Dock. 


SESS 


A. L. Corbin 


Member Pacemaker Club, 
Washington District 1918 


On September 12th, we record- 
ed the third membership of Mr. 
A. L. Corbin in the Pacemaker 
Club. Anything less than mem- 
bership would not satisfy Mr. 
Corbin. We take as much pride 
in listing him a Pacemaker as he, 
no doubt, takes in having attain- 
ed the honor. 

May we often have the pleas- 
ure, Mr. Corbin, of announcing 
you among the successful in our 
sales force. 


PHOTO 
Not 
RECEIVED IN 
TIME FOR 
REPRODUCTION 


J. L. Steenhuis 


Member Pacemaker Club, 
Memphis District, 1918 


We take pleasure in announc- 
ing the election of Mr. Steenhuis 
to the Pacemaker Club, which 
honor he secured September 5th. 
Mr. Steenhuis has been one of 
the consistent producers of the 
Memphis District, and has well 
earned this honor. He will not be 
a stranger in the Club, as he was 
a member last year and, there- 
fore, has a speaking acquaintance 
with the many other repeaters he 
will meet there. 

Here’s wishing you continued 
success, Mr. Steenhuis, in your 
prize-winning records. 

“T hear the latest style for men 

Is clothes to match their hair; 


I wonder what will happen when 
The bald man—will he dare?” 


SR. 
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Lavergne Blue 


Member Pacemaker Club, 
Atlanta District, 1918 


Mr. Blue has only been in the 
organization a short time. He 
came with us February 18th, of 
this year, but in seven months, 
he rolled up enough business to 
qualify for membership in a club 
of leaders—the Pacemaker Club. 
To secure a membership in the 
Club in seven months in itself is 
an honor but for a new man in 
the organization to accomplish 
this in his first seven months of 
service is especially noteworthy. 

We publicly congratulate you 
Mr. Blue on your good work, 
and wish you the fullest measure 
of success in your continued ef- 
forts. 


We are indebted to a special 


correspondent for the above 
kodak picture of Mr. Rhodes on 
the left and Mr. Larson on the 
right. This picture was taken 
in Winnipeg just as these gentle- 
men were about to leave on an 
automobile trip for Bowser bus- 
iness. 


Frankly now, do you see how 
any wide awake merchant could 
refuse giving such splendid fel- 
lows orders for Bowser equip- 
ment ? 
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pes) 
Your Duty 


Your duty is to apply the 
knowledge that you know to be 
yours. The knowledge of how 
to sell or make Bowser Systems 
==i'sya job you are fitted for— 
do it and do it well. 

The oil loss in this country 
would, we believe, annually ex- 
ceed $50,000,000, if it were pos- 
sible to get accurate reports on 
all losses—we mean $50,000,000 
in actual monetary loss. If we 
furthermore take into account 
the losses that can’t be figured 
accurately in dollars and cents, 
the destruction of useful things 
that, although not valued highly, 
are, nevertheless, serving their 
purpose, the loss of time due to 
destruction, the actual loss 
borne by the people of this coun- 
try in replacement of these un- 
necessary losses at the time when 
their energy could be better em- 
ployed for other purposes — if 
we put all these together and 
strike a total, the complete loss 
would be appalling. 

Bowser Systems are recogniz- 
ed today as the most efficient 
“fire prevention device’ known 


in the storage of volitiles. IT 
Loe eer VEN LATT VE. In 


No. 15 


the storage of volitiles Bowser 
Systems stand pre-eminently in 
the lead in the “fire prevention 
field.” 


In*time ot peace the fire pre- 
vention people of the country ad- 
vocate the installation of Bow- 
ser Systems, not as an expense, 
but as an investment—an im- 
provement on Real Estate—a 
profit-paying fixture. In War 
time Bowser Systems can be val- 
ued chiefly as necessities. YOUR 
DUTY 15 PLAIN. “See* that 
you perform it in every sense in 
which the word duty can be ap- 
plied, not only to the letter, but 
in the spirit as well. Sell the 
best systems adapted for the pur- 
pose intended; see that they are 
installed correctly; don’t slight 
details. BE = THOROUGH. 
Bie SOUR EH WITH y OUR= 
SE heANDeWILE HOsSE 
WITH WHOM YOU" DEAL. 
The protection and conservation 
of your country’s resources are 
at stake. Put forth your efforts 
to the utmost. 


That noise you hear outside 
isn’t the cranking of Ford twin- 
two. It is Opportunity beating 
a tattoo on your front door. 


You say Opportunity does not 
call during war time? 

WRONG! 

That is when she is busiest, 
particularly so in this war. 

The entire works of the world 
are being changed. 


If you have the gumption to 
display your initiative and action 
in helping to make that change, 
Opportunity’s hand will be in 
yours. 

It is no time for faint hearts 
or weak spines. 

The world wants red blooded 
men of principle who will do 
their duty well whether it be 
digging a ditch or building an 
empire. 

To the man who has brains, 
energy and courage, the world 
has never before offered the op- 
portunities that it does today. 


Resolve to be that kind of a 
man and grasp your opportun- 
ities. 

The time 1s: NOW. 

Every man can’t be in the‘ 
trenches. 

Someone has to peel potatoes. 

Every man can’t carry a gun. 

Someone has to make them as 
well as the other many materials 
and supplies needed. 

Men of the Bowser Army are 
making and distributing equip- 
ment to aid in the speed of neces- 
sary, production, a device for 
economy in the storing and han- 
dling of an essential—Petroleum 
Products. 

You, too, are therefore a war- 
rior for your country—a warrior 
on waste of time, labor and mate- 
rials. 

“Tell yourself when you start 
the day s* work, “I, too, ‘am a 
soldier ; 

I am fighting my 
enemies ; 

IT am making war on oil losses ; 

IT am attacking outworn meth- 
ods ; 

I have sworn to give no quar- 
ter to loss of oils and labor; 

I will protect my country from 
unnecessary fire risks. 

I have my part in the grand 
assault, cand | ean goings to 
UEC Walil JUMEINCISE, 

OVE RS Hae © Pe ie willie 
EV EER Ve Vane 


country’s 


MEMPHIS NOTES 


The Memphis Office has had word 
from Ist Sergt. P. C. Stubblefield of 
Company D, 525th Engineers’ Serv- 
ice Battalion, American Expedition- 
ary Forces. Mr. Stubblefield was 
formerly salesman somewhere in Lou- 
isiana for the Memphis Office. ~ He 
now tells us he General 
Pershing, whom he personally has 
seen, and is camped ‘‘somewhere in 
France’’ in a beautiful wheat field. 
He likes France very much and is 
anxious to get into action. Mean- 
while he is still interested in ‘‘Bow- 


is under 


ser’’ doings. 


Sure! Once a Bowserite—always. 
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K. N. McIntosh 
Member Pacemaker Club, 
Toronto District, 1918 


We take pleasure in again an- 
nouncing the election of Mr. Mc- 
Intosh to the Pacemaker Club, 
which honor he secured on Sep- 
tember t1th. Mr. McIntosh has 
been a Pacemaker every year he 
has been with us. He is one of 
the Canadian District’s reliable 
salesmen, and we are, indeed, 
glad to have him with us again 
in the Club. Welcome, sir; we 
have a reservation for you. Take 
your usual seat right near the 
turkey. 


Denver High Steppers 
Sept. 16, 1918 

The following is the standing 
of Denver District Salesmen in 
VOLUME OF: BUSINESS sior 
the year, PERCENTAGE OF 
QUOTA for the month of Sep- 
tember, and for the MONTHLY 
LUBRICATING UNIT CON- 
TEST up to and including Sep- 
tember 14th: 


YEARLY VOLUME 
R. CODDINGTON 
W. V. CRANDALL 
R. W. JEWEL 

F. H. KILVER 

C. I. BENFORD 
J. H. WILSON 

H. U. EARLE 

R. E. ERWIN 

Beeb AC Ins 

10. O. M. POLAND 


MONTHLY QUOTA PERCENTAGE 


ONS OR ge PO 
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W. S. Gercden 


Member Pacemaker Club, 
Pittsburgh District, 1918 


Mr. Camden after coming with 
us lost no time in securing mem- 


bership in the Club in 1917. He 
enjoyed it so much that he de- 
cided to repeat. He therefore, 
secured membership in the Club 
this year, September 19th. He 
sure is one of those purposeful 
Pittsburgh prospect persuading 
Pacemakers, producing profitable 
purchasers a-plenty. 

This is splendid work, Mr. 
Camden, and we most heartily 
congratulate you on your suc- 
cess. 


J. C. McKeown 


Member Pacemaker Club, 
St. Louis District, 1918 


We are very glad, indeed, to 
say that Mr. McKeown is a re- 
peater in the Club, having se- 
cured this honor this year on Au- 
gust 13th. It’s the salesmen of 
the McKeown type who have 
given to the St. Louis District 
its splendid record of success. 

We congratulate you on your 
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Denver Moore 


Member Pacemaker Club, 
Atlanta District, 1918 


Mr. Moore has been -with us 
a number of years and is begin- 
ning to be referred to as one of 
our old-timers. During the time 
he has been with us, he has al- 
ways been conspicuous in sales 
successes in his district. He was 
director to the Club in ’16 and 
"17, and this year he secured 
membership on September 12th. 
His aggressive and convincing 
manner in his sales work would 
bring any man success, when cou- 
pled with the good-natured and 
diplomatic personality of Mr. 
Moore. 

We again congratulate you, 
Denver. May you always be 
among the Bowser winners. 


Fe 
E. W. Moore 


Member Pacemaker Club, 
Atlanta District, 1918 
Mr. Moore has won the emi- 


ennt distinction of membership 
in the Pacemaker Club under 


date of September 20th. Mr. 
Moore only came with us the Ist 


. Be saa ceahetcies ah eee a good work, Mr. McKeown, and of April. During that time he 
0. M, POLAND... 37% hope you will continue to be a secured 162 orders, which aver 
CSISRENFORD AA sees 33% Pacemaker every year you are ages better than 36 orders a 
aE ae BaLRON aetee ener rena 12%. pith jie wees month. Such activity as this is 
TCA Bi Meee aoe eee 9% poe | . : ¥ 
Rakin MNT ae wre ae The King S English i ee Suse Ba we con 
Livy (CLONDIOWINKEMMOINE ont ee 0% Golfer: “Fore.” Sta ulate you, r. oore, on 
Rf eR Wine ee 0% Bret Mate in OSes eee this splendid work. More power 
RuWlIEWhie see oe 0% oi the ways]. 1 Meni pee aneh noes cum 
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E. Steinhauser 


Member Pacemaker Club, 
Pittsburgh District, 1918 


Mr. Steinhauser again earned 
for himself the honor of mem- 
bership in the Pacemaker Club. 
icsworder 407, dated August 
27th, gave him a total of 502 
points. Mr. Steinhauser has been 
a very consistent producer. He 
has a substantial record of a 
large number of orders sent in 
regularly. Consistency and stead- 
iness have won for him the suc- 
cess he enjoys. We are, indeed, 
pleased to list you among the 
members this year, Mr. Steinhau- 
ser, and hope you will continue 
your splendid record of success. 


Quality First --- Service 
Always 

Every firm producing a prod- 
uct classed as machinery finds 
the inatect Of- Service’ an in- 
teresting subject, to 
least. 

Anything that turns is bound 


to wear. Anything that is made 
of metal is always liable to the 
possibilities of unseen imperfec- 
tions which will only be uncov- 
ered by wear, then again, re- 
gardless of how substantially 
goods are crated, cracks and 
breakage are very liable to hap- 
pen during drayage and trans- 
portation. Then finally, a loose 
assembly when being installed, 
or neglect in care and operation 
is very probably the reason it is 
sure to happen here and there. 
For this reason “Service” is 1m- 
portant. 


say the 


In order to insure profit to the 
purchaser and satisfaction to the 
user, the splendid “Service” or- 
ganization that S. F. Bowser & 
Company maintain throughout 
the world is unexcelled by any 
factory, volume and product con- 
sidered. 


We do not claim that we are 
100% perfect in this regard, but 
we do know that we have a good 
system and that it is operated 
with speed and justice, that our 
friends and patrons appreciate 
this is often evidenced by let- 
ters that we receive from them. 
The following is a fair sample: 


EDGELAKE FARM 
Province Lake, N. H., 
August 15, 1918. 
S. F. Bowser & Company, 
Albany, N. Y. 
Gentlemen: 


Your letter and vent received with 
new hasp. I wish to compliment you 
for the intelligent manner in which 
you handled the matter, not wholly 
for the few dollars you saved me—I 
like the old vent best because it pre- 
vents any meddling. Little matters 
like this please a customer and show 
you have someone back of your pur- 
chase that is worth while. I am 
returning the old vent as you sug- 
gest by mail. 


Respectfully yours, 
(Signed) KE. W. EMERY. 


We want our representatives 
to have every confidence in the 
quality of “Service” that Bow- 
ser and Company performs, that 
we intend to maintain our repu- 
tation for doing all that we 
promise and sometimes more. 


Sufficient Ground 


A negro woman, who had her four 
sons in the army, was endeavoring 
to get them out. She was referred 
to the proper authority to get their 
discharge. 

Officer: 
auntie? 

Negro Auntie: Boss, I wants to 
get my boys out of that there army. 


Officer: Well, on what grounds do 
you base your claims. 


VWhat wean i do for you, 


Auntie: On ’count o’ so much dis- 
ease. : 
Officer: Where have you heard of 


any disease lately. 


Auntie: Boss, I’se heard there was 
five hundred cases 0’ BEVO at Camp 
Gordon. 


Edward F. Klotz 


Member Pacemaker Club, 
San Francisco District 1918 


For the benefit of the new 
members in our organization we 
might state that Mr. Klotz is a 
pionecrsolvour force, | Fle came 
with the Company September 
17, 1880, Fle was elected to the 
Pacemaker Club this year on 
September 11th. Every one of 
his twenty-nine years of service 
have been years of success. He 
has been a member of the Club 
every year since it was organized 
and has worked in practically ev- 
ery state in the Union. For sev- 
eral years previous to the open- 
ing of the San Francisco office, 
he covered the entire west on the 
factory, mine and railing lines. 
When the San Francisco office 
was opened, he took up garage 
work, in which line he has been 
very successful. 

We congratulate you, Ed, and 
wish you continued success in 
your prize-winning. 


H. C. Christie and HE. H. Cumming, 
of Toronto, were welcome visitors to 
The Boomer Building this week. Both 
gentlemen look fine and report busi- 
ness good. 


Mr. John F. Renick, of St. Louis 
District, recently secured orders from 
three separate parties, each order 
covering a 5-barrel 241. 

Such a day’s work should be an 
inspiration to salesmen who are fal- 
tering under the stress of times to 
brace up and make the best of pres- 
ent opportunities regardless of what 
the future may bring in the way of 
trouble. 


The Germans have had a world 
reputation for blending dyes, and 
making them suit their fancy, but 
they have recently discovered three 
eolors at Chateau Thierry that they 
could not make run—the Red, White 
and Blue. 
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C, H. Durant 


Member Pacemaker Club, 
Atlanta District, 1918 


Mr. Durant’s order No. 264, 
dated September 2d, gave him a 
total of 515 points, which elected 
him to the Club. We would have 
been glad to have given him ad- 
mittance on the strength of his 
initials. However, he has earned 
the honor by constant, energetic 
work without partiality or favor- 
itism. His accomplishment is 
worthy of the highest commend- 
ation. 

We congratulate you, Mr. Du- 
rant, on your splendid success. 


James C. McKeown 


We always like to refer to the 
Bowser organization as one of 
the highest-grade sales staffs in 
the country. In addition to the 
Bowser salesman being clever 
and successful, you will invari- 
ably find him to be honorable 
and up-right in all his dealings. 

In a letter written by Mr. Mc- 
Keown which just came to the 
writer’s attention, he bears testi- 
mony to this fact. An extract 
from the letter follows: 

“Bowser’s is the cleanest or- 
ganization I ever knew and my 
effort at all times is to let that 
clean light shine before my 
trade.” 

We certainly appreciate this 
spirit and, no doubt, it accounts 
for Mr. McKeown’s splendid 
success. We are proud to have 
such men in our organization. 


“How 
hose?” 
Rose. 

Said I: “They sure look good to 
me. They’re fine as far as I can 
see.”’—Luke McLuke. 


silk 
Fed 


like my 
pretty 


do you 
demanded 


new 
Corn 


Mr. A. de Place’s Letter 


A few days ago when we re- 
ceived the announcement that 
Mr,"der Place aasspeen elected 
Director of the Albany District, 
we asked him for a letter that 
we could transmit to all you fel- 
lows, telling just how he had 
turned the trick. He has com- 
plied with our request, and we 
are sending you same herewith. 


Our modesty almost forbids 
our writing it verbatim, but such 
bouquets come so frequently that 
we do not require any proof of 
what he states—we admit it. 


The admonition given in Mr. 
de Place’s letter that it requires 
us to keep everlastingly at it, 
and that business is never “on 
the bum until we put it on the 
bum” is well worthy of our care- 
ful thought and consideration. 
There are volumes spoken in 
those few words. 


W. M. MANN, 
District Manager. 


September 17, 1918. 


Fellow Salesmen: 


I have just been notified of my 
election as Albany District Director 
of the Pacemakers’ Club. 

A greater honor than leading the 
Albany Sales Organization is incon- 
ceivable, inasmuch as many of you 
gentlemen have indelibly inscribed 
your names in the history of The 
Bowser Company. 

That it is superfluous for me to 
tell you how it is done is obvious. 
You all know better than I how to 
turn the trick, but I must emphasize 
the fact that only by the strictest 
attention to business and keeping 
everlastingly at it will result in 
achieving this goal. I can assure 
you that it did require some real 
hard work and persistence to con- 
vince many of my customers of the 
advisability of investing consider- 
able money for adequate oil storage, 
especially under the present condi- 
tions, but hard work—and some more 
hard work—can do it, and when 
everything seemed to go wrong and 
business seemed to be r-rotten, I al- 
ways recalled what an old salesman 
I once met on the train, a great opti- 
mist, said: ‘‘Business is never on 
the bum unless you put it on the 
bum.’? 


May the Bowser slogan, ‘‘ Every- 
body a Pacemaker in 1918,’’ come 
through! 

Finally, I wish to say, considering 
the friendship and invaluable assist- 
ance of Messrs. Mann, Morse and 
Willson as one of the greatest factors 
in my success as a Bowser salesman, 
cultivate their friendship, heed their 
advices and follow their suggestions, 
which are always to your customer’s 
and The Bowser Company’s interest. 
If you do that, you are bound to 
reach your goal. Better friends no 
man ever had! 

Sincerely yours, 
AAGH DE PLACH, 
Director-Elect. 

Editor’s Note: We don’t know 
what de Place got for writing that 
last paragraph but we are satisfied 
aoe what we got for printing it.— 


J. Ward 


The death of our dear friend 


and co-worker, James Ward, 
came as a severe shock to the en- 
tire Bowser organization. 


“Jim” left home with his Bow- 
ser grip to work his territory 
and arrived at Montevideo Wed- 
nesday, Sept. llth. He worked 
the town thoroughly and retired 
at the hotel at 10:30. He left a 
call for 7:00 A. M. for the fol- 
lowing morning but some time 
before that hour he passed on. 
Death was caused by heart fail- 
ure. Mr. Ward had been suffer- 
ing for some time from heart 
trouble but neither he nor his 
friends suspected it was that 
serious. In his pocket was 
found a Bowser order, a testi- 
mony of his fidelity to his family 
and his company, and an evi- 
dence of the performance of his 
duty to almost the very hour of 
his departure. He has been a 
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Pacemaker for the past seven 
years and to date had 488 points 
to his credit. He would have 
been elected to the Club again, 
this month. 

Company officials and the 
Pacemaker Club were represent- 
ed at the funeral by Messrs. T. 
Pe iwinesicy and KR. R:: Safford. 
The entire organization will 
seriously feel the loss of “Jim’s” 
friendship and co-operation. Our 
sincere sympathies are with Mrs. 
Ward and her two daughters, 
Olga and Margaret. 


Jeo Gline 


Member Pacemaker Club, 
Memphis District, 1918 
Mr. Cline’s order No. 585, 

dated August 27th, gave him 

even 500 points, which elected 
him to the Club. Although Mr. 

Cline was a Pacemaker last year 

he has beaten his last year’s rec- 

ords and we congratulate him on 
his splendid work. 

Here’s wishing you continued 
success, Mr. Cline, and hoping 
you will always be numbered 
among the winners in our organ- 
ization. 


From Chas. Culver Shield, 
“Somewhere in France”’ 


Just about finished after a 
strenuous course of Theory and 
Practice. I believe I can justly 
say that I am now an Artillery 
Officer and am pulling so that 
they will not make me an in- 
structor here. 

The country here abouts is 
really very beautiful now that 
the sun shines regularly and rose 
bushes are everywhere. The 
fields are also dotted with bril- 


Ye 


(LSE 


Yung, 


liant red poppies in wheat and 
Oats. 

Speaking of tanks, I was at- 
tached to a tank outfit for about 


a week before ordered to school 
here and might have had a 
chance to sell a tank and a few 
shell pumps to the Hun at as 


high a price as possible. How- 
ever, I have to be satisfied with 
“Swason Caus” (phonetic spell- 
ing) and she. really makes a 
wonderfully faithful companion 
24 hours a day each day of week 
andeo2, OLMnOse per year: 


The range work has been 
great and there is nothing like 
such actual practice to smooth 
off the rough spots. Real roll- 
ing stretches of country as this 
makes for very good field work 
choosing positions and such like 
and as I told Walter in my last 
letter I sure am glad I’m an 
engineer and hope e’er long to 
engineer a few shells toward 
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“Bull’and his brother dogs. 

Most all the nasty things a 
pack of wolves would do, we can 
believe done and they fight hard 
in packs, but otherwise badly 
and treacherously. 

The French officers are very 
fine to us all and nothing is too 
good and since the Army have 
been delivering, the favor shown 
makes us work the harder to 
insure our living up to their 
seeming expectations. 


E. W. Cline 


Member Pacemaker Club, 
Washington District, 1918 

We are very pleased, indeed, 
to announce the election of Mr. 
Cline to the Pacemaker Club, 
which honor was earned with his 
order @NOw 472, dated. August 
16th. Mr. Cline’s sales work has 
always been of a clean-cut, ag- 
gressible type, which accounts 
for his having been a prize-win- 
ner dast year also. “Mr... Cline 
covers territory in Baltimore, 
where he has done some excep- 
tionally fine work. 

We are glad to again have you 
in the Club, Mr. Cline, and ex- 
tend our hearty congratulations. 


Corrected 


A young man had been ealling 
now and then on a young lady, 
when one night, as he sat in the 
parlor waiting for her to come 
down, her mother entered the room 
instead and asked him in a very 
grave, stern way what his inten- 
tions were. 

He turned very red and was 
about to stammer some incoherent 
reply when suddenly the young lady 
called down the head of the stairs: 

““Mamma, this is not 
the one.’’ 


Mamma, 


HMA 
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The above illustration of Mr. Levitt’s Filling Station is a fair sample 


of the artistic stations that are erected on the Pacifie Coast. 
patterned after the old Catholic Mission style of the early days. 


very thoughtful. 


attend worship at his favorite station. 


They are 
That was 


In these days of gasolineless Sundays a motorist can 


There is a driveway through the building so that automobiles may be 


filled on either side of the pump. 


You will notice that they are Figure 101 


five (5)-gallon pumps which is the style of pump that is generally used 


on the coast. 


The equipment consists of four 5-barrel, 12-gauge Type ‘‘C’’ tanks, 


with Figure 101 Pump. 
and three 1-barrel Figure 63 outfits. 


Inside there is installed a 2-barrel Figure 64 outfit 


This sale was made by Mr. F. E. Watt, which gives him about 80 points. 


The Sale of Standard 
Equipment 


As never before is the need to 
sell standard equipment appar- 
ent, not only from a production 
and material standpoint, but 
from the shipping and transport- 
ation standpoint as well. 

While we have sold and ship- 
ped more standard lubricating 
outfits this year than we did last 
year, the gain really should have 
been larger when it is considered 
that oil storage and conservation 
is an absolute necessity today. 

Within a few months we shall 
again be facing winter, and this 
coming winter will have need for 
all possible means of storing fuel 
for heating purposes, and in no 
one thing will the demand be 


greater than for kerosene oil—to 
properly have this means “Sto- 
rage.” 

It is not too early to seriously 
tackle this problem in every ter- 
ritory. We honestly feel that 
strenuous effort in this respect 
will increase our sale of kerosene 
outfits 100% over last year. 

These days bring REAL OP- 
PORTUNITIES to sell stand- 
ard outfits. 

Ro COLWEEL 
Eastern Manager. 


She, a bride of twelve months, was 
exhibiting her triplets, all girls, to a 
bride of two weeks. “Strange coinci- 
dence, at our wedding Tom’s friends 
gave us a serenade and played ‘The 
Three Little Maids’ from the Mikado.” 

The two weeks’ bride turned death- 
ly pale, as she said: 

“My husband’s friends gave us a 
serenade also and they played ‘The 
Sextet’ from Lucia.” 
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This is an illustration of a Chief 
Sentry recently installed somewhere 


in Ohio. It is the first underground 
tank installed in that town and it 
took considerable persuasion upon 
the Fathers of the city to agree to it. 
They now admit that it will be a 
big help in putting their town on 
the map. It certainly adds to the 
attractiveness of the city. 

The purchaser of this outfit is Mr. 
H. H. Townsend, President and Gen- 
eral Manager of the Springfield Oil 
Products Company—the gentleman to 
the left. The gentleman operating 
the pump is salesman J. C. Tibbles, 
who is very anxious to turn the 
crank so as to wear the pump out as 
soon as possible. We figure, how- 
ever, that this would be a job of 
about ten million turns and would 
suggest that he let ‘‘George’’ do it. 


Buy and—BUY 
VWS.S. 


‘WAR SAVINGS STAMPS 
ISSUED BY THE 


_ UNITED STATES’ 
GOVERNMENT 


ANT 
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Mr. Rosser McClure 


One of the Oldest Associates of 
S. F. Bowser & Co. Has 
Passed Away at the 
Age of 72. 


The entire Bowser organiza- 
tion was saddened by the death 
of Mr. Rosser McClure, which 
occurred Friday morning at his 
home in Oak Knoll. 


Mr. McClure connected with 
Bowser & Company in October, 
1892, and rendered practically 
uninterrupted service until his 
recent illness. He was occupied 
principally in sales work and 
during his twenty-six years of 
service he represented the com- 
pany in every state in the Union, 
as well as in Canada and Europe. 
His sterling qualities and pleas- 
ant personality earned for him 
splendid success wherever busi- 
ness took him. 

During later years when trav- 
eling became too arduous for 
Mr. McClure’s advancing age, 
he took up duties at the home 
office, where the hundreds of em- 
ployes at the big works person- 
ally knew him and enjoyed his 
splendid friendship and acquain- 
tance. 


Mr. McClure lived a life of service 
among his associates, always thought- 
ful of the comfort and welfare of his 
friends, helpful in counsel, sympa- 
thetic in trouble and always ready to 
advance the interest of his friends 
and business associates. He loved 
men and was loved by men. His 
friends will always cherish the mem- 
ory of his cheerful, clean, straight- 
forward personality and the abund- 
ance of good he did while among 
them. 
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Corporal Howard O. Chilton and Wife 


The above is a kodak picture 
of “Bowser Newlyweds.” Mrs. 
Chilton considerately stepped 
into the shadow for a moment in 
order that her hero, of whom she 
is justly proud, might shine in his 
place in the sun, while she gra- 


ciously permits us to bask in the 
radiance of her smile. 

Corporal Chilton is stationed 
atsGampslecew am ilis Home: 15 
about 100 miles away, which af- 
fords him an opportunity of 
week-end visits with his wife. 


Are You Downhearted? 


If you are, ten chances to one it 
is because you haven’t been getting 
the proper rest at night, or perhaps 
you have been overeating. Don’t 
abuse your health. Be temperate in 
all things. Cheer up! 


Very little toward winning com- 
mereial success or in winning the 
war can be expected from muddle 
brains, weak spinal columns, or sink- 
ing hearts. If ““Keep the home fire 
burning’’ means anything, it means 
to keep American vigor at its high- 
est, to keep our brains free from 
cobwebs, our lungs working fully 
and rhythmically, our arteries plas- 
tic, our nerves steady, and our spirits 
cheer ful. There is nothing inspiring 
about a home fire that smolders and 
smudges because its keepers them- 
selves lack the power of spirit to en- 
liven it into flame. 

Half-heartedness is nine-tenth phy- 
sical. Let a man sicken and he may 
easily become a coward. So vital to 
courage and victory is physical 
health that Uncle Sam looks first of 
all to the bodily training of his khaki 
boys;—and what marvels of endur- 


ance and heroism our training camps 
have produced! Read in the papers 
of how eager they are to combat the 
enemy. Such spirit cannot be beaten. 


Power to do real things, power to 
help toward victory, will not be 
found in cramped bodies or in 
eramped spirits. An unhappy fami- 
ly does not promote, but quenches, 
the father’s conquering spirit. An 
unhappy father chills and depresses 
his family. An unhappy workman is 
seldom a good workman. 


Cheer Up! 


Tf in these days we need anything, 
we need an abundance of good cheer, 
for good cheer is only another name 
for the power to ‘“earry on. And 
we get good cheer out of the fresh 
air, “from exercise in the sunshine, 
from change of scenery, from har- 
monious personal relations in our so- 
cial dealing and our commercial 
work. So get the right mental at- 
titude toward your work, the goods 
you are selling, and the prospects 
you see. The Bowser line is the best 
line of its kind in the whole world. 
The company back of you is the 
biggest organization of its kind in 
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existance. Its policies are the broad- 
est and fairest in all its relations. 
The need for its products are of in- 
ternational importance. You have 
the responsibility of doing your bit 
in Saving Oil by selling Bowser Sys- 
tems. Get a new grip on your will- 


power and carry on to victory. 


We are very glad, indeed, to 
receive the following report 
from our Boomer reporter at 
Denver about a visit from Mr. 
and Mrs. Nod Brown from the 
Dallas District recently. 


We, of course, were pleasantly sur- 
prised and enjoyed their visit very 
much, 

Picture No. 1 is one of the many 
cottages situated in Bear Creek 
Canon, a very beautiful spot about 
twenty miles west of Denver via 
Morrison, 

Picture No. 2 was taken about. half 
way up the grade out of Georgetown 
on the way to Silverplume, and is at 
an elevation of about 9,000 feet. 
Georgetown was a famous mining 
town in the old days as is also Sil- 
verplume, which comes pretty near 


The 


being the top of the world. 
man at the right is Mr. Jack Wilson, 
and the man in the middle is Nod 
Brown, and the one at the left is 


Jim Springer. Georgetown lies in 
the valley several hundred feet be- 
low, but you can hardly see it in the 
picture. The picture was made at a 
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point about half way up the grade 
because Jim’s Tin Lizzie needed a 
little attention. It is not much won- 
der same needed attention, as the 
entire crowd shown in Picture No. 3, 
plus two who are not shown in the 
picture, were packed in two Fords. 
The grade out of Georgetown up to 
Silverplume is one of the hardest in 
this part of the country and for al- 
most all the distance the famous 
Georgetown Loop on the C. & §S. 
Railroad can be seen. This.is where 
the railroad passes over itself. Sil- 
verplume lies right at the foot of 
Mount McClellan, and it is not ex- 
traordinary to see a snowstorm in 
this town even in August. You will 
notice Nod Brown has his coat and 
vest on. He is not used to the cool 
weather encountered. Mrs. Brown is 
not shown in any of these pictures, 
but is better protected against the 
elements. They, coming from a place 
like Dallas, are enjoying the mild 
weather in this vicinity. Even last 
night they enjoyed a grate fire. 


On the Road to the City 


of Success 
A Salesman in the Making 


A day has many hours and the 
supply of days looked endless before 
he was thirty. 

When very young he looked at the 
week from the first day to the last 
as through an inverted telescope. 

And as he grew older, between the 
first and last days of the month there 
seemed time enough to subdue a re- 
bellion. 

Before he was 
looked that way. 

But he was looking through the 
carefree optimistic eyes of youth. It 
was right that he should be optimis- 
tic, but his optimism warped his 
judgment. 

The end of the day sometimes 
found him surprised that he hadn’t 
accomplished more, but it found him 
happy because his days were an end- 
less chain. 


thirty, his days 
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The end of the week found him 
surprised—but not downeast; no, no, 
he was young; give him a few days 
at the end of the month, and he 
could remodel the universe. 

The end of the month found this 
embryo salesman a little worried at 
his lack of results, but he shed the 
worry as easily as a cat sheds its 
hair. For had he not all the to- 
morrows in the world at his dis- 
pos al? 

Eventually he awakened—not all 
at once, but gradually; and he dis- 
covered: 

First—That a day was very short 
—measured by what he could ac- 
complish; 

Second—That if he were to show 
any results he must outline in his 
mind what he intended to do and 
then go out and do it. 


He also learned a month was so 
short that the hot air he effervesced 
on the lst mixed with his excuses 
on the 3lst;—and the explosion 
caused by the mixture finally blew 
him out of a job. 

Now he plans, thinks ahead, and 
works; for he realizes that a month 
is only thirty short days; that there _ 
are only twelve months in a year, 
and only a limited number of years 
in his life when he’s at his best 
physically. and mentally. 


So his plan and his work start on 
the morning of the first of every 
month, and his days: have no non- 
productive hours; for whatever he 
does, work, play, read, study, or sleep 
—and he does all five—is a part of 
the plan that, if lived up to, keeps 
him moving in one direction, and 
that one is toward the big oppor- 
tunity that is always looking for 
the right man. He’s on the road to 
the City of Success. 


Saving Money 

A certain man was ill and wished 
to consult a celebrated specialist 
who was known to a friend of his. 
He went to his friend and said: 

““Took here, how much does that 
doctor charge? He’s pretty expen- 
Sive, isn’t he??? 

“*You bet he is!’’ replied the 
friend. ‘‘He charges $15 for the 
first visit; but after that it’s only 
$3.7? 

The next day the man called on 
the doctor. As soon as the door 
was opened the doctor came out and 
he said: 

‘Well, doc; here I am again.’’ 


‘“‘What has become of the old. 
hitching posts?’’ 

“Oh, they’ve been done away 
with since Bowser installed gaso- 
line pumps all over the country!’’ 


i iiiiiiiiiiin«<nttttt (itt it tt 


240 


J. C. Harding 


The soldier on the left is our J. C. Harding, of San Francisco. Mr. 
Harding reported at Camp Kearny, California, on June 29th. On August 
3d, D. 8. Johnson, Western Manager, received a letter from Mr. Harding 
written on a train while passing through Kansas advising that he and his 
camp mates were then en route to France. Quick work and sure work! 
The Boomer extends Mr. Harding best wishs for a career abroad as suc- 
cessful as his career with this company. Mr. Harding won Pacmaker honors 
while in our employ in 1915, 1916 and 1917. 


Jenney Manufacturing Company—Filling Station 
India and Milk Sts., Boston, Mass. 


The Jenney Manufacturing Company, Boston, Mass., has a very 
fine reputation for the high type of filling stations which they establish. 
The theory of this Company is that when they make an installation every- 
thing must be of the best—location, type of building—and it is needless to 
say that to complete it they must of necessity purchase BOWSER Equip- 
ment in order to maintain their high standards and, by the way, they inva- 
riably do. 


The installation was made by our 
enginer, 


service Mr. Charles W. 


Beard. 


The Jenney Manufacturing Com- 
pany Filling Station, located on the 
Jamaica Pond Reservation, a very 
beautiful and attractive part of one 
of the suburbs of the City of Boston. 


The gentleman on the left is Mr. 
W. A. Gott, the erecting engineer in 
charge of the service men in the field 
operating under this office. Mr. Gott 
is always on the job, with a thorough 
knowledge of the BOWSER line. 
The gentleman to his right is Mr. 
H. W. Devereux, who handles our 
installations so suecessfully along 
the Atlantic Seaboard, his activities 


carrying him from Boston to the 
State of Maine and at times on quite 
extensive trips. The gentleman 
standing next to Mr. Devereux is 
Mr. Charles W. Beard, who, as pre- 
viously mentioned, made this par- 
ticular installation, and whose work 
can be appreciated, as a very ex- 
cellent example of it is shown by the 
picture enclosed. The gentleman on 
the extreme,  Teht 1s) Mir ey: 
Foley, who is one of the hard work- 
ing and conscientious engineers op- 
erating under the direction of Mr. 
Gott. He has been with the Com- 
pany some time, but we lost his ser- 
vices during the past week, as he 
entered the service of Uncle Sam. 
Our other service engineer operating 
under this office, Mr. Charles E. 
Knapp, does not show in this picture. 
Mr. Knapp has been with the Com- 
pany for a long time, and came from 
Fort Wayne to work under the diree- 
tion of the Albany Warehouse, but 
has been working under the Boston 
office for several months. 
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List of U. S. and Canada Bowser Men in Service Aug. 1, 1918 


Department 
Name Previously Employed 
A 
Ge SAL AIG ann Se eee Machine 
Geo. W. Adams...... Machine 
EB, W. Albright.....-. Central Sales 
Pe oy PS eee Electrical 
Geo. Alters. Bldg. 29 
©, D.. Ambler = Inspection 
A. L. Applegate-_..... Warehouse 
Mi. AiG ke eee eseee Printing 
GCG, Auers ee Memphis Salesman 
Ey, Woy Awe ee Factory Drafting 
Ree Aver Light Tank Shop 
B 

EY Baker cess. Toronto Factory 
Hy Jin Baptist ea Machine Shop 
Coe Wa bare re ices Tin Shop 
Chas. Barnes ..-....--- Sundries 
Ae Ps CeCe teeeres Crating 
i Waele let teres Crating 
Ghast Beavis Boiler Shop 
Ch Cay ee sec ean Welding Shop 
Chas. Beeston .....-.- Toronto Factory 
ONVAy Belles Washington Sales 
Scott, Bellet Crating 
Ve (benders sewers Bldg. 29 
Otis» Bender Meter 
G. P. Benedict. == Inspection 
Otto. Benes Meter 
Otto, Benzgs2= Machine Shop 
PS Bintiss. es. -= Toronto Factory 
GAD. Bisho pieeae Factory Office 
A Birtiners sees Central Sales 
EB. G. Black Lt. Tank Shop 
Chas. i Toronto Factory 
Marnest lives. Crating Room 
i, (BY (BoOan ess Crating Room 
Kenneth Boan........- Production 
GESV.. Bovavie eae Boiler Shop 
Le Biochase eae Lt. Tank Shop 
W. J). Bodey ===. Lt. Tank Shop 
Ha) Bochn === Lt. Tank Shop 
H Es Boehn 222. Tin Shop 
Wie OusisOCSeCr cme: Lt. Tank Shop 
Archa, Boggs. == Inspection 
Wes. sonme laa. Ohio Salesman 
JAS. BiOWIn C2 a eee ee Hlectrical 
Ae Ss) SOW SCR =e Executive 
Coe bowser Paint 
BK. O. Bradley Stock 


LeRoy Bradley Factory Drafting 


Uy RASS Trak Cue aes. Warehouse 

Hh. G. Breimierz. =: Accounting Dept. 
Peter Brown.::....--- Toronto Factory 
i oS Browns. Machine Shop 
James Brownles....Toronto Factory 
Jeu Wit OT eee eee Crating 

ORE Ae helenae es ee ‘Frisco Salesman 
hos. On sien Ge Toronto Office 

Cle Bugen ota Crating 

Az VBuGhere =.= Lt. Tank Shop 


Assembling 
Bldg. 29 


R. A. Buchmann 
A. A. Buckmastevr.. 


Aly 1SybMeie el avoye ee to Crating Room 
George Bugert........ Stock 
ite ty, DEvNamnavey bos Stock 
Eugene Burch........ Memphis Salesman 
PH) Bure eee Machine 
Hy WW: Burlages 2 Production 
GlenwsBiuiti eae Hlectrical 
JS USChIaninerceses Warehouse 
Te, yas Ki eee Bldg. 29 

C 
Clifford Cartex- Sete Production 
Pb Caseyeeese _Inspection 
Darrele @esiiee ee Collection 
HB Chapman... St. Louis Sales 
Es OF Oni tomer Ft. Wayne Sales 
Lae Ga rik. ee. A. G. M. 
Paw) Cleary. _.Machine 
Pigg OlOSGt eee Meter 
Gen CockrillLemae. Washington Office 
Hred | Colporn Toronto 
Sie WDE VMOGINMANEL 2 Machine 
VE COO ken eee Bldg. 29 
George Corser........ Toronto Office 
Sie Cox se ree Factory Drafting 
ed RC Labi) Sane Lt. Tank Shop 


Department 
Name Previously Employed 

Jon Dae Crane tes eee Lt. Tank Shop 
MG raw £Ord @eseeaee Machine Shop 
August Crawford ..Yard 
G. 1s Crosh yan Tool 
Dalton Cummings..Toronto Office 
PaeMa Currants Machine 
Amie (05 (Oubaaciaien ile. 3 Collection 

D A 
Wi Nae Da aie! eee Washington Sales 
G. 2H Davids eee Sundries 
Ne fob AB Eyal ese Paint 
Aubrey DeLacy...... New York Office 
eine erally seers Electrical 
V. M. DeVilbiss....... Tool Room 
Te Vie GLO u eee Service Dept. 
ELA Dooling eee O> M. 
We Eh orn tera. Lt. Tank Shop 
CoE Dovey Tin Shop 
Patrick Dlovey........ Meter 
YE rnin eee Machine 
move ADAvN OWA Ty. Sn ons Toronto I*actory 

EK 
TD eeAs SOC yes ene Lt. Tank Shop 
Co he Hdwards2.- Minneapolis Office 
IME Hel, Iolsndanebae ts. Machine 
ASB. Wileys see Plumbing 
12 AEG eee eee Lt. Tank Shop 
Pa PME EK Ola weed eT Lt. Tank Shop 
IMCS DA Bing eis ohne ok Stock 

1 
ie a Cele eee Stationery Stock 
Sled Vee eee Albany Office 
Thomas Fels.......... Machine 
Le Eesha there eee: Cost 
Maa hin nena Toronto Factory 
Harl Mole yns 2. Assembling Room 
Raymond Prankes 23s). e) Sen ee eee 
C. M. Fredericks....St. Louis Sales 

G 
A. D. Gryhover....:. Machine 
eet GAS Sai eee aire Factory Drafting 
Je Mika Gelrses sae Lt. Tank Shop 


Edwin Geoglein...... Toronto Office 
R. C, Gererding—-.. Machine 


CE Germaine see Accounting 

L. G. Gessinger...... Machine 

Co Bi Getz ee Cost Department 
Mansine es Gla mites Production 


ee Galouimeee Stock 
..Albany Salesman 


Arthur Glenn_.........Meter 

CoRR: Gobaise eat Tin Shop 

WW. Bs Goolsby22- Dallas Salesman 
Geo Gordan. = Lt. Tank Shop 
die) des, MEER Oe e3 Engineering 

C,. Bee Guevara Machine Shop 
ET. SEG riers se Toronto Factory 


Machine 
Toronto Factory 


F. J. Grossmann.... 
James Gullagher.... 


J. M. Guyer, Jr. Production 

H 
J, MVE ea ele yee Lt. Tank Shop 
Harry Hagemann..Electrical 
J. (Baa liceee eee Memphis Office 
Joe Hammond........ Stock 
Tia Come etalt: didn oereeue oe Frisco Salesman 
WG tarses ar Statistical 
OW PaaHarricones = Atlanta Salesman 
DS Ges als Rem oe sy en) eee Yxport 


AS AQ Hartstien= Machine 


Doyt, ilarve ye eae Sundries 
DOR tee enty enya ee Slundries 
Wm. Hawthorne....Toronto Factory 


Cy ely elec inane: Grinding Rooiu 


Wim 2s Eelmens. Stock 

B. B. Hendricks... Stock Record Dep’t 
Wi Je Elen riya eee ee Traffic 

George Hexamer....Harrisburg Sales 
BEds SELWOLeT eemnee Machine Shop 

J. ©. Hildebrand. {Cost 


F.. M. Hoeppner...... Lt. Tank Shop 


Cie. Hohistem=eer Toronto Salesman 
Ce Etolimia nia ee Meter 

Cin LOO Chiesa ae Electrical 

Ori ai ElOOC pees Toronto Factory 


Department 
Name Previously Employed 
Homer Houck......2... Factory Drafting 
G. GG. Howell. 22.2 Machine Shop 


Nike BOS MVSh wade teal. Machine 
W Hl. Hughes. Machine 


Mili My Sahthesine = Bldg. 29 
JE 

Vern’ tnelandsas Printing 

IVES Gena walneeeeeee Machine 
J 

Gy ES connson= ss Machine 


EK. S. Johnson........ Lt. Tank Shop 
Wilford Jones........ Toronto Factory 


Tl SarJione so-ee aee Tin Shop 

RY Cy lOnes ae Lt. Tank Shop 

Gu Lie Ord Onae es Boiler Shop 
K 

Rudy Kaiser............ Tin Shop 

ie Keethiiees =). eee Messenger 

D. S. Kercher.......... Lt. Tank Shop 

D. W. Kingsley....... Order 

ARC, Klenkes = Stock 

Wm. Klenke............ Grinding 

ie He olyitee eee Accounting 

FE’. Kohlbacher ...... iar Geers 

Wiebe ICOrtel ee Heavy Tank Shop 


in ira tzmanees Machine 


red Kreamelyer....Stock 

IA IG fed Re BEG eth Stok oa Tool 

Gilbert Kriege....._.. Mailing 

Ke aK rom nae Crating 

Ji CLO De eee Sundries 

John) Wey legesneees New York Office 
L 

eee eac ey meee Machine 

ILC Oe diiayicte eee eee Assembling 

Chas.) Waker. ae Toronto Factory 

GaAcsLamposs ee Crating 


TM Lamberthaas Dallas Office 
Clarence Lapp....:_. Machine Shop 


Cy duaromore Messenger 
Jerome A. Laroque Atlanta Sales 
Gite ae Walia Machine 
Stewart Leach........ Meter 
Ca. Co beer ae Machine 
Hy ele Lehmiaiieesee: Tin Shop 
HW. EB. Leonard... _- Hastern Sales 
Fred C. Lepper... Machine Shop 
De hevertonies) =. Accounting 
ER Ee Lie bpiatete Tool Room 
Everett Litchfield..Warehouse 
A CIE OCG meee Albany Salesman 
G. A. Longsworth..Machine Shop 
Foe OAES BESS Denver Office 
Cc. NV. dhusinsbilee award 
H) WLADEZ ee eee Heavy Tank Shop 
Eat Zeke ee Yard 

Mc 
DFS. sve @luness= Publication 
D. M. McConnell....—~xec. Engineering 
M.-.E. McDevitt...... Tin Shop 


Ca MicID. owe] eens Tin Shop 

R, By McMadden,-. *Frisco Salesman 
George E. McGill..Yard 

Lawrence M’Ginley Stock 


Vedlge ANIWOIRE Eee ok Grinding Machine 
ING IMA RGhaGavepet 4: Toronto Factory 
M. D. McKinney...:Central Sales 
HG. Meleod 222 Toronto Salesman 
J. L. MecMorris...... Tri-State Sales 
J. H. McNamara....Assembling 

M 
BK. E. Maggert........ Stock Record Dept. 
Cod AeMalo tienes Stock Record Dept. 
D. A. Marquardt....Crating 
G. H. “Marshall... Warehouse 
Don Wairicinieeseees Service 
Win) WinVista emer Denver Salesman 
Ri, Ey Matters Lt. Tank Shhop 
BK. C. Menking 222. Machine 
J. Ay SD Meyer. 22 Memphis Salesman 
Ge Miller Se. seers Machine 
FL. JA vi lilereeeeee Meter 
Rea Ce eV leper Meter 
Dan WMaillican ee Service 
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Department 


Name Previously Employed 
Amd y oMOOre-y......2-- Toronto Factory 
Wie NiO Oe. 25 ...- 2 Bldg. 29 
eile VEOUES I T= 22s eee Meter 
Coley WMoushey..-... Paint 
Peete, WL OGLISE--. 22.2). Tin Shop 
PaeeVINTeLle rz eo 8 ko Boiler Shop 
I, EK. Murchland....Grinding 


JS” ZA AY nb ete KoY ot eae Heavy Tank Shop 


Howard Murphy....Lt. Tank Shop 
ey dae Myers. - 2.22. Electrical 
ee re VOR Se oe Publication 
N 
Ge Wee Neasel:....-.- Slervice 
mex INCA VeSe_2+:.--s.-- Toronto Factory 
eke Neuman... Machine 
H. W. NewkKam...... Machine 


J. W. Newton 
R. E. Nichols 


Toronto Factory 
Meter 


Vary NO Clie. ys ee. Lt. Tank Shop 
NV iroue orem NOM ashe nese Minneapolis Office 
Oo 


G. M. ©’Connell...... Machine 


Wine. Oertel. 22... Heavy Tank Shop 
Niemen Oesese 58.22 Lt. Tank Shop 

P 
Geena Palmer... Stationery Stock 
eevee amelie. St. Louis Sales 
Lis. dig hol ee hS ee eee Louisville Sales. 


Awe. Patterson... Stock 


Harry Patterson....Stock 
\ivioh dee Wh Ee eee St. Louis Office 
een Perrimr 2 -: Statistical 


ee ee CO lUIMNO Sa. Lt. Tank Shop 
Ts JNg eae nN OSs tee Meter 


No IDE Ae ee Collection 
PSI PAUV AS) eas seen aene meee Meter 
eer AL Ee OPDe-. et .. Statistical Dept. 
BX ee Gr nein tC Ove. eee. Paint 
Q 
PAV CUCU CI oc 288. oc esas St. Louis Office 
R 
Lester Racine........ Paint Shop 
RUG MARES, Sos Mee. ee Toronto Factory 
Olja lie a ef2  d ee: Seeeeeere s Lt. Tank Shop 
siete ee EV TA Cie a ese Albany Sales 
TSE Sho Re Rl nee Warehouse 
NW ieRUCG LOI =.= -s Lt. Tank Shop 
ibis dl, ARexoleht aver nes Meter 
Wi Ar RECS... 2. Pittsburgh Office 
C=] Li, Reimkines 7 Machine 
Wi @e UERVCLELGT: 2.2.2.2 22 Lt. Tank Shop 


Department 

Name Previously Employed 
Ney TEMS CUR AU WEN Been ea Machine 
Cloyd MSZ se Machine 
A, IRGC Me wens eee Crating 
1A iy ARVeIn Male eee oes Service 
Mice Hy eODerUSsees = Atlanta Salesman 
Murray Robinson..Toronto Office 
OF Eero bimsomiees Statistical 
SV Val UL Sie EV OS Seceseemerees Warehouse 
eV EO US Sel loses s Order 

NS 

Ge Hy Sarageneesse Machine Shop 
Bin) BOAUCES eee ace Crating 
GaeA SauerSieece-: Heavy Tank Shop 


Arthur Schleper...... Tool Room 


R. H. Sehlabach....Accounting 

125 WW, SGA ee Heavy Tank Shop 
Fr. H. Schmetzer....HXxperimental 

IDE, Wiis tGlouaaniehe <2. Salesman 


1D, Why SxelanaaniGlhe-- Central Sales 

Oh IMIG SxGla@inieie hs. Washington Sales. 
Ee Ca schnielikemes. Heavy Tank Shop 
IG Sh SSO Oeil. oes Publication 

Cy Aah Silos 2 Lt. Tank Shop 
ibe Sellen es ss Warehouse 

IReMe Shatter. Machine 

Ve ALS SIME Orne sare Tin Shop 

George Shaver........ Machine 

GROOMS nile diseases Albany Salesman 
Orn Siaveullyo betsp SoS te Engineering Dept. 
IP Bie a aisles eee mene Albany Salesman 
Jess Siebolt............ Assembling Room 
eA Oilers ss cree Order 

Je. Vale SBS Paint 

di Jaks Silene Se ae Service 

IRMeXOL GShaaunidal Toronto Factory 
1D, Ik, Saath Order 

Gl oR. smiths «2 2 Bldg. 29 

hs PME, tSieatiela Crating 

iy. (Ch Shaalitielee ge ak Machine Shop 
NVeee SOMES es Stock 


Herbert Spademan Toronto Factory 
Ga We SIDA MO ec Stock 

©; B. Springer Engine Room 

MING Ube SpROnb he eee Machine 

Se wuale ye... ee 2 ne, Wbenae tSiaey9) 


We. W. stametsh = Stationery Stock 


CeR. stapleforde. Production 

12, ID, Sieinitere Collection 

ISt, (Ey, Sleeaavell St. Louis Office 
isl, Swenson Toronto Factory 
Cc. A. Stillwater...... Salesman 

Rete Oee LOCC: 25 eas Engineering 

IME WS SOE PR oe Salesman 

Jiks, 1G TSIUIGENSSCae vose, Factory Drafting 
Ch 1d) (Seesaw dies. ’*Frisco Office 

P. GC. Stubblefield...Memphis Salesman 
SUID), Siwibiaay oe a ee Welding Shop 
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and Bowser Men in Service— (Continued) 


Department 
Name Previously Employed 
IES Cam OULEC OM eee eeee Collection 
JN RSID ec hae et Memphis Office 
dh 
Robert Taylor _...... Toronto Factory 


George Taylor........Toronto Factory 
Shia Mbeki @ey = es Machine Shop 


G. N. Thompson....Hastern Sales 
Geen lownsenda Toronto Salesman 
dS, dial, AbiRERDIC AMEN a Paint Shop 
Wish ravi Scenes Boiler Shop 
fs Dra vier ese Yard 
Ne Grey eye Printing 
HEX On MBUUKONS | os ces Toronto Factory 
V 
VIA Ce Vial lito en es ARS ET DIN 
IB Ween Tein os Meter 
W 
IDS Ws Ei. VIII Machine Shop 
Griggs Walker........ Atlanta Slalesman 
DNAS, NAVI AY, ooo Machine 
AAS AWWiait eee Accounting 
George WaAsSS .........- Factory 
So LDL WAV EM ES ees Machine 
TERS YE NEMS ON Casting 
i Wie Via SOmen Stock 
Geo. Weberuss........ Tool Room 
Ge OE A URENISE 5 tt ee ee Machine 


Albert Werkman....Production 
EX, do Wiemann. Stock 
J. J. Wierstein: =. Cost 


J. W. Wheatley...... Atlanta Salesman 
IN, Wee NAVoee ee Louisville 

Geo. B. Whitney....Machine 

1 Le AG Toner oe Stock 


Harry Wilcockson..Toronto Factory 
Charles Wilder...... Proudection 

A, bs Wwe wanes 2S Machine, Bldg. 29 
Ev) Bee Wall amc Meter 

AN H. Willis Toronto Office 
...Boiler Shop 
..Boiler Shop 

ee Accounting 

iby, Wivarosliere S Heavy Tank Shop 
BP eOeWailitenes: ee Electrical 

Alf. H. Woehnker..Order 

Arnold Woehnker.Accounting 
Russel Wood Grinding 

W. A. Woods..........Assembling 

Lt. Tank Shop 


io S. Wilson.... 


eDaily pee VVER ee mere Statistical 
We 
ie De Wai Crees Machine 
Beal Lie PN Cea Wa ee ee eee ‘Frisco Salesman 


FOREIGN OFFICE SERVICE RECORD, AUGUST 28TH, 1918 


London Branch employes enlisted in 
the Allied Armies: 


H. M. Army and Navy. 


Brigade-Major R. C. Middleton, con- 
nected with the General Staff in 
France. 


Lieut. C. B. Greenwood, connected 
with Volunteer Naval Reserves, sta- 
tioned near Edinburgh. 


Lieut. Allan T. Hunt, Durham, L. I., 
now serving in England. Been wound- 
ed three times. 


Pte. R. A. Harris, Royal Flying 
Corps, training in England. 
Pte. Charles Agombar, Coldstream 


Guards, training in Mngland. 


Waite, U. S. Regiment, 


Capt. H. G. W 
‘ocated 


Quartermaster’s Department, 
A ears: 


Capt. T. A. Prendergast, Army Serv- 
ice Corps, Ifrance. 


Capt. W. A. Sttarley, 
ment, 


Essex Regi- 


Lieut. T. J. Moore, Worcestershire 
Regiment. 


Pte. George Harley, Royal Hngi- 


neers, 


Pte. James Harley, Highland, L. I. 


Mr. S. A. Taylor worked for a short 
time, before the war, as a sub-sales- 
man, to his father) Mr. es i. Taylor; 
was in H. M. Service, Signalman in 
the Gloucestershire Regiment. Killed 
in action in June. 


Paris Branch Employes Enlisted in 
Service. 

Lieut. G.-Bunau,-Infantry; Knight 
of the Imperial Order of the Dragon 
of Annam. Decorated with: Tonkin 
War Medal, Colonial Medal, Annam 
Kin-Kam Medal, Imperial Order of 


China. Prisoner of war in Germany 
for thirty-four months. Now dis- 
charged. 


P. Ducret, Infantry. War Cross for 
Distinguished Service, Military Medal. 
Discharged for wounds. 


R. L. Granger, Infantry. War Cross 
for Distinguished Service. Discharged 
for wounds. 


J. Joray, mobilized 


mill. 

Lieut. P. Lallement, Motor Service. 
War Cross for Distinguished Service. 
On active service. 


Lieut. G. Lamy, Infantry. 
Cross for Distinguished Service. 
ed in action. 


J. Tillet, Infantry. 


in a powder 
Pd 


War 
Kill- 


On active sery- 


ice, 
J. Vallet, Infantry. Died of illness. 
G. Viel, Infantry. On active serv- 
ice, 
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I Am Public Opinion 


All men fear me! 


I declare that Uncle Sam shall not go 
to his knees to beg you to buy his 
bonds. That is no position for a fight- 
ing man. But if you have the money 
to buy and do not buy, I will make 
this No Man’s Land for you! 


I will judge you not by an allegiance 
expressed in mere words. 


I will judge you not by your mad cheers 
as our boys march away to whatever 
fate may have in store for them. 


I will judge you not by the warmth of 
the tears you shed over the lists of the 
dead and the injured that come to us 
from time to time. 


I will judge you not by your uncovered 
head and solemn mien as our maimed 
in battle return to our shores for loving 
care. 


But, as wise as I am just, I will judge 
you by the material aid you give to 
the fighting men who are facing death 
that you may live and move and have 
your being in a world made safe. 


I warn you—don’ t talk patriotism over 
here unless your money is talking vic- 
tory Over There. 


I am public opinion! 


As I judge, cll men stand or 


fall! 


Buy U. S. Gov’t Bonds Fourth Liberty Loan 


Contributed through Sp Ee ale SO RR : United States Gov’t Comm. 
Division of Advertising OT eG OO z on Public Information 


This space contributed for the Winning of the War by 


S. F. BOWSER & CO., Inc., Fort Wayne, Indiana 
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UNITED 
WAR WoRIy 
CAMPAIGN 


UNITED 
WAR WORK 


| Yes, MR-BECHKEL_> 
‘|p. SEE THAT THE 
\\PETAIAzS BRE Aue 
UNITED Waar HAD WE 
ETYER Do 
WaR WORK ABout Tat, 
CAMPAIGN MR.BECHTEL ? 


JEWISH WEL rg 
B0ARS “Ee 


|Our busy Genl. Manager, Mr. S. B. Bechtel is County Chairman of United War Work 
Campaign. Don’t be ‘‘Too Busy” to do your part when called upon. 
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The Front Cover 


Our General Manager Is 
County Chairman in Uni- 
ted War Work Campaign 
for 170 Millions 


The United War Work Cam- 
paign, approved by President 
Wilson, for $170,500,000 will be 
conducted the week of Novem- 
ber 11th to November 18th, 1918. 


The public is asked to give this 
money, not to lend it. Everyone 
has seen the results of the work 
of the seven organizations who 
have combined to make this drive 
for funds. No one who thinks 
seriously of the effect of their 
work on the morale and charac- 
ter of our fighting men will give 
erudgingly. The organizations 
are: 

WES IO. sae Wie eA. 
National Catholic ee Council 
(Sie Ot) 

Jewish Welfare Board 

War Camp Community Service 

American Library Association 

Salvation Army 


A hundred and seventy million 
dollars is a lot of money, but it 
means less than a dollar a week 
for each of the boys of our Army 
and Navy. And certainly no man 
in America will say that a dollar 
a week is too much for their 
cheer and entertainment—at least 
not 1f one of the boys is his boy. 


The field army of these seven 
great agencies comprises more 
than fifteen thousand uniformed 
workers on both sides of the wa- 
ter and General Pershing is ask- 
ing that additional workers be 
sent at the rate of at least a thou- 
sand a month. 


They represent every type of 
activity—secretaries, athletic di- 
rectors, librarians, preachers, lec- 
turers, entertainers, motion pic- 
ture operators, truck drivers, ho- 
tel and restaurant workers, etc. 
Many are bearing all their own 
expenses; those who cannot are 
paid their actual living expenses, 
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if single, and are given an allow- 
ance approximately equal to pay 
of a second lieutenant to cover 
their own and their families’ ex- 
penses, if they have families. 

In other wars, the influence of 
the American home has had to 
stop at the soldier’s own front 
gate. All that made life comfort- 
able and happy for him deserted 
him there when he kisses his 
family good-bye. In this war the 
home follows the flag clear up to 
the front-line trenches. That. an 
one word, is the story of these 
seven great co-operating war 
agencies of which our General 
Manager, Mr. S. B. Bechtel, is 
county chairman. 


S. O. Williams 


Member Pacemaker Club, 
Dallas District, 1918 


We are very glad to report 
that Mr. Williams did not let the 
month of October pass before se- 
curing membership in the Club. 
He reached it on the 31st with 
513° points, to his’ credit.= Mr. 
Williams has only been with us 
two years, but has been a Pace- 
maker each year, and we certain- 
ly hope he perpetuates this rec- 


ord.. Congratulations, Mr. Wil- 
liams. Here’s wishing you con- 


tinued success. 


Changes in General Sales 
Department 


To meet the present conditions 
General Sales Manager Mr. E. 
M. Savercool has made divisions 
of the work, which consolidates 
the department and increases the 
efficiency in handling the busi- 
ness. 
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Mr. L. P. Murray, who has 
been Manager of the Central 


Sales District, has been made As- 
sistant General Sales Manager, 
and will have charge of the di- 
recting of all salesmen on the ter- 
ritory. 

Mr. R. S. Colwell, who has 
been Eastern Sales Division Man- 
ager, has been made Assistant 
General Sales Manager, and will 
have in charge the directing of 
all work with district offices and 
sales development. 

Mr. H. W. Brown, former 
manager of the Memphis Dis- 
trict, has been called into the 
Home Office to aid in the direct- 
ing of District Sales Office work 
in general. 

Mr. L. E. Porter, who has teen 
manager of the St. Louis Dis- 
trict, is now located in the Home 
Office and will have in charge the 
development of factory work. 

These changes will allow our 
General Sales Manager, Mr. E. 
M. Savercool, to devote more of 
his time to department policies, 
sales plans and General Execu- 
tive Work. 
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GeSeerice 


Member Pacemaker Club, 


St. Louis District, 1918 

On October 25th, Mr. Price 
sent in his order No. 199, which 
elected: him to the Pacemaker 
Club. Mr. Price has only been 
with us a little over ten months, 
and deserves much credit for his 
rapid assimilation of BOWSER 
facts and organization spirit. His 
success in securing membership 
in the Club is evidence of his 
ability and persuade us that he 
will continue to be prominent in 
sales success with us. Congratu- 
lations. 
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CANADA ON THE JOB 
The above is a picture of a Bowser Red Sentry, filling the first ‘‘Ford- 


son’’ tractor to be used in Balgonie. 


We are inclined to think that this progressive farmer will put in an un- 
derground storage system on his place when he has the time, rather than 
make the daily trips to the village Filling Station. 


The alert ‘‘Bowser’’ salesman will no doubt, get a suggestion from this 
picture, on the possibilities of a field that he has not yet worked. 


Standing of Forty High Men --- Volume 


of 


Business 


November 1, 1918 


Tae. Stam ord... Philadelphia 
Ph Ale, AMX all 0 OXON ae ceeetne Washington 
3. W. A. Armstrong.....General Sales 
ave Cs C. Fredericks.25.52.. Railroad 
5. 

6. 

fh 

8. 

o 

WO ABis Gy IMGT METRO NON ester Pittsburgh 
fib Oeil pla i CUNM GIs ae eas, Toronto 
Ws Win Wo (Cmmapavolenh ae General Sales 
13. W. H. Trammell.......General Sales 
pee Ore ram POT Mitasanes ss Washington 
Ws XCb IME, TERUTAN Heer aes General Sales 
Mes) de (Gis Tela ay Si ae General Sales 
Wile -2Ne (6m dele wairefeie ee General Sales 
Sas Ho erid Gyseesn General Sales 
19. K. F. Hessenmueller...Pittsburgh 
PAO, 1sly AX, Woh negete yin eee Philadelphia 


21. Re W. Maxey. ccc General Sales 
Pee Ela ee piesa New York 
3. O. T. MecKissiek.....General Sales 
2A pAreD eit lene ae General Sales 
Wie ViewS Cig ost General Sales 
Gots t€e JUG MINE coma corer ore Toronto 

o AD, Wie IDE eee Washington 
Vee © fier Cameees: General Sales 
5 Te ID: Ieenie pel ess Pittsburgh 
EXON IN BHO lace nese General Sales 
Billo. dle Sh IBIAOMSO IN ce! General Sales 
Ooo Sans beuwzel eens General Sales 
Bex, dbp Wy WMO WAM eer General Sales 
JA Babe Batesueersst=—= General Sales 
xo (Cig 12) SON EMM a rere Washington 
3 Oem O er Denne t base General Sales 
Bifig Ane OsNy SDIUSE HUN NES ene eceree no Albany 
SO mee ete) oe ly Le C Kareem: General Sales 
39. R. H. Clement............. General Sales 
AOh Wie ME Bookkerine nn. Philadelphia 
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A Letter From Thos. 
M. Lambert 


Mr. Lambert, who was con- 
nected with our Dallas Office and 
frequent correspondent to the 
Boomer, is now “OVER SEAS.” 
The following is an interesting 
letter he recently wrote to Mr. 
Prince: 

France is a wonderful country in 
some ways. When the sun shines 
the scenery simply can’t be beat, but 
to date, it has rained about every six 
out of seven days that I have been 
here. The people look as though 
they must have gone through the 
wars with Napoleon and they eulti- 
vate land on hills that the average 
American farmer would never take 
a second look at. That is one thing 
in their favor. They are exeremely 
nice to you, but believe me when I 
say that you pay for everything that 
you get. 

We are getting closer to the line 
at each move, and it now looks as 
though it won’t be long before we 
are up to the rest of them. Not much 
that I can tell you but will have a 
full book of stories to tell when I 
get back to Dallas, which I see it 
ean’t be long. Think when I start 
back that I will put Bowser 102’s all 
the way across the Atlantic. 

We certainly wish Mr. Lam- 
bert the best of health and suc- 
cess in placing the 102s he re- 
fers to. 


P. J. Shannon, a Thor- 
ough Worker 


A salesman who might be un- 
thinking would pass by a place 
from which he received a report 
of its having only a yearly con- 
sumption of three barrels of lu- 
bricating oil, but Mr. P. J. Shan- 
non is not that kind of salesman. 
He operates under the policy: 
“Wherever oils and gasoline are 
used, there is need for a BOW- 
SB 

His order No. 147 is a sample 
of the solicitation of such work, 
which calls for two t1o-gallon 
Fig. 500 Outfits for the Aurora 
Corset Co., Aurora, Il. 

Pe gO CARL ON 

TELE CALL. 
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A. Bowserite 


The First Yoemanette in 
‘Tennessee 


When it was found expedient 
to close the Memphis Office for 
the duration of the war, Miss 
Leonora Yeates, Secretary to 
Manager Brown, decided that it 
was her opportunity to enter 
active war service. She imme- 
diately enlisted in the United 
States Navy. 


Miss Yeates holds the honor 
of being the first Tennessee girl 
to enlist in the yeomanette ser- 
vice of the U. S. Navy and, inc1- 
dentally, was the first Memphis 
girl to purchase a Liberty bond 
of the second issue. So great 
was her desire to be of service 
to the government that she was 
willing to “scrub floors or do 
anything” as she expressed it, in 
order to get a chance to do her 
bit. 

She was the Boomer corres- 
pondent for the Memphis Office, 
and we are proud to add her star 
to our Service Flag. 


T. Cadwalader Potts was a visitor 
to our editorial tower last week. You 
know Tom is quite a_ philosopher. 
The following is one of Life’s work- 
aday observations he told us. We 
were talking about sticking close to 
one’s business. 

“*T watched two Irishmen digging 
a trench the other day,’’ ‘Tanks’ 
Potts. ‘‘One of them was over six 
feet tall and the other was not quite 
four feet short. The smaller of the 
two dug twiee as deeply and twice 
as swiftly as the larger. 

Heyl’? 1 yelled sat the: bis? fel: 
low. ‘‘Why’re you let’n Mike do 
double the work you do?’’ 

LOn “5 an 
“*He’s twice 


““Because he ought 
nounced the long man. 
as close to his job.’’ 


Auto Lubrication 


Cost of upkeep, repairs, miles 
per gallon of gasoline and the 
life of an automobile are in direct 
proportion to the frictional resist- 
ance at the lubricated parts. It 


is, therefore, foolish economy to 
use any but the best lubricants. 
Then see that those lubricants are 
kept free from evaporation, dirt 
and dust by being stored in a 
BOWSER. 


The above is an illustration of a 
Bowser Cut 101, mounted on an oil 
company tank truck for the purpose 
of supplying army trucks used for 
transports to relieve the railway con- 
gestion. It meets the requirements 
splendidly and is doing a noble serv- 
ice for its owner and the government. 


L. W. Crow 


Member Pacemakers Club, 
Atlanta District, 1918 


Mr. Crow came with us in 
1913 and has an enviable record 
of having been a Pacemaker ev- 
ery year since. This means that 
he will be awarded the maximum 
prize this year. ~We certainly 
congratulate him on his splen- 
did work. 


Some day when we realize that our 
minds are our biggest stock in trade, 
we will proceed to get more out of 
them. 
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H. W. Oattis 
Member Pacemaker Club, 
Atlanta District, 1918 


We are indeed pleased to an- 
nounce the election of Mr. Oattis 
to membership in the club this 
vear, which honor he secured 
with his order 513. Evidently 13 
is a lucky number for Mr. Oat- 
tis! This makes him ta rpepeater 
in the club and we are glad to 
again announce his being with 
us. Continued success to you, 


Mr Oats: 


4h 


E. P. Dolan 


Member Pacemaker Club, 
Memphis District, 1918 


Mr. Dolan, who travels for us 
in New Orleans, has again se- 
cured membership in the Pace- 
maker Club. Mr. Dolan has been 
with us over ten years and has 
always been very successful in 
sales work. He has been in New 
Orleans so long that he is recog- 
nized in that district as an au- 


thority by local and county of- 
ficials, on the subject of oil and 
gasoline storage and he has done 
some very constructive work 
there. Congratulations, E. P., 
we are sure glad to have you 
with us. 


HM 
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VOLUNTEER CAMPAIGN. 
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ART SMITH THE FORT WAYNE. BIRD BOY. 
NOW IN GOVERNMENT SERVICE STATIONED AT DAYTON. OHIO. 
HE GAVE EXHIBITION FLIGHTS TO BOOST THE ALLEN COUNTY INDIANA FOURTH “LIBERTY LOAN 
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‘OPERATING BOWSERPUMP ON LANDING FIELD AT FORT WAYNE, IND.- 


_(PASSED BY THE CHIEF Bae Se CENSOR, WASHINGTON, DC.) 


“Food Will Win the 
War” 


F, Eastman of the 
Pittsburgh Office visited the 
“Boomer” Building last week 
and during our conversation he 
told us how he solved the labor 
problem on his war garden. 

Mr. Eastman has a splendid 
home in the suburbs of Pitts- 
burgh with an ideal yard for a 
first-class garden. In line with 
his patriotic spirits, he planned 
the production of food “To Help 
Win the War” and plotted out a 
good space for vegetables. The 
old problem that always con- 
fronts the “city farmer” of how 
to get the spading done came up 
and was happily solved by the 
assistance of K. F. Hessenmuel- 
ler. 


“Alphabet” Hess came over 
one night and wanted Walter to 
help him get some fish-worms. 
Eastman told him that there 
were a lot of them out in his 
back yard and showed Hess 
where to dig. Hess wanted to 
start out early in the morning 
so concluded to dig the worms 
that very night. The result was 
Hess got a can full of worms and 
Eastman got his garden spaded 
by morning. 

Eastman always has his kodak 


Mr. W. 


handy, and could not resist the 
temptation of taking Hess’s pic- 
ture in the moonlight. K. F. only 
realized just lately why Eastman 
Was sO parucularsewhere he 
should dig. 


Since the title of this item is 
“Food Will Win the War’ we 
have nothing to say of the re- 
sults of Hess’s fishing trip. 


The Bowser Centrifugal 
Gasoline Filter 


Have you ever realized what 
a great convenience and satisfac- 
tion the BOWSER filter has 
been to the autoist? Dirty gaso- 
line or naphtha with water in it 
is an abomination. 


Many motors stop through 
clogged carburetor jets and from 
other equally simple and to be 
deplored causes when BOWSER 
Filters are not used. Perhaps 
the most general cause for this 
is the treatment which the funnel 
receives as a general thing when 
not in use. However carefully 
the autoist may be when filling 
his car with a can and funnel, the 
care is of no avail while the low- 
er part of the funnel is dirty, thru 
being on the floor to collect dust 
when not in use. Always be sure 
to sell a Figure 135 if the Pump 


has no filter, built into it like I*ig- 
ure 103 or 241. 

Carburetor troubles are almost 
certain to follow the too common 
mistake of using the same funnel 
with which to fill both gasoline 
and water tanks. 

ASO) NMS ne 
these troubles. 


Systems avoid 


“High Five” San Fran- 
cisco District 


Month of October 


H. HE. MORGAN 
EK. R. BIRD 

L. A. COFFHY 

BK. EY KLOTZ 

Cc, A. MILLIMAN 


S. G. Adams, of Van- 
couver 


The business recently secured 
by Mr. S. G. Adams of Toronto 
Office is indeed worthy of men- 
tion. We note three orders dated 
Saturday, October 19th, and to- 
taling 199 points. He is to be 
heartily congratulated in secur- 
ing them on Saturday, a day 
which some of our salesmen be- 
lieve is not a good day in which 
to solicit business. Fine work, 


Mr. Adams. 
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W. G. Chandler 


Member Pacemaker Club, 
Washington District, 1918 


Now that our silver tongued 
orator from the Southland has 
entered his membership, we are 
sure there will be no trouble in 
making up a very interesting 
program. Mr. Chandler has been 
with us over seven years and is 
one of the charter members of 
the Pacemaker’s Club. We real- 
ly don’t see how we could get 
along in the club without him 
and we are exceedingly glad he 
decided to join us this year. We 
congratulate you on your splen- 
aid success. 


PHOTO 
Not 
RECEIVED IN 
TIME FOR 
REPRODUCTION 


J. G. Phipps 


Member Pacemaker Club, 
Pittsburgh District, 1918 


We are pleased to again an- 
nounce the election of Mr. 
Phipps to the Pacemakers’ Club, 
which marks his second success 
in securing this honor, Mr. 
Phipps took to the Bowser line 
so readily that his sales record 
looks like an old timer from the 
very start. He makes his slogan 
in factory work “There is no 
plant too small to receive his at- 
tention and no factory so large 
that it frightens him.” He calls 
upon them all and generally 
comes away with an order. Con- 
gratulations, Mr. Phipps, on 
your good work. 


A 
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Working Saturdays! 


We have no more right to waste labor than 

We cannot lay off a day because we do not 
feel like working any more than the soldier can 
lay off because he does not feel like fighting. The 
man who works four days and then lays off two be- 
cause he has made enough for six is wasteful. 


soods. 
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Bowser Fuel Oil Systems 


The shortage of coal has 
caused the Government to urge 
factories in general to turn their 
power plants into fuel oil burn- 
ers wherever possible. 

This has consequently created 
a demand for tank storage. A 
successful fuel oil system re- 
quires more than merely tanks. 
To operate satisfactorily a sys- 
tem should be properly planned 
by someone experienced in the 
requirements. 

As a Bowser salesman you 
should be an authority on the 
subject in your territory. Have 
you studied the needs in this 
field? Are you familiar with 
BOWSER equipment you can 
furnish that will save the Fac- 
tory Manager trouble and ex- 
pense? 

Study the subject and then go 
after the business. The Govern- 
ment sent a general leaflet to 
manufacturers giving them the 
following advice: 


How To Conserve 


Fuel Oil 


In seeking to avoid wastage of 
fuel oil the United States Fuel Ad- 
ministration has advised those burn- 
ing oil to have their furnaces, boil- 
ers and other equipment inspected in 
order to stop leaks. Other sugges- 
tions made in the bulletin are: 

(a) When unloading tank cars 
use great precaution to prevent the 
loss of oil when uncoupling the dis- 
charge pipe or hose. 


(b) Stop all leaks in oil pipe 
lines, fittings, valves and _ storage 
tanks, and see that all tank open- 
ings are kept closed. Storage tanks 
should be equipped with steam-heat- 
ing coils. 

(c) Install efficient burners. 
Home-made burners are _ usually 
crude and consume an excess of oil. 

(d) Install strainers. Dirty oil 
clogs the burner, slows up heating 


operations and increases fuel  con- 
sumption. 
(e) Install duplicate - pumping 


systems, and pump the oil to the 
burners under a uniform and con- 
stant pressure. 

(f) Install suitable preheaters in 
order to obtain proper atomization, 
clean combustion and prevent the 
formation of carbon. This is especi- 
ally necessary with heavier gravity 
oils. 

(g) Use pyrometers in all heat- 
ing and heat treating furnaces. The 
operator may have good eyesight, 
but he cannot always judge heat by 


color, If there is a higher temp- 
erature than necessary, fuel is 
wasted. 


(h) Impress upon furnace operat- 
ors the necessity of conserving fuel 
by keeping their furnaces and equip- 
ment in the best condition possible 
in order to obtain the maximum of 
economical efficiency. 

(I) Install oil meters, thus en- 
abling you to keep a record of daily 
consumption and compare it with a 
previous data and note the decrease 
in the amount used. 

(j) Have sufficient oil storage 
capacity, otherwise you may have to 
shut down -because your oil ship- 
ments are delayed and supply ex- 
hausted. Shut-downs mean a loss of 
heat and added fuel consumption. 

(k) Operate furnaces twenty- 
four hours a day when possible. 


Practically all of the above troubles will be eliminated by the 
installation of a complete Bowser Fuel Oil Storage System. 

Keep your eyes open in your territory in this field, as no doubt, 
from the many opportunities you can sell a Fuel Oil System. 
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M. A. Ashley 


Member Pacemaker Club, 
Atlanta District, 1918 


Mr. Ashley’s election should 
have been announced in the last 
issue of the Boomer as the rec- 
ords show that he secured 510 
points in his order 782. Not 
having his cut promptly, his an- 
nouncement slipped out of last 
month’s edition. Mr. Ashley is 
one of our old timers and was a 
Pacemaker the first year the club 
was organized. He has been a 
repeater and we are pleased to 
announce him again this year. In 
fact, we wouldn’t feel at home in 
the club if our friend Mr. Ashley 
was not with us. We certainly 
wish him many happy returns. 


A Public Garage Order 


Mr. Edward F. Klotz of the 
San Francisco Office has recently 
closed a Public Garage Order for 
Bowser Equipment which is one 
of the best orders we have re- 
ceived of this kind this year. It 
is also one of the largest public 
garage orders which has ever 
been sold on the Pacific Coast, 
totaling over 200 points. 


The garage, which will be the 
largest and the best on the Pa- 
cific Coast, will be built on Post 
Street, just above the St. Francis 
Hotel. It will be a three-story 
structure. The second floor.is on 
a level with Post Street and the 
first floor is on a level with the 
street at the side of the garage. 


The gasoline equipment con- 
sists of three 5-barrel, 12-gauge 
Fig. tot Outfits with a pump on 
each floor and four Fig. 121 
Wheel Tanks equipped with Gal- 
lon Meters, Autograph Register 
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and Slip Box and Lubricating 
Oil Compartments. 


The lubricating oil equipment 
consists of four 5-barrel Fig. 109 
Outfits equipped with Gallon Me- 
ters to be located on the first 
floor, four Fig. 106 to 109 tanks, 
also three two-compartment Fig. 
54 Wheel Tanks, and. three I- 
barrel Fig. 63 outfits. The equip- 
ment for distillate consists of one 
5-barrel Fig. 41 outfit equipped 
with Gallon Meter. 

In point of service, Mr. Klotz 
is one of our oldest salesmen who 
has always been very successful. 
ihispordermise evidences that he 
continues to improve with age. 
The San Francisco office is sure 
to be congratulated on having in 
its territory one of the most prac- 
tical garage outfits ever sold. 


M. B. Long 


Member Pacemaker Club, 
Atlanta District, 1918 


Mr. Long secured member- 
ship in the club with his order 
266, which gave him five hundred 
points. Mr. Long has made the 
trip to. therclubsand’ werarevall 
anxious to greet him upon his 
arrival and congratulate him 
Wpormehis Ssiuccess, De sure™ to 
visit the Boomer Building, Mr. 
Long, and we will give you a 
birdseye of the town from the 
editorial tower. 


DEATHS 


Guy W. Wolford 


The report of Guy W. Wol- 
ford’s illness and sudden death 
at his home in Angola, Ind., has 
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been a severe shock to his many 
friends in the Bowser Organiza- 
tion. 


Mr. Wolford was with our 
Sales Department for a number 
of years, during which time we 
learned to esteem and respect 
him. He left about a year ago 
to enter business for himself, in 
which he was doing very well 
until he suffered an attack of 
Spanish Influenza. 


He passed away at his home 
in Angola on October 26, 1918. 
He leaves at home to mourn, his 
devoted wife, his father, Walter 
M. Wolford, his brother Wil- 
liam, all of Angola, and his sis- 
ter Mrs) ClydesShirky of Elke 
hart. Our sincerest sympathies 
are with them in their sad be- 
reavement. 


C. W. Horner 


We sincerely regret to report 
the death of Mr. C. W. Horner 
of our Washington Office. AI- 
though Mr. Horner had not been 
with us long, he had won us to 
him by his exceedingly kind 
heartedness and hearty co-oper- 
ation, which made it a pleasure 
to be associated with him. 


He was very successful in his 
work and the Washington Office 
as well as the General Sales Or- 
ganization had come to depend 
upon him greatly. Our sincere 
sympathies are extended to his 
bereaved ones at home. 


C. C. Hornsby 


We are very much grieved to 
learnvot. they death of GG. 
Hornsby at Houston, Texas, 
which occurred October 10th. 
He was a salesman under the 
Dallas Office and although he 
had been with us but a short 
time was doing splendidly. His 
many friends and associates in 
the Company send sincere sym- 
pathy to Mrs. C. C. Hornsby in 
her bereavement. 
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Top of the World to 
You 


Ave you writing your orders these 
days with the Gold Hver-Sharp 
Pencil? 


Most of us make the mistake of 
thinknig today 1s not important but 
that the big days are coming. 


Time is your only asset. Each 
moment is a golden treasure and 
the way you spend it shapes your 
ites 


The best way to be happy is to 
try to make someone else so. 


Success 


The five qualities necessary to 
success in selling, as analyzed by 
one of the most successful busi- 
ness institutions in the country, 
are: 

Honesty 

Health 

Ability 

Industry 

Knowledge of the business. 

It will be observed that four of 
these qualities are personal. In 
other words, the ‘tenderfoot” 
must come to his task with hon- 
esty, health, ability, and industry, 
Knowledge of the business can 
be taught. 

Of the five qualities, which do 
you think is most important? 


INDUSTRY without question. 
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A salesman may be honest, en- 
joy fine health, possess ability and 
have a thorough knowledge of 
his goods, and yet without indus- 
try he would be unable to make 
a success. 


This fact has often been ob- 
served by managers, “Jack is a 
capital fellow, but he’s lazy,” is 
the way it is expressed. 

See that you are industrious. 
Work every minute during work- 
ing hours. Success will come. 


“There’s just one man who can 
raise your pay. Look him square- 
ly in the eyes and ask him about 
it—every time you shave.” 


Enthusiasm 


The unhappiest moment in the 
day for some salesman is starting 
work. early Monday morning. 


No man or woman can be suc- 
cessful without enjoying work. 


It has been said, “Your work 
should be so absorbing that other 
interests are incidental.” 


Enthusiasm to salesmen is like 
gasoline to an automobile. The 
salesman cannot “go” without 
enthusiasm. It was enthusiasm 
that made it possible for Colonel 
Goethals to dig the Panama Ca- 
nal. 

It is enthusiasm coupled up 
with hard work that accomplish- 
ed all the so-called “miracles.” 
The salesman who hasn't enthu- 
siasm enough to believe in his 
job, to believe in the goods he 
sells and to believe that he is do- 
ing his customers a service when 
he sells them, will not have a very 
large sales total at the end of the 
year. 

If you have not enthusiasm, 
get it! Then keep it! 


Twixt the “Spanish Influenza”’ 
and the Fourth Liberty Loan we 
might reasonably anticipate a big 
reduction in volume of business 
secured last month. However, 
we are more than pleased with 
the good “biz” from the branches 
in general. 
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J.C. Ward 


Member Pacemaker Club, 
Chicago District, 1918 


Mr. Ward secured membership 
in the Club October 18th and we 
congratulate him on his success. 

Mr. Ward has been with the 
Company for a good many years 
and considered one of our old- 
timers. He has always been suc- 
cessful and has often been in the 
Club. We take this occasion to 
wish him continued success. 
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J. S. Walsh 


Member Pacemaker Club, 
Washington District, 1918 


We have the pleasure of an- 
nouncing the election of Mr. 
Walsh to membership in the 
Pacemaker Club, which honor he 
secured October 14th with 520 
points to his credit. We are glad 
to note the continued increase of 
Senators in the Pacemaker dele- 
gation from Washington. We 
congratulate you, Mr. Walsh, on 
this splendid success. 


In a letter from Manager 
Christie of Toronto, we note that 
in the Victory Loan Subscription 
in Canada the BOWSER organ- 
ization came to the front with 
76% of the employes and in 
amount totaling 10% of the pay- 
roll. That’s a fine record. We 
are proud of you. 
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ry 
J. W. Sealey 


Rlember Pacemaker Club, 
Atlanta District, 1918 


We are pleased to announce 
the election of J. W. Sealey to 
membership in the Pacemaker’s 
Club, whichshonor he ‘secured in 
his order number 198, giving him 
504 points. Mr. Sealey has been 
with us just a little over a year 
but he didn’t lose any time in 
deciding upon entering the club. 
Make yourself at home Mr. 
Sealey. We are all glad to have 
you with us and congratulate 
you on your fine record. 


PROSPECTS 
The Farmer 


How many of the salesmen 
have called on the farmer and 
endeavored to interest and sell 
him a Gasoline or Lubricating 
Outfit—have you? 


Auto Truck and Tractor 


Thousands of auto trucks and 
tractors, ate being sold to the 
farmers every day. This is the 
coming business for you. A lot 
of auto trucks and tractors are 
now in use in your territory— 
orders for Gasoline and Lubri- 
cating Outfits are there for you. 


Fire Risks 


You have far better talking 
points for the farmer than any- 
one else. The farmer has no fire 
protection—he cannot turn in an 
alarm and have a dozen engines 
and fire trucks at his place in ten 
minutes in case of fire. He has 
no protection and you can readily 
demonstrate to him the danger of 
having gasoline in faucet tanks 
and drums. 


Filling Stations 


Another good argument is to 
have him place his outfit near the 
road and Mr. Farmer’s profits on 
the sale will pay him for the gas- 
cline that he uses in auto truck 
or tractor. Mr. Farmer is after 
the dollars and, believe me, he is 
getting them, but he wants more. 
There are no more poor farmers 
in this good old U. S. A. and no 
farmer can say to you “I can’t 
afford to buy a tank.” 


Do Not Pass the Farmer 


When you are driving your 
territory, do not try to pass every 
farmhouse at the rate of forty 
miles an hour, but slow up—look 
around—investigate. It surely 
will pay you, for the farmer may 
fave an auto, a truck, a tractor 
or all three. If he hasn’t, he will 
give you the names of his neigh- 
bors who have and direct you to 
their homes. Go after this busi- 
ness. It is there for you—the 
farmer wants to see you. 
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E. B. Wigle 


Member Pacemaker Club, 
Toronto District, 1918 


Mr. Wigle secured member- 
ship in the Pacemaket’s Club 
September 24th. He only came 
with us last fall and upon hear- 
ing about the club determined to 
be a Pacemaker this year. While 
his success is an honor to him it 
is also a satisfaction to us and we 
share with him the pleasure of 
his Pacemaker membership. We 
trust Mr. Wigle that you will 
have an unbroken record of suc- 
cess in the many years we hope 
you will be with us. 
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J. S. Bronson 


Member Pacemaker Club, 
St. Louis District, 1918 


On October 4th, Mr. Bronson 
sent us his order No. 302, which 
gave him 510 points and made 
him a Pacemaker. This is Mr. 
Bronson’s second year for his 
membership, and we hope that 
every succeeding year he will 


join the club. Congratulations. 


On the day before Peace was 
declared Mr. C. C. Fredericks 
brought in the largest railway 
order of the year and one of the 
best the Company has ‘ever re- 
ceived. We took pleasure in do- 
ing a little extra “shouting” with 
him in the Peace celebration. Mr. 
Fredericks has been securing a 
splendid business in the railway 
field and we congratulate him on 
this fine order. 


We have been blessed with a 
visit from several celebrities dur- 
ing the past week or two. Among’ 
those at the Home Office that 
visited the Editorial Tower are 
the following: 


ke, KOS TexXo wes} J. S. Sheehan 
W. A. Armstrong Jal, (Ch Sieonee 

195, Ge. Ualeie Ke W. It. Hastman 
C. Wood Me, 6s, IPionhaos 
H. EK. Dobson R. L. Duncan 
H. EH. Conn Ge. Ee Powell 

G. A. MeCurdy W C. Halsey 

di, (Cy Ubioialles W. M. Mann 


iicute PS. .Bowser and: wife 
were visitors to the Home Office 
recently and both were looking 
fine. Evidently life in New York 
agrees with them. 
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Gasolineless Sundays Over 


Although gasolineless Sundays are over, it should not be under- 
stood by the consumers that they may resort to the old-time waste 
and extravagance in use as well as careless storage and wasteful 
handling. 

The Government urgently needs oils and gasoline in vast quan- 
tities and if consumers are to continue unlimited use, it should be 
with care. 

To give you an idea of Government shipments for war work, 
we reproduce the following figures given to us by H. J. Grosvenor: 


9 Months 9 Months 

of 1918 of 1917 
Crude mineral oil (gallons) -_. . 154,075,661 119,332,065 
Illuminating oil (gallons) 363,065,830 490,437,667 
Lubricating oil (gallons) . 194,411,398 199,986,249 
Gasoline; “naphtha wetter (2allons) eee 422,615,927 292,645,681 
Residuum, fuel oil ete Ceallons)/ 2. ee 956,394,565 793,818,419 


This makes over 14 million gallons of gasoline per month more 
for the first nine months of this year than for the same period in 1917. 

We give you these figures in case you can use them in explain- 
ing the situation to some of your prospects. 


no time in securing membership 
in the Pacemaker’s Club, which 
honor came to him October 21st. 
In securing membership in eight 
months, Mr. Samter has given 
evidence of his ability as a sales- 
man more eloquently than we 
could express it in words. We 
congratulate you, Mr. Samter, 
on your attainment. 
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C. S. Robertson 


Member Pacemaker Club, 
Toronto District, 1918 


Mr. Robertson’s order No. 461 
dated September 27th, gave to 
him 505 points, which elected 
him to the Pacemakers’ Club. 
We heartily congratulate him on 
his success in joining this aggre- 
gation of these winners. Here’s é 


hoping, Mr. Robertson, that you Poe . 
S. A. Collins 


may always be recorded in its 
ren SAI Member Pacemaker Club, 
Albany District, 1918 


Mr. 5S. A. Collins secured 
membership in the club, October 
22nd. Mr. Collins is an old 
timer in Pacemaker affairs and 
is well known to the organiza- 
tion in general for his continued 
successes. Mr. Collins covered 
the City of Buffalo and vicinity, 
which territory he has worked 
for some time. We welcome you 
Sylvester into the circle of the 
elite. 
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G. A. Samter 


Member Pacemaker Club, 
St. Louis District, 1918 


Although Mr. Samter only 
came with us last year, he lost 


E. P. Walker 


Member Pacemaker Club, 
Memphis District, 1918 


It is indeed a pleasure to an- 
nounce the election of Mr. Walk- 
er to membership in the Pace- 
maker’s Club, which honor he se- 
cured on October the 9th. His 
order number 2515 secured for 
him the necessary points. He 
has been with us for many, many 
years, during which time he has 
traveled various sections of the 
country for us. Mr. Walker is a 
regular Pacemaker and he can 
teach those younger in the or- 
ganization many points on suc- 
cessful selling. Be sure to meet 
him at the convention and ask 
him how he sells to the prospects 
that say, “They won’t buy.” We 
heartily congratulate you, Mr. 
Walker, on your repeated .suc- 
cesses. 


Albany’s Tenacious 
Ten 


Week Ending Nov. 2, 1918 


J. R. SIBLEY 

W. C. HALSEY 

S. K. COLLINS 

C. M. CARPENTER 
{. L. THOMPSON 

. H. EASTMAN 
T. ROBERTS 

. C. SCHUSTER 
x W. ELLIOTT 

IO IY Thy Lee Ak 


OND OR wo to 
ROK 


(ep) 


Improvement is noted in gen- 
eral business; not so vigorous, 
perhaps, as might be desired, but 
an inquiry here and an order 
there gives one the impression 
that a general picking up may be 
anticipated from now on. With 
the elections out of the way and 
peace negotiations progressing 
toward an eventual settlement, 
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looking to an end to hostilities, 
it will be possible to secure bet- 
ter attention on the part of the 
business men to the oil conserv- 
ing and money-making proposi- 
tions which we have to submit 
for their consideration. 

J. R. Sibley is the king-pin this 
week, having scored with orders 
from an oil company which he is 
educating to purchase lube oil stor- 
age equipment, specifying no less 
than six Fig. 105 outfits and six 
Fig. 41’s with accessories, amount- 
ing to a fine total. It don’t look as 
if high prices and the draft were 
deterring factors over east, at least 
not to the extent of squelching a 
super salesman. 


Stanley Roberts steps into the spot 
light this week with a cash order for 
a Chief Sentry. One order like this 
usually means two or three from 
Robert’s territory. How about the 
others, Stanley? 


S. A. Collins came across with a 
ease order for another ‘‘Chief 
Sentry’’ also one for a gasoline 
storage tank. Sylvester is a regular 
weekly member of the Tenacious 
Ten of late and will soon be a Paece- 
maker. ine work, S. A.—such 
business is welcome. 


F, C. Schuster registers with a 
fancy farm garage order for two 
complete outfits specifying Armco 
tanks and Fig 111 pumps, equipped 
with filter, hose, etc., for handling 
gasoline and kerosene. Fred is con- 
tinually developing live prospects 
and drawing near that Pacemaker’s 
membership which will soon be his. 


C. R. Ross sold a private garage 
Fig. 125 outfit. Good work, C. R., a 
few more like this means a Paece- 
maker from Maine. 


E. L. Thompson scored with a lube 
order specifying two 4-bbl. 64’s with 
accessories, also a kerosene order for 
a 4-bbl. Fig. 19. Kerosene equip- 
ment orders are of frequent occur- 
ence in Thompson’s territory, busi- 
ness characteristic of a live salesman 
of Thompson’s class. 


Another near Pacemaker is G. W. 
Elliott, whe scores this week with 
lube orders specifying two Fig. 52-B 
outfits and a Fig. 63. ‘‘Let George 
do it’’—he does it right. 


We are crediting Sam Taylor’s ac- 
count this week with a Power Pump 
Fig. 708 and two 2” pipe line meas- 
ures No. 750. A few more points 
for a Forty-High man. 

Whitney and Strout each score 
with a Fig. 63 outfit. 

C. M. Carpenter, working in open 
territory landed a fine order for a 
Fig. 101 and accessories, F. C. W. O., 


also one for a Fig. 41 and another 
for a kerosene storage tank. When 
prospects sueceed in eluding C, M.’s 
grasp they have to move right lively. 
Ninety per cent salesman and ten 
per cent territory is about the right 
ration. 

Richardson landed a pair of orders 
for underground storage outfits for 
gasoline and kerosene. A few more 
points toward that 500. 

C. H. Eastman sold a Fig. 103 out- 
fit and a Fig. 121 pump, while Petts 
is credited with a 41 outfit complete 
for a Priv. Garage. 

W. C. Halsey blows in as we go to 
press with a big factory order. Fine 
business and much appreciated. 


Fred Browne 


Member Pacemaker Club, 
Philadelphia District, 1918 


On October 3lst, we received 
Mr. Brown’s order number 499 
which gave him 500 points. This 
is Mr. Brown’s third successful 
year of membership, which is an 
evidence of his consistent sales- 
manship. We congratulate you, 
Mr. Browne, on your ability to 
again repeat and we wish you 
every success. 


E. J. Murphy 
Member Pacemaker Club, 
Toronto District, 1918 


Anyone familiar with Canad- 
ian sales knows Mr. Murphy and 
his splendid record of success 
year after year. Mr. Murphy 
has been connected with the To- 
ronto District from the begin- 
ning and is counted upon as one 


of the main stays and a depend- 
able producer. We congratulate 
you, Mr. Murphy, upon your 
success again this year and wish 
you many happy returns to the 
Club. 


Harry Gunn 
Member Pacemaker Club, 
Dallas District, 1918 

We are indeed pleased to an- 
nounce the election of Mr. Gunn 
to the Pacemakers Club, which 
will make his third term. Mr. 
Gunn is very consistent in his 
sales work and is to be congratu- 
lated on the results he has se- 
cured this year by beating previ- 
ous records. 


“7 
A. E. Moffatt 
Member Pacemaker Club, 
Toronto District, 1918 
Mr. A. E. Moffatt, a pioneer of 


the Canadian sales force, has 
joined the Club again this year. 
His order number 1524 dated 
September 30th, gave him 514 
points. Mr. Moffatt certainly 
has an interesting record of suc- 
cess in our sales organization 
and has been a frequent prize 
winner in local contests as well 
as in the general campaigns. He 
is to be especially congratulated 
this year for having secured 
membership in the Club consid- 
ering the conditions he has been 
working under. “We are indeed 
glad to have you with us again, 


Mr. Moffatt. 
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C. P. Law 


Member Pacemaker Club, 
Pittsburgh District, 1918 


If you will look up cur sales 
records for the last eight or ten 
years, you will find Mr. Law’s 
name prominent. He has been 
one of our reliable producers and 
has a record of repeated suc- 
cesses. !t’s indeed a pleasure to 
again include him as a member 
of our prize winning organiza- 
tion. 


Cake Eeeleeron 


Member Pacemaker Club, 
Albany District, 1918 


It is indeed a pleasure to an- 
nounce the election of Mr. C. R. 
Eggleston to the Pacemaker 
Club this year. Mr. Eggleston 
has been with us for about a 
decade and in all the territories 
he traveled, in that time, he has 
been very successful, proving 
the old statement that it’s one 
part territory and nine parts 
man in making success. The 
last several years he has made 
Watertown his headquarters, 
where he has also done consider- 
able civic work. He is a mem- 
ber of the Rotary Club and has 
been one of the Directors of the 


Liberty Loan Campaign. You 
can depend upon some good 
singing if “Eggie’ is in the 


crowd. We are certainly glad 


that you will be with us again 
this year, Mr. Eggleston, to help 
us in our community singing. 


A Californian Filling 


Station 


On page 238 of the October 
Boomer we illustrated a splendid 
Filling Station which represents 
the typical Californian construc- 
tion, which is the mission style. 

In our description we mention- 
ed Mr. F. E. Watt had made this 
particular sale, which was a ty- 
pographical error, as we intend- 
ed to say Mr. F. E. Walters. 


Mr. Walters has been with us 
for a number of years and has a 
remarkable record as a salesman. 
His territory has always been 
Pasadena and the surrounding 
section and he has placed in that 
territory a better grade of equip- 
ment in general than has been 


placed similarly in other terri- 
tory. 

The filling station in question 
is on a highway from Los Ange- 
les to Pasadena. Mr. Walters is 
certainly to be congratulated on 
this good work. 


Add these names to your list of 
Bowserites in Government 
Service: 


On pages 242 and 243 of the 
October Boomer we listed the 
BOWSER men in service up to 
and including August Ist. The 
following names should be added 
to-this list. 

Adams Swart, Albany Warehouse. 

Harry Boogush, Albany Warehouse. 

F.. L. Paulsen, Albany Warehouse. 


P. J. Folley, Service Department, 
Boston. 


This gives us a total of 419 
3owser employes in Government 
Service up to date. 


Proper Installation of “Bowser” Dry Cleaning 
Systems 


It frequently happens that 


when a purchaser of the “Bow- 
ser” Dry Cleaning System does 
the installation work himself, or 
hires some local plumber to do it 


for him, they decide to use their 
own judgment in the general 
lay-out and fail to follow our 
printed instructions for installa- 
tion. 

When our advice is disregard- 
ed, trouble in operation of the 
system is bound to follow. The 
failure to get a proper “pitch” 
or “fall” to-all the pipes con- 
nected with the tank is one of 
the commonest errors. Every 
pipe should have a pitch toward 
the tank. If this is not done, a 
pocket will be formed in the pipe 
line which will interfere with the 
proper operation of the system. 
This applies to vent pipes as well 
as to the other pipes. 


When the vent pipe is sealed 


the gasoline will not return to 


the tank from the washers and 
the extractors. It makes the fill- 
ing of the tanks a very slow 
process. 

Some may wonder how it is 
possible for gasoline to get into 
a vent pipe. This is sure to hap- 
pen if the tanks are overflowed 
when filling. The naphtha nat- 
urally runs up the pipes leading 
from the tank and if these pipes 
have a pitch towards the build- 
ing rather than toward the tank, 
some naphtha is bound to remain 
in the pocket of the pipe, thus 
forming a seal. 

Such troubles are quite easily 
corrected, as far as the system is 
concerned, but it often requires 
the breaking up of cement, etc., 
which is expensive. In these 
times we should conserve labor 
and materials in every way pos- 
sible, and a little care in such 
matters at the time of installa- 
tion always effects considerable 
saving, later. 
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Be A — 
Gi Leader among Leaders \ ee 


: Be a Pacemaker 


18 Days Remain—Books Close Dec. 21 
Make Every Day Count 


You are selling the best line of its kind in the world. Your op- 
portunity is now here to secure the biggest volume of business ever 
written, The splendid record of Bowser leadership is back of you. 


Long before the automobile was ever thought of BOWSER was doing busi- 
ness. At the inception of the Motor Car Industry BOWSER was there. 

In the days of the “One Lunger” chugging and pounding its way, a marvel of 
its time yet a mere neophyte awaiting development, BOWSER saw what the 
future would bring and BOWSER answered the call. 

The pioneers of the industry have filled their cars with gas through a 
BOWSER from the beginning. 

It is ever linked with the master stroke of the Automobile Engineer—the 
acme of ultra-development, the four, the six, the eight and the twin-six. 

Before efficiency experts were preaching factory economy, Mr. Bowser was 
selling shops and mills equipment that prevented loss of time, labor and oil. 


BOWSER SUPREMACY IS A MATTER OF HISTORY 


Oldest does not necessarily mean best—the BOWSER reputation is built 
on ACHIEVEMENT. Achievement that is the direct result of quality built into 
our products with unquenchnble enthusiasm; the enthusiasm that watches no 
clock, that knows no quitting. The purchaser of a Bowser knows he has the best 


BOWSER EFFICIENCY BUILDS BIGGER BUSINESS 


The motorist knows BOWSER means clean gasoline and accurate measure. 
The dealer knows BOWSER means economy, certainty of performance and long 
life without repairs. ‘The factory manager knows Bowser Systems mean a saving 
and safety. 

Tell your story convincingly— Get at least one order a day until December 21. 


“JACK” BLOMBERG’S FILLING STATION 


ASHEVILLE, N.C. 


Equipped with Two Chief Sentries, and Battery of 64’s. 


The gasoline 


tanks are each of 1000 gallons capacity, and the 64’s are of 5, 3 and 2 barrel 


capacity. 


This is the finest filling station in Western North Carolina, in fact, the 
only real filling station in this section according to one of our traveling 


authorities. 
Oil Company, of Columbus, Ohio. 


It was modeled somewhat on the Bowser station of the Moore 


It has cost the owner, fully equipped about $3,600.00, 

This sale was consumated and the plans ‘‘engineered’’ by that well 
known southern exponent of Bowser ideals, Mr. W. G. Chandler, who leaves 
in his wake wherever he goes evidence of Bowser culture and refinement. 


Standing of Forty High Men 


Volume of Business December 2, 1918 


ls C. ©, #redrigks 5s. Railroad 
2. W. B. Stamford........... Philadelphia 
3.4.) Dt GR OnS 222. Washington 
4. W. A. Armstrong.....General Sales 
Do WV es Oop Hial S@Ver nate. General Sales 
6. Carver Wood.............. General Sales 
eats. a La yal OTe cere General Sales 
Se) dietdies COMME) Varemee eee Chicago 
9: J. G. Phipps. General Sales 
Ol Gam Wise COU tscaneeeenrn New York 
Se Bsee Li Maia Orie seer Pittsburgh 
IZ Os, Bs Bremner Toronto 
Dae Oe Ue Pele Niece eae Washington 


147 W. V. Crandall: General Sales 
isc eVWieee aeLramim elias General Sales 


Gs GeaMin Hamnberse= General Sales 
iff, Wel, Pate Nia nlaera rsa Philadelphia 
ies}, (Ch WER ETBIGI Ns soa General Sales 
19 SSA's Collings General Sales 


Ss 
20. A. G. Hartgen........... General Sales 


91 
99 
22. 
23. 


24. 


HES eepl es areas New York 
R. W. Maxey... General Sales 
K. F. Hessenmueller..Pittsburgh 
O. T. MeKissick.......General Sales 


B. A. Deffler General Sales 
5 GaaeA CATS ae ee Toronto 
SD eomeandanrss es. Pittsburgh 
W. W. Scrugegs..........General Sales 
ID WeeWand en see eee Washington 
W. B. Offerle.............. General Sales 
NSS nO Wiles eee General Sales 
W. M. Bookev............. Philadelphia 
HK. S-Stetzel...........General Sales 
CR Bennett-sse-—— General Sales 
BiB. Batesis cca General Sales 
R. E. Clement General Sales 
Ve M OA brenaieg, oak a General Sales 
Re BAS Dus al teens eee Albany 
Ge ee tO well senses Washington 


Jee, Wi WieGiiGcaaeee. General Sales 
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A. McAllister 


Member Pacemaker Club, 
Toronto District, 1918 | 


We are certainly glad to wel- 
come Mr. McAllister as a Pace-- 
maker. Now that his persistent. 
efforts and sales ability have 
given him the “Thrill” of making” 
the club, we predict that he is. 
going to keep right on until he 
lands an “executive” standing 


in 1919. 


San Francisco Lubricat-. 
ing Outfit Contest 


‘-SAN FRANCISCO, CAL., 
Nov. 15, 1918.. 
Editor Boomer: 
DEAR SIR: 


Mr. Gilbertson, of the San 
Francisco Office, won the Octo- 
ber Lubricating Outfit Contest 
in his district with fifteen outfits 
to his credit. He has been com- 
ing mighty strong in the last few 
months and was due to win. 
Hottel and Klotz were tied for 
second place with ten outfits each. 


Winners in the Monthly Contest 
at San Francisco to date are as fol- 
lows: 


January OF 

February L. 

March C. 

April jah 

May C; fi. 

June Cr A. Milhimaneeteee 14 

July Pd 2 SOMers =: ee 
; (F. M. Kenned 

astguee (Gah. Ide AMoreanes i 

September OC. A. Milliman... 

October 


L. B. Gilbertson 


C. O. Hottel holds the highest 
monthly record to date, while C: 
A. Milliman holds the yearly rec- 
ord to date for his district. 
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C. Stebbins, Bowser Salesman, and Mr. J. W. Freeman 


The above is a post ecard picture 
of one of our Saskatchewan repre- 
sentatives, Mr. C. Stebbins. Mr. 
Stebbins is the ‘‘small’’? man at the 
wheel, the other passenger in the car 
being an ex-Bowser salesman, Mr. 
J. W. Freeman. 

The copy of a letter from Mr. 
Stebbins will give you some idea of 
the difficulties experienced in con- 
nection with the present influenza 
epidemic. 

‘“‘This was an exciting trip I made 
last week dodging the Spanish ‘Flu.’ 
Took an order from Mr. Herman 
Schwartz for Figure 63, while he was 
in bed with only the window up. I 
slept in a harness shop with three 
other travellers in cne bed, as hotel 
closed up for the Spanish ‘Flu.’ 
Some time! 


(Signed). C. STEBBINS. : 


Mr. Stebbins only weighs about 280 pounds. Note his picture. You can form some idea of what a good night’s 
rest the other three travellers must have had who slept with him in the harness shop, 


BAUM BOULEVARD STATION 


This station of the Gulf Refining Co. is equipped with seven Figure 241 gasoline systems altho only five of 
the pumps are shown in the picture. The station is located on a prominent city thorofare on the Lincoln Highway. 
The lubricating oils are dispensed from a battery of 64’s inside the building. 
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' The above are views of the bear Service Station at San Bernardino, 


California. 


This was formerly a small bicycle shop. 
Mr. Baker that he might sell them a ‘‘ wheel wagon. 
them that a filling station would pay at that location, 


A tire salesman told 
’? Mr. Baker convineed 
drew rough plans 


for alterations, and helped them get lease on the next door store. 


The equipment consists of three 
barrel drainer 
iby aby Baker and since this installation he 


Figure 101, 12-2 barrel 64’s, 
This equipment was sold by Mr. 


5 barrel, Figure 101’s 
, track, 


1-10 barrel, 
eradle and chain hoist. 


has also sold them a 10 barrel Figure 241, 


When you go back to your customers for additional business, it is evid- 
ence of satisfactory goods and sales work well done. 
We wish to congratulate Mr. Baker on this good work. 
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H. E. Morgan 


Member Pacemaker Club, 
San Francisco District 1918 


Mr. Morgan joined our organ- 
ization just a little more than a 
year ago. Making the Pacema- 
kers’ Club as a comparatively 
new man certainly speaks well 
for his sales ability. We regret 
very much that his photo was re- 
~ ceived too late for publication. 
but it won’t be long until we can 


‘Five Leading Senators” 


For business written week end- 
ing November 23d: 


1. S. O. BRADLEY 
2. C. S. SICKEL 

3. R. KR. FAIRCLOTH 
4. G. A. SMITH 

5. D. W. DARDON 


By this time you have all had 
Mr. Zahrt’s General Letter No 
465, dated November 26th. It is 


most inspiring, and it can be ac- 
cepted in its entirety. 


Undoubtedly we are on the 
threshold of the biggest year of 
the Bowser Company’s career, 
and that means big, satisfying in- 
comes for each one of you, if you 
dig in with all your earnestness 
and effort to take advantage of it. 
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the “Five High,” and with 42 
points. Mr. Bradley found a 
new opportunity for lubricating 
oil curb pumps. He sold three 
of them with to-barrel tanks to 
a textile mill to be located inside 
of the mill; the reason for the 
inclosed pump being to keep the 
lint out of the measure and out 
oLstheson, 
three - Pigs” 245o7— ie 
came across with a Fig. 
wheel tank order. 


Friend Sickel in North Caro- 
lina takes second place this week 
with some mighty nice business, 
amounting to about 37 points. 
His sales covered a 5-barrel Fig. 
241, 10-barrel Fig. 41, three Fig. 
63s, and a Fig. 305. His busi- 
ness is well balanced, covering 
gasoline, lubricating and kero- 
sene lines. 


“Railroad” Faircloth is up in 
the “Five High” again with third 
place, and about 23 points of bus- 
iness, covering Fig. 52s, five Fig- 
63s, 5-barrel Fig. 128 and a Fig. 
301. 


Smith made fourth position 
this week with about 16 points of 
business, covering a lubricating 
outfit, a 5-barrel Fig. 241, a Type 
“C” tank and some accessories. 

Darden, of Norfolk, takes fifth 
place with about 12 points of bus- 
iness, covering a lubricating out- 
fit, a 5-barrel Fig. 125 and acces- 
sories. 


In addition to the five “Top 
Notchers” last week, Billings and 
Corbin each closed 11 points of 
business. 


We are looking for bigger 
things from all of you this com- 
ing week. It started off fine so 
far, and we hope it keeps up, so 
that we will have a good week 
to record. 

Those of you who are within 
striking distance of the Pace- 
makers’ Club, get busy, as there 
are only four more weeks of bus- 


Bradley 
154 


show his picture as a 1919 Pace- Mr. Bradley deserves special Mess. Nail this prize this year. 
maker, judging from the way he comment for having closed his FE. B. FRENCH, 

has made the *18 Club. first week’s business as first on District Manager. 
HINA, 
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I. K. Jacobs 


Member Pacemaker Club, 
Pittsburgh District, 1918 


Although Mr. Jacobs hasn't 
confided in us, we suspect that 
mee kK *stands. ior “Kan” be- 
cause Mr. Jacobs did. Regard- 
less of what his incentive was we 
know that he has certainly made 
good with the “House of Bow- 
Bem: = We are sure that his ge- 
nial smile had something to do 
with it because everybody likes 
to buy from the man who is so 
pleased with the line that he 
smiles. 


“Mr. and Mrs. Allen J. Frank- 
eberger, of 5417 Cedar Avenue, 
announce the engagement of 
their daughter, Miriam Elizabeth, 
and Mr. Fritz H. Lowe, of this 
city (Philadelphia), and Easton.” 

Mr. Lowe came with the Bow- 
ser organization Jan. 22, IQI7, 
and became a Pacemaker that 
same year on Nov. 9, 1917. This 
year entered the Pacemaker class 
with 529 points on November 6. 
Mr. Fritz Herman Lowe has al- 
ways been a consistent plugger, 
a Bowser Booster, wherever he 
went, to the extent of securing 
sufficient amount of business to 
always make him a winner in our 
line. Mr. Lowe has made a suc- 
cess of the Bowser line, and has 
a host of good friends in his ter- 
ritory. It is predicted that in 
1919 he will enter the Pacema- 
kers’ Class several months in ad- 
vance of this year. 

Mr. Lowe has been a salesman 
under the jurisdiction of J. W. 
Runyan ever since he has been 
with us. 


This photo shows a section of an American air fleet flying across Jamacca 


Bay. 


This picture was taken from an airplane. Note how sharp 


the details are. 


SAXON DEALER TAKES ON AEROPLANE LINE 


The time is not far distant when we shall see our land dotted with 


buildings bearing a sign as follows: 


“Garage and Hangar 


Motor Car and 


Airplane Repairs.’’ In fact, already one retail motor car firm has taken on 
an airplane line, and while sales of the sky cars are slow, the agency has 
been profitable as an attraction and advertisement for the motor ers. 

The Summit Motor Car Company, Saxon dealers at Seattle, Wash., not 
only deal in Saxon sixes but is prepared to sell an Angelus airplane to any 
individual who has had all thethrills of fast travel on the ground and now 
wishes to do his touring above the house-tops. 


Sign Here 


It’s when you get all through, 
have used all your arguments, 
shed forth all your personality, 
nursed your case along with all 
your skill and care, and come at 
last to the clincher, and lay your 
paper before him and hand him 
your fountain pen and say, “Sign 
heer’? There's the rub: 


Will he sign? After all the 
nibbling, will your fish bite? Are 
you going away with that order 
in your pocket and glee in your 
heart, or with a sinking sense of 
defeat ? 


Many start; new finish. 


You may know the rules of 
salesmanship and the arts of ap- 
proach and the psychology of 
persuasion, but do you get what 
you go after? 


C2 
This supreme moment of ih- 
ducing your man to “Sign here” 
calls for your finest technique ; 
it is the test of your ability; it is 


the nicely balanced issue that de- 
termines whether you are a suc- 
cess or a not-quite. 


It not only calls for all your 
forces, but for an exquisite bal- 
ance of them. For you must be 
convincing, but not too convinc- 
ing; pleasant, but not too pleas- 
ant ; indifferent, but not too much 
so, and insistent, but just exactly 
insistent enough. 


It’s a great game. In billiards 
the variation of your cue by a 
hair’s breadth may cause you to 
miss. In golf you must bring to 
your stroke the finest gradation. 
In target practice you must have 
perfect accuracy if you would hit 
the bull’s eye. But getting a 
man to “Sign here’ calls for an 
even more careful mental bal- 
ance, for the most delicate play 
of the feelings, for all your 
shrewdness, your nerve and your 


self-control. 
J. W. RUNYAN. 
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BOWSER EQUIPMENT IN USE AT THE COMMERCIAL 
GARAGE OF THE DAYTON METAL PRODUCTS 
CO7, DAY LON, SOHIO: 


Above is an illustration of a representative Factory Garage installation. 
The equipment consists of a 10,000 gallon underground tank for gasoline, 


with a Cut 101 pump and a battery of Cut 64’s for light, medium and heavy 


motor oil and transmission oil. 


geared however. 


The pump for the latter oil is double- 


This sale was made by Mr. Carver Wood and is the kind of business 
that put Mr. Wood in the list of Forty High Men. 


F. C. Schuster 


Member Pacemaker Club, 
Albany District, 1918 


You can tell from F. C.’s de- 
termined look that he never had 
a doubt but what he would be 
a 1918 Pacemaker. We had been 
expecting him “to arrive’ for 
some time because he has made 
a fine record in the past, having 
been a Pacemaker four years. If 
he keeps on at the rate he’s beea 
going, he soon will have five con- 


C. H. Knodell 


Member Pacemaker Club, 
Toronto District, 1918 


We were never in doubt about 
Mr. Knodell’s “coming under the 
wire’ as a 1918 Pacemaker. He 
made the club last year in good 
shape and we are sure he is go- 
ing to give some of our other 
Canadian friends a big run for 
their money when the race for 
the rg1g club opens up. With 
the war over, he is going to bring 
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C. C. Fredericks 


Member Pacemaker Club, 
Railroad Department, 1918 


Mr. Fredericks secured mem- 
bership in the club July 8th with 
his. order No. 465. His’ ans 
nouncement should have taken 
place promptly but due to the 
fact that Railway Salesmen are 
not eligible to any executive of- 
fices in the club the clerk in the 
Statistical Department confused 
this with the idea that their mem- 
bership was only honorary and 
not to be reported. We trust Mr. 
Fredericks will pardon this error 
and we wish to assure him that 
he will receive his full ° prize 
money and all the honors that ac- 
crue to his splendid 
ments. 


acquire- 


He has been with the organiza- 
tion for more than five years, 
during which time he has held 
various positions of responsibil- 
ity with credit to himself and 
satisfaction to the company. His 
modesty prevents us from saying 
all the nice things about him but 


if you know him, we don’t need 
to tell them to you. 


We wish to express to you our 
deep apprceiation of the beauti- 
ful flowers sent to us during our 
recent bereavement and for the 
message of sympathy and love 
which they conveyed. 


secutive years to his credit. We in the biggest business he has ‘Mrs. Guy WocrForp, 
will wager he makes it five ever had. Keep up the good Mr. Water WOLFORD 
straight. work. AND FAMILY. 
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Peace! 


Now that the country has set- 
tled the gigantic war problems, 
the business of U.S. industries is 
to prepare to ride ahead on the 
prosperity wave. The business 
that is not ready will fall by the 
wayside. It’s a national as well 
as an individual duty for you to 
put every possible bit of energy 
into the work of readjustment. 


What are some of the things 
to do? 

First of all—get the right men- 
tal attitude. The Saturday Eve- 
ning Post recently said: “What 
business conditions are after the 
war will depend first of all upon 
the state of our minds. If we 
keep our courage, our punch, our 
common sense, try hard to har- 
monize our differences and pull 
together, we shall have good 
times, otherwise we shall have 
bad times.” 

Reconstruction and deferred 
improvements will create tremen- 
dous demands for materials and 


labor. Plans that would have 


looked too big in 
look small. 


1913 will now 


Watch your credits with dou- 
ble care; better still, insure them, 
thus preserving the stability of 

| iB ) 
your resources. Start an ageres- 


sive personal sales campaign. 
See to it that your plans are effi- 


cient—everything shipshape. 


Peace will not immediately end 
Nor 
History 
teaches that war fixes a perma- 


the transportation problem. 
will it lower prices. 


nent level higher than the pre- 
ceding normal level. 
business — the 


In our own 
manufacture of 
well - known Bowser products— 
we have been preparing along the 
lines suggested. 
for 


We are ready 
the future may 
We offer you real co-op- 
eration because we have a con- 
siderable stock of all standard 
equipment ready to ship, pre- 
pared to give 
quick delivery. 


whatever 
bring. 


you unusually 


Our entire organization is at 
your service, to help you put your 
personal affairs into the most ef- 
fective shape for the readjust- 
ed activities. Will 
help? Teamwork 


you let us 
will benefit 


both of us. 


Mite [eas Conrad moieOmala, 
Neb., the first salesman 
qualified for one of the gold pen- 


Was 


cils being given away by our 
General Sales Manager, Mr. E. 
M. Savercool. He has just re- 


ceived a new consignment of 


beautiful, gold embosed ‘Ever- 
Sharp” Pencils, which he will be 


glad to distribute without cost to 
salesmen who qualify under the 


requirements. 


Simply secure an order for two 
Fig. 103s or two Fig. 1o1s. Mere- 
ly send a memorandum to Mr. FE. 
M. Savercool, mentioning the 
number of your orders, and im- 
mediately upon receipt of it, he 
will mail you one of these new 
pencils. 


The needs of Europe demand 
the activities of American indus- 
tries in all lines. These needs 
alone are enough to give a wave 
of prosperity to our nation. Read 
the following: 


From the Cleveland Plain Dealer, Nov. (2th, 1/25 


sew @ pe uu OF g.cul prosperity 
S throughout the United Stetes. da 
py Tonight the statement was author- | in 


ized that the French government | tt 
alone will come into the American] m 
ith | Market for goods of all kinds, manu- | ria 
ae Teese eng in the ae state, total- | live 
n value something more than | ma‘ 
$10,000,000,000. The needs of France 7 
of | alone are sufficient to keep the fac- | ke 
tories and workshops of the United | of 
m.| States going at top speed €or an in-|op 
t- | definite period. Ww 


. There are many other enormous or-!~ 
ers, already tentatively placed, fror 
sete 


The clipping shown above is 
an example of the information 
which is going all over the coun- 
try since the armistice was 
signed. 

Uhawthere is some te) be van 
immense demand for our goods 
is certain. 

You want your share of it and 
probably have laid your plans to 
go after it vigorously. 

Those who will get their share 
are the ones who are up and do- 
ing, instead of sitting around 
croaking to everyone that will 
listen to them of what a struggle 
the reconstruction period is go- 
ing tonve. 

Stop using the word recon- 
struction. It has no significance 
to conditions in America. 


Line Up! 
It ain’t the guns, nor armament, 
No funds that they ean pay, 


But the close co-operation 


That makes them win the day 


It ain’t the individuals 
Nor the army as a whole 

But the everlastin’ team 
Ov ever bloomin’ soul. 


work 


—Rudyard Kipling. 
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Textile Plants Need Good Lubricants and Oils 


3y John Rome Battle, M. E. 

The great demand for textile pro- 
duets oceasioned by the war has 
necessitated the operation of our tex- 
tile plants to their full capacity, and 
has to a greater extent than ever re- 
quired that careful consideration be 
given to the question of scientific lub- 
rication of the mill equipment. 


Not only have the men composing 
the armies required great quantities 
of clothing, blankets, tentage, etc., 
but the demand for textiles has been 
influenced by the strategy of the 
campaigns. Great quantities of jute 
sandbags, materials for airplane 
wings, gas masks, dirigible airships, 
webbing for belts and shoulder 
straps, felt for cartridge wads, haver- 
sacks, pouches, packs, stretchers, 
powder bags for the artillery, etc., 
have been required. 

Textile machines must be carefully 
protected by suitable lubrication, as 
the machinery manufacturers are 
loaded with orders, and machines 
that were due for scrapping several 
years ago are necessarily still work- 
ing, so that breakdowns must be re- 
paired by patchwork. Even after 
peace comes textile machinery will be 
high in price, and probably will stay 
so for several years. 

All of which leads to the fact that 
there is not only a great demand for 
lubricants in the textile field, but this 
lubrication must be correctly worked 
out and applied if the greatest output 
from our mills is to be realized, and 
the machinery conserved. 


In the lubrication of textile mills 
there are several important factors, 
viz-—_(1)) srate of, Soroductions. (2) 
stained goods: (3) mill conditions; 
(4) power costs and losses; (5) re- 
placement costs and possibilities; (6) 
power transmission losses. 

Best Lubricants Needed 

It is necessary to run machinery at 
its highest possible speed, if the high- 
est rate of production is to be rea- 
lized. Machinery run at high speed 
and full load, requires the best form 
of lubrication. It is therefore vital 
that the lubricants used should pro- 
vide satisfactory lubrication for the 
longest time possible without the 
need for frequent successive applica- 
tions, 


In all mills there is a substantial 
fixed expense, which is based on the 
average loss resulting from stained 
goods, due to the lubricant dripping 
or being thrown onto the fabric. Such 
a stain not only interferes with the 
dyeing of of the fabric, but also im- 
pairs its strength and, therefore, fab- 
rics so stained are usually rejected. 
It has been demonstrated both by 
practice and experiment that an oil 
stain ona fabric due to lubricant 
dripping or thrown from a bearing 
after it has passed thru the bearing 
and absorbed metallic wear, cannot 
be successfully removed from _ the 
fabric. It is therefore necessary to 
select a lubricant for textile machin- 
ery which will exactly meet the lub- 
ricating requirements as to body and 
other factors, and at the same time 
is sufficiently adhesive to metal to 
prevent throwing and dripping. 

One of the indirect factors of tex- 
tile lubrication is the comparative 
cleanliness of the mills. It is a well- 
known fact that operators can turn 
out more and better work when the 


Should Be Properly Stored 


mills are well lighted and clean. Con- 
sequently it is important in connec- 
tion with textile mill lubrication that 
the lubricant possess the correct vis- 
cosity at the working temperatures, 
and be used in just sufficient quan- 
tities, so as to avoid waste, and thus 
prevent to the greatest possible ex- 
tent oil soaked floors, which are ac- 
mumulators of dust. Floors im- 
pregnated with oil are also a danger 
from the standpoint of fire risk. 


There are few industries where the 
number of bearings and other lubri- 
eating points are greater than in tex- 
tile mills. The large number of 
bearings multiply the friction losses 
so that in the aggregate they may be 
very large. The power losses in line 
shafting are usually great in these 
mills, partly due to poor alignment of 
the shafting and materially to poor 
lubrication. Ball and roller bearings 
are increasing in use for shaft hang- 
ers, ete., but the old style plain bear- 
ing is still widely used, either with or 
without ring feed. 


Replacement Costs 


Lubrication of textile machinery is 
a very important factor affecting the 
life of the machines, and hence the 
replacement costs are proportional. 
Correct lubrication can be secured at 
a minimum cost as compared to the 
cost of the machinery. 


The shortage of men has increased 
the cost of repair time, and since the 
majority of replacement costs in the 
textile mill are traceable to defective 
lubrication the possible saving is evi- 
dent. The value of a machine and the 
life of its productive power is depend- 
ent upon its component parts, and 
these are dependent upon the effec- 
tiveness of the lubrication supplied. 


It has been estimated by a compe- 
tent authority that the average cost 
of power to manufacture a textile 
fabric is about 10 per cent of the mill 
selling price. Thus a saving of 25 
per cent in power cost will permit of 
an additional profit of 2.5 per cent on 
the product. This fact offers a strong 
argument to mill owners to induce 
them to use the best and most effici- 
ent lubrication. 


The operation and lubrication of 
cotton machinery will be first de- 
scribed and then the treatment of 
wool and the manufacture of its 
products. 


Lubrication of Cotton Machinery 


When the cotton is received in the 
bale it is opened and dried. It is then 
put thru the “opening and mixing ma- 


chinery.” ‘Bale breakers” are used 
to open the stock. They consume 
about 4% to 5 horsepower and the 


speed of the driving shaft is about 
450 r. p. m. There are gears on the 
machine and for their lubrication a 
cup grease of No. 2 or No. 3 consist- 
ency is recommended. 


A suitable oil for the general ma- 
chine lubrication would have a visco- 
sity of about 250 Vis. Say. at 100 de- 
grees Fahr. If a semi-fluid lubric- 
ant is used one having a consistency 
of about one-half the consistency of 
vaseline is recommended, it being 
sufficiently free flowing to permit of 
application with an oil can having its 
spout slightly enlarged. 

The stock next passes to the 
“breaker lapper,’’ which cleans the 
raw stock and converts it into “lap.”’ 


The driving shaft speed of this ma- 
chine is about 430 to 440 r. p. m., and 
it requires about five to eight horse- 
power to drive it. The same lubric- 
ants are recommended for the “bale 
breaker” can be used. 


In the case of the better grades of 
cotton the stock is next put thru the 
“finishing lapper,’’ which cleans the 
stock better and adds another pro- 
cess to the “picking.”’ 


This machine requires about four 
to five horsepower for driving, and 
the driving speed is about 435 r. p. m. 
The same lubricants as recommended 
for the preceding machine are satis- 
factory for this machine. There is an 
“evenery box’’ on the picker, which 
contains a worm and gear that run at 
about 1,500 r. p. m. This is usually 
equipped with an oil tight case, and 
for its lubrication a semi-fluid lubric- 
ant of about three-quarters the con- 
sistency of commercial vaseline is ye- 
commended, altho in many mills oil 


of good viscosity is successfully 
used. 
For picker machinery equipped 


with ball bearings, which are rapidly 
coming into use for all kinds of cot- 
ton machinery, a soft grade of grease 
of about the same consistency as 
vaseline is recommended. This grease 
must be strictly free from free alkali 
or acid and should show no tendency 
to separate. 


Carding Process 


The cotton comes from the pickers 
as “lap” and is then carded, where 
the fibres are combed parallel, by 
means of revolving cylinders covered 
with many teeth. These machines are 
called cards. 


A revolving flat card requires about 
.85 horsepower for driving when on 
36 grains, producing about eighty 
pounds per ten hours, running at 
about 165 r. p. m. of the cylinder. The 
“main cylinder,’ “doffer cylinder,” 
and “‘licker-in” of cotton cards are of- 
ten equipped with ball bearings. One 
of the most important points in con- 
nection with the lubrication of cards 
is the care that must be taken to pre- 
vent the lubricant from getting onto 
the “card clothing,’ as the fine teeth 
on the cylinder are called. This ruins 
the clothing. Probably the most im- 
portant point requiring lubrication 
on a card is the “comb box.’ This is 
the mechanism for actuating the 
“comb,” which takes off the lap from 
the doffer cylinder.” There is a 
comb-lined rotating and sliding move- 
ment in this box and the comb shaft 
oscillates at high speed. 


By far the most satisfactory lubric- 
ant for the lubrication of the comb 
box is a semi-fluid lubricant of a con- 
sistency about five eighths that of 
vaseline. 


Good lubrication is essential in the 


‘comb box because if the eccentric or 


fork wears there will be free play and 
a vibration will be set up loosening 
the comb posts that hold the end of 
the blade of the comb, and as a result 
the comb teeth will come into contact 
with the wire on the doffer. 


The speed of the ‘doffer slow mo- 
tion’, is about 13> to. 15 map ane he 
gears of this motion should be lubri- 
cated with a No. 3 grease. For the 
open wells on the cylinder shaft bear- 
ings a No. 3 grease is recommended. 
On some types'a semi-fluid lubricant 
of three-fourths consistency of vase- 
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line is recommended, or an oil of 
about 275 viscosity Saybolt at 100 de- 
grees Fahr. for paraffin base, or 
about 3850 viscosity for asphalt base 
oils. For those machines equipped 
with ball bearings, a grease having 
about the same consistency as com- 
mercial vaseline is recommended. The 
grease, of course, must be strictly 
neutral. For cylinders equipped with 
self-oiling boxes, use a_ semi-fluid 
lubricant of five-eighths the consist- 
enecy of vaseline, or an oil of about 
275 viscosity saybolt for paraffin base 
oils and 3850 viscosity Saybolt for 
asphalt base oils. The “licker-in” 
bearings should have the same lubri- 
eation as the above. 


Use of Drawing Frame 


The “slivers” are now composed of 
fibres that a slight pull will bring 
straight and paratlel, for which pur- 
pose the “drawing frame” is used. It 
consists of a number of sets of rol- 
lers, the front roller having a faster 
speed than the rear, so that as the 
silver passes thru them a slight pull 
results. For the ‘draught gearing”’ 
of drawing frames, ‘‘roll bearings,, 
“cam tables,” ete., a semi-fluid lubric- 
ant is recommended, having a _con- 
sistency of about five-eighths the con- 
sistency of vaseline, or an oil of 
about 250 viscosity P. B. or 300 visco- 
sity A. B., may be used. The lubric- 
ant used should have sufficient body 
to prevent creeping onto the rolls. 
The front rolls run about 250 r. p. m. 
Some machines are equipped with ball 
bearings, which should be lubricated 
with a very light neutral grease. The 
gears should be supplied with a No. 


9 


3 grease. 


For the lubrication of ‘“‘slubbers.’’ 
“intermediates” and ‘‘yoving frames” 
the following lubricants are recom- 
mended: For the ‘differential mo- 
tion,”’-a No. 3 cup grease will give 
best results. For the “cams” and 
“draught gears,’ a No. 3 cup grease, 
and for the “roll necks,’ a flowing 
grease of about five-eighths the con- 
sistency o vaseline, or an oil of about 
200 viseconsity (P. B.), or 250 visco- 
sity (A. B.) These machines give a 
draw and twist. On some machines a 
grease cup is provided for every four 
spindles, and for the ‘spindle steps,” 
a medium bodied spindle oil is used. 


The spinning operation is intended 
to draw out the cotton roving to the 
desired diameter and to give it a 
twist. The oldest method of spinning 
is the mule frame. This machine has 
spindles mounted on a carriage, which 
is moved in and out with reference 
to the rolls which are stationary. 
When the spindles are moving away, 
the stock is being delivered at a slow- 
er motion than the speed of the car- 
riage, so that a slight pull results. 
The earriage then stops and the 
spindles revolve giving the twist. The 
yard is then wound on the spindle, 
the carriage moving in toward the 
rolls and the operation is repeated. 

In “ring spinning”’ the drag on the 
yarn is obtained by means of a “trav- 
eler”’ and rolls. The “traveler,” a “D” 
shaped piece of wire, that fits loosely 
on the right that has the spindle in its 
center. The yarn is brought down 
thru the traveler, and as the spindle 
revolves, the traveler is carried 
around the ring, but the drag it offers 
tends to give both a twist and a pull 
to the yarn. Various kinds of lubric- 
ants have been used in the lubrication 
of the rings and travelers ranging 
from lard oil and tallow to white tal- 
low greases. 


Required Speeds and Power 
The power to drive a ying spinning 


frame is dependent upon the follow- 
ing factors: Lubrication, number of 
the yarn, speed and weight of the 
spindles, the length of the traverse, 
the diameter of the rings, the temper- 
ature and humidity of the room and 
the tension on the bands. 


As a typical illustration of speeds 
and power required on ring spinning 
frames the following test results are 
given: 

Frame of 472 spindles (No. 33s 
yarn); plain cylinder bearings: 
yarn): 


Spindle Power 
Cylinder Speed Consumed 
Speed Tbs 10) 184, ine des 
790 8,500 4.90 
1,000 10,000 10592 
For a frame of 364 spindles (24s 
820 8,220 4.133 


“Oily fly” in combination with tight 
running cylirder bearings results in 
slippage, which amounts from 10 to 
15 per cent. 


In the case ot tape driven machines 
the cylinder bearings are subject to 
tape pull, all on one side of the bear- 
ings, while on band drives, this pull 
is eqaulized. These factors must be 


taken into consideration in connec- 
tion with the survey of lubricating 
conditions. 


Lubrication of Spindles 


When the spindles are well lubric- 
ated the easy driving will produce 
more uniform yarn and the full theo- 
retical twist. Belt slippage will also 
be reduced. In running lubricating 
tests the question of humidity must 
be considered, also the spindle bear- 
ing temperature and the condition of 
the bands. 


It is essential that spindles be 
lubricated with a free-flowing light 
oil. The oil should have as low a per 
cent of evaporation as is possible, and 
as an illustration, when the oil is 
heated for twelve hours at a tempera- 
ture of 150 degrees Fahr., it should 
not lose more than four per cent. The 
flash of any oil used in the lubrica- 
tion of spindles should not be below 
350 degrees Fahr. 


For mule spindles, cup. spindles, 
open bolster spindles, ete., a spindle 
oil having a viscosity of about 100 
Saybolt at 100 degrees Fahr. P. B. is 
recommended. Excessive viscosity of 
spindle oils will greatly increase the 
friction load on the mill, as a slight 
unnecessary friction increase is 
multiplied a great number of times 
due to the large number of light, 
fast-moving bearings in these mills. 

For the general lubrication of ring 
spinning frames, cap spinning frames, 
ete.,, an oil of about 150- viscosity at 
100 degrees Fahr. (P. B.) or 175 (A. 
B.), is recommended. For the gen- 
eral lubrication of mule spinning 
frames an oil of 275 viscosity (P. B.) 
Or 375 (A, B.) is recommended. 

The size or capacity of a spinning 
mill is usually given as to the num- 
ber of spindles in operation. The 
spindle has been thru a long period 
of development, as is evidenced by 
the fact that there are over 500 pat- 
ents covering improvements on it. 


Parts of the Spindle 
The parts of the usual spindle are 
the spindle blade, the whorl, the oil 


eup, the oil filling tube, and the 
spindle yail on which the spindle is 


mounted. The end of the spindle is 
blunt and bears on a plug or 
“bolster,” as it is called. 


It is a good rule to oil all spindles 
during the noon hour, and a boy 
should be specially assigned to this 


results are 
mills with 


task. Remarkable 
sible in spinning 
careful lubrication. 

The tension of the bands on whorls 
should be watched, as excessive ten- 
sion will greatly increase the fric- 
tion load, while too little tension will 
cause slippage. The tension of the 
bands on the whorls should be about 
two pounds. These bands\are usually 
made of twisted roving. 


The temperature of spindle bases 
usually runs at about 15 degrees 
Fahy. above the température of the 
spinning room. One of the quickest 
ways to indicate friction reduction is 
evidenced by a reduction in the temp- 
erature of the bases. 


The rails are usually washed about 
once a week and they should then be 
oiled. 


The next article will describe the 
lubrication of looms and other tex- 
tile machinery. 


pos- 
more 


The Suggestion Com- 
mittee Re-organized 


Even though it is not the in- 
tention to publish in The Boomer 
reports of the suggestion bulle- 
tins that are issued from time to 
time, we feel that managers and 
salesmen interested in 
learning through these columns 
that the suggestion committee 
and its method of operation have 
been entirely reorganized. 

The, members of the old com- 
mittee were transferred to other 


will be 


lines of work, which caused a 
delay in investigations for some 
time past. 

The new organization is such 
that it will prevent a similar con- 
dition and every suggestion here- 
after will be promptly acknowl- 
edged upon receipt and_ thor- 
ough investigated. After the in- 


vestigation, reports and awards 
will be made immediately. 


Ales “present comumittee™ “is: 
le Newnan ( Chairman ),. fy O: 
Goimne(sectetary A. os bunting 
and be Wee Wittlewood. I hese 
gentlemen are especially capable 
of investigating and passing on 
the merits of any mechanical sug- 
gestion, as their work brings 
them in daily contact with the 
mechanical features in detail of 
all of Bowser products. 
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F. H. Lowe 


Member Pacemaker Club, 
Pittsburgh District, 1918 


Lowe being a comparative 
newcomer to the organization 
hasn’t prevented him from being 
“High” when it comes to making 
his 500 points. He found out in 
1917 how easy it was to become 
a Pacemaker so he repeated the 
act this year, having been elected 
a member of the club November 
g. The best of it is he has deter- 
mined to beat his present record 
next year. Here’s success to you, 


Saeed 


The Building Industry 


Booming 


In Chicago alone construction 
involving millions of dollars is 
on the boards ready to proceed. 
Here are a few of the more im- 
portant: projects: Bank and of- 
fice building, La Salle and Jack- 
son, $5,000,000; New: Board of 
Trade, $4,000,000; Methodist 
Church block, $2,000,000; New 
Stratford Hotel, $4,000,000; 
Blackstone Hotel addition, $1,- 
500,000; Congress Hotel addi- 
tion, $1,500,000; Union Passen- 
ger Station, $5,000,000; North- 
western Railway freight and 
produce station, $3,000,000 ; 
Bunte Brothers’ factory, $1,500,- 
000; Augustana Hospital, $1,- 
500,000. 


You will note that this is only 
large work. It is by no means 
all work for which plans have 
been prepared by Chicago archi- 
tects. It does not include the 
thousands of residences and 
apartment houses ready for the 


44 


word; nor the great industrial 
plants which must be built to 
care for increasing trade and 
manufacture. 


And this is for Chicago alone. 
Construction in other western 
cities will proceed in similar vol- 
ume. The largest bank in Min- 
neapolis says that city will ex- 
ceed its greatest previous build- 
ing year, during which $21,000,- 
O00 was spent. 


P. S. Cornell 


Member Pacemaker Club, 
Toronto District, 1918 


“Please Cornell has 
made such good use of. his ini- 
tials that he is again a Pacema- 


He realized their signifi- 


Sign” 


ker. 
cance the very first year he be- 
came a “Bowserite’ and_ prac- 
ticed their use so much that he 
became a Pacemaker right “oft 
the bat” in 1915 and he’s been at 
it ever since. May he ever con- 


tinue to “sign ’em”’ up. 


The Threshold of 
Prosperity 


The man who talks “calamity 
and trouble ahead’ is looking 
through the wrong end of the 
telescope ; he is blind to the world 
about him; he is totally ignorant 
of existing facts and conditions ; 
he has not even begun to analyze 


the situation—take him in hand 


and show him the light. 
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Bounteous crops and good. 
prices have put greater purchas- 
ing power into the hands of the 
agriculturist — the governor of 
prosperity. Building of all kinds, 
except for actual war needs, has 
been at a standstill for more than 
a year; there has been no road- 
making; the purchasing of luxu- 
ries has had a sharp decline; 
farm machinery of all kinds, au- 
tomobiles and innumerable other 
kinds of articles, implements and 
equipment have been under the 
ban during the crisis in order to 
divert mechanical and human en- 
ergy to the quick and successful 
culmination of the war. Now 
that the war is over it is clear 
what is going to happen. Plants 
working on government require- 
ments were enlarged to increase 
production. These plants must 
now turn to peace-time products ; 
they must be kept busy, and it is 
reasonable to conclude that they 
will be when we consider that 
their regular lines have been off 
the market for so long and the 
needs for them have piled up 
during the war period. Real es- 
tate operators, building contract- 
ors and material concerns are 
preparing for unprecedented ac- 
tivity; road making machinery 
plants will be taxed to meet the 
demands for their equipment; 
automobile factories will have to 
meet the accumulated demand 
for cars. 


The thrift campaigns in con- 
nection with the Liberty Loans 
and War Savings Stamp Drives 
have taught the people to save, 
and they have saved. The pur- 
chasing power of the individual 
has greatly increased ; labor is be- 
ing paid a higher plane than it 
has ever been in the past. This 
is an indication of better and big- 
ger business for everybody. - 
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Albany Tenacious Ten 
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Schuster 


It is gratifying to note that we 
have secured about 100% of our 
quota this week, but this gratifi- 
cation is not unmixed with regret 
that a greater number of the 
salesmen are not represented in 
the volume. Two or three sales- 
men have secured the major por- 


tion of the results. 


The great Christmas ‘holi- 
day will no doubt be a slight in- 
terruption to the business this 
month, but we are urging each 
and every man to get on the job 
early Monday morning and re- 
main until Tuesday night, and 
then right back at it for Thurs- 
day, Friday and Saturday. If 
we have the concerted efforts of 
every man in the field the next 
few weeks we will show a 
nice gain over the business se- 
eured in November. This, 
however, will not be an easy task 
and will require that every man 
do his very best. 
your 


You will enjoy 

turkey much 
better if you consider that you 
have about a thousand dollars’ 
worth of Bowser goods to sell 
before you are to partake of that 
festivity. ‘No excellence without 
great labor,’ you know; there- 
fore, let’s labor just as hard as 
we can to whet our appetites as 
well as the knife with which we 
carve tht national fowl. 


Christmas 


The armistice is signed; we 


are on the eve of peace. “Peace 


on earth, good will toward men” 


is the prevailing spirit today and 


it can be carried right into our 
every business transaction. Let 
us study our proposition and be 
competent to present it in such 
a way that the trade will imbibe 
that feeling of real service that 
you are rendering them in Bow- 
serizing their business. 

A few days ago the fire in- 
spector was looking over this 
building and when he came into 
my office he was really enthusias- 
tic about our goods and volun- 
teered this “Do you 
know that you people save more 
lives than any other concern in 
the world by providing these 
safety devices for handling gaso- 
line ? 


remark: 


It has reduced all hazard 
of handling this dangerous vola- 
tile.” This is just the attitude 
that fire preventive officers take 
relative to our equipment. It be- 
hooves us to get the same view- 
point and I believe if you will, 
our sales will be materially in- 
creased. Make it a life-and-death 
matter when you encounter a 
prospect who really needs the 
protection of Safety First Bow- 
ser outfits. 

W. M. Mann, 


Wider Use of Oil as Fuel 


Foreseen 


Heads of a few oil marketing 
organizations who are looking 
forward and endeavoring to an- 
ticipate the development of the 
oil business in this country in 
the period after the war believe 
that oil, principally Mexican fuel 
oil, will be used in the East in 


innumerable places to furnish 
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power and heat where coal is 


now used. 

They point out that oil is now 
used for this purpose in Califor- 
nia, where oil is comparatively 
cheap as compared with coal, to 
an extent that 1s little appreciated 
in the East, where the low cost 
of coal in the past has made but 
little incentive to look for a sub- 
stitute. Oul- burning equipment 
is used on the* Pacific coast« in 
heating homes, apartment houses, 
public buildings, to operate blast 
furnaces, brick and lime kilns, 
smelting furnaces, bottling 
works, breweries, laundries, ba- 
keries, and in many other indus- 
tries. Installations to burn oil 
are put out in such small units as 
to heat cooking ranges in private 
homes. 

The designs of burners have 
been improved until they do away 
now with the old-style blast burn- 
ers that concentrated the heat on 
a very small area of heating sur- 
face and sooner or later burned 
it out. Rotary burners are used 
to a good extent for satisfactory 
atomization in small installations, 
the power being furnished by a 
small motor. 


The various makes of equip- 
ment have been safeguardel so 
there is comparatively little dan- 
ger of accident through the oil 
feeding too fast, the power oper- 
ating the burner or oil pump be- 
ing shut off or other causes. 

It is believed the market for 
oil-burning equipment will be 
largely increased throughout the 
East, as Mexican fuel oil, a great 
part of which is around 16 Be. 
gravity,.is put on this market 
after the war ends. This prod- 
uct can be marketed here, it is 
said, at a price that will result 
in a considerable saving in its use 
over coal even at pre-war prices. 
An additional advantage of the 
use of oil is the small amount of 
care it takes as compared with 
coal equipment. 
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R. D. Eckeberger 


Member Pacemaker Club, 
Memphis District, 1918 


One of our regular duties each 
year is to tell the Bowser Organ- 
ization a few words about our 
old-time friend, R. D. Eckeber- 
ger coming into the club. Trans- 
ferring the work of the Memphis 
Office to Fort Wayne didn’t 
frighten him a bit. He just hus- 
tled all the more and made it. 
He was a Pacemaker in 1915 and 
a Director in 1916 and 1917. 


First Hunting Accident 
of Season Is Reported 


We are very sorry to learn of 
the accident that befell R. D. 
Leonard’s family while he went 
on a hunting trip. 

The following is a reprint from 
a newspaper account of the af- 
tee: 

FIRST HUNTING ACCIDENT 

OF SEASON IS REPORTED 

Mrs. R. D. Leonard, of North 

Avenue Is Painfully Hurt 


While Gathering Nuts 
Saturday. 


What is believed to be the 
first hunting accident in the 
vicinity of Washington happen- 
ed Saturday when Mrs. R. D. 
Leonard, of North Avenue, was 
painfully, although not serious- 
ly wounded. Mr. and Mrs. Leo- 
nard together with some rela- 
tives from Pittsburg, were hunt- 
ing on the family farm about 
three miles from Canonsburg. 
The ladies in the party became 


separated from the men and 
were gathering hickory nuts 


just atop a bank above them. 


A rabbit was bounced and 
made directly towards the bank, 
and one of the men fired, not 
knowing that the women were 
directly in range. Nine shots 
from the load lodged in Mrs. 


Leonard’s lower limbs. She was 
taken to a house about a mile 
away where Dr. McDonough and 
a doctor from Pittsburgh sum- 
moned, probed the wounds, re- 
moving the shot. Although her 
hurts are painful they are not 
considered serious. She is rest- 
ing easily at her home. 


When we last heard from Mr. 
Leonard we heard his wife is 1m- 
proving splendidly and that there 
would be no serious results. 


E. E. Lowe 


Member Pacemaker Club, 
Memphis District, 1918 


He got started on Pacemaker- 
ship in 1913 and nothing can stop 
him. Order 666 brought him in 
this year on the 6th of Novem- 
ber. His untiring efforts and 
ability to get his listeners to use 
the “dotted” line have proved 
conclusively that he is “there 
with the goods.” He isn’t super- 
stitious about the numeral “6”. 
His record is the opposite of his 
name. It takes a “High” man to 
stay in the club as long as Lowe 
has. 


Changes in General 


Sales Department 


MR. E. H. BRIGGS 


Mr. E. H. Briggs, who has 
been Executive Assistant at the 
Home Office for the past year, 
has accepted the management of 
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the New Boston District. 

Mr. Briggs is especially fitted 
for the important work connect- 
ed with the establishment of this 
new district. He is familiar with 
the sales condition, having in his 
early career with the company 
traveled the territory covering 
the factor ye ieee 

We are all sorry to lose Mr. 
Briggs from the Home Office. 
but wish him every success in his 
uew duties. 


MR. J. B. SIBLEY 


Mr. J. B. Sibley will take up 
special work in connection with 
the Boston Office and will look 
after the engineering of the many 
factory problems that are in- 
volved in the varied industrial 
lines of New England. 

Mr. Sibley is a Bowser engi- 
neer of many years’ experience. 
We know he will be successful 
in his new work. 


MR. W. M. MANN 


Mr. W. M. Mann has been 
called to the Home Office to take 
charge of the Collection Depart- 
ment. He brings to this depart- 
ment years of sales experience, 
which will be very valuable in 
handling the work. We were 
glad at the Home Office to have 
Mr. Mann again located in Fort 
Wayne, where he has a host of 
friends. We wish him the best 
of success in his new duties. 
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By J. C. McKeon 


I knew a firm once who published a bulletin 
theyacalléd > Dents’ (Dent 
the noodle’). 


“an impression on 
It carried reports of actual hap- 
penings in connection with sales. The story was 
written by the salesman to the House and in turn 
was sent to all the field force, who applied to 
circumstances to their own work with great 
benefit, thereby creating another “dent” in the 
brain of the salesman.. Sometimes these reports 
were in the form of confessions—opportunities 
grasped that had been passed up before, etc. The 
dent, or sales story, had to be actually performed 
—the number of the order was given, but not the 


name of the cutsomer. 


All this is preliminary to what has been on my 
mind in connection with Factory and truck own- 
er business for a month. Two weeks ago a good 
Bowser man met me and said “Mac, business is 
rouem and l7am-blue.” .Your own fault, I re- 
plied, I had your same feeling a while back and 
I am following a new system, in other words, I 
iii aiisover, -and-not-only in spots.” tere 
is a diagram of your think tank when you enter 
a town. 


Garage 
Has old pemp ES 


Blacksmith 
Rated M-4 


TZ HW Ispen 
ae l2 months m. 
~ Icould SENG | 


be 


This is how the town looks to the salesman who 
“thinks in spots” 


Here is what it should be: 


Lumber 
3109 Linsee 
oa 


Foundry 
needs 64-109 


Gen Store 


Vacant lot 
Good Garage 
Location 


Tough! to > 
get a bunch of 
business in 
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“thinks all over’ 


Now here is my dent. I have made the town 
of Blue Springs three or four times—never sold 
a thing. I fought all afternoon once with the 
only garage to trade him a 241 for an old pump. 
H -took my advice anyway and painted the old 
one and it does look decent. Then I wasted two 
hours another time trying him on a 172—I sweat- 
ed out a hat band on the general store for Lubs 
and possibly a 241 on the curb. “Nothin’ doin’.” 
Did I call on the lumber yard on the corner? I 
did not. Not on those three trips. On the fourth 
trip I did call on the lumber yard and immedi- 
ately upon demonstrating my model, customer 


said: “Say, I have been looking for you.” Get 
that! Looking for me! And then he asked me 


some questions about the proper outfit for boiled 
oil, I told him I would advise him in a few days, 
believing that our 109 would do. I went back 
and secured his order (on Saturday night) with 
full cash. 

I am working to get out of the “ten-month” 
garage class and I never realized before that 
when you look up, you see the smokestacks wink- 
ing at you. Yours truly, 

(Signed) J. C. McKeon. 
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The Jenney Company of Boston certainly have exceptionally attractive fill- 
ing stations. Their efforts are to make their stations not only attractive but as 
convenient as possible. [his accounts for their purchase of Bowser SEG to 
assure ‘‘Service’’ in every meaning of the word. 
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The war is over. From this minute on, attention to business is the para- 
mount interest and job of all of you. 


We Americans have prosperity. We can keep our prosperity if the 
American people consciously demand it—if they get back of keeping our 
prosperity with the open confidence they showed in Victory—if they unmis- 
takably insist that all lesser interests again be put aside and prosperity be 
made the recognized job of the whole Nation. 


The BOWSER organization was prompt in putting its whole energy 


back of winning the war. It is now going to put every effort back of atten- 
tion to business. 
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S. F. BOWSER 
Founder and President 


Peace on Earth and Good Will--- 


To the brave boys who joined the colors of America and her 
allies to defeat and destroy the autocracy of militarism—peace 
with honor; 


To those whose loved ones made the supreme sacrifice in 
the service of their country—peace born of noble sacrifice not in 


vain; 


To those who “kept the home fires burning” in the Bowser 
organization, who stood fast and faithfully did their duty at home 
and upheld the hands of their government and the boys “over 
there”—peace to you brave men, women and children ; 


To you all, peace that comes to him who has “fought the good 
fight, who has kept the faith.” S. F. Bowser & Company extends 
to you its best wishes for a Joyous, Peaceful Christmas and a 
Happy, Prosperous New Year. 


Cordially yours, vag Fe, 
ee SS i 
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EXECUTIVES 
PACEMAKERS CLUB I918 


l‘or the first time in the history of the “Pacemaker” Club a condition existed this year, in the 
change of executives. 


This condition was brought about by the country being at war, which took from every organiza- 
tion a considerable portion of their sales force. 
The original rules of the club provided for any possible resignation or changes and-in accordance 


with these rules the following changes have been effected in the list of executives and directors of the 
club as originally elected. 


T. J. Gibbons, of Washington, originally elected secretary, has succeeded R. Coddington, of Den- 
ver, who has resigned. 


R. W. Maxey, of Memphis, has succeeded Mr. T. J. Gibbons to the Secretary-ship. 
©. T. MclWissick, Dallas, Treasurer, has succeeded L. L. Brown, of Dallas, who has resigned. 
N. Brown, of Dallas, Director, has succeeded O. T. McKissick. 

W. V. Crandal, of Denver, Director, has succeeded R. W. Jewel, resigned. 

K. T. Stetzel, Director, of Memphis, has succeeded R. W. Maxey. 


In order that you may become familiar with the officials of the “Pacemaker” Club, now in office, 
we have reproduced their photographs on this page. 
Chicago has not as yet elected their director but there are two very close contestants for the 
honors. We presume one of them will be elected before this issue reaches you. 
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B. A. DEFFLER, Director 


Tri-State District Cc. L. SPHIGHT, Director 


Washington District 


ee A. G. HARTGEN, Director C. M. HUNTER, Director 
New York District Pittsburgh District Atlanta District 


Ame rece or H, A. VORTIGERN, Director 
Banos polis) District Philadelphia District 


Ss. G. ADAMS, Director 
Toronto District 


E. R. BIRD, Director aati wy 
San Francisco District E. 8S. STETZEL, Director N. BROWN, Director 


Memphis District : Dallas District 


A. DE PLACE, Director J. T. PRIDE, Director W. V. CRANDALL, Director 
Albany District Fort Wayne District Denver District 


Chicago District Director Not Yet Hlected 
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gasoline pumps. 


performers.” 


Kerosene is profitably 
properly handled. 


chandise handled. 


sene on hand. 


Turn-over weekly. 


Performance 


The distinguishing feature of Bowser 
products is their superior “performance.” 
In no class of hand pumps does design and 
construction count so much as in oil and 


Constructed of the highest quality of ma- 
terial; designed by experts; built by master 
workmen; finished by the most skilled me- 
chanics—Bowser products are truly “star 


There are Figure 19’s of the “original 
first batch” built 34 years ago still in serv- 
ice, witnesses of Bowser durability. 
handled 


Oil has the greatest turnover of any mer- 


when 


You are never compelled to give a sale 
price to get rid of old, “shelf-worn” kero- 


Fig 


The Bowser way insures all the profits 
there is in the business. 


. 19 for Kerosene 
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Don’t Put on the Brakes 


Don’t slow up in your effort to 
get business!) Don’t THINK or 
BELIEVE that we have gone 
the limit! Don’t “dig in” and 
settle down for the Winter. We 
are NOT. fighting a DEFEN- 
SIVE fight—we ARE, or should 
be, on the OFFENSIVE every 
day, which means going forward 
ADVANCING! The fellow 
who ‘lets up; or “idigssin, ~ 48 
through and had better send in 
his sample case. 


You may ask, “What assur- 
ance have we for the future?” 
The future can only be judged 
by the past and present. First— 
let us look to our sister organ- 
ization to the north—Canada. If 
we had sent as many men, 
pro rata, to the front as Canada 
did we would have _ three 
times as large an 
the Government planned on. 
What about business in Canada? 
They have been coming strong 
and have now 100% of their quo- 


army as - 


ta. Are the Canadian salesmen 
better salesmen than our own or- 
ganization? I do NOT think so. 
Have they stronger hearts and 
more courage? This you may 
answer for yourselves. That is 
what Canada has been and is do- 
ing now. 

For the present and at home 
we know that the prices of all 
oils have advanced. Proper sto- 
rage is more important than 
ever; labor is scarce and costs 
more money; the Bowser Outfit 
saves the waste of oil, time and 
labor, and is, therefore, a greater 


necessity than ever. 

Do the oil companies still sell 
and deliver oil in your territory? 
The oil MUST be stored and oil 
storage equipment is needed 
more than eyer before. 

Bear in mind that we must 
work ALL lines—find opportu- 
nities ansAl oils = she Public 
Garage and Filling Station may 
not be the leader and a fine vol- 
ume of business may be secured 
from other lines. 


Most of our failures are due 
to neglect of very simple prin- 
ciples. We persist in the desire 
to get something for nothing, to 
make progress without paying in 
effort. 


Quality pays handsomely; it 
is the only solid foundation on 
which to build a business. The 
customer you get by low prices 
is here today and gone tomor- 
row; the customer you get by 
Quality and Service is bound to 
you; he is one of the assets of 
your business. 

An officer on board a warship 
was drilling his men. 

“T want every man to lie down 
on his back, put his legs in the 
air, and move them as if he was 
riding a bicycle’ he explained. 
“Now commence.” . 

After a short effort, one of the 
men stopped. 

“Why have you stopped Mur- 
phy?” asked the officer. 

“If ye. plazé sir,” awas, -the 
answer, “Oi’m coasting.” 
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Standing of Forty High Men 


Volume of Business December 17, 1918 


Salesman’s Name Office 


Co Oa Wrederickss.. csc. Railroad 
Wer Soecbamiordis.c... Philadelphia 
Aig, MIs (Gin 0S oa AVS aeons Washington 
W. C. Halsey...............General Sales 
W. A. Armstrong.....General Sales 


9 MIS) Cr SS PO 


(SEW .0.0 Ge ere ses 38 General Sales 
Pep Ebel ay VL OTe erstornnss General Sales 
Ga WrOCOLbeee ee As New York 
oleae eee COG Vereen ten Chicago 
IMG 10); Mig: MUI GROW eee eee Pittsburgh 
11. K. F. Hessenmuellev.....Pittsburgh 
WE dl Cig TP ele ose General Sales 
TW3i5 le Ibi TS) OKO CA Re eu eee Washington 
ia He AS Vortigern=.... Philadelphia 
NGS. Cig DBAS LES eCSH am AE es ie ee Toronto 
IK (Ce NUS Telubnnigee neste General Sales 


life Wee Eee -Cramimelle a: General Sales 
isi, Wo WE, CCaeaminGlei os General Sales 
195 @. He Pridey-... .General Sales 
CAO), Sip ANG ACK Gh Mai aks esas ee oe rere General Sales 


The Thrift Standard 
For Commercial 


Trucks 


Manufacturers are as glad to 
practice gasoline thrift as the 
government is to have them. 

The matter of gasoline thrift 
in the course of a year means a 
saving, that in money will total 
a considerable sum. 

The question of mileage to the 
gallon of gasoline reveals true 
thrift. This question is answer- 
ed by a speedometer or meter on 
the truck which records the num- 
ber of miles traveled on a gallon 
of gasoline. This establishes a 
thrift standard. 


Every ’ Bowser salesman 
knows as far as storage and dis- 
tribution goes what gasoline 
thrift is. 


Salesman’s Name Office 
Pill, Js (Glo, Lal WOR OND geese General Sales 
Piers Vem Vien VIL ayce ly iene General Sales 


23. FE. H. Peeples... 
24. O. T. MeKissieck... 


ne New York 
General Sales 


BSS tes 1Cin SCR ine a aes rear Toronto 
Ors Wee Dard ene css =. Washington 
Alls Blo KOS INOS ELON ated General Sales 
sy, 183, HN, ID erieleie se General Sales 
2s Jas IDS, I @RME NG ea ate Pittsburgh 


30. W. W. Seruges. 
31. W. B. Offerle... 
D2 CAD enna baa 


General Sales 
pee General Sales 
-General Sales 


BOM Vie BOOkKer ees. Philadelphia 
Beh, 106 Sh tsincuvcell ee General Sales 
BD IN|. VESIRONA AN cece ee General Sales 
BOs deidls NIG we General Sales 
ote He it. Handley... Washington 


Shaler 1B35 JB IBYYRCE eee oe 
39. J. 8S. Bronson... 
40. R. A. Dusault 


General Sales 
General Sales 


To establish and maintain this 
standard record, it is necessary 
for a complete and accurate 
check on your gasoline. You 
want the assurance of a serving 
and a recording mechanism that 
is reliable. 

The installation of a Bowser 
gasoline pump with recording de- 
vices gives this service and does 
it well. 


Let Us Make the 
“Boomer” Mote 


Valuable 


In the last issue, there appear- 
ed, an) article from J.C. Mc 
Keown on Page 271, illustrating 
a way, that with the salesman’s 
help, the “Boomer” can be made 
exceedingly interesting and valu- 
able. 

We want to make the pages of 
the “BooMER” a “clearing house” 
where good sales ideas may be 
pooled. Factory salesmen also 
frequently have means and ways 
of solving sales problems, which 
ideas are worth passing on. 


We have not had enough of 
this in the past, because we never 


realized the value and import- 
ance of it. Beginning with the 
next issue, we will devote a page 
to material of this kind. We hope 
every salesman will send us his 
best sales producing ideas. 


The Difference Between 
Dollars and Ideas 


You have a dollar, 

[have a. dollar 

We swap 

Now you have my dollar 

And.I have yours 

We are no better off. 

You have an idea, 

I have an idea. 

We swap. 

Now you have two ideas, 

And I have two ideas. 

That’s the difference. 

There is another difference. A 
dollar does only so much work. 
It buys so many potatoes and no 
more. But an idea that fits your 
business may keep you in pota- 
toes all your life. It may, incid- 
entally build you a palace to eat 
them in! 

You have a dollar; I have a 
dollar ; we trade; neither is rich- 
er. We exchange ideas—at once 
both are richer. What you gave 
you have. What you get, I did 
not lose. 

There is nothing new about 
pooling knowledge. It is old as 
speech. Yet, as applied to the 
‘BowSER BooMER” the pooling 
has been so strikingly lacking 
that we mention it here. 

How does it work? Fine— 
Try it. Be a giver occasionally 


The wise man knows that he 
is right but doesn’t claim that 
everybody else is wrong. 
as well as a receiver. 


Knew It Already 


“T haven't paid a penny for 
repairs on my machine in all the 
ten months I’ve had it,” said the 
motorist. 

“So the man who repaired it 
told me,” said a friend in corrob- 
oration. 
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It takes time to reach bearings that are out of 


danger involved, 


bearings. 
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BOWSER FILTRATION AND CIRCULATING SYS- 
TEMS SAVE TIME, OIL, MACHINERY 


Every Engineer and machine hand knows the danger frequently encountered 
in endeavoring to oil certain parts of a 
Sometimes the places are 


as so inaccessible that it is necessary to stop 


the machine or engine, in order to reach 


mMOViNg engine. 


CORES pe a As eS EN them with the oiler. 
TNN foe AML tes 
|? £Neg BOWSER FILTERING AND 
y's CIRCULATING SYSTEMS ef- 
pas ~ ISG fect considerable saving in time. In 
ABE) some engine rooms one man can be 
| ee = ea . . 
\ iP 4 au © dispensed with after a BOWSER 
& 7 we) System is installed. 
boas | | 
oy Efficiency engineers recommend safeguards 
that protect life and limb. It is very easy for an 
= oiler to slip on the step, and a slip may mean 
Wee = —— ‘ee the loss of a limb or life. 
be cae ST If the oil tender’s shoes are wet or if re- 


2 fuse is collected on the step, he takes a chanice 
every time he steps upon it. 


In regard to the matter of safety, 
BOWSER SYSTEMS. eliminate 


reach from the floor,—to say nothing of the risks as the flow lines reach all 
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Your Oil Storage Problems 


might be solved in one-brain solitude, but the 
surest solution is more likely to come from an 
interchange of ideas with men who have had the 
widest experience in successfully solving the most 
complicated conditions and problems and who 
have the genius of original suggestion to meet pre- 
vailing conditions. 

Bowser engineering is always at your service. 


“Put it up to Bowser, the men who know.” 
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We have had a number of 
distinguished visitors at the 
Home Office recently. Among 
them were: 


balsernee 

R. R. Safford 

T. D. Kingsley 
George McCurdy 
TH. enn 
Griggs Walker 
H.C. Carpenter 
W. C. Halsey 

J. S. Sheehand 


J. C. Ward 
J Gennelly 
F. H. Kilver 


J. He-Ouina 
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. BOWSER , 
BOOMEP 


PUBLISHED MONTHLY BY 


S.F. BOWSER & CO., Inc. 
Fort Wayne, Indiana 


Manufacturers of Oil and Gasoline 
Storage Equipment 


C. H. DAVIES, Editor 


THE BOWSER BOOMER IS THE MAGAZINE 
OF THE BOWSER SALESMEN 
OF THE WORLD 


_ Itis published in their interests and its view- 
point reflects their aims, activities and ideals. 


Every salesman is entitled to a copy. 


News items, photographs, sales arguments 
from all are welcome. 


CHRISTMAS NUMBER 


Howser 


Press 


The heel of Mars have trod 
heavily on the world for the past 
four years, and his sharp cleats 
and spiked boots have torn and 
bruised the flesh of Mother Earth 
unto disfiguration. We thank 
God that the scourge has at last 
been lifted and once more we 
breathe the clear air of a tired 
but peaceful world. Our Thanks- 
giving this year was truly grate- 
ful for Peace and we extend to 
all our friends a truly Merry 
Christmas and a happy New 
West. 


When it comes to individuals 


in our organization making 
quotas, we believe that the 


“Laurel” is due to our General 

Manager, Mr. S. B. Bechtel. 
He was chairman of the Uni- 

ted War Work Relief Campaign 


with a quota of $304,400. 

This campaign was undoubt- 
edly the hardest of any of the 
war campaigns as it was conduct- 
ed after the “Armistice”; con- 
ducted in the face of the “Flu” 
epidemic when public meetings 
were prohibited and which pre- 
vented committee meetings. 

Notwithstanding this our 
General Manager went “over the 


top” in the campaign with an ex- 
cess of $21,189.00. 

If he can do this on a “giving” 
campaign, we wonder what his 
field performance would be in an 
“investment” campaign, such as 
bonds and “Bowser” tanks. 


Things That Shouldn't 
Be and Generally Get 
in the Wind 


To some, experience is a head- 
light; to others it is merely a 
sternlight, illuminating only the 


waters of the past. 
Me ee 


Eternal aggressiveness is the 


price of continued prestige. 
* * * 


The reason that some men ac- 
complish more than others is that 
they attempt more. 


It is remarkable what an influ- 
ence the traveling salesman has 
on the mental attitude or business 
thought of the country. The 
average merchant is consciously 
or unconsciously affected in his 
buying policy by the impression 
he gets from salesmen whom he 
MCeES: 

The greatest factor for trade 
disturbance and the factor which 
alone makes the trade situation 
uncertain is the human disposi- 
tion to stampede as the result of 
sentiment and this disposition 
can only be effectually anticipat- 
ed and prevented by a wide- 
spread understanding of the 
situation by the trade itself and 
a general willingness on its part 
to comply with the plain require- 
ments of the situation. 

Do not take the “croakers” too 
seriously. Here is an illustra- 
tion of how rumors get started. 
Last week a traveler for a 
wholesale hardware firm visited 
a leading merchant in a western 
town. The merchant is strong 
financially, has abundant faith in 
the future of his business. He 
has a good stock and has booked 


well ahead for spring deliveries. 
His business during the past year 
has been the best in its history. 
He is somewhat of a joker, al- 


though travelers usually take 


him seriously. Here is the dia- 


logue which took place in his 
SONA ¢ 

(Inter wholesale traveler ) 

Merchant: “Don’t think I 
need anything this trip, prices are 
going to be shot to pieces now, 
and I am not going to be caught 
with high priced goods in stock.” 

Traveler: “Well, ‘to tell: the 
truth, I don’t blame you.” 

Merchant: “Aha! You feel 
that way do you? Well, now I 
won't buy, because when you fel- 
lows admit that things are going 
to the dogs, then I am going to 
play safe.” 

(Exit traveler.) 

The foregoing is an actual oc- 
currence related laughingly by 
the merchant to the editor of 
Hardware and Metal who told us 
a few days ago. “I would like to 
see the report made to the house, 
by that traveler” he said, 

The merchant is not going to 
quit buying. He feels sure busi- 
ness is going to be good, and he 
knows of several buildings which 
are to be erected in his town in 
the near future. 

ie spoimteis, that at a time, 
like this, even jokes may be mis- 
construed, and the remarks in- 
nocently made, may cause great 
missapprehension. Careless re- 
marks by men in the trade, may 
cause great damage. Travelers 
above all should not get cold feet, 
look the facts in the face, and 
discuss the proposition on _ its 
merits. The situation only needs 
co-operation of the traveler. 

‘his israstinse dor some of ‘Our 
“too conservative’ travelers to 
come out of their shell and take 
their part in abating alarm, 
which is uncalled for and liable 
to do damage to all branches of 
the trade. 


MMM 


279 


SSNS 


Ai x Oo °DB™a>”T_l 


E. E. Thomas 
Member Pacemaker Club, 
Memphis District, 1918 


Order No. 208 brought him 
into the Pacemaker Club, Nov. 
27th. Weare mighty glad to see 
you, add another year to your 
honors. As a suggestion for 1919 
so you can become a bogies ex 
year “right off the bat’? why not 
“get all ‘of your customers to do 
their s shopping earlier and avoid 
the rush?” We know you have 
it in you. 


Reputation is made by repeti- 


tion, and the nature of the repe- 
tition determines the reputation. 


After the War 


Qur friend,. Mir. ©. Es Wood, 
of Cincinnati, sent us the follow- 
ing clipping from the Manufac- 
turers’ Record which is a timely 
word of advice: 

The producer and manufactu- 
rer must make every preparation 
to conduct his business as eco- 
nomically as possible to meet the 


keen foreign competition for 
world markets which will be- 
gin upon the cessation of hos- 
tilities. In order that the 
American manufacturer may 


hold his own foreign trade and 
in the home markets, in compe- 
tition with foreign-made goods, 
it will be essential that his pro- 


duction costs be as low as pos- 
sible. 
(Signed) Ss. C. MASON, 


Pres. Nat’] Assn. of Mfgrs. 

The manufacturer who does 
not at this time install every 
proven material or labor-saving 
device will not be able to com- 
pete after the war with those 
who must sell their products at a 
very small margin of profit or 


fail. 
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“Good Morning Judge” 


A certain smart chauffeur had 
a unique and enlightening experi- 


ence the other day, or rather 
night. He was driving uptown 
and at a crossing barked the 
shins of a pedestrain with his 
starboard mudguard. The hum- 
ble pedestrain called a policeman 
and insisted that the chauffeur 
be given a summons. Next morn- 
ing he appeared at court, bub- 
bling with wrath and faced the 
judge. “It wasn’t my fault, your 
honor, I was driving slowly and 
this guy’—‘“I know, all about 
the case,” interposed the magis- 
trate gently, “I was this guy. 
Five Dollars please.” 


If you want to ascertain how 
many real friends you have, try 
to borrow money from each one. 


All things come to him who 
goes after them without waiting. 


SSSR 


ST. LOUIS OIL COMPANY 


Note the sign on the front show 
window of the above Oil Company’s 
store. It is another evidence of the 
Big Oil Company’s appreciation for 
Bowser Systems and their value in 
business building. 


SSS... 


J. D. Gumpper 


J. D. Gummper, the Dean of 
our School of Bowser Salesmen 
occasionally makes trips as the 
emergencies arise to nearby cities 
in the roll of salesman. While 
one of the salesmen in southern 
Indiana was ill, a letter came in 
from his territory from a man 
who said he wanted to buy an 
underground tank only. Jake 
went down on Saturday after- 
noon and when he came back he 
had in his pocket a check for 
$143.75, a cash order. Jake still 


has a good sales punch. 


L. F. Greer 


Member Pacemaker Club, 


Dallas District, 1915 
Pete = 
again. We are afraid of writers 
cramp if you keep on coming in- 
to the Pacemaker Club. This 
makes the fourth time for you. 
Now seriously speaking, we want 
you to join the Club every year 
and no doubt you will especially 
want to join—you know—250, 


Oh Boy, some Christmas present, 
Good luck to you L. F. 


the man from the south 
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Prospects in The Building Business 
A canvass of about 400 architects, recently completed by the Ff. W. Dodge Company, disclosed the 
fact that there is a vast volume of work in the architects’ offices, much of which has already reached the 
stage of “plans in progress.” In these comparatively few offices alone the amount of project work 
runs as high as $450,000,000. Its division by localities and classes of buildings is shown in the tabula- 


tion below: 
CONTEMPLATED CONSTRUCTION 


(Figures obtained by F. W. Dodge Co. from canvass in New England, Middle Atlantic States and the Middle West.) 


Institutional, 
Number of Industrial and Apts., Hotels, Church and 

Jity or Distriet Offices Total Office Bldgs. Residences Municipal Unclassified 

PONE OY OT RA OUEY ecee oseana Oil $79,575,000 $22,420,000 $11,065,000 $32,305,000 $13,785,000 
PSMA LO Meenas 14 3,693,000 970,000 1,648,000 1,075,000 

Newark ecco 8 4,255,000 3,080,000 655,000 520,000 15,386,000 
BOSton © hc. ece eS 12 19,816,000 175,000 395,000 3,860,000 
Worcester 7 1,920,000 805,000 210,000 905,000 
Kast Mass. except Boston.. 17 3,855,000 770,000 1,515,000 1,570,000 
Maine and N. Hampshire.. 8 1,400,000 175,000 375,000 850,000 
Gonme ChUCU ime emanee ee ees 9 6,089,000 1,845,000 782,000 3,462,000 
Negi el @)lirolka ages eee eee 42 42,724,000 14,968,000 13,724,000 14,032,000 
Trenton and Camden............. Ta 3,955,000 675,000 145,000 3,185,000 
Hastern Pa. exc. Philadel. 15 4,215,000 1,195,000 400,000 2,620,000 
Baltimore 18 4,200,000 615,000 1,105,000 2,480,000 
Pittsburgh 42 15,410,000 3,675,000 5,860,000 5,875,000 
Cleveland 19 34,450,000 7,500,000 2,250,000 24,700,000 
(COSINDRTA OWNS crassa ease er eee 2 3,535,000 2,525,000 250,000 760,000 
Cincinnati .. 6 2,005,000 525,000 100,000 1,380,000 
(CACO ee ae 42 144,047,000 128,033,000 1,929,000 14,085,000 

363 $375,144,000 $189,951,000 $42 408,000 $113,614,000 $29,171,000 

SITUATION IN OTHER CITIES SUMMARIZED AS FOLLOWS: 
Detroit and Eastern Michigan—Hstimated within a year—2064 projects, including 1,000 small private plans, 


amounting to over $50,000,000. 


St Louis—Held up on account of war 55 projects—costing $4,898,000. 
Kansas City—Local architects have and are preparing plans for approximately 50 new buildings—cost aggregating 
$20,000,000. 


Minneapolis—Offices, store, church, warehouse, industrial enterprises, ete., $2,420,000, and about $10,000,000 of 


school work throughout northwest will go ahead. 
Decisions are now being made regarding materials and equipment for an immense amount of con- 


struction. 


the merits of particular products for use in these buildings. 


W. J. Bates 
Member Pacemaker Club, 
Pittsburg District, 1918 


“William Jennings” Bates ac- 


companied by his 
happy smile and oratory has 
again gone over the line with 
a comfortable margin. About a 
month ago we had a dreem about 


geniality, 


you and it seemed that you had 
already signed up more orders 
than you needed and were still 
piling them in for good measure. 
You can imagine how pleased we 
were when knowledge of your 
case) really came, outs= [his vis 
your fourth year. You are going 
to make it “five” straight in the 


Hirst nalt Of 1OTd. 


Kept Guessing 
“Tt is all right to talk about 
hitching your wagon to a star.” 
miscteethe 
where can a fellow park an auto- 


question now = 1s, 


mobile 2?” 


And it naturally follows that architects should be informed or reminded without delay of 


Mr. Griggs Walker, who re- 
signed his position to enter the 
army secured membership in the 
“Pacemaker” Club before doing 
so. He then immediately quali- 
fied for a Lieutenancy in the 
army. We say, these are some 
honors for one year’s perform- 
ance. 


Just a moment! He is again 
back on the BowsrEr Job, since 
Peace has been declared and if 
he now qualifies for one of these 
nice gold pencils that Mr. E. M. 
Savercool is giving away, his 
cycle of achievements for 1918 
will certainly be complete. 
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Sausage 
Oh, boy! 


cakes. 
becoming universally used 


poses. 


it in bulk. 
handling it in a Bowser. 
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your share of this business. 


A Cooking Oil Outfit 


of the store. 


Outfit. 


Buckwheat Cakes and Country 


Some breakfast. 
season when: Bowser Cooking Oil Outfits 
should be selling like the proverbial hot 
Cooking oil instead of lard is now 
especially for 
frying as well as for general culinary pur- 


The dealer makes more profit handling 
He makes most profit when 
Up to September 
Ist this year the Dallas boys sold $11,318.35 
in cooking oil outfits. Uncle Bob Matthews 
lead the list with $1,130.60 in sales. 


Cooking Oil is the most profitable grease 
that the merchant handles (compare profits 
with lard, package compounds, etc.) 
will 
money per square foot of floor space occu- 
pied than anything sold in a store. 

The Cooking Oil Outfit should be located 
in a conspicuous position in the fore part 


A customer entering the store cannot help 
but notice the fine appearing Cooking 


This is the 


Get 


make more 


Oil 
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Figure 58. Cooking Oil Outfit. 


As an advertisement it has no equal, and 
will rapidly increase the Cooking Oil trade. 
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You have five days remaining in which to secure 
one of those beautiful embossed gold “ever-sharp” 
pencils which our General Sales Manager, Mr. 
E. M. Savercool, is so generously distributing to 
anyone who will sell two Cut 103’s before De- 


cember 21st. 


WHY NOT ADD YOUR NAME TO 
THE LIST OF WINNERS? 


There are but seven days left 
in which to make our quota, and 
we simply cannot, no matter 
what conditions assail us, quit 
now. 

You have encountered great 
obstacles during the last few 
months, and your efforts to over- 
come them have been sincerely 
appreciated. Your success there- 
in must have made a stronger 
and better salesman of you— 
more capable of one last great 
finish for the year. 

Seven Days: Don’t waste an 
hour of them! Work fast! Close 


every good order! Be enthusias- 
tic! Be optimistic and your pros- 
pect must respond. The pos- 
sibilities of the future are unlim- 
ited, and it is the universal opin- 
ion of the biggest financial and 


business men of the country that 
the business outlook for the fut- 
ure is very bright. 

Keep this BooMeER in your 
pocket. Stare every one of the 
remaining seven days with its 
appeal in your mind; then we 
will be satisfied and so will you. 


D. S. JoHNSON. 
Western Manager. 


G4 


F. C. Sears 
Member Pacemaker Club, 
Toronto District, 1918 


The only reason Mr. Sears 
wasn't a Pacemaker last year is 
because he entered the Bowser 
organization too late in the year. 
However, he has been bringing 
in the orders at a pretty regular 
“oait” since and we are expect- 
ing even greater achievements 
next year. While we haven't in- 
vestigated we feel that Mr. Sears 
should lead all the Bowser 
Knights when it comes to bring- 
ing in the “Full Cash.” 
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Bowser Engineering Service 


It is a rare business that is not today confronted by at least 
one oil storage and distributing problem—for instance: 
—a continual shortage of oils. 
—an increased cost of oil. 
—a trend toward waste. 
—trouble in distribution. 
—an insurance restriction. 
—a lack of cost records. 
—a need of liquid measuring devices for mixing vats. 
—a reclaiming system for used oil. 
These and similar oil storage problems when presented to Bow- 
ser engineers will result in solutions which practice will prove a 
gratifying success. 


“Put it up to Bowser, men who know.” 


pocassseseecsouseses| 
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Omaha, Neb., December 16th, 1918. 

“T wish to take my new gold “ever-sharp” in hand to thank the 
management and the “old man” for such a beautiful gift.” 

I agree with L. P. M., who in his circular letter said he owned 
one and that there is nothing better, but his is silver, and when pur- 
chased, parted with his kale, mine is gold and embossed and I am 
ahead by the sale. Yours very truly, 

IA CONTRA D: 


VOCE Eee APE TO HO VOCE PAT Cee Ten 


nowledges and thanks the mem- 


bers most heartily for their 
thoughtfulness. 
Mr. Smith secured member- 


shipsinsthes Club,=|tne 2rst. In 
addition to being an early arrival 
in the Club he is also an early 
payer of his dues. He has already 
sent us his Membership fee of 


$1.00. 

We hope all of the other members 
send us their dues, without solicita- 
tion. It will save the Club consider- 
able postage. 


Thank You, Mt. Smith 
Mr. G. A. Smith, of the Wash- 


ington District, who was quite ill 

some time ago, has fully recover- 

ed and is on the job as usual. 
During Mr. Smith’s illness the 


“Well!” 


Our idea of the strongest man 


Mt. H. A. Dudley 
Member Pacemaker Club, 
Memphis District, 1918 


Too bad he didn’t become a 
Bowserite earlier last year, be- 
cause if we are any judge of a 
good record for one so young in 
the organization as he, there 
would have been a Pacemaker 
Dudley last year. The start is 
now made and with the intellig- 
ence and capacity he has shown 
in his work, we are confident of 
great things next year. 


A Prescription 


STOP, look and listen. Rea- 
son, reflect, think. Can you re- 
call where worry ever helped 
your 

Worry kills millions, and 
makes countless others mourn. 

Worry is the biggest barrier 
to business in all the world. 

Worry unfits, robs, — steals. 
Worry wastes your energies, 
saps your vitality and poisons 
your mind. It has fired the “‘fail- 
ure” fellow to do all manner of 
fool things—made drug fiends, 
drunkards, derelicts. 

There are three degrees in this 
Order of Worry—anxiety, work, 
worry. 

Anxiety stimulates to action 
and bridges about an ambition to 
work. 

Work gets results. 

Worry is the tie on the track 
that wrecks. Worry cannot help, 
and is sure to hinder. 

Worry is often caused by bili- 
ousness of the brain. 

A prescription that will always 


“Pacemaker” Club sent him jn the world is the one who can work is—hard work. 
some roses which he hereby ack- overcome his smallest weakness. 
ML 
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“With malice toward 
none, with charity for 
all, with firmness for 
the right as God gives 
us to see the right, let 
us strive on to finish 
the work we are in.” 

---Abraham Lincoln. 


The Courage of the Rail Splitter Needed Now 


Right now we need the spirit of Lincoln when it came to deal- 
ing with the steel monitor. 


Early in the war of the secession, Ericsson, a Swede, in New 
York invented a monitor and needed a government appropriation to 
build it. G. B. Fox, Assistant Secretary of the Navy, said the 
heavy armor would sink such vessels. “But,” answered President 
Lincoln, “is not that a sum in arithmetic? On our western rivers 
we figure just how many tons will sink a flat-boat. Can't your 
clerks do the same for an armored vessel?” 


But that was too absurd. Why was it necessary when all rule- 
of-thumb experience was against such an idea—for there are rule- 
of-thump scientists as well as business men? 


Congress passed a special appropriation for the purpose, but the 
naval board, consisting of a commodore and an admiral, condemned 
the monitor. Ericsson went to Washington and argued the ques- 
tion in the President’s presence with this board of naval officers. 
Again the board ruled adversely. Lincoln overruled the board and 
told Ericsson to go ahead. The result was the “Monitor,” and the 
subsequent triumph over the “Merrimac.” The principle of the 
armored vessel was practically established. 


That was an instance in which the common sense of the rail- 
splitter, with the memory of his work on a western river, overruled 
the rule-of-thumb “experts,” who obeyed only the law of precedent, 
but had neither common sense nor open-mindedness toward innova- 
tion, as a part of their science. Lincoln’s common sense could see 
no essential difference between the boats on the sea and the boats 
on the river. 


Bowser salesmen need to develop a splendid disregard for the 
whiner that says: “Can't do it. It can be done.” 


America’s position is strong. She holds the world bonds, large 
interest charges, will be paid bringing money into the country. She 
has resources capable of enormous development, and she has a place 
in the eyes and heart of the world that will stand behind every move 
she may make in industrial development. j 

For the present the big task is to be brave, hopeful, and big 
enough to meet the new situations that can be turned into stepping- 
stones to bigger and greater things. Pessimism and indifference 
may turn them into industrial misery. 

It’s up to you. Meet every situation with a firm resolve to. con- 
quer it, and regard every occasion as a great opportunity. Do this 
and the future has a wonderful development in store for you. 


L. B. Gilbertson 


Member Pacemaker Club, 
San Francisco District 1918 


“L. B.” deserves great credit 
for making the goal again, this 
year because he got a late start. 
In December of last year, he left 
the organization for a little while, 
but the temptation to come back 
and achieve his indomitable am- 
bition was too great for him. He 
wanted to keep up his Pacemak- 
er record, he having been a mem- 
ber of the club since 1915. We 
are delighted to have you back 
and in the Club again Mr. Gilb- 
ertson. 


J.O. McCracken 


Member Pacemaker Club, 
Pittsburgh District, 1918 


“Mc” made the club a little late 
this year, but when he did come, 
he brought a nice little majority 
over the required number of 
points. But say young man we 
want to write you up as an “Ex- 
ecutive” next year. We always 
like “repeaters”. Mr. McCrack- 
en was a Pacemaker in ’15 and 
17 a Director in ’16. His elec- 
tion this year was on November 
15. We believe in “signs” too 
“Mc.” That is—on the dotted 
lines, so don’t fail us on our 
prognostication. 
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~—in your case the 
right hand spindle 
controls the pump 

HEAD GEAR: 
ham sandwich , 
false TeeTHand 


He may bea 
mason but as 
asalesman 
he's a good 
bricklayer 


Boomer Official Photographer 


on the Battle Front of Business 


A Model---To Use or Not To Use 
A Man’s House Is His Castle---So The 


Law says. 


ptieiieaimans once 15 his castle his MIND is his FORTRESS. 
MIND is what must be captured by salesmanship. 
You may push past the office—castle guards—use any physical means—to get a MAN. 


Which probably includes his office—judging by the guards employed. 


Mats the 


BORER ESS of 


It is no easy job. 


The fort- 


ress of his MIND must be captured by assault or reduced by bombardment. p ; . 
It can only be attained by attention, interest, desire and finally INDUCED to SURRENDER 


by ACTION. 

Speech and Thought 

Judge 
speaks deliberately and in a man- 
ner fitting the directing head of 
the United States Steel Corpora- 
tion says: 

“Upon a careful survey of the 
situation it will be found there 


are many reasons for believing 
prosperity in this country should 
be continued. The United States 
is the richest of all countries. It 
possesses one-third or more of 
the total wealth of the world. It 
has become the leader of finance 
and in this respect may properly 
exercise a commanding influence. 
Its natural resources are im- 
mense and are susceptible of in- 
creasing development. If in- 
dustry is protected and fostered 
in accordance with its merit the 
war burdens, even though gradu- 
ally, will be lifted. 

“And with all this is connected 
the thought that as a net result 
of the war the volume of cash 
and cash resources has been in- 
creased in a marked degree and 


Gary, who always 


will be extended for purposes of 
expansion and development in 
this rich and growing country. 
Much depends upon the attitude 
and the speech of men.” 


A 
Chatles S. Sickle 
Member Pacemaker Club, 
Washington District, 1918 


Here’s an example that should 
be an inspiration for everyone in 


the organization. Mr. Sickle’s 
first experience with the Bow- 
SER line dates from March 25th 
of this year and he became a 
Pacemaker the 16th of Novem- 
ber, not only with “just enough” 
points to get into the club, but 
with a good margin. It only 
goes to prove that when one, 


once sets his mind on a worthy 
object of attainment and makes 
up his mind to do it there can 
be only one result—Success. 

Is there anything in a name? 
Well we know Mr. Sickle is a 
sharp salesman and that he will 
cut it in 1919 and bring in the 
harvest early. 


Looked the Patt 


Harry—‘I understand Gert- 
rude married a man who made a 
big fortune by a lucky specula- 
tion in soap.” 

Grace 


“Yes, and he disgraced 
her while they were on 
honeymoon.” 
Harry—‘How did he do it.” 
Grace—Gertrude 
other 


their 


wanted the 
to think an 
ocean voyage was an old story to 
them, when her husband almost 


passengers 


as soon as they were on board, 
pointed to a row of life preserv- 
ers and asked the captain what 
was the idea of all the extra tires. 
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Lee Kuhn 
Member Pacemaker Club, 
Memphis District, 1918 


Mr. Kuhn surely has a right 
He 
had been with the company con- 
siderably less than nine months, 
but that didn’t stop him from be- 
coming a Pacemaker in 1916. 
He’s been at it ever since. He 
must say—'*What’s the use in 
stopping now’? All it takes is 
ageressiveness, hard work and 


to be proud of his record. 


IIS 


He Meant Right 


Unlucky Motorist (having 
killed. the lady’s pet puppy)— 


“Madam, I will replace the 
animal.” 
Indigant Owner—‘Sir, you 


flatter yourself.” 


Mr. M. J. Riding, who covers 
Fort Wayne had among his ord- 
ers this week, a fine “twin curb” 
installation for one of the filling 
stations in the city. It consisted 
of a t1o-barrel Fig. 107 for gaso- 
line and a two-barrel Figure 243 
for lubricating oul. 

Mr. Riding is doing his share 
towards making the “Bowser” 
famous “at home” as well as 
abroad. 


Don’t judge men by appear- 


G. W. Elliott 


Member Pacemaker Club, 
Albany District, 1918 
George Washington 

the Delaware but he had nothing 

on our friend “G. W.” when it 


crossed 


comes to crossing over the line 
Club. 
This makes the third time and 
we re expecting him to keep it up. 


and into the Pacemaker 


We are just optimistic enough to 
believe that Mr. Elliott is plan- 


stick-to-it-iveness.” With such ance. Remember that often un- ning to beat his 1918 record next 
determination we know he'll der a rough exterior lurks a year by coming into the Club be- 
make it “5” straight. mighty inner tube. fore July—Success Mr. Elliott. 
Ibsalpsalbsalbsd|b=4[b=4]bz4lpalbsdlbza|ps4|psalpsalhsdlbsabzalpsalbsalbsdIbsabs4|psalbsalbsaIb=albs4|bsalbsalbsalbxabsa bzalpsalbsdlbs|bsalbsalpsalpsa|psa|bsalbsa|bsa|psalbsalbxa|bra|bsalbzalbzalbsdlbs4]bxqlbsalbsd|bsdbs4beq|psd|bsdlpz4|bsq|bsd|bsd|bsd[bsd|psd]bsd|bs|bsq|bsd|bed|bd|bealb=dbz4] 
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and practical. 


and years ago. 
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Turning Gravity Into Money 


Mr. Bowser realized this years 
It was he who 
introduced the syphon for use 
in connection with the handling 
of oil and gasoline. The BOW- 
SER syphon during its existence 
on the market has saved untold 
thousands in time and labor. 


The convenient, economical and rapid handling of both raw and 
finished products in a large man- 
ufacturing establishment is no 
small matter. BOWSER engi- 
neers recommend and provide 
Gravity Devices wherever safe 
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Pacemakers Whose Photographs Did Not Appear in The “Boomer” With 


‘Their Pacemaker Announcement 


We reproduce on this page the likeness of a number of salesmen who have 


ee ee 


been previously announced and whose pictures we received 


too late to appear with the announcement. 


GRIGGS WALKER 
Member Pacemaker Club 
Atlanta District 


R.T. WILLIAMS 
Member Pacemaker Club 
Dallas District 


Cc. S. PRICE 
Member Pacemaker Club 
St. Louis District 


PHOTO 
Not 
RECEIVED IN 
TIME FOR 
REPRODUCTION 


J. G. PHIPPS 


J. J. MACK 
Member Pacemaker Club 
Pittsburg District 


E. B. WIGLE 
Member Pacemaker Club 
Toronto District 


Ly 


J. L. STEBNHUIS 
Member Pacemaker Club 
Memphis District 


G. A. SAMTER 
Member Pacemaker Club 
St. Louis District 
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M. H. CLARK 
Member Pacemaker Club 
Dallas District 


Cc. S. ROBERTSON 
Member Pacemaker Club 
Toronto District 


J. S. WALSH 
Member Pacemaker Club 
Washington District 


PHotTo 
Nor 
RECEIVED IN 
‘TIME FOR 
REPRODUCTION 


H. E. MORGAN 


INULIN. UTA 


Texas Company Filling Station, Whitehall and Garnett Avenues, Atlanta, Ga. 


The accompanying ‘Hustrations are of two Filling Stations which the Texas Oil Company has recent- 
ly installed in Atlanta, Ga. They are equipped with BowsER 102 pumps and Figure 154 Wheel Tanks. 


When it comes tora clean cut, high class business organization, the Texas Company, is in class 
AAA 1. The personnel of their organization, their methods of conducting business and the equipment 
in every respect are invariably of the highest erade and quality possible to secure. 

We are always proud to refer to the Texas Company as large users of Bowser goods. 

Our Mr. Frank James did the installation work, connected with these stations in a very commend- 
able and complimentary manner. 


Texas Company Filling Station on Ponce De Leon Avenue, Atlanta, Ga. 


} 
en 


Piney wigs 
Sha he ety 
BATT Ye , 


neuen eb aac hh J 
i pach ait shes Lia 
FAY 


ves ies 
é Anes eA Rigo 
la eat ppt ne HD: eelaehnaemee 2! Seater inite fe, 
Sets ea etiade Eds pty oth ase Pi 
pat ; Meng op 
Ruta rake 
ees 


mest ea 
Rete Nare 
“ 

: 


eAdle te ER ental 
eed a WE 


Seratyy te ot 
Per hink Ayubitenit 
sod 


4 Ai 
Nee 


Yt ae 


ereaees 


PS 
Mea ees) sacs 
Fan, 


4 145 
so 
Ps 


ENE 
Ni Nest 


soe atone 
aks Ye ORES 
: Cty 
Rada re 

Ra 


lao i Dodge Habe EROS 
Meas ie as 
: Ne o : Hae ane vs 5 
: : : Rian 
; ithe k yd 
a ts yesbve Sete % 
. Rags i rf t ita 
‘ Si odane Su 
at ivohsus weyest 


La 
: ey A! 
oe Tp haRy SMS RIN 
arieeerct ; of 
: tate 

Sasi 
u Cae 
Fee node sy) yes 

AS at is 


Sort ‘ 
he oy Leh eee 

See ey awese PRE Ian Be 

ace Wa toe 


ows by 
peep cheat es 
we 


ehh 
Peitetae 
An Ek 
ro eh wd BY ; 
Hi sy 3 eee 


PLR ALY 
SF RARE 
a S 


erty 
ayn + We 3K) 
ye ee it ips i oy 
“esis . See Rita? Nas ere. : i‘ 
¥ te . mht Ay pan Men oe r 
Pas ; pik Ne ; eT, Mare ine 
aceanabans tess, fe 


